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WE SAID IT BEFORE”... 
WE'LL NEVER STOP SAYING= 


SAME-DAY 
SERVICE 


on standard catalog items 


ONE SHIPMENT 
ONE INVOICE 
THE SAME DAY 
WE GET THE ORDER! 
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Something New under the Sun 
An editorial 


Let the Buyers Have Their Say 
Bluefield, W. Vo, distributor organizes panel 


Catalog Storage System Does Three Jobs. . 
Triple advantages result for Milwaukee compony 


Do Salesmen Follow Up Quotes? 
They do in this Indianapolis distributer firm 


Dual Role Has One Aim — More Sales. 


Portland, Ore., salesmen-sales manager describes 
his twofold activities 


Don't Belabor the Obvious! 


Springfield, Mass., soles manager adds to 
his previous motto 


How to Brainstorm Your Way to Soles... . 
A special 32-page report (see column at right) 


Teamwork Is Constructive 
A story of the building New Britain salesmen built 


Ten Workers — But One Goal 
Everybody doubles up to in this Davenport firm 





REGULAR FEATURES 


You Said it 

Talk of the Trade .. 

Supply Sales Trends . 

Outlook for Business 

Manufacturers’ Activities ............5. 





These “brainstorming” distributor 
executives would like to know: 


What do you do... 


1. 


When You're Getting Only Token 
Orders 


. When a Buyer Says, “! Buy Strictly 
on Price” 


. When a Buyer Says, “! Spread My 
Business Around” 


. When You're Told, ‘Stay Out of the 
Plant’’ 


. When You're Losing Business 
. To Sell Specialized Services 


. To Sell General Line Services 
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Machine Customers Getting 


MICRO: FINISH ? 
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THEY ARE if they are using RED-E Precision 
Grinding Machine Centers, because they are 
made to take high speeds and excessive weights 


—yet guaranteed to operate within less than 
50 millionths (0.000050") TIR. 


THEY ARE NOT if you did not sell them 


the right center to do the job. Ordinary centers 
(especially Solid centers) are not made to meet 
the speeds demanded of precision grinding... 


to take the radial and thrust loads...to grind 
without costly down time, wheel marks, chatter 
and out-of-roundness. 


onty RED-E anti-rriction GRINDER CENTERS 
GUARANTEE ACCURACY TO WITHIN LESS THAN 
50 MILLIONTHS (0.000050”) TIR!.... HERE'S WHY:.... 


@ ABEC-7 Spec precision, preloaded, angular con- 
tact, New Departure anti-friction ball bearings 
are used to provide greater radial and thrust load 
capacities with a minimum deflection under con- 
tinuous cylindrical grinding operations. 


@ Lubricated for life. 


Here is your opportunity to moke real big center 
profits! Red-E anti-triction centers for grinding ma- 
chines are a must to obtain mirco-finish. Only Red-E 
has the center to fit the need. Be wise, deal with 
CENTER Specialists. 

Over 200 Red-E models for every standard 
application. Get the facts today! 


TAPERS AVAILABLE 





@ Only high speed stee! points, ground to 60 de- 
grees, 30 minutes, included angle are used, for 
perfect center contact. 


@ Labyrinth enclosure keeps out all coolants. 


@ GUARANTEED. 





SHANK TYPE 








———— 











4125, 1.335, 1.7% 








Morse Bas Jarno Nerton 
SHANK 1 te 6 5 te 15 4 to 20 10 to 16 
SPINOLE 27 7 8 6 te 20 10 te 24 




















Help your customer to better TE eee 





4125, 1.335, 1.750 grinding... make sure 





Specie! heeds, tapers, shanks and points mode to order. 
CENTER Specialists Since 1908 








563 lreanisten Ave. oo 





Bridgeport 5, Conn. 


== 


he has « copy of the RED-E 
booklet “A New Concept 
in the Art of Grinding”... 
they're free for the asking! 
GET YOURS TODAY! 
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Mounting of taper lock sprock- 
ets is fast and sure. Taper action 
provides a firm fit for its full 
length, assures positive grip 


Taper Lock Sprockets 
Allow Fast Delivery of 
Roller Chain Drives 


Fliminating the cost and delay 
of reboring, Link-Belt's line of 
roller chain sprockets with 
taper lock bushings is fast gain 
ing popularity. The customer 
in a hurry gets off-the-shelf 
service because this bushing 
fits the full range of normal 
shafting tolerances 

In addition, installation and 
removal can be rapidly ac- 
complished, and the compact, 
flush design eliminates oper- 
ating hazards. The stock pro- 
gram includes sprockets for all 
single widths of chain from 
RC-40 through RC-160, as 
well as sprockets for three mul 
tiple-width chains RC -40-2 
RC-50-2 and RC -60-2 

Book 2649 gives all speci 
fications of these bushings 
Many of them are similar to 
and interchangeable with those 
now used on silent chain 
sprockets. 

The usual numbered identifi 
cation is used. Smaller sprock 
ets are attractively boxed, and 
all bushings boxed and labeled 





| Dynamic Strength Assures Longer 
Work-Life for Link-Belt Roller Chain 





RESISTANCE TO TENSILE STRESS is achieved by use of properly heat-treated, accu- 
rately-machined side bars made of premium steel and fitted with properly-hardened 
pins, bushings and rollers. But to resist operational stresses, additional controls over 


dimensional accuracy, uniformity and roller resiliency are essential 


STRENGTH OF CHAIN IN MOTION is accomplished through tensik 
special Link-Belt refinements. These include pitch-hole preparation, micro-finis 


parts, special processing of side bars, pre-lubrication and rigid quality 


strength ~ 
1 of 
ontrol from 


initial selection of materials to final protective boxing 


“Dynamic 


strength” has 
* Sales been defined 


Meeting by Link-Belt 
engineers as 
in Priat 


the strength of 
+ achain in mo 
tion, as contrasted with “ten 
sile strength”, which is the 
static strength 
On high-speed drives or 
heavily loaded conveyors, the 
components of every pitch of 
roller chain face severe and 
repeated operating stresses 
brought about by engagement 
with sprockets, shock of start 
ing loads, centrifugal loads and 
others. Chain must have the 
ability to resist these stresses 
That's why dynamic strength 
is sO important 
Resistafice to tensile stress 
in roller chain is achieved by 
use of properly heat-treated, 


accurately machined sice bars 
made of premium steel and 
fitted with properly hardened 
pins, bushings and rollers 

But to resist operational 
stresses, additional controls are 
essential, Dynamic strength is 
achieved in Link-Belt preci 
sion steel roller chain through 
these important extra feature 

Shot-peened rollers, for 
greater fatigue life and added 
ability to withstand impact 

Close heat control, coupled 
with rigid testing, to assur 
uniformity 

Pitch hole preparation 

Micro finish of parts 

Special processing of sick 
bars, 

Prelubrication 

Pre-stressing of multiple 
width chain to provide uni 
form load distribution 

Lock type bushing (applied 
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on a range of sizes) to elimi 
nate a cause of stiff chains 
Rigid quality control from 
initial selection of materials 
to final protective boxing 
Full information on, Link 
Belt Company's complete line 
of roller chain is found in 
Book 2457. This comprehen 
ive 148-page book includes 
detailed engineering informa 
selection and in 
roller chain for 
transmission and 


tion on the 
tallation of 
both power 
cor eyor service 





LINK-BELT COMPANY 


Pients i* 

Indianapolis ¢ Philadelphia 

Chicago ¢ Adanta ¢ Colmar 

Pa ¢ Houston ¢ Minneapo 
* Sen Prenciaeco « / 

Angeles « Seattle ‘a 

Ob. ; 


wer in Principal Citte 
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THREADWELL'S New 

TAP PRIMER 

—for the newcomer to the 
metalworking field an introduction 
to the science of tapping explained 
in simple terms. 

—fer the old hand, a convenient 
retresher and reference 





Here's another example of the 
factual, hard-hitting sales tools 
that are boosting sales for 
Threadwell Distributors. 

Why don't you get the whole 
Threadwell Story# 
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The Cover 


Like thunderbolts from the sky——that's the 
way ideas generate in a “brainstorming” 
session. But-—wait a minute, you say, 
what is this “brainstorming?” Just what 
the name implies, we answer. However, 
for the “what”, “why” and the very im- 
portamt “how”, just turn to page 105. 
You'll find it informative, as well as en- 
tertaining, reading. 
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Here's Where Your Customers 
Need PROTO-Nupla Hammers 


. on threads, soft metal, fenders, tires, 
leather, furs painted, polished, or 
plated surfaces that would be scratched 
marred, or otherwise damaged by meta! 
hammers or less adaptable soft. face 
hammers 


These are Nuplafiex Advantages. Check Them! ] 
@ All meet Federal Specs 1} 
Recover shape when dented or cut 


Will not flake 


Stock the Hammers that Save Money for Your Customers . 
PROTO-Nupla hammers bring every possible : eneendiien 


saving to the soft-face hammer user. One material Will not burn readily 
Resistant to grease, oil, gasoline, 


— Nuplaflex—ranges from “soft as flesh” to “hard 
as brass”. Screw-in tips are quickly interchanged. pect cine cousinn Vibsation 
Nuplaflex tips outlast other soft-face materials as Safe for workmen's eyes — no flying 


and common industrial acids 


much as 100 to 1.One Nupla hammer with a variety pereanes 
% Reduce worker fatigue 


of tips can replace many conventional hammers. smatmem sebound 00 Goreit fester 
Customers’ inventory and stock problems (like mie 

" one Selling tomers 7 
yours!) are simplified. They have less work heen owt Tews Atv? F 
damage, fewer lost man-hours, greater flexibility, a 


easier training, greater safety. Easy to sell! Easy 


> 
to stock. Send for catalog of entire PROTO line to PROTOATO 0 LS 


PROTO TOOLS 2219 Santa Fe Ave., Los Angeles 54, California paoTo PRos 1 
means essional ' 
Eastern Warehouse & Factory — Jamestown, N.Y. - Canadian Factory London. Ont : oe 

















———— 


See, 
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68 


LEADING MANUFACTURERS 
ARE LICENSED BY DODGE TO 
MANUFACTURE TAPER-LOCK HUBS 
FOR USE IN THEIR PRODUCTS OR PLANTS 


TAPER‘LOCK 


Dodge Distributors serve an ever-expanding market as the Taper 
Lock method of mounting wheels to shafts is adopted as standard 
in thousands of plants. With 68 licensees incorporating Taper-Lock 
in their products such standardization is becoming more and more 
universal, One bushing fits sprockets, sheaves, couplings and 
pulleys — both timing belt and conveyor. Off-the-shelf availability 
makes Taper-Lock an idea! Distributor line 


DODGE MANUFACTURING CORPORATION 
500 Unien Street, Mishawaka, tndiane 








+ of Mishawaka, Ind. 


MANUFACTURER OF MODERN POWER TRANSMISSION MACHINERY 
AND ORIGINATOR OF TAPER-LOCK 
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TAPER-LOCK LICENSEES 


The Alr Prehecter Corp, New York 

Ajex Plexitie Coupling Ce., inc., Westfield 
American Con Ceo., Pocific Div., Sen Francisco 
American Machine end Metals, inc, East Moline 
Sub. Cos. Bethiohem Steel Corp., Bethichem 
The Bleck -Clawsen Co., Middletown 

The Brewster Co., inc., Shreveport 

Chein Belt Compeny, Milwevkee 

Chicege Preumetic Tool Co., New York 

The Clevelend Worm & Geer Co., Clevelend 
Cocker Machine & Foundry Company, Gestonia 
Coiment-Cuvetior, Lille, France 

Continental Con Ce., inc., New York 

Cructhle Steel Ce. of America, Pitteburgh 
Dexter Folder Compeny, Peer! River 

Diemend Chein Ceo., inc., indienapolis 

The Duraley Company, Scotidele 

Bricasen Merritt, inc., Lockport 

Feirmont Reilwey Motors, inc., Fairmont 

4. 4. Penner & Co., Uid., Marfieet, Engiend 

4. M. Pletcher & Ce., Huntington 

Foremost Machine Byuliders, Livingston 

The Fuller Brush Co., Hertford 

The Goodmen Mig. Co., Chicege 

Gevid Paper Ce., Lyons Falls 

Hemmend Leundry Cleaning Mech. Co, Wece 
Hetherington end Berner inc., indianapolis 
Humphrey ond Sens Co., Joliet 

Hlinets Geer & Machine Co., Chicege 
Imperial Peper end Color Corp., Glens Falls 
industrial Specieities Co., Powtucket 

lowe Menvtecturing Co., Coder Rapids 

The Jeffrey Menutecturing Co., Columbus 


Jenes Machinery Division, 
He witt-Rebine inc., Chicege 


Kelley Geer Werks, inc., Bridgeport 

The Kert Kiefer Machine Co., Cincinnati 
Keyes Fibre Compeny, Weterville 
Lamson Corporation, Syrecuse 

£. F. Lewsen Ce., Inc., New York 

Link -Belt Company, Chicege 

The Leng Company, Ook Hill 

Leper Mechine Werks, Monroe 

Levejcy Flexible Coupling Co, Chicago 
4. W. Minder Chein & Geer Co., Los Angeles 
Merse Chein Compeny, Detroit 


Miegere Chemical Division, 
Feed Mechinery & Chemical Corp, Middleport 


Ol! Well Supply Division, 
United Stetes Steel Corp, Dolias 


Porter -Wey Harvester Manufacturer, Waterioe 
Potter & Johnston Co., Pawtucket 

Prager Incerporeted, New Orleans 

Proctor & Schwerts, Inc., Philedeiphia 
Remsey Chein Compeny, inc., Albany 
Robert Reiner, inc., Weehawken 

R. 4. Reynolds Tebecce Co., Winston -Setem 
UW. Regis Peper Compeny, New York 
Shenenge- Penn Mold Co., Dover 

fenntag Scientific Corporation, Green wich 
Srenderd Steel Spring Div., New Castle 
Strenehen Geer Ce., inc., Philedeiphica 
MH. Treadwell Compeny, inc., New York 
The Unies Chein & Mig., Co., Sendusty 
United Stetes Rubber Co., Philedeiphia 

4. A. Vance Co., Winston-Salem 

Warner Blectric Broke & Clutch Compeny, Bele! 
The Weterman-Western Company, Exeter 
Webster Menufecturing, Inc., Tiffin 

White weter Manutecturing Co, Whiteweter 
The Whitney Chetn Compeny, Hertford 











Salesmanship, 
orders says 
June editorial 


not service, clinches 
field representative: 
on sales training 


sparks comments; request from Brazil 


Salesmanship and Service 


Curcaco, IL. 

It was encouraging to read the 
comments on the status of the sales 
man in this field (“You Said It,” 
Aug., p. 7), but one thing that all 
of them harped on gave me a dis 
turbing impression that service, not 
salesmanship, was what distin 
guished the supply salesman from 
other salesmen 

This is all well and good, par 
ticularly since it boosts the morale 
of all salesmen in the field. How 
ever, it strikes me that we all might 
be going a little overboard with this 
terrific emphasis on service. 

In my experience of helping in 
dustrial supply salesmen to “sell” 
that 
move 


I'm not convinced 
SCTVICE actually 
goods from the distributor's ware 
The 
salesman who prides himself on his 
ability to help a customer with tech 
nical problems and cannot create 
opportunities for demonstrating this 
ability is missing the entire point 
of the salesmanship function 

I've been around only too often 


goods, 


alone can 


house to the customer's place 


with salesmen who apparently 
assumed that, once they had su 
cessfully demonstrated that a 


product or a combination of 
products would be economical to a 
customer, the order would be forth 
coming without any further effort 
Unfortunately, a lot of customers 
are “sold” on the salesman’s ideas, 


but not on handing over the order! 
That another 
source after the customer has had a 


often has gone to 


chance to do some shopping 


I've been around too long to 
assume that service “duz” every 
thing. I make it a point to know 


my own products, particularly how 
and where they can be used, but I 
take my salesmanship just as seri 
ously 

A Freicp Representative 


Low Pressure Approach 


Granp Haven, Micu 

I would like to compliment you 
on the very interesting and provoca 
tive editorial in your June issue, 
“Sales Training For What?” (p. 81) 

Having been active in the field 
of industrial selling and marketing 
for some 20 odd years, I too have 
felt that, in trying to apply some of 
the techniques of consumer goods 
selling, we have gotten into a 
position of trying pressure selling 
in what, as you say, is essentially a 
low pressure operation. 

At the same time, in putting on 
meetings for salesmen and in spend 
ing some time with them in the 
field, you often see the opportunity 
to benefit their customers by sug 
gesting a product, which they ar 
missing because of a lack of adequ 
ate information, that will help the 
customer. As a result, sometimes 
I think our meetings take the form 
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Industrial Distribution 


You Said It 


of presenting forcefully the best 
selling points on the product, but 
which, in turn, get the salesmen to 
“back up” because they feel the 
pressure is being applied. 

The trick would be to do this 
effectively without arousing that 
fecling either on the part of the 
salesman or the customer. I, for 
one, would be very much interested 
in any articles which you develop 
that discuss ways and means of 
doing this. I also feel that it would 
be an excellent service to the indus 
try to present such information 

J. Cumvon Carr 

Advertising & Sales Development 

Manager 


The Challenge Machinery Co 


Sales Training Curriculum 
New York, N. Y 
Your June editorial “Sales Train 
ing For What?” was long overdue, 
and John M. Frey's contention that 
more attention should be paid to 
improving salesmen’s understanding 
of human relations is particularly 
appropriate for the industrial supply 
and equipment field. As pointed 
out by Richard L. Doherty in your 
August issue (“How Well Do You 
Interpret Product Value?” p. 94), 
“The greatest progress in sales train 
ing in the future will be made in the 
human relations area.” 
Although the editorial followed 
Continued on page 10) 











D Ib. S.P., 300 Ib. W.0.G.) 


BRINALLOY 


SEATS AND DISCS 


Reduce Repairs 


’ 


' Cut Replacement 
| Cut Maintenance 


NK ENHEIMER 


*Patented Alloy. T.M. Reg. 
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THE BRONZE GLOBE VALVE that’s 


Custom-Made for YOUR Market 





LQ600 Valves are writing sales history in the industrial distribution field. 


Distributors are still reporting new success stories . . . new sales records... . 
new customers .. . new lists of major companies who are standardizing on 


. L.Q600 for all their bronze globe valve applications. Now—-with two complete 
sit LQ600 lines for both 150 and 200 lb. pressure classes-—-your customers can 
use this sensational valve for more service in a broader range. It’s the first 

and only bronze globe valve that does not require seat and disc maintenance. 

Stock the complete LQ600 line, and sell this remarkable, cost-reducing valve 

off-the-shelf at good profit margins. LQ600 is the biggest volume-and-profit 

building opportunity offered to industrial distributors in years and Lunken- 


heimer Distributors are making the most of it. 


QUICK DELIVERY ON ALL SIZES 


Now you can maintain complete stocks of LQ600-150 and LQ600-200 in all 
sizes. Our stepped-up production schedule assures you of fast delivery on all 
orders. So take advantage of this year’s peak production schedule by keeping 
your stocks replenished . . . ready to sell. You'll be in a position to give rapid 
service on rush orders. Be sure to specify LQ600-150 or LQ600-200 on your 






orders. 


BRONZE *- IRON STEEL * PVC 


> 
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C nee You Said It 
BRAND (Starts on page 7 


UP F R ONT ON : yo Conraisutions to “You Said It” 
; W rite 


ire welcome from all readers 
. . on any topic you like; we'll publish 
POWER TOOLS AT t and, if you do not want to bh 
‘ lentihed, you can rest assured that 
. e know how to keep a secret 
; Now’s the time to get that grip 
MARTIN : . ff vour chest—now’s also the time 
Hin, ‘tac ou should spe ak up with your 
Let have ‘em 
Just send your letter to the 
You Sam Ir” Eprror, Inpusraias 
Disrareurion, 330 West 42nd St 
New York 36, N. ¥ 








The Editor 











! Mr. Frey's recommendation that 
more extensive use be made of rol 
playing to help salesmen gain a 
better understanding of human 
relations, there are other means 
In the first place, it is my opinion 
that salesmen will have to do mor 
critical reading of texts dealing with 
human situations, and this will not 
necessarily confine them to reading 
textbooks but good novels as well 
novels such as John P. Marquand’s 
Sincerely, Willis Wavde,” and 
Cameron Hawley’s ‘Executive 
Suite” and “Cash McCall Not 
merely because these novels deal 
with business situations, but because 
of their extremely well-done charac 
terizations of business people 

But another means of improving 
salesmen’s understanding of human 


relations is the case study method 


Supreme Brand Chucks have become standard equipment 
on a great many of the power tools used at the Martin ~ A areas s~ oP 
plant. Reason? Supreme’s exclusive hardening process that oe! one Then aa a) die 
gives Supreme Chucks: (1) greater accuracy, '(2) longer life, tudy, handled el he —— 
(3) trouble-free performance. take a little longer, but it is just as 
In your plant—on your effective as role-playing. It has been 
fine tools— Supreme Chucks 
will do the same. Ask your its application to developing busi 


industrial distributor. F IT Aaiils | ness skills has been very successful 


CHUCKS at Harvard 
4 , | have talked to some distributors 


who already are aware of the 


the means of training lawyers and 


possibilities of improving their sales 
staffs’ effectiveness through more 
concentration on human relations 
Ihe salesmen who will tell you 
Oh, I'm a pretty good judge of 
Continued on page 14 





SUPREME PRODUCTS CORPORATION * 2222 5. CALUMET AVE., CHICAGO 16, LL. 
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IN CUTTING-OFF OPERATIONS... 






~. 
...SPEED WITHOUT ACCURACY 


1S COSTEY ! 


Efficient cut-off of steel blanks from bars demands a combination of speed and 
accuracy. MARVEL, and MARVEL alone, achieves this combination with 
machines capable of delivering feeds and speeds which fully utilize the 
strength and heat resistance of the modern high speed hack saw blade 


MARVEL dual power feed and crank lever method of reciprocation are two 
exclusive features designed to give increased speed ond efficiency. This 
unique dual power feed employed on the Series No. 6 and No. 9 MARVEL 
Ball Bearing Hack Saw Men hines, simultaneously controls both positive 
feed depth and feed pressure, automatically adjusting both pressure and 
depth of feed correctly in proportion to the number of teeth in contact 
with the work. This automatically forces the blade to cut as deeply as 
possible and practical on every stroke, without demanding the 
attention of the operator. As a result, the work is cut-off in the 
fewest possible number of etrokes. Quick return of the saw 
frame on the non-cutting stroke, accomplished by the crank 
lever, delivers 33'4°), more cutting strokes per minute with 
out increasing the blade velocity on the cutting stroke 
Accuracy is assured by the construction of the machine 
iteelf. Anti-friction ball or roller bearings are used at al! load 
carrying points. The saw frame reciprocates on fully en 
closed special design ball bearings which are factory adjusted 
with a pre-load, assuring permanent frictionless rigidity. Saw 
frame, saddle, and upright are precision machined and fitted to 
form a rigid integral unit capable of withstanding any cutting load 
with no deflection or side movement 
These exclusive features found only in MARVEL Hack Saw Machines 
together with the unequalled performance of the unbreakable MARVEL 
High-Speed-Edge Hack Saw Blade, form a team that guarantees the fastest 
most accurate cutting-off 

















You con sell MARVEL Hack Sow 
Blades and Machines with pl 
confidence that they will produce 
the fastest, mos efficient metal 
sawing possible 





ARMSTRONG-BLUM MFG. CO. 
5700 WEST BLOOMINGDALE AVE. - CHICAGO 39, ILL. 
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GEARS + SPROCKETS and CHAIN - SPEED REDUCERS - BEARINGS 
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The BIGGEST Distributor Line 


biggest in dollar VOLUME 
biggest in dollar PROFITS 





7124 STANDARDIZED TRANSMISSION PRODUCTS 
to meet any need — with more products 
added regularly as markets develop 
AVAILABLE ANYWHERE “OFF-THE-SHELF” AT FACTORY PRICES 


from local Distributor’s stock saves the buyer 
time and expense — simplifies servicing his products 


250,000 SATISFIED BUYERS USING BOSTON GEAR PRODUCTS 


Cost-wise buyers everywhere rely on 
BOSTON Gear quality and economy. 


CONTINUOUS ADVERTISING PROMOTING DISTRIBUTORS 
Industry-wide publication program, plus 
service literature that simplifies selling. 


SALES EDUCATION For DISTRIBUTORS’ SALESMEN 


A consistent schedule of product training courses 
at plant, and locally for Distributors 


AGGRESSIVE SUPPORT FROM TOP-RATED FIELDMEN 


Active assistance to Distributors from BOSTON Gear 
Field Engineers who are qualified specialists 


SELECTIVE, LIMITED DISTRIBUTION 


Assures maximum area sales potential for all 
BOSTON Gear Distributors 


SELL ANY QUANTITY — ANY ACCOUNT 


BOSTON Gear Distributors are free to sell to any account... 
any quantity of any item, at factory prices 





NOW -THE NEW CATALOG No. 56 


10 carloads supplied Distributors to meet demand 
— building bigger-than-ever sales potential 


Bigger (by 192 pages) than previous full-line catalog 
— includes hundreds of new listings has more 
selling information, more engineering data. It's the 
most-used guide book for drive design and mainte 
nance economy — in constant use by designers, plant 
engineers, and purchasers everywhere 


BOSTO oak 


7124 TRANSMISSION PRODUCTS 
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The little Professor says... 


SUPER SERVICE od 
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Thirteen heavy duty power balanced Durkee- 
Atwood V-belts transmit 762 horsepower 
on this dredge . . . handling 10,000 cubic 
yerds of send and grovel per dey, 24 hours 
a day, 7 days @ week. 


REBUILDING FLOOD-RAVAGED LEVEES 


CALLS FOR TOUGH, 


HEAVY-DUTY V-BELTS 


BY DURKEE-ATWCOCOD 


The Associated Dredging Co. of Sausalito, California equips 
its hydraulic suction dredges with Durkee-Atwood V-belts 


. belts that do the job.. 


. year after year! 


In December, 1955, when floods knocked out large sections 
of levees on the Feather River near Nicolaus, California, 
one of the company’s diesel driven dredges rushed to the 
scene to pump millions of cubic yards of sand and gravel 
needed in rebuilding the vital levees. 


The Associated Dredging Co., 


chooses D-A .. . because 


Durkee-Atwood’s Super Service is sa/es coordinated between 
factory and their distributor the Bearing Specialty Co., Inc., 


San Francisco. 


WRITE TODAY! fu o-coarn seri ce te Deter teraae 


you! Write Dept 10-9 


WARENCUSE LOCATED IM, Atlante, Chicago, Cincinnati, Govetend, 
Delias, Denver, Detrolt, Los Angeles, Minneopols, Newark, Ookiond 


STEEL 
CABLE V-BELTS 


N 


DURKEE-ATWOOD 14 BT now oveilable . 


@ complete line oy 
stee! cable 
reintorced 

V-belts. 
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human nature,” are legion and they 
ie probably half right. They had 
to know something of human nature 
or else they wouldn't be selling 
But the fact that 
ire selling now doesn't mean that 
Where 


salesmen fall down 


these salesmen 
they are selling their best 
of these 


relations is an 


mia 


in human under 


tanding of their own part in any 


given situation face to face with a 


customer. How do they, individu 


ally, affect 


ward them? 


a customer's attitude to 


The Individual Approach 


\ distributor friend of mine put 
it this way: “No two salesmen sell 
alike, nor do I believe you will find 
any two purchasing agents or buyers 
who bur like 
up with the 
takes ad 
of a situation at the time 
likely, thus Jou 

ius | He 
2. He 


non. > 


and the Joe that ends 
guy that 
and makes the most 
More tian 
order be 


order is the 


intage 


gets the 
knows his product 
knows his 


produc t applic a 


He knows something about 


the purchasing agent's habits, idio 


yncracies—how he reacts when 


ipproached this way or that way.” 
Having 


istration 


been to a business admin 


course where case study 


was used extensively, this distribu 
tor is using the method m training 


his salesmen in an understanding 
of human relations 

he realization that no two sales 
ilike the hard 


fo many respon 


men sell has come 


way an executive 
sible for training salesmen. Perhaps 
reached by another 


This dis 


the conclusions 
distributor are typical 
tributor said, 
felt that I had done a pretty good 
iob of selling in my entire working 
Yet I tried to 


men on my methods of 


Personally, I always 


areer whenevei 
sivise my 
selling, | never felt that they ever 
had the idea of following my per 
onal experience. It boils down to 
this: if the salesman is sincere in his 


Continued on page 15 























One more good reason why it pays to sell CHICAGO fasteners 





CHICAGO’s fastener experts work hard at our own expense, 
to open new accounts for you! Often they work right along 
with your salesmen. Sometimes they work alone. Either way, 
you benefit directly. 

CHICAGO makes a complete industrial fastener line... . 
including cap screws and ‘‘Safety-Plus”’ socket screw products. 
Furthermore, CHICAGO protects you on sales of all items 
in your territory—whether you make the sale or we do! 

It pays to be a full-line cnicaco distributor. Vigorous 
missionary selling on your behalf—plus the most liberal pro- 
tection policy in the industry—adds substantially to your 
profit. Ask us to prove it. Write our Standard Products 
Division—today. 


DIVISION OF STANDARD SCREW COMPANY @ 


On our payroll... 
but selling for you! 








Continuing sales help. Fastener ex- 
perts selling with you and for you. 


Fuil protection on all sales in your 
territory. 

A complete fastener line . . . over 
4000 catalogued standard items. 


Superior fastener performance. 
cnicaGo’s unique carbon restora- 
tion process and rigid quality con- 
trol make it possible. 


Past service and delivery. 


Preferred by leading manufac- 
turers throughout industry. ‘ 


Specialized engineering and metal- 
lurgical service. 





THE CHICAGO SCREW COMPANY 


ESTABLIGHED 18672 








25032 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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Whate Your 


C.0.? 


—. 


WORTHITE 





Launching the year’s best sales booster 


The new Planned Direct Mail Program is on its way to Worthington distributors 


Here it ia! The new 1956-57 Direct Mail Program 
for Worthington Distributors. The most impressive 
collection of pump and compressor sales boosters 
ever assembled. 

Last year, 653,496 pieces of direct mail were 
used by Worthington Distributors. Aggressive sell- 
ing and aggressive promotion helped them, as a 
group, chalk up the best year in our history. 

Worthington stands ready to help any of ita In- 


dustrial Distributors set up direct-mail operations 
to take advantage of this new promotional package. 
For information write to Worthington Corporation, 
Merchandising Sales Dept., Harrison, N. J. 


WORTHINGTON 
iW os. 


THE FRANCHISE THAT WORKS FOR YOU 
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V-Drive line includes 
FUL-GRIP Q-D sheoves ... in Hi-Q bushed type and fixed bore Variable Transmissions 
complete stocks for A, 8, C, and D type cast iron and pressed stee! provide speed ranges up 
sections V-Pulleys . . to 10 to |. installed on new or used 
STANDARD CAST IRON SHEAVES MOR-GRIP FHP V-belts, O, A ond drives in minimum spoce at 
for A, 8, C, ond D and E sections B sections in all stondord lengths . . minimum cost, 
MOR-GRIP Multi-V Belts in all 
stondord lengths in A, 8, C, D and E refrigeration fans and Fan 
sections V-pulleys ... 
MOR-GRIP V-Link Belting in A, B, and ble Bushings. . . 
C sections Flexible 
Complete Multiple V-Drive Accessories Complete V-Drive Accessories 


t 

the quality y-drives your customers wen 
ustry urey quality. Since urey 

ral knows OS eeeing exacting OEM standards. 


maurey delivers both 


the cooperation you want... 








¥ 





t— 






SERVICE... 


Complete Maurey stocks strategically 
placed expedite delivery to your cus- 
tomer on every V-drive need from fhp 
to 600 hp 


SALES HELP... 


The live leads produced by direct mail 
and publication advertising go to 
Maurey distributors. Your sales efforts 
ore bocked up by folders, booklets, 
brochures ond catalogs which can be 
imprinted with your nome 
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ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well os the services of 
V-Drive specialists in the Maurey home 
office helps you with special V-drive 
problems 


COOPERATIVE PROTECTION... 


By qualifying os an authorized distribu- 
tor of the complete Maurey line, you are 
qvaranteed full factory cooperation and 
protection. We shall be glad to give 
details on territories open. Write today 
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Which V-belt drive 
wovuld yow rather sell? 


You'd prefer to sell the drive that does the most to boost 
. then one that best satisfies your customers 


your profits . . 
and increases their confidence in you. 

But you can’t recognize this drive by the way it looks. It 
may be exactly like another, to all appearances. 

Naturally, you'd be sure that the drive components 
V-belts and sheaves — are precisely engineered and «skill- 
fully manufactured . . 
But wouldn't you also be certain to evaluate the manufac- 
turers service and the availability of his products? You 
know that the plus factors of immediate availability and 
superior service are always important and often permit 


. and meet industry standards fully 


you to save customers from work stoppage and production 
loss. That's the kind of service which frequently enables 
you to get an order you otherwise would lose. 

FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
to whom FORT WORTH provides the premium of su 
perior industrial service, 


sree. & 
Ont WORTH: 
COMPANY 
SHEAVES ~ V-BELTS ~— SPROCKETS -— OTHER INDUSTRIAL PRODUCTS 


Werchouse Stocks in © Fort Worth « jersey City « Memphis ¢ Atlanta ¢ Chicago 
St. Lows @ Kansas City © Shreveport « Houston «+ Oklahoma City ¢ Denver 
Loe Angeles « San Francisco + Portland 
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You Said It 


(Starts on page 7 





efforts and wants to progress as a 
salesman, he has to develop his own 
individual ideas and tactics.” 

All well and good, but salesmen 
will nevertheless need help in 
developing individual ideas and 
tactics and some practically-formu 
lated program of human relatigns 
study will not only help them but 
prove interesting. The burden will 
be on those responsible for the train 
ing of salesmen within their firm: 
This means that these executive: 
will have to do a lot of homework 
brushing up on the relationship of 
human relations to selling, the use 
of modern techniques such as case 
study, role-playing, ete 

A. Disrriputor 


Mail from Brazil 


Sao Pauro, Brazn 
Please send me a reprint of “Mar 
ket Research Will Tell You 
What's Happening in Your Mar 
ket” (Mar., p. 105), which I feel will 
be helpful in my teaching of market 
ing Courses 
Since April 1954, I have been in 
Brazil on a special assignment for 
Michigan State University. Three 
other professors and myself from 
M.S.U. are here on a contract 
arrangement between M.S.U. and 
the U.S. International Cooperation 
Administration We have been 
isked to aid the Brazilians in the 
organization of the first school of 
business administration at the uni 
ersity level in South America. The 
chool is located here in Sao Paulo, 
the business and industria] cente 
f Brazil 
There is a lack of good printed 
material in the area of marketing 
here, and your contribution will be 
ippreciated 
Ore § JOHNSON 
Professor of Marketing 
Escola de Administracao de 
Empresas-de Sao Paulo 




















How J-M Trade Show Exhibits 
Support Packings and Gaskets Distributors 


Johns- Manville representative explains the construction of a newly developed packing. 


Year-around schedule boosts customer 
acceptance... stimulates new business 


Many of your best packings and gaskets custom- 
ers regularly attend their industry's trade shows 
and conventions. And Johns-Manville is there, 
too, at all the big shows. 

Here, J-M field representatives are available 
to discuss your customers’ packings and gaskets 
problems .. . and offer solutions that will bring 
more business to you. Displays and working 
models dramatically demonstrate the advantages 
and exclusive features of J-M products. New uses 
and markets are explored for these products. New 


| 


6 
e 
i 


a 
vin 


Johns-Manville PACKINGS, GASKETS & TEXTILES 9 


products are effectively promoted person to per- 
son. The latest literature and brochures are put 
in the hands of your customers and prospects. 
Valuable inquiries are developed. And, best of all, 
your customers acquire increased confidence in 
the products you sell them under the Johns- 
Manville label. 

If you would like more information on the 
many other advantages of a Johns-Manville Dis 
tributor Franchise, write Johns-Manville, Box 14, 
New York 16, N.Y. In Canada, Port Credit, Ont 
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~ Sell v. R R Quay Carbide 


for Tools and Parts 


<< Like These. 




















... and hundreds of other 
tools and parts 





artes 


ne vo ee | 
Get the Facts Today... 

Vascoloy-Ramet distributors enjoy a large and profitable market for 

standard and special! blanks used in the manufacture of all kinds of cutting 

tools, gages, and wear parts. 

Stenderds. V-R manufactures and stocks a complete line of standard 

cemented carbide blanks which meet the majority of applications 

Specials. V-R produces special carbide bianks for nearly every conceivable 

customer requirement. 

Quality. Since 1930, V-R has been a leader in the development and manu 

facture (from carbide powder to finished product) of cemented carbides 

and carbide cutting tools. Advanced processing and control procedures as 

sure consistent uniformity of product 

Factory Trained Specialists. V-R distributors are supported by field-service 

engineers who are specialists in carbide application 

Distributor Inquiries Invited—call the local V-R Representative or write 


laseolop-damet Coxnporation 


842 Market Street « Waukegan, Illinois 








SUBSIDIARY OF FANMSTEEL METALLURGICAL CORPORATION ASK FOR 


CATALOG 
Manufacturers of: Cemented Carbides, Toolhoiders and Tantung Cost Alloy Cutting Tools 


— a» o™ GB a _— 
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ANOTHER 
BAY STATE BENEFIT 
THAT BUILDS BUSINESS 


Progressive Distributors need and want the latest useful selling aids 









possible. Here’s a typical BAY STATE distributor-aid . . . one small part of 


the fast-moving “Wheels of Progress” program. 












For distributors, this book, like the whole BAY STATE program, is a 
valuable asset because it gives grinding wheel customers what they need. In 
this case, it’s authoritative information specially arranged for the fast finding 
of the facts about grinding Tool and Die steels. Many of your customers could 


use it, and BAY STATE wheels, today. 


Grow with the most rapidly expanding abrasive product manufacturer! 
The BAY STATE DISTRIBUTOR story will be of real interest to you. Contact 
your nearest BAY STATE Branch Office or Westboro for complete details. 


Get ALL the benefits — 
become a BAY STATE Distributor ¢ 


GET 
COMPLETE 
BACKING 





BAY STATE ABRASIVE PRODUCTS CO., 
Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — Bristol, Conn.,; 
Chicago, Il!.; Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Pa 
Distributors — Growing fast...Room for More 

In Canada: Bay State Abrasive Products Co. (Canada) Ltd., 
Brantford, Ont 
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To industrial supply men 


How | 


93 Blackhawk 


help you penetrate 


These tools are essential throughout every basic step 
in modern manufacturing . . . in construction, instal- 
lation, production, quality control and maintenance. 


Here's why “Porto-Power" sales are Booming Only 
Blackhawk builds “Porto-Power’’* a complete line of 
remote control hydraulic jacks with attachments to push, 
pull, lift, press, bend, spread and clamp . apply tons 
of force on 1001 jobs . to automate production and 
bring low cost hydraulic power all along the industrial 
front! Above, just one “Porto-Power” pump sends power 
to eleven rams to force all turbine blades into their slots 
simultaneously. A perfect example of time and labor sav 
ings through “Porto-Power”’ and another example of 
why Blackhawk Hydraulic Too! sales are skyrocketing. 


A mushrooming market for Hand Jacks! Every day 
they're finding new ways to cut downtime, get con 
struction jobs done, with Blackhawk Hydrauli 
Tools. Big problems of lifting, pushing, pulling are 
licked with greater safety and efficiency and with 
fewer men involved. Above, a column jacking job 
that would ordinarily take a whole crew of men is 
handled smoothly and rapidly by two men and three 
Blackhawk 50-ton Hydraulic Jacks. Blackhawk Jacks 
and “Porto-Power’” also help get construction equip 
ment repaired right on the job! 
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who want NEW business... 


Hydraulic Power Tools 








every industrial market 


New sales opportunities in quality con- 
trol Blackhawk Hydraulic Jacks 
with easily attached gauges provide a 
simple, accurate method of testing the 
ability of products to withstand stress 
es. Above, a gauge-equipped jack gives 
a precise reading in a materials test 
Other gauge-equipped hydraulic tools 
weigh vast tonnages or apply measured 
pressure in production operations 


To sell the 


Maintenonce crews ore hot prospects, 
too! Throughout industry and con 
struction Blackhawk “ Porto- Power 
is setting new records for fast, cost-cut 
ting maintenance. Here 
using “Porto-Power 

a plunger toe and “\ 
heavy machinery 
man-hours by eliminating 
dangerous crowbar methods 


only one man 
equipped with 

base moves 
saving money and 
ineffix lent 


Big wave of Pipe Bender sales! Plant 

electricians 

sold 
for 


and contractors everywhere 
Blackhawk Hydraulic 
faster, easier installation 
the 5.130 Pipe Bender 

\% thru 2 pipe and 
conduit demonstrates its efficiency 
in a difficult spot. Pipe Benders also 
mean chances to sell the P.182 pump 
for electric-power pipe-bend.ng 


ire 
Tools 
work. Here 


for bending 


on 


inch 


most — to the most markets 


don’t sell just jacks — sell hydraulic tools! 


Blackhawk Jacks are big in your profit picture 
But the whole versatile Blackhawk line the 
most complete hydraulic tool line built can 
make your equipment volume grow with astonish 
ing new vigor, and pull business from spots you've 
been able to crack before. In fact, within 
the broad area of hydraulic power use, your mar 
kets are limitless! That's because you'll be selling 
speed, efficiency and safety big savings in man 


BLACKHA 


Blackhawk Mfg. Co., Dept. H-1796, Milwaukee 46, 


= 


Porte Power” 


never 


Mydravii« pipe benders 
end knockout punches 
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hours and materials cost everything that indus 
try demands today. You can meet these demand 


only with Blackhawk Hydraulic Tool 


The Blackhawk man wants to see you 


Why not look into the big program Blackhawk ha 
launched to really 


move hydraulic tools for you?’ 
Contact us for complete information immediately 


there's no obligation involved 


World's largest manufacturer of 


HYDRAULIC POWER TOOLS 


ai 


Hydraulic jacks 
thew 10 


Wisconsin 


Power Driver 
hy draviic pumps 


Gouge equipped 


jocks toms 


19% 
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Linco/n LUBRICANT 





Apply The Right Lubricant —In The Right Quantity —At The Right Time 





A GREAT NEW EXCLUSIVE FOR LINCOLN DISTRIBUTORS 

.. ONE AUTOMATIC CENTRALIZED LUBRICATION SYSTEM 

TO SERVICE BOTH CLOSED BEARINGS AND OPEN GEARS, 
CHAINS, CAMS AND SLIDES, SIMULTANEOUSLY 





Lincoln's new MintOmatic® Spray Control Valve is designed for use with any Lincoin power -operated 
Centralized Lubrication System. 1 diepenses « controlied quantity of mist lubrication on open, 
moving hine components. Eliminates makeshift mop, brush of pouring methods of lubrication 











MistOmatic Spray Valves are also being used widely throughout industry with great success on 
assembly lines for spraying pre-measured quantities of grease, oll, paint, glue and similar materials» 
on producti Applications unlimited (Bulletin 809 for complete details.) 





4 
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NEW POWER-DRIVE 
CENTRALIZED SYSTEMS 
ANNOUNCED 





These revolutionary centralized lubri 
cation systems are specifically designed 
and engineered to meet the proven in 
dustry need for a method of automatically 
applying viscous or fluid lubricants to 
bearings on individual machines at 
predetermined, self-controlled time in 
tervals 

This tested method of lubricant appli 
cation assures maintenance of a proper, 
pre-measured film of refinery-pure lubri 
cant on all bearing surfaces. Timing and 
control devices are incorporated in the 
lubrication system to suit the machine's 
individual requirements, based on such 
factors as operating speed, load and du 
ration of operation. In addition, this ap 
plication method provides the ideal sys 
tem for power lubrication of individual 
machines arranged in automated produc 

tion lines. It permits interchangeability 
of machine units without disturbin the 
lubrication system. (Bulletin 806 for 
complete details.) 


LINCOLN AUTOMATIC 
LUBRICATION SYSTEMS 
SLASH COSTS ON 
LAUNDRY MACHINERY 


Installation of automatic lubrication sys 
tems on laundry machinery is a relatively 
unexplored field, but one with tremend 
ous potential. It brings into the sales 
picture the vast Institutions market in 
cluding hospitals, hotels, nursing homes 
every establishment with a Teondes 
department 
A remarkable case history of how Lincoln 
Centralized Systems reduced costs in 
five operating categories at The St 
Mary's Hospital, St Louis, was deacribed 
in a major editorial carried by “Hospi 
tals” official journal of the American 
Hospitals Association. Reprints avail 
able on request. Installation was made 
by Lincoln Distributor, Jos. H. Yerkes 
& Co. of St. Louis 


"Trade Nome Registered 





LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 















PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 


Modern Controlled Lubricant Application Systems For Modern Machines 


MAJOR SHOP TRUCK BUILDERS ANOTHER NEW EXCLUSIVE 
ADOPT LINCOLN MULTI-LUBER* PUSH-BUTTON FOR LINCOLN 
POWER LUBRICATION SYSTEMS ...VAST DISTRIBUTORS .. . 


AFTER-MARKET OPEN TO DISTRIBUTORS INDUSTRY- WIDE 
POTENTIAL 





















Ever seen a plant maintenance crew lubricating a shop truck by the con- 
ventional grease gun method? Then you'll understand why, in a few short 





In answer to wide-spread industrial de 








months, six leading shop truck builders are now offering Lincoln Power mand Lincoln has desiqned the fret high 
Lubrication as an optional accessory. pressure, manually operated Oil Gun for 

‘ , 7 contacting standard lubrication fittings, 
With conventional methods, an hour is usually consumed raising the truck we header block. This en ae ra 
with chain hoist or special lift so a man can get underneath and painstakingly eliminates conventional drip-type oil ays 
locate and contact each fitting. In the case of electric-powered trucks, batteries tems with all their inherent disadvan 





tages. It makes possible flushing and 


have to be removed in order to reach some cf the important bearings. : 
cleansing of bearings as well as pressure 







Now with the Lincoln Multi-Luber System, a mere press of a button flushes lubrication 
and lubricates all bearings in seconds while truck is operating. Model 848 has been thoroughly tested 
. and proved by both laboratory and field 





testa. Pressure developed is 500 P.S.L; 
Output per stroke using No. 90 oil is 
041 ozs. Equipped with push-type 
Linpak Nozzle. Kasy two-finger trigger 
operation 









one quart capacity 
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( roms-section view of Mulli-Lauber vacuum -operated View of engine compartment showing twin Multi- 
injector pump Lauber pumps with integral lubricant reservoirs and 
control panel with push-button and signal light 









Past moving Lincoln Bullneck Fittings 
are among the most popular distributor 






resale items. Their “ball-in-top” design 






helps build repeat sales because they 






seal dirt out, keep grease in. That means 






real bearing protection. Lubrication i 






faster and easier and they cost no more 






than ordinary fittings 













View of tough, resilient Nylon feed lines, fabric Truck under-carriage showing feed lines connected | 
extending from cutlets of pumps to to bearings. 






Write for complete details on how you can become an authorized Lincoln Distributor 
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for low cost... tag nd or Ori A 


z MORE 


Man-Hour Productivity 








SANDER GRINDERS. 4 models... 7 of 9 inch 
discs. 5000 RPM. For sanding metal or wood; 
grinding down welds and casting ridges, cleaning 
structural steel, tanks, boilers, vats, sheet metal, 
cutting casting risers and dressing 
down soldered joints. 


Cee eee ee eweee 





















Available with either safety reinforced grinding 
discs or highly flexible cool running MILWAU- 
KEE Exclusive nested spring steel backing pads 
and spiral abrasive sanding discs. Readily adapt- 
able too for use with cup-type grinding wheels and 
wire brushes to meet specific job needs. 


5“ wheel 6” wheel 
$87.00 . - $97.00 







Here are the true Pacemakers in performance and dependability, 
wherever heavy-duty sanding or grinding is done. Specifically built 
for continuous duty service with rugged MILW AUKEE-Built heavy- 
duty AC-DC motors providing an abundance of dependable, stall- 
proof working power to see you through the toughest kind of jobs. 





AERIAL GRINDERS. 5 models... 4”, 5” and 


6" wheel diameters . . . 4000 to 5500 Call in your MILWAUKEE man today Let him explain and demon- 
peg = eet gpm — strate how a MILWAUKEE wool franchise can help you to more sales and 
costings, remove rust, scale and old paint, greater profits. . A brief note to: MILWAUKEE ELECTRIC TOOL 





CORPORATION, 5340 West State Sereet, Milwaukee 8, Wisconsin, will 
bring him to you “pronto 








and general cleaning and buffing. 
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through covoling mode of two 4 


THE ADHESIVE THAT'S — 


so > Y RONG it can lift a truck meet practically every industrial 


bonding need 


so VERSAT ILE it can bond virtually any material or comb: 


nation of materials solve any industrial bonding problem 


so EAS ‘4 to use, anyone can make it work do most any industrial 


bonding job faster and better 


PA 4 1: 


‘BONDS ANYTHING TO ANYTHING 


TAKE PRIDE AND PROFIT in adding PLIOBOND to your 
line of industrial supplies. You'll find almost every one of 
your customers has a need for this all-purpose adhesive 
See your neorest factory distributor for full details or 
write Goodyeor, Chemical Division, Coatings Dept 


Pitobond—T. M. The Goodyear Tire & Rubber Company, Akron, Obie Akron 16, Ohio 
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WIRE MAILS AND STAPLES—o complete line for every industrial use. Also STEEL PIPE — for plumbing, heoting, air conditioning and all other building 
ideally suited to and accepted by the building trades. Mode from steel wire and industria! uses is ovailable in o full line, in sizes you need. 
specially produced for nail manufacture, 


REPUBLIC 


ES) Woldi Widest Range of Standard, Steels 
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REPUBLIC 
HELPS YOU SELL 


PLASTIC 


CHAIN PRODUCTS — include all types of welded and 


home, farm, product cr production use. 


and Stak Producdad 


ROOF DRAINAGE PRODUCTS co complete line 
weldiess chain, chain slings and accessories for that's competitively priced and ready for use. 
These high-quality products ore available in gol- 
vanized steel and ENDURO® Stainless Stee! 


STEEL 


Where liquids suitable for human or animal consump- 
tion must be piped, Republic Plastic Pipe can do the 
job without affecting appearance or imparting odor 
or taste, 

In fact, the National Sanitation Foundation, Ann 
Arbor, Michigan, whose seal appears on the left-hand 
page, officially certifies that any plastic pipe thus marked 
is unconditionally approved for handling potable water. 

This official recognition of plastic pipe quality is the 
result of an exhaustive 2')-year study of various plastic 
materials and their effects on drinking water. Dozens 
of tests proved conclusively that, for complete safety 
in water transmission, plastic pipe must be made only 
from approved virgin raw materials. 

We welcome che rigid standards established by the 
foundation and are proud to display their blue badge 
of quality on our FE (flexible polyethylene) and SRK 
(semi-rigid Kralastic) Plastic Pipe. Moreover, here is 
an excellent opportunity to use this seal as a powerful 
sales aid. 

Republic is further helping you sell by softening up 
the market with hard-hitting advertisements in leading 
trade, industrial, business management and consumer 
publications. Millions of sales messages reach your cus- 
tomers and potential customers every month, pre-sell- 
ing for you in all the markets you service. 

We invite you to mail the coupon below to receive 
complete information on Republic Plastic Pipe or any 
of the other profitable Republic products shown on 
these pages. 


PaSTEnets — over 20,000 types and sizes of stand 
ard bolts ond nuts are wpplied in eye-catching, 
tough, non-smudging packages thal make attrac 
tive self-selling displays 


REPUBLIC STEEL CORPORATION 
Dept. C-2300 
3156 East 45th Street, Cleveland 27, Ohic 
Please send more information on 
() PE Plastic Pipe Chain Products 
|) Pasteners \) Roof Drainage Products 
SRK Planic Pipe () Seeel Pipe 
LJ) Nails and Seaples 


Name 
Company 


Address 
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measure your 


COMPRESSOR 
BUSINESS 


these 4 ways 
Putt He 


GERSOLL-RA 
® DEPENDABLE PERFORMANCE BALANCED ‘‘V 
... through the most efficient design! COMPRESS 


IVE Y 
®@ CUSTOMER SATISFACTION ’ ALL| Bi 


... evidenced by an outstanding record of repeat sales! ANTA 


@ COMPLETE LINE '/2 TO 20 H.P. 


»» every need filled for low-cost air power! 


® NAME AND QUALITY PRODUCT 


. I-R’s reputation paves the way for sales! 


bi Ingersoll-Rand _ 


11 Broadway, New York 4, N. Y 
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J Indu ria 


everywhere 


ALLEN 


MANUFACTURING COMPANY 


HARTFORD 2. CONNECTICUT, U.S.A 

















Drill and cut with accuracy... 


hold with a Sacobs CHUCK 


Jacobs and your industrial supply distributor are ready to deliver the chucks 


you need and the service you deserve. First in chucks... first in service. 


THE JACOBS MANUFACTURING COMPANY + WEST HARTFORD, CONNECTICUT 
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TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


” I would appreciate it if you would send 
me a copy of the report by Battelle 
Memorial Institute technologists 

MANAGER, CHEMISTRY & METALLURGY 

a Kindly forward all available literature 

on “Radioactive Isotope Proves Penetra 

tion in Rust Layer 
Design & CONSTRUCTION ENGINEERING 









Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
of supply on this item 

Cuter Division ENGINEER 

We would appreciate receiving an addi 
tional registered copy of Summary Re 
port by Battelle Memorial Institute ; 

Cuter ENGINEER 

May we please have a copy of the Sum 
mary Report offered in your advertise 
ment (in the) Wall Street Journal 

— PRESIDENT 

We are in need of this type of protection 
and would appreciate it if you would send 
the literature listed below 

—PLANT SUPERINTENDENT 


RUST-OLEUM. 


ane | «STOPS 


: 














® 


There is only one Rust-Oleum. .. 


it is distinctive as your own fingerprint 


ETRATION 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We're wheeling out the big artillery to keep hitting 
these big targets all through 1956. Look at this 
lineup of publications: Time . . . Newsweek . . . 
Business Week ... Life... Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory . .. Mill & Factory 
... Plant Engineering, etc. 


Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools — to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleum 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal 


RUST-OLEUM CORPORATION 


YOUR MOST IMPORTANT SALES TOOL! 


' 
' 
' 
Be sure that every one of your cus ; 
tomers and prospects knows the ’ 
facts in your 30-page report on ’ 
' 

Rust-Oleum penetration, prepared ' 
by scientists at Battelle Memorial ; 
' 

' 

' 

' 

' 

' 

' 

' 

' 

* 


Institute. It tells how Rust-Oleum's 
spec ially processed fish oil veh le 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed on 
rusted test panels, and traced 
through the rust to bare metal by 
Geiger Counter measurements 


This report is your most impor 
tant sales tool! Remember—you sell 
the only one of its kind when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


2414 Oakton Street, Evanston, Illinois 
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Net pricing for fasteners 
a big hit with distributors 


HEN IMPROVEMENTS can be made, you can 

always look to RB&W to take action. This 
time, it’s in a way especially welcomed by dis- 
tributors. Price lista for nuts and bolts are 
now on a net basis 


Is this change in practice a long needed and 
helpful one to the industry? The enthusiasm of 
the letter writers speaks for itself. Distributors 
will save time, simplify bookkeeping, avoid em- 
barrassing errors. 

Progressive thinking holds true for every 
phase of RB&W’s operations, If there's a meth- 
od or equipment to help us offer still more 
fastener quality for the money, we install it. 
If there's a service that can help bring more 
business your way, we offer it 


You too will find dealing with RB&W good 
business, Everybody knows the quality of 


RB&W fasteners. And prices are competitive 
Contact our nearest office for inforraation 

Russell, Burdsall & Ward Bolt and Nut Com 
pany, Port Chester, New York 


RB-W 


111th year 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; Rock Falls, iii. 
Los Angeles, Calif. Additional seles offices at: Ardmore 
(Phile.), Po., Pittsburgh; Detroit; Chicago; Dalles; Sen Fran 
cisco, Seles agents at: Milwavkee; New Orleans; Denver; 
Seattie. Distributers from coos! to coast 
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Standondige with STANDARD 


@ For three quarters of a century, the STANDARD 

roow man has been serving Industry ... making 

sound, profitable recommendations to improve 

metal-cutting methods 

The Standard Tool Man is a specialist in all types 
YOUR STANDARD TOOL 


DISTRIBUTOR STOCKS 
without obligation THE COMPLETE LINE 


STANDARD TOOL (“0. 


50 CHESTER AVENUE CLEVELANT 4, 0O%I10 


of metal-cutting operations. His services are yours 





FACTORY BRANCHES IN NEW YOR« * OttrReorrtTs CHICAGO 


* DALLAS © S$O42NM FRANCE! cn 


THE STANDARD LINE’ Twitt Drills - Reamers Taps - Dies Milling Cutters - End Mills - Hobs - Cownterbores - Carbide-Tipped Tools - Gages 


A 
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Doorway to bigger and better abrasive sales! 


ABRASIVE TECH— 
the right approach 


to increased sales! 
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Three days at ABRASIVE TECH takes the 
“mystery” out of selling coated abrasives! 


Today's coated abrasives stand side by side with other accepted machine 
tools of Industry because they are an efficient grinding and polishing tool. 
Their lucrative market is a result of Industry's recognition and adoption 
of new and improved abrasives, machinery and methods. However, 

the rapid acceptance of abrasives, and their many fields of application, 
have made it difficult for Distributors to keep pace with up-to-date coated 
abrasive products, equipment and applications. 

As another service, Behr-Manning offers a modern, 3-day training 
course to your Sales Representatives which is packed with valuable 


information on our complete line of products, applications, and sales tips! 


ABRASIVE TECH is the place to learn how to increase your sales 
volume, and sell easier with more confidence. Get your 

free copy of this 8-page booklet which describes and illustrates 
the program. Address ABRASIVE TECH, Behr-Manning, 

Troy, N. Y., Dept. ID-9 


You'll learn about products, their markets, dealing with Behr-cat tape will 
machinery and the latest applications. help you pave the way to new profits. 


Cine MANN NG Pe 


wOWTON - ROE 


EHR-MANNING CO, 
® A DIVISION OF QNORTOND ABRASIVES 
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“Bunting Bearings’”’ means fine bearings to machinery 
manufacturers, engineers and mechanical maintenance 

men. Bunting Cast Bronze is the outstanding metal in the 
field of general purpose bearing applications. Now the same high 
standards of manufacturing and distribution are available 

in a standardized line of Bunting stock sintered powdered plain 
and flange beerings, thrust bearings and bars. 


You can choose the Bunting Bearing that exactly meets your need. 
Bunting Stock Cast Bronze Bearings and Bars are available in 

many hundreds of sizes for all mechanical requirements. Bunting 
stock sintered powdered self-lubricating Bearings are available 

in a far greater range of standard sizes than ever before. 

Each embodies traditional Bunting quality. 


Boru Bunting Cast Bronze and Bunting oil 
filled, self-lubricating sintered powdered 
Bronze Bearings and Bars are available to 
you through your nearest Bunting 
Distributor. He has in stock all sizes for 
your immediate needs. Ask him or write for 

gentle complete lists and dimensional data on 
Bunting Cast Bronze and Bunting 

\ Sintered Bronze Bearings. 

\ 


¥@ 
a 
— 


Bo. nein ® eeberseney hyena 
tron Age © Mill & Factory 


Machinery ¢ Modern Machine Shop 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS Southern Pewer & industry © Steel 
OF CAST BRONZE AND POWDERED METAL 
The Bunting Bross and Bronte Company + Telede 1, Obie + Branches in Principal Cities + Distributors Everywhere 
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Baldor Motors give the kind of rugged, dependable performance 
that keeps machines running day and night under every operating condition 
the kind of service that has kept Baldor users reordering—with complete 
confidence —for over a third of a century 


Baldor Streamcooled Motors are TOTALLY ENCLOSED for “plus prote« 


tion” against dust, dirt and lint. They're splash-proof and drip-proof—fan 
cooled externally without clogging —and are corrosion-resistant inside and out 


You can sell the exceptional advantages of dependable Baldor Motors with 
both prestige and profit. Ask about the franchise opportunity in your area 


BALDOR EBLECTRIC COMPANY 


4353 Duncen Avenve . St. Lovis 10, Missouri 
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THE NEW CURTIS MODEL C-100 
TWO-STAGE, AIR-COOLED AIR COMPRESSOR 


Provides Higher Operating Efficiency 
Costs Less to Install 


25-30-40 H.P. 


THIS NEW Curtis Two-Stage will deliver more air per minute, per horsepower and 
per kilowatt hour of electrical energy consumed, thus assuring a saving in 


your electrical bill. ° 


It’s Air Cooled, thereby eliminating expensive water bills and assuring 
quick and easy installation with no complicated plumbing problems. 


The new C-100 embodies all the well-known Curtis engineering features 
such as centro-ring oiling and Timken Main Bearings. 


For complete information write for illustrated folder. 


OUR 102n0 VEAR 


MANUFACTURING COMPANY © PNEUMATIC OIVISION 


1911 KIENLEN AVE. ¢ ST.LOUIS 20, MO. 
ve 


i») | 
Fa. r Lg PACKAGED 
—\ j ' J) | ANO 
{  & .;) tte | | | remore 
ow AIR 
CONDITIONING 


Ai® HOISTS PACKAGED LIQUIO AUTOMOTIVE AUTO LIFT : 
AIR CYLINDERS CHILLERS AIR COMPRESSORS 4 
‘ a Se - 
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S. W. CARD MANUFACTURING CO., Mansfield, Mass. « Division of Union Twist Drill Company 


; = Ss . Ss ¢ my OF AY 
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Meatiesaetool room lathes 


This is Pratt & Whitney's Model 
“C” precision tool room lathe 
designed particularly to meet the 
demands of modern tool room 
practice. Notable for its quiet 
operction, dependability and 
convenience of controls, it typifies 
the fine machine tools that hove 
made the P&W reputation. For 
complete details write Pratt & 
Whitney Co., inc., West Hartford 
1, Conn. Ask for Circular 539-1, 


This is Horton's 3-Jaw Scroll Universal 
Chuck which for more than 100 years 
has been the companion to the world's 
finest lathes. Its losting accuracy and pre- 
cision contribute to the high production 
of any toc! room or plant. For the com- 
plete story on this and Horton's complete 
line of high production chucks, see your 
Horton representative or write direct. 


HORTON CHUCK DIVISION 
GREENFIELD TAP AND DIE CORPORATION 
WINDSOR LOCKS, CONN 
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safety 






SIMONDS 


ABRASIVE CO. 


—Tat-Teoleilale 
wheels 












with 


You sell extra safety with these strong, high-speed resinoid bonded wheels with built in 
circular steel flanges. Exceptional for fast stock removal, long wheel life and extra protection 
against radial cracking. Easy to mount. Accurate balance, true running for superior 
grinding action. In 6”, 10” and 12” hole sizes. For steady business sell Simonds 


snagging wheels—advertised to your customers in leading metal working publications. 


CA YOUR SIMONDS 
DISTRIBUTOR 







SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. LOCAL ST@EK 
Branch Warehouses Boston, Oetro Chicago Portland ' sco. Orewibbuters in Principe! Civic FAST SERVICE 








NEWS THAT HELPS YOU SELL 
Complete new HALLOWELL shop equipment 














ie — +e, 


— : 


Unit work benches. Form 2147 Standard work benches. Form 2148 





Cabinet benches. Porm 2146 





Se 


ates al 


Tool stands, Form 2151 

















Industrial cabinets, Porm 2152 Storage walls, Form 2153 idjustable shelving. Form 2154 
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catalog now available 


The entire HALLOWELI 
shop equipment and 
shelving line is now 
completely described 
and illustrated in an 
attractive new catalog 
This sales aid includes 
all the basic infor- 
mation you need to 
stock, sell and install 
functional, rugged, 
interchangeable 
HALLOWELL equip- 


ment. It will give a new 





Hallowell Shop Equipment Catalog 


impetus to your sales 


The catalog is arranged in nine sections, each a complete 
unit in itself. You can use the catalog assembled in a 
loose-leaf HALLOWELL binder as a single unit, or you 
can use the separate sections (we supply your imprint 
free of charge) as handouts or mailing pieces. Price lists, 


keyed to the catalog sections, are available. 


This new catalog is the latest step forward in the expanding 
SPS sales promotion and advertising program—a program 
designed specifically to help you sell. Here is one small 
indication of the scope and depth of this program: not 
only are the products described fully in printed matter 
available to you without cost, and advertised nationally in 
leading magazines —the newcatalogitself, and its availability 
to your prospects and customers, is being publicized in the 


New Literature sections of all appropriate business papers 


For as many pieces of SPS literature as you need, just 
send your order, with complete imprinting instructions, to 
George Somes, Sales Promotion Manager. STANDARD 


Pressep Street Co., Jenkintown 13, Pa, 


STANDARD PRESSED STEEL CO. 





JENKINTOWN PEMNSYIVANIA 








New automatic furnace line 
increases UNBRAKO heat treating capacity 


Production has begun in the newest automatic heat treating 
line at SPS. Thousands of pounds of Unskako products now 
pass through it daily. The new line is practically an identical 
twin of one previously installed at SPS. In both, time and 
temperature are electronically controlled to give you tough 


strong UNBRAKO products, 





Self-locking UNBRAKO promotion 
campaign continues 


Versatile new self-locking UNsRAKO socket screws are being 


advertised in leading business papers now. Here is the promotion 
material we have prepared for you to spread the news to your 
ustomers and prospects. If you haven't already received a com 


plete set of literature in the attractive jacket above, write us today 





0 SOCKET SCREW PRODUCTS 


a 
BRAK 


UNDRAKS 


seme rn 
FLEXELGE Stiriockwe HUTS §=HALLOWELE SHOP foulNrment §EL-LOK SPRING PINS 
ee mc —EE_ —____ 
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Can you deny 


profit-potent 


Proven line of equipment 

your present customers need! 
Bux offers a complete line of electro-magnetic 
drill presses, vises and welding and lifting 
clamps —a new kind of equipment you can sell 
to every metal-working customer for factory 





or field use! 


Instantly recognizable 

user benefits! 

One demonstration sells. Machine shops and metal 
workers instantly see the time-saving shortcuts 
Bux makes possible. Repair jobs involving 
drilling, tapping, reaming and welding are done 
faster, more economically 





Selective distribution through 
leading firms only! 


Bux 1-2 , a 
Bux is new, sells readily, carries good commission. 


Drill Press 


| 
4 
bux V3 
Drill Press 


ao Unbelievable “repeat” 
and “word-of-mouth” business! 


One shop tells another, one department “lends” 


Distributorships are popular. To qualified firms, 
Bux guarantees the distribution picture. Inquiries 





from leading machine tool distributors are invited. 








Far-sighted catalogs, promotion, 


advertising! 
Bux catalogs “sell”, not just “list”. There's also 
powerful, repeated direct mail programs 





to your customers, trade show promotions, plus 





year-around color-page magazine advertising. 
Sweet's Machine Tool catalog filing, too! 











its Bux—-and you get another order in the 
mail! Bux sells itself daily —simply because it 


does basic drilling, tapping, reaming and 
: welding jobs faster, more accurately for less! 
Bux PC-6 
Plate Clamp ‘ 
Other bux products not pictured: Mode! LA Drill Press 
Mode! L-i Drill Press, Model L.3 Drill Press, Mode! \ 4 
Preumeatic Drill Press, Mode! PC 4 Plote Clamp 
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i—sen-<« is the most 





seller in the tool field? 


Your name belongs in this exclusive 
roster of America’s blue-chip Bux distributors! 
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it is worth your while to get details! Write today to: 


K. V. Lund, Executive Vice President 
Buck Mfg. Co. 

100 Roberts Road 

Los Gotos, California 


magnetic products 
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THE 3 “THREES” OF GALES CONTROL 


3 methods of 
) measuring 
y performance 


3 types of 
sales control 


3 ways to increase 
profitable sales 


1. By obtaining new 1. By saleoman and 1. Accumulated sales 
customers territory versus year quots 

2. Accumulated sales 
versus accumulated 


2. By awakening dormant 2. By prospect 


accounts to action 


3. By customer quota 
3. By increasing business 


fram active customers 3. Loss or gain 


- 
7 


Se a Can aif 


q Lay #, 


+ { +* S f . 
Lite ee as etn od 


THE JUGGLER IN TH 


Are you doing a controlled performance like this? You must 
be if you're a SALES MANAGER! These 3 balls represent 
‘The 3 Threes of Sales Control” — 3 ways to increase profit 
able sales; 3 types of sales control for profit; and 3 methods 
of measuring sales performance for profit! Every SALES 
MANAGER has to face up to controlling these 
them well in hand! 

Would you like to check on how you rate? Here's a simple 
test that will give you a pretty good idea. ( Naturally, every 


keeping 


thing depends on the degree and quality of your Sales 
CONTROL system — so try this test.) 

Does your present system give you at a glance — at all 
times — the answers to all six of the following questions 
1) Who are your customers and prospects in each salesman’s 
territory? 

») Dete of last cal! and date of last sale on each account? 
+) Lines selling well and those showing weakness? 


i) Approximate total annual requirements of each account? 


GRAY FLANNEL SUIT 


5) Percentage of these total requirements you re getting & 
date? 

6) Percentage of the year's quota each of your salesmen has 
sold to each of his accounts 

If you don’t have these answers and others, constantly avail 
ible in complete, effective, graphic form for the close daily 
control which means increased and profitable sales, send « 


| 


day for illustrated booklet showing in detail how Kardex 


Visible Sales Control works 


: 


how simple and easy it is & 
use how hundreds of accounts can be reviewed in a few 
minutes 

Write Remington Rand, Room 1986, 415 Fourth Avenue 
New York 10. Ask for KID524 How To Increase Prohit 
able Sales 
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WRECKING BAR 


End-to-end uniformity and balance—both ends heat 
treated—deeper V on claw end for sure grip 


DOUBLE FACE BLACKSMITHS’ SLEDGE 


Exclusive machine-turned 6-inch radius faces 
assure point-to-point contact. High carbon, 
heat treated steel 












CONCRETE FORM STRIPPING BARS. 


accurately ground 


CLAY PICK 


13% longer life—tough, high carbon steel—per- 
fect anchor curve for increased “dig-ability.” 


of WARREN-TEED hand tools 


Choose your heavy hand tools from Warren Tool's 












Superior forging (no rough edges) 





designed for better leverage in hard-to-reach places 


























RIPPING BAR 


90° angle claw—4° angle chisel—gets into 
corners, under siding, etc —pertect for 
hard-to-reach places 









complete line. They're forged from high carbon steels, 





perfectly balanced, and heat treated edges and 






faces are made to last under roughest, toughest 


treatment. Complete line is decimal packed, in an 






exclusive easy-to-inventory, attractive Flanders 







Blue carton. (Shown are only a few of the tools in 






the Warren-Teed line. For list of tools available, 





HAND DRILLING HAMMER 


Heat treated, high carbon steel—perfect 
uniformity and balance 


sizes, etc., send for complete catalog.) 
















WAR TEED 


trade mark 


WARREN TOOL CORPORATION 
Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices... Warren, Ohie 
Export Division . . . 30 Church St., New York 7, N. Y¥ 


















AX EYE GARDEN MATTOCK 


Light, streamlined design for perfect “feel” 
and balance—factory power fitted handle 
~——heat treated, sharp cutting edges. 
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Another 


NEW FLUTE GRINDERS ARE 








Still another Reason why 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 








: 
| 
. 








Morse first 


THE FIRST OF THEIR KIND... 












Now grinding from 
the solid up to v2 inch 


And, here’s what it means: 
* Smoother finish . . . better than polished flutes! 


* Consistently held tolerances . . . never attained 
by milling! 
* Better points . . . because of uniform flute depth! 


*% Longer tool life . . . lower cost per hole! 


This is why the new Morse flute ground drills are 
setting a new standard for quality . . . and the only 
man who can prove it is the Morse-Franchised 
Distributor. 


MORSE TWIST DRILL & MACHINE COMPANY 
New Bedford, Massachusetts 


Subsidiary of VAN NORMAN INDUSTRIES, INC 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
Buy them by phone from your Morse-Franchised Distributor and save ordering time 


MORSE means 


“TELE MOST” in Cutting Tools 
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Take advantage of this powerfal sales-aid, the Bright- 
hoy Catalog. Gives methods and applications, ma- 
chine speeds, grain and texture listings. 


A Completely New, Wider Concept 
of Abrasive Applications 


ARE YOU CASHING IN, like many dealers and their 
saleamen, on Brightboy’s amazing versatility? Are you 
making big Brighthboy sales . . . profiting from sub- 
stantial, steady Brighthoy “repeats”? 


HERE’S THE SALES SUCCESS-STORY: 
Brightboy’s amazing versatility gives you new sales 
opportunities—gives your customers a completely new, 
wider concept of abrasive applications, Brightboy re- 
places costlier, slower methods, It's unique abrasive- 
and-rubber action BURRS, CLEANS, FINISHES, POL- 
ISHES.-FREQUENTLY IN ONE OPERATION! 


You recommend STOCK Brightboy grains and tex- 
tures, “JOB-MATCHED to customers’ requirements: 
Silicon Carbide and Aluminum Oxide abrasive grains, 
each in combinations of grain sizes and textures from 
extra fine to extra coarse, in soft, firm and tough rubber 
binders. PROMPT SHIPMENT on these versatile abra- 







Our Dealer Gave Us 
This Valuable Data on 


MULTI-USE 
STOCK ABRASIVES 


That Do the Work of “Specials’’! 


sives that invariably take the place of “specials” and 
which do many usual finishing jobs also. 


Nationally advertised, nationally demanded, volume- 
use Brightboy has a profitable place in your sales pic- 
ture. WRITE TODAY for the Brighthoy sales propo- 





Brisiit boy. 





BRIGHTBOY INDUSTRIAL DIVISION 

WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 
Rubber-Bonded Abrasives 


America’s Pioneer Manufacturer of 
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You Sell more because 


BARRY PULLEYS 
perform better 














Purchasing agents and production chiefs are sold by 
proven performance rec wed That's why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for idea! lateral alignment— 
they fit on shafts properly and firmly, without work 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 











DICK ROPE V-BELT DRIVES 





Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 





Closely interwoven hard surface duck. Totally im 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guor 
onteed! 


BARRY STEEL SPLIT PULLEYS 








Scientifically designed. Electrically welded construc 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install 


CHICAGO 


COMPANY, INC. 10s anee 
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BRANCHES 
SAN FRANCISCO 


SEATTLE 








How Morse Distributor 
critical indexing problem 


Minder Chain & Gear Company sells customers 
with a combination of service and practical know-how. 


In machining their gear-type oil drill bits, 
the H. C. Smith Oil Tool Company of 
Los Angeles faced a precision indexing 
problem. Harold Kimmel, sales engineer 
for J. W. Minder Chain and Gear Company, 
working with H. C. Smith personnel, 
provided the solution. 


Kimmel recommended Morse MC 6000 
Cam Clutches to provide an infinitely 


accurate feed for the grinding process. The 
results: a one-third increase in production 
at a labor cost saving of 30%. The customer 
is happy . . . the distributor has made a 
good sale .. . and planted the seed for 
future orders. 

Results like this are your best proof that 
Morse products, service and engineering 
pay off in profitable sales. 


“The Morse MC 6000 Cam Clutch was the ideal solution to the precision indexing 
problem in this high-speed milling operation,” says Harold Kimme!, sales engineer for 
the J. W. Minder Chain and Gear Company. It is accurate up to 1 /10,000 of an inch. 
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engineering service solve 
in milling operation 





R. E. Goetz (center), manufacturing engineering supervisor, Kimmel gets on-the-spot information while watching Milling 
and H. E. Kidder, factory manager of H. C. Smith Oil Tool Foreman Lloyd Fage run high-speed, two-flute end mill. He 
Company, outline problem to Harold Kimmel. Slight index- notes that present differential transmission and worm gear 
ing errors are cumulative in milling gear-type cutters shown. indexing systems are inaccurate and slow down production. 





Six good reasons why it pays 
to handle the Morse line: 


. Complete line of products 
. Wide range of stock sizes 
3. Quick delivery 
. Extensive advertising support 


Free distributor merchandising and 
direct mail program 


6. Expert engineering services 


Investigate the many profitable advantages 
of handling the Morse line of power trans 
mission products in your area Write, wire or 
call for complete information today 


MORSE CHAIN COMPANY 


Kimmel and stock clerk select an MC 6000 Cam Clutch right INDUSTRIAL SALES DIVISION 


off the shelf. Complete local stocks of Morse products make ITHACA, N. Y. 
a big difference on rush power transmission problema, 











POWER TRANSMISSION 
“nhs PRODUCTS 
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-++ OVER 700 “INDUSTRY ENDORSED” 
STANDARD CARBIDE TOOLS! 

NELCO Tools as always your best bet 

for every Carbide Tool requirement . . 
and now they're the easiest to get / 


There's a Brown & Sharpe- 
Nelco distributor near you— 4; 
and he'll “jump” the 

minute you call. 

He'll deliver the tool 

you need — when and 

where you need it! 


Two great names—one 

great distributing 
organization make a 
tremendous tooling team 

a tremendous service team— 
combining their efforts 

and skills for one reason: 

to help YOU! 


CALL YOUR 


NEAREST 
DISTRIBUTOR 





Send today for Neico 
catalog showing over 700 
Carbide Tipped tools. 


MANCHESTER, CONNECTICUT 





(Advertisement) 


BROWN & SHARPE—NELCO 
COMBINE SALES ORGANIZATIONS! 


A milestone in metalworking will 
be reached on September Ist, 1956, 
when Nelco Carbide Tipped Milling 
Cutters will become available 
through the Brown & Sharpe Sales 
Organization. Complete inventories 
of Brown & Sharpe—Nelco stand- 
ard cutting tools will be maintained 
in every metalworking center, and 
dependable “milk route” delivery of 
any Neleco cataloged Carbide or 
Carbide Tipped Tool as well as any 
of the complete line of Brown & 
Sharpe High Speed Steel Cutting 
Tools and Accessories can be ex- 
pected. 


ANSWERS DEMANDS OF 
AMERICAN INDUSTRY 


Recognition of the demanding pro- 
duction schedules of industries has 
made this complete sales coopera- 
tion expedient. Overnight delivery 
of the finest, proven tools available 
today is a service industry has a 
right to expect. New machine tools, 
expanded production commitments, 
pressure on delivery schedules, de- 
mands for reliable tooling have all 
pointed up the need for a single, 
dependable, complete tooling source. 


NELCO “SPECIAL” TOOLS AT 
STANDARD PRICES 

Carbide Tipped Face Mills 
Mills, Boring Bars, Speci 
Slitting Saws, Cutter 

bide Tipped Side 

Mills, Cutter 

Cutters, " 

End i 


SALES, SERVICE, SATISFACTION 
GUARANTEED! 


Two of America’s foremost manu- 
facturers, continually conscious of 
quality control, will now make the 
world’s largest standard line of cut- 
ting tools for milling machines 
available to progressive metalwork- 
ing plants both in the United States 
and through export channels. A 
standardization of quality tooling, 
both Carbide and High Speed Steel, 
will guarantee speedy service and 
nonpartisan sales recommendations 
with the right tools for the right 
application from a line of more 
than 3000 “standards!” 











1d 


BROWN & SHARPE—NELCO 
PLEDGE QUICK SERVICE, 
GUARANTEED SATISFACTION 


Over 3000 quality, expertly de- 
signed, engineered and “Industry 
Endorsed” Carbide, Carbide Tipped 
and High Speed Steel Cutting Tools 
will soon be available through the 
Brown & Sharpe—Nelco distribu- 
tors. This represents the world’s 
largest line of cutting tools and 
accessories, manufactured by two 
of America’s most capable and re- 
spected manufacturers. 


MODERN TOOLING, 
MODERN DISTRIBUTION! 


Modern manufacturing methods, 
modern machine tools, increased 
production requirements demand 
improved tooling service. Brown & 
Sharpe and Nelco now make the 
most complete line of the best in 
cutting tools available to progres- 
sive manufacturers everywhere, 
faster than ever before. 


WORLD’S MOST COMPLETE LINE OF 
CUTTING TOOLS & ACCESSORIES 





SPECIALS, A SPECIALTY 


Nation-wide distribution and tre- 
mendous production capacity guar- 
antee expert attention and prompt 
delivery for all special cutting tool 
applications. 


TREMENDOUS TOOLING TEAM 


Remember: the best in cutter tool- 
ing is Brown & Sharpe and Nelco. 
The easiest and quickest to buy is 
Brown & Sharpe and Nelco. Re- 
member this tremendous tooling 
team. 


CATALOGS AND PHONE 
ALL THAT IS NECESSARY 


One Brown & Sharpe Cutter cata- 
log, one Nelco catalog and a phone 
are all that is needed to solve 
every cutting tool problem. Over 
3000 of America’s finest cutting 
tools are at your fingertips, saving 
anxiety—days of waiting-——dollars 
of extra cost. 
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OVER 2300 "INDUSTRY ENDORSED” 
STANDARD HIGH SPEED STEEL 
CUTTING TOOLS AND ACCESSORIES! 


For the first time, a modern manufacturer 
with 123 years of metal-working . 
experience is anxious to answer AL 
your cutter problems! A total of 
over 3000 Solid Carbide, 
Carbide Tipped and High 
Speed Steel Cutting 
Tools are as near as 

your phone. 


Call your Brown & Sharpe- 
Nelco distributor now! yg 
Find out how speedily 
two great names—one 
great distributing 
organization—can 
solve all your “Standard’ 
and “Special” tooling 
problems. You'll be 
glad you did—you'll ) 
save days and dollars! 


BUY y 2 
THROUGH «= al 

YOUR LOCAL Sa p< 
DISTRIBUTOR! ‘amid 














4 





Send for Brown & Sharpe Catalog 
showing over 2300 High Speed 
Steel Tools and Accessories 
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Brown & Sharpe 


PROVIDENCE 1, RHODE ISLAND 








BROWN & SHARPE MFG. CO 


Do you have prospects 


How Actual Sales have been made by “3M” 


PRINTING PLANT: A newspaper had 
clean-up problems on rotary presses 
Salesnan E B.L,., of Springfield, Maas., 
net up test using “Scorcn” Brand Plastic 
Tape No. 471 to seal off back-up 
blanket from press cylinder. Result of 
teat: New customer for No. 471 Tape! 
(Complete technical description on re- 


BOAT MFR.: A Cortland, N.Y., boat 
manufacturer had the problem of re 
moving burrs from brass bolts. They 
had tried many methods when distrib 
utor salesman F.K.R. sold them on 
trying “3M” 3-inch PSA discs in grits 

and #180, Customer found he saved 
labor time and scrap expense now 
uses PSA discs exclusively 


MEAT PACKER: Salesman J.F.W., of 
Denver, sold a P-35 Bag Sealing Dis 
penser and 48 rolls of %° No. 246 
Scorcu” Brand Tape on his first call 
to a meat packer. Dispenser and tape 
are used for sealing polyethylene bags 
of wieners. He has since sold two more 
dispensers; estimates 10-to-12 bulk car 
tons of tape a year for this one job! 


quest~—ask for Special Report No. 14-A.) 


**Sales are where you find them...’ 


, 


and when your line includes “Scorcn”’ Brand Pressure-Sensitive Tapes and “3M” Brand 
Abrasive Products, you can find sales opportunities everywhere. Look at these actual case 
histories from our files . . . chances are, there are prospects like these in your territory! 


Six Reasons 
why it pays to be a“3M’’ Distributor 


1. TOP-QUALITY PRODUCTS...always! “3M" Products 
are known the world over for quality. Both ‘“Scorcn’’ 
Brand Tapes and “3M” Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both “Scorcn”’ and “3M” 
brands renk high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 
presentations. If you don’t have these helps now, ask us! 


é vhs of Minnesota Mining ond Menviecturing Co, Y Poul 6, Minn. Export Seles Office 





The terms “SCOTCH”, "3M", end “GAPETY.- WALK” ove regitered 
9? Park Ave, Mew York 16, .Y. i Conede, *.0. Bex 757, Landen, Onteric. 


4. FACTORY TECHNICAL ASSISTANCE. You can get 
factory sales help to any degree you want it-—up to and 
including recommendations of special methods and ma 
terials to help you solve a customer's problem! 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company's continuing program of re 
search assures you a line of the newest and best products 


on the market and having them first! 
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like these? 


Distributor Salesmen 


TOOL ROOM: Salesman A.C.A. helped 
a shipyard save $125,000 a year (cus- 
tomer’s figure!) on time, labor, and tool 
costs by changing one grinding job to a 
“3M” #36 Coated Abrasive Belt (rather 
than a grinding wheel) for grinding 
chipping chisels. You probably have 
plenty of tool rooms that could use 
faster, better sharpening! 


METALWORKING SHOP: Salesman 
J.P.D., in a Wisconsin territory, gained 
a new $4,000 annual account when he 
introduced a large manufacturer of drop 
forgings to “‘Scorcn” Brand Paper Tape 
No. 250. Tape is used to hold corrugated 
protective covers to flanges of pipe 
fittingsreplaces hard-to-handle ma 
terial at great saving of cost and trouble! 


LAUNDRY: Salesman L.A. solved an 
unusual problem for a Philadelphia 
Laundry: How to remove accumula 
tions of chemicals and starches from 
automatic flat-work irons. His anawer 
“3M” Grit #36 Emery Cloth in 36° 
width, fed right into the ironer, mineral 
side down. Does it work? Laundry now 
buys the “3M” Cloth in 50-yard rolls! 


Know these products of “3M’’ Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES © “SAFETY-WALK” 


Sold Worldwide under the trademarks 


ooo 





o>a, 
i) 


———~ JOIN THE “3M Salesmasters’ Club” 


...exclusive for distributor salesmen only! 


Here’s all you do: Write us a simple letter telling of any successful experience you have 
had selling ““Scorcn”’ Brand Tapes or “3M” Brand Coated Abrasives. You will 
receive a handsome parchment scroll, suitable for framing, with your name hand. 
lettered on it, certifying that you are a “3M Salesmaster.”” The best experiences 
submitted (in our opinion) will be published in this magazine with the photo of the 
Salesmaster who made the sale. Send us your experience today. Write: 


“3M” Salesmasters’ Club 
Minnesota Mining and M{/g. Co 
St. Paul 6, Minn 
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To help you sell... 


JEFFREY 


Supplies these 


ore} (e) 000) elel-sa-16— 


The Jeffrey Manufacturing Co., Columbus 16, Ohio 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 








another Yarway first! 


COLOR CODING 


SPURS DISTRIBUTOR SALES OF 
YARWAY IMPULSE STEAM TRAPS 


@ SERIES 60 


RED now identifies the standard Series 60 Yarway 
Impulse Steam Traps for pressures to 400 psi 

makes selection easy—saves distributor time and 
trouble and builds steam trap profits. Series 60 traps 
come in six sizes, ',"’ to 2", each clearly marked on 


box ends. 





® 2" No. 20-A 


BLUE now identifies this low capacity Yarway Im 
pulse Steam Trap recommended for light condensate 
loads. Color coding minimizes chance of error in 
application — increases customer satisfaction in trap 
performance. Builds repeat trap business for in 
dustrial distributor 





VWAPULEE 


@ SERIES 120 STEAM 
, TRAP 


BROWN now identifies the Yarway Series 120 Im- 
pulse Steam Traps—all stainless steel construction, 
recommended for pressures up to 600 psi. Available in 
six sizes, '4"’ to 2’’. Color coding simplifies distributor 
inventory problems—a shelf glance tells the story 





@ SERIES 40 


GREEN identifies the new Yarway Series 40 
Impulse Steam Trap for heavy condensate load appli 
cations requiring an extra high capacity trap. Two 
sizes—',"' and *,” for pressures to 600 psi (larger 
sizes also available). Addition of Series 40 to the 
broad range of Yarway Impulse Steam Traps offers 
trap customers wide selection and helps distributors 
to build extra profits. 





YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa 


\"77.\" IMPULSE’ STEAM TRAP 


Over 1,000,000 Yorway Impulse Steam Traps used 











Moving Ahead with Philadelphia! 








NEW MODEL R 
LIGHTWEIGHT 


SPUR GEAR HOIST 


creates 


WIDER SALES OPPORTUNITIES 
FOR 


PHILADELPHIA DISTRIBUTORS 


This new model presents Philadelphia distributors with additional 
opportunities for Sales volume. It brings competitive advantages that 
mean increased sales and profits. The Philadelphia Line is growing. It 
offers opportunities for distributors to participate in additional hoist 
sales on a profitable basis. Why not look into the “Philadelphia Story”. 





FEATURES 
OF THE NEW LIGHTWEIGHT MODEL R SPUR GEAR HOIST 


This Model “R” Lightweight Hond Hoist is specifically designed to provide portability, 
low headroom, foster hoisting and greater ease of use, so essential in industry todey 

Real Portability—Compactness—Lightweight. The use of high-strength aluminum alloy 
castings end alloy steels, and the fact thot there ore fewer parts in its construction, makes 
the Model “R” @ hand holst thot is the lest word in Compoctness ond Portability. The 
half-ton model weighs only 36 Ibs. Lerger capacities likewise provide unusual lightness, o 
distinct advantage for moving the hoist from one job to another quickly 

Operators like it. . . . i's easy on muscles. The rugged Model “R”, whether in hell, 
one of two-ton capacity, is a one-man hoist 




















CAPACITIES 


Va TON TO 10 TONS 
Yes, the Philadelphia Line is growing . . . in range . . . and in popularity with 


your customers, because it offers such a wide range of hoists to meet every hoisting 
need. You move ahead in sales opportunities when you tie up with the Philadelphia 
Line and the sound sales and distribution policy that makes it so profitable for you. 








PHILADELPHIA CHAIN BLOCK & MANUFACTURING CO. 
Manufacturers of 


CHAIN-HOISTS * TROLLEYS * CRANES * CHAINS 
* SPECIAL MATERIAL HANDLING EQUIPMENT 











Mascher and Norris Streets Philadelphia 22, Pa. 


WAREHOUSES: NEW YORK, CHICAGO and LOS ANGELES 
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CUSHMAN 


~=« Chuck abil 


Cushman Chucks give Chuck-ability . @ “plus 
valve advertised in the leading metal-working 
trade journals read by your customers. Cushmeon 
heips you sell Chuck-ability by offering distribu 
tors the following chuck-selling tools designed to 
increase chuck sales ond keep good customers 
sold. Write today for details 


No. 65C Condensed Catalog — Twelve-page, two-color, 84% x 1! illus 
trated catalog listing prices of all Cushman Manually Operated Chucks 


Bottom of front cover imprinted with your company name and address. 


No. 196C Chucks Requiring Adapter Plates —— Sixteen-page, two-color, 
3% x 6% booklet listing prices of all Cushman Manually Operated Chucks 
for mounting with adapter plates. Bottom of front cover imprinted with 


your company name and address. 


No. 196D Cam Lock Spindle Nose Chucks —- Same as No. 196C, but 
listing prices of all Cushman Manually Operated Chucks for mounting on 


Cam Lock Spindles. 


No. 196€ Long Taper Key Drive Spindle Nose Chucks + Same format 
as No. 196C, listing prices of all Cushman Manually Operated Chucks for 
mounting on Long Taper Key Drive Spindles. 


No. 54 Magazine Insert — A two-color insert designed for use in MILL 
AND FACTORY, and available for use in other standard-size (@4%4" «x 
11%") magazines. General description of Air Operated Chucks on one 
side and Manually Operated Chucks on the other side. Your company 


name and address printed at bottom on both sides 


Pocket Catalog — For your prime accounts! This pocket catalog com- 
bines in miniature size the two Cushman General Catalogs on Air and 
Manually Operated Chucks. All chucks fully described, detailed and priced 


Your company name imprinted at bottom of front cover 


Advertisement Reprints — Two-color Cushman advertisements currently 





appearing in national metal-working trade papers. An excellent piece to 


be included in your direct mail program. (Not imprinted.) 


THE CUSHMAN CHUCK COMPANY Hartford 2, Conn 


CUSHMAN 
CHUCKMAN 


a world standard for precision CHUCKS ° RIAL DISTRIBUTORS 
CUSHMAN CHUCKS 


@ Product of Americon Quality, 
leber and Materials. 











BY OSBORN 














*K 


TOP PROFIT LINE of brushes 
that sells on every industrial call 






Make extra profits from the steady demand for 

all types of industrial brushes. Sell Osborn 

maintenance, paint and power brushes om every call 
Your customers are already sold on Osborn 


through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes 

On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio. 


al 
O SBORN MAINTENANCE, PAINT AND POWER BRUSHES + FOUNDRY MOLDING MACHINES 
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You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 


Here's 
a fine product 


that your 
customers need ..... 





Walker-Turner “Light-Heavyweight” 
Radial Drill — 1600 Series 


| 










with plenty of 
convincing features 
that you can 
demonstrate. .......+- 


to a really 


big market .........m 





1. Really big under-the-drill capacity 
— drills to center of 62” circle 


2. You can locate drill anywhere on 
sheet stock up to 5 feet wide. 


3. Perfect for all kinds of big sheet 
stock—plywood, switchboard panels. 


4. Ram travels full 18”. 


Wherever large, bulky, exceptionally 
heavy work requires drilling, you'll find 
a good prospect for this adaptable W-T 
Radial Drill. Because the drill head can 
be moved while the work remains sta- 


5. Head and motor tilt right or left 
to 45° 

6. Great range of speeds — 110 t& 
8300 rpm 

7. Excelient bearing placement permits 
quick, easy adjustments 

8. Drill head swings free of table, for 
drilling bulky work that must stand 
on floor 


tionary. Nearly every plant needs some 
of these W-T radial drills—a good many 
plants need a lot of them. A demonstra- 
tion of the easy, free swing of this drill 
will make a good many sales for you 


If you're selling Walker-Turner “Liont-seavyweiont” Tools now 
ask your W-T representative for special sales helps; he's there to 


help you make more sales. If 


you're not now a Walker-Turner 


Distributor, we'll be glad to tell you if a W-T distributorship is 


available in your locality. 





DRILL PRESSES, HAND AND POWER PRED —~ AM FEED DRILL PRESS ATTACHMENT 


RADIAL DRILLS -——- WOOD AND METAL CUTTING BAND SAWS — 


TILTING ARBOR SAWS 


RADIAL SAWS —— JIG SAWS —~ CUT-OFF SAWS —— LATHES —— SPINDLE SHAPERS 
JOINTERS —- BELT AND DISC SURFPACERS — PLEXIBLE SHAFT MACHINES 
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How to triple your gauge glass sales 


without moving an inch 
It will make sense to your customers, too 


Gauge glasses are long-lived— 
normally, But when one does go, 
it invariably goes at the most in- 
appropriate time. At midnight, for 
instance, Or when a run of product 
is at its peak. 

Then your customer rings for 
help. “Send me a gauge giass— 
pronto!” 

That's your chance to triple a 
sale, without moving away from 
your phone. 

Seil him the idea of buying 
THREE—the one he wants quick, 
a spare to protect him from want- 


ing another one quick, and a spare- 
spare to back up the spare in case 
something happens to i. 

Two spare gauge glasses for 
every one installed can save your 
customers expensive down time, 
even lost production, on boilers 
and other steam heating equipment 

Push the gauge glass slogan, 
“One for the gauge and two for 
the shelf,” and the prospects of 
tripling your profits on Pyrex®, 
Cornino®, and MACBETH® gauge 
glasses will brighten materially. 


y CORNING GLASS WORKS, CORNING, N. Y. 
Cocnung meant reseacch i Gadd 
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CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 


Recommended Product 


CORNING brand standard 
gauge glasses 

PYREX brand high 
pressure gauge glasses 


Up to 100 p 


Higher temperatures 


PYREX brand heavy wall 
gauge glasses 

PYREX brand red tine 
gauge glasses 

MACBETH brand flat 
gauge glasses 

Viewing inside PYREX brand sight 
furnaces, reactors glasses 

6 ure vessels, etc 


Higher pressures 
Extra wisebelity 


Neavy Guty service 


e 
Lubrication PYREX brand lubricator 
nspeci giasse- 

Viseble discharge PYREX brand of cup 
fevice @asse: 











CASTERED WORK BENCHES REDUCE MANUAL HANDLING DAMAGE 


A system of castered work benches 
has practically eliminated the manual 
handling of electrical control systems 
and components being produced at 
Vickers Electric Division, Vickers, 
Inc., St. Louis, Mo. These work 
benches equipped with Faultless Cast 
ers and Floor Truck Locks are used to 
move delicate instruments during 
their production and inspection, with 
out the hazard of manual handling 


The purpose of the system was to 
provide a method which eliminated 
manual handling of the components 
as much as possible and thereby re 
duce handling damage and subse 
quent rejections of manulacture d 
units. Faultless 923-5 Double Ball 
Bearing Swivel and 9724-5 Compan 
ion Rigid Plate Casters are a ex 
clusively on these unique work 


DOUBLE BALL BEARING SWIVEL TRUCK CASTER 


benches 


A rugged, all purpose swivel plate 
caster with two full rows of hard- 
ened, ground and polished grade 
“A” ball bearings rolling around 
full hardened raceways. Full drawn 
steel horn formed for surplus 
strength. Complete choice of 


We are proud of this Faultless per 
formance for Vickers and yet this is 
but one of the hundreds of tough jobs 
Faultless Casters have solved tor men 
inindustry. Do YOU havea materials 
handling problem/ Our experienced 


engineers will gladly provide you 
with helpful data, if you simply phone 
or write, no obligation 


wheels to suit floor surfaces, loads 

and operating conditions. Series 
900GS available with Neo- 
prene Grease-Seal retainers, 
where high temperatures, 
dsoibhcata or water are 
encountered. 


FTL ALL STEEL FLOOR TRUCK LOCK 


Easiest floor truck lock to operate. You 
simply step on one pedal to lock—-step 
on other pedal to release. Positive action 
» The steel brake disc assembly has a ‘uni 
versal joint’ which assures the Neoprene 
brake surface a firm, flat contact with the 
floor even when floor surface is not level 


PRESS DOWN 
TO RELEASE 


at 
H 

i 
FT 


eee 


! 
; 
i 


A qompre ssion 


spring keeps the 
friction dist un 
der a steady 
predevermined 
ocking pressure. 


Ay 
iF 
; 
fl 
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200 Million Count Life 
The Best Costs Less heck 






All steel 
construction ¢. Snap-on 
" cover 











a . 
rn 


Only one screw Sil U Go Uh ‘aac: | 
ove i” eens) 1 
bearings nal i 2 a “4 = | : in 


Rugged asa 
bulldozer 


: 


J 



















ic ; vy 3 

| > 
Smooth operating -- o , 
as a watch 


wv 
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PIC Silver King Counters “~ 


PIC the Best I 
for Suni ae help you sell ° 


A 





Reorders from thousands of users in Automobile and Aircraft 
: : : Factories, in Stamping, Metal Working, Die Casting and Plastic 
PIC Silver King Revolution Molding Plants, in Laundries, Printing Plants and Factories of 

Counters all kinds show that Silver King Counters have proved the best 


, ’ ] | 
PIC Junior King, Small Reset costs less to use 


Stroke Counters You can see why Silver Kings help build prestige and profit — 


The effortless operation, simplicity of design, extra heavy 


PIC Super-Wizard Electric shaft and bearings and rugged all steel construction visibly 
Counters demonstrate reliability and endurance that have no equal. 
PIC-600 Electric Counters Please write on your letterhead for Catalog describing PIC 


Counting Instruments and the PIC Program for authorized dis- 


PIC Mercury Electric Counters | tributors. 
PIC Electric Counter Actuators 


PIC Clipper Coil Winding 
Counters 







Send for Catalog and the 
PIC Program for Distributors. 











25th Anniversary — 1931-1956 
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Now ... Special Milling Cutters 
available through distributors 


DISTRIBUTORS 


This Ad Builds Sales 
For You! 


The quality line of Iilinite Stand- 
ard Metal Cutting Tools is backed 
by effective advertising and sales 
promotion ... and 4 sound dis- 
tributor policy that works for you! 
Get full information on this profit- 
making program—write today. 


ILLINITE...the moet complete line 
of Standard Metai Cutting Tools— 
available from stock! 


ALLL 


TWAS + END MELG + MILLING CUTTERS 
SLITTING GAWS + HEYSLOT CUTTI®G + HOS 


SHAPER CUTTERS TOOL BITS y) 














THERE'S GREATER LIFE AND EASIER HANDLING IN H&A ROPE 


Jwe GClio7, MAKES THE DIFFERENCE! 


Yes there is a difference in rope! at HOOVEN & ALLISON 
rope is made better with ‘live action" —a quality which 
- provides greater flexibility and freedom from kinking, more 
ease of handling, minimum friction between strands and 



















_ 
a 
te 

_ 


a 
eS, ‘ 
- « 


Starter Cords for gas lawnmowers 
and oviboard motors, braided from 
long-wearing nylon, Packed 12 In 
self-merchandising display 


~~ 


H&A “Blue Heart’ Manila tor Morine service ond inland woter 
woys——made of selected quality manila fiber, Maximum flexibility 
ond easy to handle—wet or dry. Uniform tension between strands 
increases service life. impregnated to resist moisture 


longer service life. It is the direct result of constant research 
and development work by HOOVEN & ALLISON—''spinners 
of fine cordage since 1869". 

H&A "Blue Heart’’ Manila and ‘Red Heart’’ Sisal ropes are 
expertly formed and laid with the right amount of twist for 
maximum uniformity, strength and flexibility. Internal fric- 
tion and wear are minimized by the use of an exclusive 
H&A research-proved lubricant, which safeguards the rope 
against moisture and weather 


MODERN PACKAGING AND MEASURE-MARKING! —H&A has pioneered 
new advances in packaging too. Attractive cartons handle 
easily—store in minimum space. Rope is quickly dispensed 
and kept clean to the last foot. All sizes are accurately 
measure-marked every five feet. 


HEA “BLUE HEART” MANILA is easily handled and stored in this 
attractive octagonal carton with die-cut grip feature, Rope 
is easily dispensed. Available in both manila and sisal in 
33, 65 and 90# cartons and multi-wall bags. 





H&A Oakum and Jute Packing ore 
uniformly treated with proper amounts 
of tors, oils and compounds. Pocked in 
a wide variety of pockoges for al! uses 


For maximum safety and longer life stock the finest! Stock HOOVEN AND 





THE HOOVEN & ALLISON COMPANY, Xenia, Ohio - - 


ALLISON “Blue Heart" Manila, the rope thot is scientifically made to ex- 
ceed industrial requirements. Its safety factor plus ease of dispensing add 
up to positive rope economies. Write today for descriptive information 


“Spinners of Fine Cordage Since 1869" 


Branches: Kansas City * Omaha * Minneapolis 
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WINS CUSTO 
—fprs 


"LO-CARBS" for ordinary use 


The cap screw for use where mild steel satisfies the 
requirements of the job and special*appearance is 
not required. Threads are accurate for perfect fit FLAT MEA 
Hexagon heads are clean cut, uniform and true CAP SCREWS 
for wrenching; machined chamfered points for 
easy assembly. 


“HI-CARBS" for strength 


These cap screws of high carbon steel are skillfully 
double heat treated in our own modern atmospheri- 
cally controlled furnaces to have maximum strength 
and toughness. The accurate threads, uniform and 
true hexagon heads, and machined chamfered points 
make for perfect fit and easy assembly 


.} 


7 
2 
7 
FILLIGTER HEAO 
CAP SCREWS 





HEADLESS 
ser screws 


Only Ferry Cap supplies three lines of hexa- 

gon head cap screws —“Lo-Carbs”, “Hi-Carbs”, 

“Shinyheads"’— for all needs. Carried in stock for a ae 
KLEOSTUOS OF 

prompt shipment. ry 


PERRY CAP Quality Bulids Distributor Repeat Business vee 


THE FERRY CAP & SET SCREW CO. 7, 


2163 SCRANTON ROAD . CLEVELAND 13, OHIO ae 
Planaths aad ntLagringg A ep icsalisle , told epset screw products since 1907 a 3 
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With the CHAIN Belt line of cut-tooth and cast- 
tooth sprockets, you have the “teeth” to answer 
any customer's sprocket needs. 

For roller chiin drives, there is a full range of 
sizes of Rex Shaft-Ready, Taper-Lock and Stock- 
Bore Sprockets that gives you the “‘off-the-shelf”’ 
answer for virtually any need. 

For cast chain and Chabelco® drives, there are 
Rex Quality Cast-Tooth Sprockets in stock sizes 
to fit most customer requirements. 

Cut-tooth or cast, you're offering your custom- 
ers the best when you handle Rex® — the sprockets 
that add life to any drive. 


CHAIRS! BSaitry COMPANY 


MILWAUKEE 1, WISCONSIN 
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To put more teeth in your selling... 


To help your selling... 

CHAIN Belt Sprocket Merchandising Kits are 
“sales boosters’ that provide plenty of selling 
help. Literature, direct mail, catalogs, post cards, 
local ad material, selling hints— these handy kits 
have the merchandising material you need for 
increased sales. 

If you need sales or product “know-how” 
assistance on CHAIN Belt Sprockets, call your 
local Chain Belt District Office Representative or 
write us direct. CHAIN Belt Company, 4622 W. 
Greenfield Ave., Milwaukee 1, Wis. 
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The most complete line 
b of advanced overhead 
load handling equip. 
ment avatiable from a 
single source 











On-the-j6d help trom 
our eld engineers in 
solving complex over 
head load- handling 
problems for customers 

















Manulacturing facilities 
that permit every dis 
tributor to maintain 
adequate inventory to 
assure fast customer 








TRIBUTORS HAVE 


YTHING FOR 


PLUS SALES 





Practical sales tools 
and a thorough train 
ing program for dis 
tributors’ salesmen 
including refresher 
Fees meetings 









A franchise policy that 
channels afi sales of 
the distributor line 
through the distributor, 
without exception 













A variety of economical 
accessories and spe 
cralties that build 
single-item inquiries 
into multy-product sales 





ee eee 





_Standard~ 


A big array of effective 
promotional aids and 
a great consistent ad 
vertising program 
geared to today's mar 


Buag:t’ ket opportunities 


Cord Reels 

















The leadership of “Shaw-Box” Distributors and industry's preference for “Shaw-Box” 
products is the result of years of mutual cooperation in cutting load-handling costs 
for all kinds of businesses. This cooperation now includes 48 Authorized Service 
Stations In principal cities to serve users of “Shaw-Box” And out of this 
partnership will continue to come new products that will add still more to the profit 
opportunities of every “Shaw-Box” Distributor. 


products. 





‘Budgt Crane 








MANNING, MAXWELL & MOORE, INC. 


SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON MICHIGAN 


Builders of “Shaw-Box” and ‘Load Lifter’ Cr: "Budgit’ and ‘Load Lifter’ Hoists and other lifting speciaities. Makers of ‘Ashcroft Gauges, 
‘Consotidated Safety and Rohel Valves, ‘American’ and ‘American-Microsen’ industrial Instruments, and Aircraft Products 


‘Hancock’ Vatves, 
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and our die maker... 
ready to serve you 


This die maker—one of the skilled 
technicians responsible for the quality 
of our rope wire—is with your Wickwire 
Distributor every time he makes a call. 


True, he’s physically in our plant, working 
to tolerances of 1/10,000 of an inch as 

he fashions the super-hard carbide dies used 
to produce ever foot of rope wire. But, 
whenever your Wickwire Distributor makes 
his call, he has the full assurance that 

every wire in the product is exactly the size 
it should be and has a smooth, silky surface 
finish. This careful attention helps assure a 
rope which will perform successfully. 


It’s just one more reason why your Wickwire Distributor 
knows he’s got top-quality rope, slings and strand to sell 
... and that these products will serve you well. 

408) 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 
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\RMSTRONG 


Embody...Convenience, Economy 
Simplicity and Strength 


based on these superior features: 


@ IMPROVED CLAMPING METHOD—speeds indexing 
of inserts. 


@ REPLACEABLE SEAT of Hardened Tool Steel — protects 
shank and provides fiat base to prevent damage 
to inserts as they are clamped in position. 

@ SHANK of Heat Treated Alloy Steel—gives extra 
strength and rigidity. 

A slight turn of a single screw permits rapid indexing 

of the ARMipe insert—reducing down time to a min- 

imum. 

The use of anmive “throw away” inserts provides 
the economy of multiedged inserts — triangular inserts 
have six, square inserts eight cutting edges. These are 
available in Utility or Precision finish and in three 
grades of anmipe: 350, 370 or 883. 

Protection to the shank is given by the replaceable 
tool steel seat which prevents wear and damage to the 
shank and provides a flat base for the insert reducing 
the possibility of damage to the insert as it is clamped 
in place. A relief groove is ground into the seat provid- 
ing clearance when a dulled insert with “built up” 
edges is turned over. 

ArmsTronc Armipe Carbide Insert Tool Holders 
are furnished in two styles and three sizes. Complete 

. data on these tools is given in Bulletin CIT, mailed 
Write for on seamen 


catalog 
ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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SHAKEPROOF 


” Taste ° im L4 te (“® 
St. Charles Road, Elgin iilinois «+ Offices in Principe! Cities 
in Cenede: Canada iilinois Tools Limited, Toronto, Ontario 





SHAKEPROOF 
FASTEX 


& 4 








THIS LIFE-SIZE illustration only begins to suggest the brute 
strength built into this tooth-grip belt with steel-cable 
tension member designed to drive really heavy machinery! 
Appearance doesn't tell the whole story, because, rating 
for rating, Gilmer “Timing” Belt drives are lighter in 
weight and occupy less space* than any other form of 
mechanical power transmission. 

Approximately 2% times larger—and 2% times stronger— 
than the standard “Heavy Duty” series, the new XX Heavy 
Duty drives bring to high-torque power transmission a 
never-before-obtainable combination of features: 


@ Highest-efficiency positive transmission of power. 


@ Complete elimination of drive lubrication (including 
the problems and accessories involved) 


@ Precise angular synchronization (‘Timing’) between two 
or more shofts. 


@ Practical elimination of power loss due to slippage, fric- 
tion and high initial tension 


@ Quiet operation 

@ Compactness and high strength-to-weight ratio. 

@ Belt speeds as high as 7500 fpm. 

@ Low initial cost; no maintenance; long life. 
For further data on Gilmer “Timing” Belt drives—from 
“flea-power” to 1000 horsepower — consult your ‘ocal 
NYB&P-Gilmer Distributor. Look for his name under 
Power Transmission in your classified telephone directory. 


*Including acce equired by some other drives 


THIS FIRST PUBLIC ANNOUNCEMENT 


of the new Double Ext HH Duty Cilmer “Timir 


Belt will appear in the 
Design News — S« pt | 


Plant Engineering — Oct Mill & Factor 
. 
Machine Design Sept ID 


The greatly expanded hors 
standard size adds corr: 


tial of the NYB&P-Cilme: 
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HP WITH THE NEW 
‘sfmor XX HEAVY DUTY 


1%" PITCH 


“TIMING” BELT DRIVE 


TO HELP YOU COMPARE a Gilmer XX Heavy Duty “Timing” Belt drive with 
the four other common forms of power transmission of equal capacity, 
a power transmission engineer offers his recommendations based on 
published application and load ratings, for the following: 


A 300-HP drive (at 1160 rpm. ) including application factors 
3.00: 1 speed reduction 
Approximately 50” center distance 





Here, complying with minimum pulley sizes and other practices commonly observed, are his recommen. 
dations (with approximate comparative cross sections of space occupied by each drive) 








“TIMING” BELT DRIVE 


: Tim ' by 166 
Belt: xx ing” Belt 10° wide by 160 V-BELT ORIVE 
Super Service ‘D’'-Section V- 
pit # Belts (0? .225 
Driven paliey 28.648" P.O. (72 groove) 1%": Motor pulley: 18.0" F.0D. « 10 D-groove 

pitc 14%" wide 
Beit eoeee 2900 feet per minute Oriven pulley: 54.0° P. 0. « 10-groove 

14%" wide 
Belt speed: 5380 feet per minute 


Motor Pultey 9.549” P. D. (24-groove) 1% ie Belts: 10 











GEAR ORIVE 


Herringbone gear speed reducer with 
3:1 ratio. (A typical reducer of re 
quired cogecny eighs 1440 ib 
measures 33” long, 76%" high and 
19” wide) 











FLAT BELT DRIVE 
ROLLER CHAIN DRIVE s Belt: 21” wide « B-ply « 18’ 4” long 


Chain: #80-6 @ strands) i" pitch « 152 1 Motor pulley: 18° 0 0 « 29" wide 
pitches ee Oriven pull 54” 0. 0.223" wide 

Moter sprocket: 7 979° PO (25 teeth) Belt speed: 5380 feet per minute 

Driven sprocket; 23 880" P.O. (75 teeth) 

Chain speed: 2380 feet per minute 

(Requires Type #3 lubrication with oil-tight 

case for sump pump) 











a in cost and in weight the “Timing” Belt drive aise has a big savings 


advantage. Ask your NYBLP Gilmer Distributor for the figures 














J) America’s Oldest Manufactures of industrial Rubber Products 
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Facetious? Certainly not! 

Termites and decarburization have much in 

common, Both wreak their deadly destruction undercover. 

Both leave what appear to be sound materials so weakened 

that collapse and failure frequently result. Only quality control 

like that practiced by HMS with heat-treated cap screws can 

prevent decarb. 

So don’t take chances. For assured value, right price and 

fast delivery —- whether heat-treated, brass, stainless or low 
carbon always recommend HMS. 


Always hecommend HG... a The bor, you never dhop 








HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company 
101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS + SOCKET PRODUCTS « TAPER PINS « DOWEL PINS . HEX NUTS 











Competitive screw thread Typicoel HMS screw thread 
(Note decarb white crea) (uniform texture~—ne decarb) 


These photomicrographs prove conclusively that 
there is a difference between heat-treated screws 
a difference which can cost your company plenty 
in machine failures and resulting service troubles 
All because “Old Devil Decarb” is at work! As 
shown above, heat-treated fasteners by other manu 
facturers showed frequent evidence of decarburiza 
tion. Fasteners by HMS showed none positive 


proof of quality control and HMS Assured Value! 
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HERE’S POSITIVE PROOF OF 
HMS aAssurep VaLue! 





Ne Bargain Sales For Us! 


We expect every Ohio Brass distributor 
to make a fair profit on the O.8 valves that 
he sells 

To make a fair profit, it’s necessary to 
have a stable Price structure. We regularly 
publish price lists covering all standard items, 
and we stand by those Prices. There are no 


“bargain” sales on O-B valves 


We don’t believe in selling on price. We 
believe in making a qvality product and sell 
ing on the basis of the service that we and ou, 
distributors can give the customer And on 


the basis of the performance of 0.8 Products 


The entire ory on O-B distributer policy is contoined 
in the booklet, “KEEPING FAITH We'll be glad te send 


you o free copy, if you'll mail the coupon below 


= 


MANSFIELD © |) ono, U.S.A. 


Ohie Bross Compeny 
380 Nerth Mein Street 
Mansfield, Ohic 

Please send me @ free copy of Keep 
ing Faith 

Nome 

Tithe 

Company 

Address 

City 

Stote 


“2 


SEPTEMBER 
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Emanuel Hochman, Vice-President and General Sales Manager, Bulova Watch Co 


“We put radios into the diamond business!”’ 


We've put Bulova Radios into 17,612 jewelry stores — and finished radio 
captured a large share of the radio business ' Air Express tox new business ‘off the ground 
But we couldn't have done it without Air Express! keeps us che fastest-grow ympany in Ame 
Parts come from 180 different suppliers via Air Express Yet, most of 
for assembly, Production schedules are always tight — Air with any other 
Express gives us valuable leeway which we regularly need New York to lacks 


In fact, we often make use of Air Express to deliver priced coms lete set 


—_— © Air Express > 


@aeTre THERE FIRGaT via US. Scheduled Airlines 


CALL. Ain EMPRESS ... division of PAMUMWAY EXPRESS AGENCY 
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A DIVERSIFIED LINE J é ‘ys 


OF QUALITY! 


There’s a Union Inserted Blade 
Cutter ready to do the job for you, 
quickly, accurately and economi- 
cally. Union offers a complete selec- 
tion of top quality Inserted Blade 
Cutters, standard and special, in two 
basic designs: 

Wedge Type Taper Serrated 
Blade Type — to suit the require- 
ments of your job. 


Call your " Write on your company letterhead 
Hone [Jnion Distribute for our Inserted Blade Cutter Catalog. 
ee | Address Dept. G-4 


. Promp 


UNION TWIST DRILL COMPANY 
ATHOL, MASSACHUSETTS 


Owners and Operators of: 8. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 










pointing YOUR way toa 


PROSPEROUS 
TOMORROW! 


PINDLES 














The machinery salesman of today is working 
in @ stepped-up era of industrial production 
where AUTOMATION is the watchword — where 
cutting cost in material, labor and time is on the 
mind of every plant engineer and shop super- 
intendent, 


That's why Standard is GOOD for Your 
FUTURE . . . Standard Super Precision Spindles 
are “job tamers’’ designed and built by men 
who have been perfecting spindie applications 
and uses for more than a quarter of a century 
. . » Spindles now in use in modern automation 
and re-designs in a thousand shops coast to 
coast. 





Made by experts to infinite standards of pre- 
cision and finally tested in our own sound, dirt 
and vibration-proof laboratory... Standard Preci- 
sion Spindles are EASIER to sell because they 
are backed by success stories on tough jobs. 
And Standard engineers back up sales person 
nel with “tailor made" installation information 
where needed. Get the Standard story today — 
Line up with the Standard line for a Prosperous 
Tomorrow! 





Makers of more than 800 different Super Precision Spindles 
. » » @nd ready to design 1000 more for industry's needs! 





See our Display! Booth 1047 * METAL SHOW 
Cleveland, Ohio * OCT. 8 thru 12 


the STANDARD electrical toot co. 
Write us: 


2520 RIVER ROAD nacnuann or 
CINCINNATI 4, OHIO ces 
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if you can’t get it... 
you can’t sell it! 


¢. incinmati 


Churleston 


Francisco Denver St. Joseph St. Louis 


Pare Memphis nicadt 


Pariiene New Orleans 


? 


Houston 


Odessa 


23 WIRECO warehowses have it! 


when you need it... Delivery is no problem wire rope inventory for you! You make the 
when you use the facilities of these 23 fully sale: then contact your Wireco Warehouseman! 


stocked Wireco Warehouses! Your wire rope He'll tailor the order to your specifications and 


needs are ready now for shipment! Make your your customers needs—any size, any length for 


sales in the knowledge that promised shipping any job—then ship it immediately! 
dates will be met! And when your customer where you need it. . . Wireco Warehouses 
knows that he gets what he needs, when he needs are strategically located to serve you and your 
it. the selling is easy! customer! Regardless of how decentralized the 

operation may be, there is a Wireco Warehouse 
how you need it... Wireco saves you capi- nearby to insure fast, efficient service—and to 


tal, space and manpower by maintaining your save freight costs! 


Benefit by this complete network of 
Wireco Warehouses! 
Write for FREE Information! 


WIRE ROPE 
CORPORATION of AMERICA [-~J7@ 


f vn 


St. Joseph i= Missouri a Addr sss 


Telephone 3-0287 


Send full information 


Have representative call 
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SOMETHING TO THINK ABOUT 





DEMING PUMPS 


DISTRIBUTOR PROGRAM 





SALES POLICY: Deming Pumps and Water Systems are sold through selected 
distributors. This policy has been effective for more than 75 years. 





SALES HELP: Deming Factory Representatives work in close cooperation with 
Deming Distributors and their Salesmen to help solve customers’ pumping problems. 


SALES SCHOOLS: Deming Pump Schools extend the “know-how” of experienced 
pump men to Distributors’ Salesmen. This program has proved successful in many ways. 


ENGINEERING POLICY: Design and development of Deming Pumps and Water 
Systems are based on time-tested principles of hydraulic engineering. 


MANUFACTURING POLICY: To help Deming Distributors meet a wide variety 
of pumping needs with a full line of diversified types and capacities of Deming 
Pumps and Water Systems. 


CATALOG SERVICE: An exceptionally complete catalog service is always avail- 
able to Deming Distributors and their Salesmen. 


SALES PROMOTION: In addition to a continuous program of advertising in business 
and industrial publications, various other forms of promotion help pave the way 
to sales for Deming Distributors. 


THE DEMING COMPANY 


S11 BROADWAY + SALEM, OHIO 
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“Red Tang 
AMERICAN PATTERWN 
FILES and RASPS 





SIMONDS 


has a Complete Line 
ot “Red Tang” Files! 


Simonds now offers you all types of files in the Right Length, 





Umeorcan Swed 
ah ae e oe Bee 88. | 


the Right Shape and the Right Cut for every filing job. What's FILES 


more, Simonds Files are Grade A. First Quality only . . . backed 
by Simonds reputation for outstanding quality, dependability 
and service. 


SIMONDS 


SAW AND STEEL-CO 


—_— 
riTC HEB . 


Castery Gentes & Bote ° Chicago, Son Francisco ond Portland, Oregon 
anodion Factory in Montreal, Qve 
a Simonds Steel Mill, ~~ we 
Meller Tool Co., Newcomerstown, Ohio 
Simonds Abvedvo Co. Phile., Po., and Arvide, Que., Conade 


AP € a, | : 
Mitted Curved-Tooth 
aL =) 
ROTARY FILES 
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Stren gth 4 


¥ 


WHERE IT COUNT, 


i 


Let your prospective customer pick 
up a Bethlehem Bolt at random, any 
type of bolt, and he'll recognize it as a 
quality product. For Bethlehem Bolts 
have sturdy, easy-to-grip heads, 
straight shanks, smooth-fitting threads 
. plus plenty of strength, where it 
counts. 
You'll find it good business to 
keep a large stock of Bethlehem Bolts 
on hand, to meet the varied needs of 


your customers. 


Bethlehem Bolts Are Good Bolts 
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Eleven Profit Leaders 


Eleven most-wanted product groups —each with definitely superior 
and sales-convincing features—are the backbone of the U.S. G 
Belmont Line, most complete line of Mechanical Packings and 
Tefion* specialties offered Industry, today. No. 1—Ber.-Ver 
Molded V-rings. No. 2—Crisscross Braid. No. 3—Centrifugal 
Pump. No. 4—Air Compressor. No. 5—Hydraulic. No. 6— Valve 
Stem. No. 7—Terrion “Chemical Proof” packings & gaskets 
No. 8—CuemiseaL Mechanical Shaft Seals. No. 9—TEFLON 
Expansion Joints and other chemical Piping specialties. No. 10 
SPrRALWOUND and woven asbestos. No. 11—Gasket Materials 
and Trion Stock. 

For more information on the aggressive, modern, money-making 
U. 8S. G.—Belmont 4-Sqvuere Distributor Program — write 
Harry Stott, Gen. Sales Mgr., Box 648, Camden, New Jersey 


*du Pont trademark 










osk yor" { 


fac 


pistribeter 





U.S. GASKET - 
BELMONT PACKING 


SRR TRS soi? ae! BITS 


THE U.S.G.—BELMONT 
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NuUAt 
DISTRIBUTOR 
PROGRAM 


MOST WANTED LINE 

Eleven Profit Leaders 

NATIONAL ADVERTISING 

4 Million Messages Annually 

Many thousands of Inquiry Refers als 
DISTRIBUTOR TIE-IN MATERIAL 
Attractive informative Literature 
Mailing campaigns, Traveling displays 
NATIONWIDE FIELD FORCE 

tor Destributor Sates Assistance 


























about this 
amazing new steam trap 
that practically eliminates 
maintenance! 










Big market 
a wonderful story 
a good profit! 


ost exciting steam trap news in years is this revo- 

lutionary new Sarco Thermodynamic Type TD. 
It's news yourcustomersand prospects are reading 
about in 35 publications—total monthly circulation 
almost 1,000,000, 


This unique and versatile new trap has taken indus- 
try by storm. Demand for it has been great. The mar- 
ket...a8 wide as industry itself. A wonderful door 
opener ...can be sold on almost every call. 


Write for Special Introductory Offer for Distribu- 
tors. Sarco Company, Inc., Empire State Bldg, New 
York 1, N. ¥. 


SARCO 
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CONGRATULATIONS: Lou Guetschow and Bob 
Bader (Abrasive & Supply Co., Detroit) have just been 
clected vice presidents . . . Bob is in charge of sales 
and Lou is treasurer . . . Speaking of promotions, Frank 
Nelson and Bob Daniels (Garrett Supply, Los Angeles) 
also are on the receiving end of congratulations . . . 
Frank has been appointed director of the corporation's 
supply operations in Los Angeles, San Francisco and 
Phoenix, while Bob steps into Frank’s old job of man 
ager of the Los Angeles operation . . . And to think, 
we knew them when. 





BIG ANNOUNCEMENT: When all the scores 
made at the recent New York Hardware Trade Asso 
ciation golf outing had been checked, rechecked and 
audited, the group's golf chairman, Brownie Jalbert 
(Bay State lap) had a big announcement to make 
“Brownie Jalbert won the cup!” 


Talk of the Trade 


ONE WORLD: Shortly before setting sail for abroad, 
Ralph johnson (Norton) compared itinerary notes with 
Sam Clark (Samuel Harris & Co., Chicago) . . . Both 
bemoaned the fact that, even though they were going 
to visit many of the same spots, their paths would not 
cross . .. While in Norway, Ralph and Mss. Johnson 
went by ferry across one of the fjords . . . Midway, the 
Johnson's ferry met with another to pick up passengers 
and Ralph, standing on the top deck looked down, 
remarking to Mrs. Johnson that the Norwegians looked 
exactly like Americans “Now, take that fellow,” 
Ralph said, “he looks just like—by gosh, it is Sam 
Clark.” . .. As you can well imagine, the Clarks and the 
Johnsons had quite a gabfest—yes, right in the middle 
of a fjord, 


-f ) 











IN THE MONEY: If you have any money problems, 
just get in touch with Al Rickert (Rickert Industrial 
Supply, Milwaukee) . . . Al has just been elected 
director of a Milwaukee bank 


FUND RAISER: On the day before Fresno County's 
deadline for raising $1,570,000 for a health center, the 
drive went over the top Chairman of the campaign 
was Leon S. Peters (Valley Foundry & Machine 
Works, Fresno, Calif.) . . . The deadline, incidentally, 
was a real one; it was set by the State and Federal 
governments, and, if the goal had not been reached, 
the State and Federal governments would not have 
contributed the difference for a 338-bed hospital cost 
ing $3,800,000. A $1,230,000 dead line 

R.W.B. 
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What’s in a name? More wire 


YOU DON’T NEED a college degree in salesmanship to know something 
“just as good” is hard to sell. But when a manufacturer’s name has won 
acceptance ... when it’s the best-known name in the field... your sales- 


men save time... you save money. 


Roebling is the best-known name in wire rope. And that’s not all. Roebling 
rope is easier to sell because there’s a complete line. . . stronger Royal Blue 
for really tough jobs that demand extra high strength . . . Blue Center Steel, 
a world-wide favorite. Roebling warehouses, centered in every sales area, 


have full stocks to draw from. Roebling’s staff of engineers is always 
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rope sales when the name is 


available to you for technical assistance. Why not write us about the 
possibility of representing Roebling in your territory? 


John A. Roebling’s Sons Corporation, Trenton 2, New Jersey. 


BRANCH OFFICES AND 
WAREHOUSES FROM COAST TO COAST 


ATLANTA, @24 AVOW AVE * S@OsSTON, &tBtetcracrar 
CHICAGO, W. 8525 ROOSEVELT #0.+ CINCINNATI, 2340 GLENOALE 
MILFORD FO., EVENODALE + CLEVELAND, 13226 LAKEWOOO weignTs 
s.vo + OENVER, 4601 JACKEON ST + O£TeorT, 616 FrisHER 
6.Loa . HOUSTON, 6216 NAVIGATION BLVO ‘ LOG ANGELES, 
Sa40 € HAR GOR GT ‘ NEW YORK, 19 wecTror eT 
QOOGCEGA, TEXAS, 1920 €£ 2nN0 eT . PHILADELPHIA, 230 
ving oT ’ BAN FRANCIBCSO., 1740 17TH BT . SEaTTLe, 
soo eT ave s . TULSaA, Bat ww CHEVYENNE OT 


| EXPORT GALES OFFICE. 19 RECTOR GT., NEW YORK 6, W.¥ 2 
f 
— ROEBLIAG 


Subsidiory of The Colorado Fuel and Iron Corporation 
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TOWER AIR HOSE 


ANOTHER 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY FOR: Rugged industrial use such as pneumatic tools. 


WHY: Tough, resilient cover resists cutting, abrasion and 
wear when hose is dragged over rocks, tracks or 


Body: Braided cord reinforcements, imbedded in rubber, 


withstands up to 350# w.p. 


Tube: Designed to offset deterioration by hot oil vapors 
from compressor. 


SIZES: %" to 1-%” including all standard sizes in between. 


OTHER REPUBLIC AIR HOSE 


Tower Reprene Pneumatic—Oil-resistant throughout. Rec- 
ommended where hose exterior is in contact with oil. 


Republic Sand Blast—Extra thick tube absorbs the impact 
of sand and gravel. Cover—abrasion-resistant. 


Wiretex—Strong, flexible, wire-reinforced hose for rugged 
and high pressure service. 


Champion Super Service Air Drill—Tough, lightweight hose 
for severe conditions in quarries, mines and underground 
service. The best air hose made. 


Other Air Hose in the Republic line: Republic Pneumatic, 
Republic Welding, Republic Service Station and Dual Line 


Welding. 


seeeeeeeneeeeneeeeneeeeeeeneeneeneneeneeeeeeneneeeeee 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPOEATION, YOUNGSTOWN I, On'10 


INDUSTRIAL RUBBER PRODUCTS 
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Something New under the Sun 


—s NEW?” 

Chis query may be used as the opening 
gambit of what will probably be a polite but aim 
less conversation. 

Or, it can be an honest inquiry from someone 
who really wants to get some information 

For those in this second category, I want to 
commend to your attention the 32-page section on 
sales training that starts on page 105. This section 
introduces two new, novel appreaches to training 


Cases and Brainstorming 


Here we show how (1) the CASE approach to 
problem solving can be used in developing answers 
to actual sales problems and (2) how BRAIN 
STORMING can be used creatively to produce 
sales building ideas. By the use of cither tool, 
salesmen will find a refreshingly different way of 
going about improving their selling. Above all, it 
wil] be interesting and challenging. 

From my experience and observation, the aver 
age mature salesman is already saturated ad 
nauseam with the training that says in effect 
“Here, look at this, it will be good for you” or 
“Here, do this, it will be good for you” or again, 
“Here, read this, it will be good for you.” Well, 
here’s a way of generating and swapping ideas 
that’s fun. And, who can tell, your buddy may 
have a couple of ideas up his sleeve that will help 
you. 

In the section we present cases about seven 
selling problems that are faced by salesmen in 
every part of the country. On our own hook, the 
editors of ID have talked with scores of salesmen 
to check our facts in writing the cases to make 
them realistic, even though they are anonymous 
Take one of these cases at a time and figure out 
all the angles from the points of view of the parties 
concerned. What would you have done? Mor 
important, what would you do now? With each 
case, a number of distributor salesmen have taken 
a try at giving an answer. Tear out the pages 
for the case and jot down your own observations 
on the back 
men and compare notes 


Get together with your fellow sales 
This could make the 
guts of a real sales meeting 

Then, for specific solutions to detailed ques 
tions, try a BRAINSTORMING session. The 
wording of the case will give you the setting for a 
sales situation. Take an aspect of the broad 
problem as a detailed assignment for brainstorm 


ing. For example, the first case deals generally 
with a situation where the salesman can’t “crack” 
the account. One detailed brainstorming question 
could be, “What ways can be used or what things 
can you do to establish better, closer personal rela 
tions with purchasing personnel?” 

With each of the seven cases we have some 
detailed questions, by way of starters, which you 
could use for brainstorming sessions, ‘Try one 
If it doesn’t come off too well at first, go back 
and reread the instructions. It has proven to be 
an outstandingly successful device for creating 
ideas and is used by our major, name corporations 

In my own magazine publishing business, a 
group of experienced advertising salesmen staged 
a brainstorming session on the question, “What 
new ideas can you suggest to sell more advertising 
in ‘thin’ issues?” This group produced 107 ideas 
some good, some bad, some indifferent, Subse 
quent analysis will reveal those worth using. The 
point is, thinking took place Ideas were 
generated 


Give It A Try 


There is a natural reluctance to try out any 
thing new. We're all naturally conservative when 
it comes to doing something we haven't done 
before. Going back to my original question 
“What's new?”, I say, try the case method, try 
If you give these new methods 


And | 


brainstorming 
a real trial, you'll get surprising results 
assure you, you won't be bored 

Now, for those who don’t want to try any 
thing new, | also want to be a very helpful fellow 
(certainly a commendable virtue). To make life 
easier for these brethren, I submit the following 
prethought reasons why it can't be don 
Let somebody else try it first 
It will cost too much 
We don't have time 
Can't teach an old dog new tricks 
We did all right without it 
It won't work in our industry 
Let's shelve it for the time being 
We're too small for it 
We're too big for it 
Ftc 


Rott, X Lowdber 
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PROGRAM CHAIRMAN of Bluefield, W. Va., Sales 


Executives Club, Charles Harrell, Bluefield Hardware Co 
thinks buyers’ panel helped clear up misunderstandings 


R" ATIONS BETWEEN SALESMAN and some buyers are 
on a friendlier basis than they used to be in Blue 
field, W. Va 


participants in a recent pure hasing agents’ panel meet 


At least that’s the concensus of most 


ing sponsored by the Bluefield Sales Executives Club 

Charles Harrell of Bluefield Hardware Co. organized 
the panel as the club's program chairman. Five area 
purchasing agents sat on the platform answering 
questions and stating their case before an audience 
of more than 100 sales managers and salesmen 

Instructions were to “talk shop and become better 
acquainted,” with the object of having the buwne 
and selling fraternities acquire real understanding of 
each other's problems, The meeting explored con 
troversal topics seldom broached in the privacy of a 
buyer's office, such as gift-giving, office courtesy end 
professional shortcomings. But all within the frame 
work of tolerant discussion rather than bitter debate 

This spirit should have some lasting effects, Mr 
Harrell thinks 

He cites these benefits 

1, The fact that classic complaints of buyers and 
salesmen on office decorum got a thorough airing 
Buyers felt that salesmen did not respect thei 
time in interviews, and salesmen said purchasing 
agents kept them waiting too long for appointments 
Both sides agreed that more attention to common 
courtesy would clear up the misunderstanding 

2. Buyers described the amount of detail work they 
performed daily and problems they were up against 
in trying to see all salesmen 

3. Salesmen heard themselves criticized for inade 
quate product knowledge, and faulty application data 
and “testimonials” in many interviews, 

4. The gift problem was brought out in the open. 
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Let The Buyers 
Have Their Say 


This distributor organized a 


panel of local purchasing 


agents to stimulate better un- 


derstanding in his community 


Progress was made toward agreement on what con 
stitutes gifts as opposed to bribes 

5. Buyers expressed definite ideas on the distribu 
tor’s function as related to stock, service and introduc 
tion of new lines. This proved a tell-tale revelation of 
how effectively salesmen had been selling their own 


All the buyers said 


they considered distributors essential 


nd economic mission 


Services 


“Remember What You Said, Brother” 
Says Mr. Harrell 


of sales people and buyers talking to each other as if 
they were partners 


We had there the rare spectacle 


Criticism was constructive, and 
We hop« 
some of this same spirit remains on the outside and 
rubs off on others who wer 


each side accepted it with good grace 


not pres nt 


If one of our salesmen here is ever given a hard 
time by a buyer who was on that panel, at least he 
can always say, ‘Remember what vou told us that 
n-ght about how much 
Mr. Harrell think 
backs that might b 


For one thing, it encompassed such a broad field of 


u appreciated salesmen.’ 
the program had several draw 
voided in a different setting 
local trade, including distributors, wholesalers and 
retailers, that discussion could not interest all the 
audience all the time, even though many problems 
were familiar to every one present The panel was 
weighted in favor of large firms; it might have included 
more small-company buyers whose outlook, Mr. Har 
rell thinks, is different 

The most effective 
would be one he sponsored himself 


panel, from the distributor's 
point of view 
Mr. Harrell feels; but this would not necessarily attract 
public notice as readily as a group-sponsored event 








LINE UP 


restion 


f West Virgin 1 DU 


from the floor during 








How to Organize a Panel 


Mr. Harrell lists these checkpoints that he 


1. Check written on panel procedure 
from professional groups like the Sales Executives 
Club and magazines like InpusraiaL Distrmution 
(He used a reprint of an ID-sponsored purchasing 


agents’ panel held in 1948 for reference material 


SsOoUuTCES 


2. Sign up one straight speaker, preferably the 
head buyer of a large firm, who will set the tone 
of the meeting and provide publicity value to 
draw an audience 
3. Remember that the organization sponsoring 
not the will 
get most of the 


involved and 


the panel ompanies 


should credit 

4. Line up panel members well ahead of time 
public ity in advance, includ 
the 


(cet m wspaper 


ing panel members pictures in paper, if 


possible 


used as a guide in getting up the pam 


6. Put advance publicity material in houwse 


organs of the sponsoring group and other group 


as well as private companies that will coope rate 


Have members of the sponsoring group di 
tribute a set number of guest invitations. Get an 


interested. enthusiastic audience of people who 


wil] participate 


Plan the program carefully to keep speech 
ind introductions short 


tart 


so the panel discussion 


on time 


9. Plant the audience to get it 


rolling 


questions in 


10 to the 
patie | 


mecting 


Publish objectives of the 


and audience; explain that “embarrassing 


question ind expressions of per onal animeosits 


ire unwelcon 
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BLACKBOARD is key to shelf area where specific product 
literature is stored, Material is listed under product ype 
and vendor's name; shelf numbers are written in chalk 


Vice President Ralph W. Lund brings board up to date 


Catalog Storage System 
Does Three Jobs 


> — 

SHELVES which line wall are numbered across for casy 
location of allied material, Elmer E. Larson inspects 
dvindling supply of literature which will either be replen- 
ished with new catalogs, or moved to make space for another 
product category 


LITERATURE STORAGE SYSTEM, used by Mortensen 
Industrial Supply Co., Milwaukee, is keyed to the 
constant movement of manufacturers’ catalogs in and 
out of the supply house, and keeps changing price lists 
current 

According to Mortensen’s president, Elmer E. 
Larson, his company’s method performs the following 
functions 


Fells all personnel at a glance where to find 
specific literature 

Alerts all personnel to price changes and new 
products 

Provides a record of price change dates 


The records are maintained by the purchasing agent, 
who lists all price changes and literature receipt under 
vendor's name, product, and date. The literature 
itself is stored in a shelf-lined room off the main office. 
This room is also used for sales meetings. The pur 
chasing agent is assigned the triple responsibility of 
destroying outdated price lists and printed material, 
maintaining an adequate supply of literature, and 
promptly notifying all personnel of price changes 


Blackboard Tells Where to Find It 


The key to the literature storage is a blackboard 
which gives the shelf location of the various pamphlets. 
The board is separated into four columns, each with 
a permanent heading. The first is labeled “abrasives, 
coolants and cutting tools”; the second, “cutting tools 
the third, “portable tools and power 
; and the fourth, “power machinery and 


and fasteners’; 
machinery 
miscellaneous” 

Each column is broken down into seven permanent 
headings of products by manufacturer. Under these 
headings, the shelf area where specific product litera 
ture is stored is written in with chalk. 

These numbers correspond to the numbers on 
the shelves, which are labeled across their length rather 
than up and down. For instance, on the board under 
the permanent heading “portable tools and power 
machinery”, appears the subheading “Aro Tools”, 
and the numbers 45-51 written in chalk. This indi 
cates that shelves numbered 45 through 51 contain 
the most recent literature and price lists dealing 
with this product 


Storage Is Up to Date 


When literature is outdated, it is removed and 
replaced with new catalogs and price sheets, if avail- 
able. Otherwise, the shelf number space under its 
product heading is left blank to indicate that no cur- 
rent literature is available, and the shelf space is 
devoted to some other product. 
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Quotation copies are checked weekly for follow up action by Frank Crager. 


Do Salesmen Follow Up Quotes? 


By Frank Cruger, Partner 


Indiana Manutacturer's 


E WERE SURPRISED TO FIND Out, after taking a 
W recent check of quotation follow ups at Indiana 
Manufacturer's Supply Co., that our salesmen were 
only following up one out of three quotations solicited 
by their customers. And we were getting orders from 
only one out of six quotations submitted 

Since it’s evident that when a man sends out an 
inquiry, he’s interested in making a purchase, we 
realized that we were missing the boat—every quota 
tion means an order for someone 

We had already set up a quote book, in which every 
quotation sent out was numbered and recorded, show 
When the 
salesman followed each quote to its conclusion, the 
But a check of 
the record indicated that two out of three weren't 


ing which salesman handles the account 
entry was checked out of the book 


being followed up at all 

To remedy this, we simply arranged to have an 
additional copy made of the quotation. These carbons 
are kept in a folder on my desk. Every week I check 
the contents of the folder against the record kept in 
the quote book. If the order has been received, the 


carbon is destroyed. But if there is no record of a 


Supply Co., 


indianapolis 


follow up, the salesman concerned is called on the 
carpet and told to get with it—is the order pending; 
has it been placed; why wasn't it placed with Indiana 
Manufacturers? 

The value of this tem lies in the fact that the 
alesmen are going to be checked, and they know it 
As a result of this checkup, the men are now follow 
ing up every quotation and we've increased ordet 
directly resulting from quotations we submit 

\ good case in point happened recently. One sale 
man had reported on a job which entailed a $5,000 
order—a single item deal. But the salesman wasn't 
ambitious, and when I made the weekly check on 
the folder I 


had bee tT made 


saw that no follow up effort whatever 


| grabbed the man for an explanation, and he said 
he'd get on it. Luckily, the story has a happy ending 

he was able to report that a purchase order was 
going through that day—to us 

I'm a great believer in business going where it 
Riding 


herd on salesmen as far as quotations are concerned 


invited, and staying where it’s taken care of 


has already proved its value to us in this respect 
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ORCANIZATION DETAILS to save time for sellin 
are discussed by Ray Bristow with Fred 'T. Robertson, asnal 
manager, Ken KR. Humke Co., of Portland, Ore 





















ORDERING, STORING AND USE of sales promotional 
material under Mr, Bristow's direction are taken care of by 
Art Bremner, purchaser for Ken R. Humke Co 









PERTINENT SALES DATA is assembled by Chuck 
Thorne, price clerk, for Mr. Bristow who discusses perform 
ance with salesmen individually, 














-¢ 











<— aa sales manager. . . 


Dual Role 
MORE 








Ye DUAL ROLE Of sales manager and salesman is 
commonly enacted in small firms throughout the 
country, but for reasons other than stretching out 
available manpower. In the case of Ray L. Bristow, 
of Ken R. Humke Co., Portland, Ore., there is a 
personal preference—he likes to seil. 

Mr. Bristow heads a staff of eight salesmen but han 
dies about 15 accounts personally. As a rule, he 
performs administrative work in the mornings and 
Naturally, there are 
exceptions, such as when a customer or a salesman 


makes calls in the afternoons 


needs personal attention from the executive 

All in all, Mr. Bristow says, it is a matter of organiz 
ing. In this, Fred T. Robertson, vice president 
and general manager, agrees. ‘To warrant giving full 
time to administrative work, both feel there would 
have to be about 15 salesmen on the staff. Otherwise 
you just organize functions to give the sales manager 
time to get out and see customers 


Responsibilities Delegated 


For example, sales promotion comes under Mr 
Bristow’s direction but the details are assigned to 
other individuals. ‘These details consist of order 
ing, storing and issuing advertising material from 
manufacturers or other sources. Where possible, 
the manufacturer-supplier’s facilities for direct mail 
are utilized. There is no hesitancy about providing 
manufacturers with mailing lists It saves time, 
manpower and money. What the company does 
insist on is that all material must be imprinted with 
the Ken R. Humke name 

Minimum direction of salesmen’s efforts with 
effective checks and controls is Mr. Bristow’s method 


Each salesman’s accounts are assigned on the basis 
















as asalesman... —_> 


Has One Aim— 
SALES 


of his capacity to service the accounts, and maximum 
sales opportunities are reflected in potentials. Also 
salesmen are given every opportunity to increase 
knowledge of products and applications through mect 
ings, factory men and factory schools The aim 1 
to make them as self-sufficient as possible when it 
comes to product know-how. Every possible use of 
field representatives is made 

As a result, Mr. Bristow makes calls with his sales 
men only when managerial assistance is required, It 
may be higher level selling or temporary difficulties 


which management can best handle 


Reviews Sales Monthly 


Each month Mr. Bristow receives a list of each sales 
man’s sales by customers. He goes over these figures 
individually with cach salesman, comparing current 
sales to previous months’ sales. When an account 
falls off, the two go over the invoices to analyz 
key line sales to ascertain where the fall-off is and 
then discuss ways and means to offset it 

Mr. Bristow sets the pattern for salesmen’s call 
with factory men (he doesn’t want them to call 
alone). Salesmen must select the calls on the ba 
of the factory man’s product potential Lhe entire 
call is devoted to the factory man’s product, but, at 
the close, the alesman must mention some other 
products Factory men are advised to take adequate 
time to present their message, at the same time, not 
to have a long drawn out presentation Bristow 
handles these assignments personally, checking sale 
men's proposed calls and imstructing manufacturers’ 
field men 

And he gets around himself, so he understands 


what they're up against 


SELLING MEANS KNOWING 
Freightliner Cory dome and Mr. | 
by Ken Self product } nba 








GENERAL PROPOSITION of supplying requirements for 
Vreightliner Corp.'s production are discussed with James 


Failing, assistant purchasing agent 


SPECIFIC REQUIREMENTS after Freightliner produ 
tion is ready to get into swing then are taken up with Bill 
Ebelmesser, buyer of fasteners 





Sam Shaw, sales manager of Standard 
Industrial Supply Co., Inc., Springfield, 
Mass., three years ago adopted a tren- 
chant motto: “Don’t Overlook the Obvi- 
ous!” (ID September, 1953) 


Today, though he still thinks it’s a sound we R-HOUR 


ha 





guide to more effective selling, Mr. Shaw 


also counsels... 


there 


Sha 

ID) art 
principlh Don't Over 
crience lead M Shaw 
Don't 


Sam 


mpbourt 


INTERVIEW with 


nd mor 


Don’t Belabor the Obvious! 


mM., Sam Shaw, sales 


| Neves > P 
manager of Standard Industrial 


Supply Co., Inc., Springfield, Mass., 
likes to lean back in his chair, relax 
and think the fascinating 
facets of selling and people. He did 
that just recently and observed, 
“I've been thinking about that arti 
cle, ‘Don't Overlook the Obvious!’. 
It's still good advice, but I wonder 
if maybe it isn’t overdone.” 

Mr. Shaw suspects that maybe 
all salesmen press too hard at times 
Constant selling, concentrating on 
the obvious sometimes irritate, over 
whelm and fatigue a P. A. to the 
point where he won't buy a single 
thing from you 

“The average P. A. sees a lot of 
people,” Mr Shaw said. “It’s day 
in day-out, week-in week-out routine 
And sometimes we forget the P. A. 
is a human being, not a buying ma 
chine. Salesmen constantly are 
pressing him to buy—for the same 
obvious reasons. Maybe the P. A 
knows a lot more than the salesman 
thinks he does, maybe the P. A. 
doesn’t have to be sold. Maybe 
he'd like to relax; maybe, once in 
awhile, he'd prefer chatting about 


about 


104 


Maybe 
change of pace would be appreciated 
by the P. A 


“Based on past experience | 


outside interests uch a 


times when it 


Instead of 


concluded there ar 
pays to relax and sell 
always beating away at the obviou 
salesmen should recognize the time 
when it pays to heed another s 
ing principle: Don’t Belabor the 


Obvious!” 


And Then One Day... 


Mr 


on one prospect for month 


Shaw alle 


\ case in point 
with 


Mi 


Shaw had a specific reason; he did a 


no results. Every time he called 


sound selling job on a part ular 


had a 
’ 


product or service the P. A 


need for; he always had a 
organized he didn’t 
overlook the obvious. Yet, though 
the P. A. listened politely, he never 
purchased a thing from Mr. Shaw 
“One day,” said Mr. Shaw, “I 
maybe this P. A 
any rate 
I didn't 
go into my prepared song-and-dance 


I just chatted. I happened to men 


presentat 10n; 


guess | was tired 
had worn me down. At 
when I got into his office 
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f photography that | was im the 
Ihe P. A 
; 


c to life immediately. He opened 


narket for a cameta 
lesk drawer, proudly pulled out 
photos, explained the merit 

f a couple of cameras he used su 
fully 

\ solid hour of friend), 


advised me what I should 
inti 
onversation resulted We 
got to know each other 


Mr. Shaw did 


on the way out 


not get an 


nor did a big 


quiry show up in the morn 


mail 
next few il] how 


\. quened Mr. Shaw 


not one 


the 
the P 
his camera purchase 
ymeras the P. A. had rec 
keenl, 


Cradually 


Wunng 


t the om 
inter 
the 


built up a common interest and be 


and was 


ric} ded 
ted in his results 

good friends 
But we didn't 

Mr. Shaw recalled 


that he 


talk busines 
“And I observed 


he'd 


was 


really knew his job 


yuurchasing so long he 
| 5 
tired of 


he knew 


alesmen telling him things 
ilready 
One day, he asked if we had cer 


tain hoists in stock. I said ves and 


Continued on page 212 





Converting token orders into big business 
Hurdling the price obstacle 

Getting into the shop 

Recovering ‘‘lost’’ orders 

Meeting arguments of general line men 


Meeting arguments of specialists 


- 


a 





EXECUTIVES WITH SALES EXPERIENCE gathered for a brainstorming session de 
Sitting in on the session were: J. Frank Slagle, Ten 


probleins facing distributor salesmen today 


Knoxville; Frank J. Gronder, Hartfield-Healy Supply Co., In 
Monnier, The Monnier al & pply ¢ 


S.C. BR. L. Daniels, Garrett Supply Co., Los Angeles; E. H 
Orr Iron Co., Evansville; Frank M. Cruget 
Kolding, Pidgeon-Thomas Iron Co., 


Indiana Manufacturers Supply ¢ jana] 
Memphis; Ashley DeWitt, Briggs-Weaver \ “ Dalla and president, SIDA 


igned to identify the most challenging 
Mill & Mine 

Montague Cs 

Dayton; B. C. Weira 


ind pr ident, NIDA; Robert 


Buffalo: L. D. Montague, B. I 


Brainstorming: What You're After 


on how to give ideas 


OOKING FOR SALES IpeAS? Then you need brainstorm 
L ing And this special 32-page report will get you 
started in using this newest—but still already tried and 
proved—method for stimulating creative thinking 
Alex Osborn 
wuthor of “Applied Imagination,” to the uninhibited 


Brainstorming is a term applied by 


group approach to idea getting. Very simply stated 
brainstorming is a method of bringing forth ideas 
through mental chain reaction. Imagination is released 
from judicial restraints in brainstorming and, once this 
is done, ideas some good and maybe some not so 
good — pop out. One idea sparks another and another 
ind another 

Brainstorming, to be successful, must follow some 
pretty well-defined rules 

|. The problem for which you want suggested solu 
tions must be stated clearly and briefly and must offer 
the possibility of an almost endless number of solu 
tions. ( Negatively stated, a problem on which data 
can be collected and a single conclusion or solution 
reached does not lend itself to brainstorming 

2. Uninhibited or “green light” thinking must pre 
vail, (For the negative thinking on this point, see the 


wccompanying panel, page 108 
the “kiss of death 
3. Criticism or di 
4. Potential brainstormers must understand full 


ion of ideas is ruled out 


what is expected of them before they can be expected 
to participate 

Material for brainstorming sessions, however, is onl 
part of this report. It is the second type of presentation 


The first type in the report is the still new but mor 


widely understoos ise method,” a svstem of pre ent 


ing Casé timulate discussion. In the 
entirety, tl ( n of them—cannot be 
sidered brainstorming material because ci 
of them automaticalh lengthy disc 
cism, elaboration, et 

Kach of the seven ses presents an oO erall il 
problem a sales problem that distributors from all 
sections of the country consider one of the most chal 
lenging in today’s market. In fact, each sales problem 
could well be the main topic of a sales meeting, with 
ill and sundry being given an opportunity to criticize 
the points made in the case or to relate similar ex 


peric nces 
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Is A Mental Chain Reaction 


You'll find that, after reading each case, you'll have 


thoughts as to whether the salesmen in the case han er of 
\fter cach ise in thi 


i} h imswe' 


dled the situation properly; maybe you'll think he 
could have handled it better. At any rate, merely b enes ot pac question 
lifting up the page on which the case is presented our thought Many mor jpacle qui 


you ll find comments of salesmen from various part ifted from cach case and, on 
brain forming, yor 


md ruled 


of the country. These comments, as well as the case league tart ll f 


food for in ph ising them 


Simple is bramstorming sot 


themselves, will give you an abundance of 
thought 

\s for the brainstorming part of the presentation 
lake any one of the cases, No. | for example Thi ‘at nts must understand what 


» Drar torm to make a 


ise involve the omplaint of a salesman that he nd then 1 t be adjusted t rec 


I hat Chark iH lark issistant manage 


| thr | ¢ Op ind the on vhoO aid thre 


obtains only token orders from a customer 


an overall proble rm: the question What can I do about 
Osborn s book Applied Imaginatio d 


obtaining more than token orders from a customer’ 
brainstorming for the Na md cmplo cd 


is, in the vernacular of brainstormers, the team 
shovel question taken from the same case, however ¢ to get across the idea of free-wheeling 
in be many individual questions su ha How man i large cartoon and th 


hin ive brainstorm participant 


wal in you name to build closer personal relation t 


with purcha ing department per onnel? md th yptions for the cartoon. This scored 


iwain in brainstorming parlance sa pade question parti ipant got the idea immmediatel 
Obviously the steamshovel question | the overall one vith single thought even though 
which leads t 1 ion. while the pad question (Once vor ime tarted 1 braw 
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How to Give Ideas the Kiss of Death 


NYONE WHO HAS SAT IN ON A CONFERENCE, no matter how formal or how informal 
has had the experience of seeing an idea killed off. Brainstorming, because it is an 
idea-getting technique that goes free-wheeling through without regard for criticism 
puts a ban on “kiss of death’ comments. In case you don't know what such com 
ments are, here are 21 that were selected from a list of 56 put together by the New 
York Chapter of the American Society of ‘Training Directors at a Brainstorming 


Workshop last year. 


Don't be ridiculous 

We tried that before 

lit cost too much 

It's too radical a change 
We don't have the time. 
We're too small for it. 


We're too big for it It isn't in the budget 


everything should be geared to keep ideas flowing. It 
is unimportant whether all are usable; rarely will more 
than a small percentage of the ideas put forth be “right 
down the alley” but, no matter how far afield a sug 
gestion may seem, it may be that very suggestion which 
can lead to a more workable one. 

Repetition of ideas is bound to happen, but a mod 
erator who stops to point out repetition is killing off 
his own session. However, when a session reaches the 
point of virtually all suggestions or ideas being repeats, 
then it is time to call a halt. Generally speaking, brain 
storming participants feel that 45 minutes is the maxi 
mum time a session can be kept going at full speed 
The number of ideas that will come out in that time 
will vary according to the expertness of the chairman, 
the experience of the participants in brainstorming, 
and the participants’ knowledge of the subject 

Brainstorming has been employed by several manu 
facturers whose products are sold by industrial distrib 
utors. In most cases the idea-getting technique has 
been used in connection with production problems, 
but at least one has adopted a sales program built 
around brainstorming. The sales manager of this com 
pany obtained only a dozen or so ideas when he con 
ducted his first session with his own staff. As he gained 
experience in staging sessions, though, the results grew 
in number. One of his more recent brainstorming 
attempts brought 58 ideas in 15 minutes 

This sales manager found that it takes effort on the 
part of participants to cast off inhibitions, especially the 
idea of popping off with a silly-sounding idea in front 
of the “boss.” He experimented with putting a sales 
man in the chairman's seat, but found that the sales 
man’s inexperience caused more trouble than the “boss 
inhibition.” 

Whether the sales manager of a distributing firm 
should conduct a brainstorming session or whether 


We've never done it before. 

Let's get back to reality. 

That's not our problem. 

Why change it, it’s still working o.h 
You're two years ahead of your time 
We're not ready for that. 


Can't teach an old dog new tricks 
We'll be the laughing stock 

We did all right without it 

Let's shelve it for the time being 
Has anyone else ever tried it? 
loo hard to sell. 

It won't work in our field 


it should be put in the hands of salesmen is an in 
dividual problem 

For those who feel that they need expert help, Mr 
Clark has developed two programs for teaching creati 
vity and brainstorming. The first is a kit containing 
material for a 12-hour course; it contains flannel board 
slap-ons, flip charts, etc., plus an instructor's guidebook 
Vhe brainstorming kit contains eight slap-ons, hand 
outs and a manual for explaining brainstorming funda 
mentals; this material is designed for a 40-minute pre 
sentation. Write to us if you'd like more information 
about the kits 

Obtaining the material for this special report, start 
ing on the opposite page, involved the use of a brain 
storming session. The picture on page 106 shows this 
session in action. Nine distributors, including the presi 
dents of the National Industrial Distributors’ Associa 
tion and the Southers, Industrial Distributors’ Associa 
tion, took time out from their Atlantic City convention 
duties to spark ideas on current problems facing dis 
tributor salesmen 

After the scores of problems advanced by the dis 
tributors were weighed, your editors found seven most 
prevalent and those were developed into the seven 
cases. Each case is based on the experiences of sales 
men who sell industrial supplies and equipment daily 


What are your answers? 
For your convenience in tearing 
out each of the following seven 


cases, we have had pages per- 


forated for the first time. 


en | 
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What do you do when... 


You're Getting Only Token Orders 


1E SUBJECT OF THIS DISCUSSION 1s a medium-sized 
une turer of tools used in industry. They have 
their own forge shop as well as a large machine shop 
Che plant covers approximately 15 acres. I estimate 
their monthly consumption of perishable cutting tools 
alone (drills, reamers, taps, saws, lathe tools) to be 
not less than $2,000, probably more. Add to this figure 
a considerable sum for abrasives, hand and precision 
tools and miscellaneous maintenance and materials 
and you have a total that would cause plenty of lip 
smacking even if it were divided among three or four 


suppliers 














My problem is, I'm not getting any of it! Oh 
maybe an average of $25 to $50 per month for item 
not readily obtainable elsewhere 

I suspect that reciprocity has some bearing on the 
situation since there are one or two suppliers who 
stock and sell the customer's products. O.K., I'll con 
cede half the business to those sources. Half or even 
a third of the balance would still be worth going after 

Three very capable salesmen have had this account 
before me and only one of them was successful in 
getting a share of the business and even that was 
before World War II! Surely this company doesn't 
hold a grudge because of some possible Jack of atten 
tion more than a decade ago 

I have done everything that I can think of and 
some things others have suggested in an attempt to 


‘crack” this account. I have had help from our 


For salesmen’s opinions 


- Lift here 








pecialists, called regularly three or four times a 


month for at least a year and a half. The purchasing 


agent and key shop men have been entertained at 


various functions in our plant | have taken the pur 


chasing agent and his assistant to lunch. ‘The assistant 


purchasing agent willingly accompanied me to a 


girlie show and an evening of hilarity which I'm con 


vinced he thoroughly enjoyed. I even asked the pur 
chasing agent point blank why I get no business but 
iis reply was rather vague. He said something about 
being loyal to the houses that took care of them dur 
ing the war. However, | know one distributor's sak 
man who has gone in im recent years and obtained a 
retty nice chunk of busine 


What's the answer?” | wish I knew 
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Keep Customer’s Company in Min 
p Custo Comp Mind 
he name the salesman “Tom,” and tell him what he should do. 

Tom has done a fine job as far as he’s gone. It's clear, though, he 
hast:'t thought through the solution. Tom is under the impression he’s 
done everything to get this business. But has he? 

Tom has considered what he could do for the individuals but he 
should also give a thought to what he could do for his customer's company 
Here's what I mean 

1, Get into the plant, interview the personnel, and find out specifically 
how he could help improve, lower the cost of, or expedite production 

2. Make it a point to pick out some trouble spot in the plant, and sce 
if he can come up with a solution to the problem 

3, From the ideas so gained, suggest new or additional equipment 

4. Bring the purchasing agent, storekeeper, and plant personnel up-to 
date on all items where there could be a saving through quantity pur 
chasing. 

If Tom keeps the idea of what he can do for his customer's company 
firmly in mind, he will generate ideas to solve his problem. He should 
have had time to think up some answers by now, since he tells us his 


problem dates back to World War I1.—H. J. Todd. 


How about the Benefit Approach? 


f I had not been through this problem, I would probably want to go 

back in a corner with him and exchange crying towels. I'd like to sug 
gest he completely disconnect himself from this account for about a 
month or two. 

At the end of the two-month period, I feel sure it will help him if he 
would look on the account as a completely new one. The natural 
approach, then, to a new prospect would be to offer him definite 
“benefits” in selling. 

It is not an easy thing to prepare yourself to talk to a prospect solely 
along the lines of the benefits that will accrue to him and his company if 
he purchases from you. But I have seen this same benefits method of 
selling break down what for long periods of time looked to be hopeless 
propositions, 

I recommend it wherever salesmen will take the time to study 
thoroughly exactly what benefits he has to offer.—L. P. Russon. 


I'd Go Slightly Overboard 


ne fact stands out in this case—the customer is obviously being sold 

by other salesmen. So it can be done! 

I would go slightly overboard in giving this P.A. service. I would 
see that all catalogs and price changes are up-to-date and kept that way 
in his files. I would personally follow each order and back order, mak 
sure my calls were regular and at the same time of day, and arrange an 
occasional phone call from our order board. 

1 would find out what each man in the purchasing department prefers 
in the way of entertainment—and cater to this preference. 

Nearly all supply houses have certain lines which they emphasize mor« 
than others, Also, stocks of these lines are very complete. | would push 
them with the help of our specialist or factory representative. I would 
bring in items to demonstrate to both the purchasing department and 
shop 
1 would work closely with the shop men to have our line specified 

Finally, | would sell the value of my house and the ability of its personne! 

Last—and not least—I'd make sure the customer likes the way my hau 
is cut.—Burt A. Barnett. 





H. J. Todd 
Mine & Smelter Supply Co., Denver 





L. P. Russon 
Vonnegut Hardware Co., Indianapolis 





Burt A. Barnett 
Garrett Supply Co., Los Angeles 
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Make Him Think He’s Missing Something 


ae this salesman sure has a problem! But he isn’t the first salesman 
with the first sales problem. Of course, this story of his is a “crying 
the blues” type. I just hope he doesn’t howl to his potential customer 

Give your prospect the biggest and best devil-may-care smile both on 
approaching and leaving. “I would like your business, but if I don’t get it 
remember it’s not all my loss,” tell him. Create in his mind that he is 
missing a few good products and some good service by not giving you a 
slice of that pie. If you get a token order, give it your best personal 
attention. But don't thank him on bended knee, or sound forever grateful 

Another angle: Approach the P.A. or assistant P.A. on your regular 
call with a gimmick. Suggest to your target he give it to one of the 
maintenance men to try out, or take it home himself 

What personal favor can you do for the buyer? Drive by his house in the 
morning, if the location justifies it. His kid may have just missed the 





last school bus and would sure appreciate a ride. Mother would like it, too W. B. Plommer 
(Maybe send a few flowers to her?) Give a gift that would end up at home Boston Pipe & Fitting Co., 
We use personalized book matches labeled “Dot & Ed.” or “Mr. & Mrs Cambridge, Mass. 


Jack Whoosis.” Our advertising is on the box but not on the match« 
Ihev impress the wife, and the battle is half-won. When the wife ash 
for more, we hear from the P_A.—W. B. Plummer. 


Come up with Ideas: Add Personal Touch 


he fact that one out of the three previous salesmen obtained some nice 

business leads me to believe that the individual salesman is the cause 
of the trouble. 

rhis salesman is making too many calls per month. Once a month 
would be better—with a few personal deliveries in between to show the 
customer you're sincerely interested. ‘The personal touch never hurts 

But the salesman should be careful of the type of entertainment 
employed. So in entertaining the P.A., the salesman shouldn't give him 
another problem to solve! 

The P.A, isn’t entirely stupid. Like most people, he’s continualls 








R. D. Coleman 


7 y s | uv ' 
looking for new ideas, and the salesman has a golden opportunity of Oberjuerge Rubber Distributing Co., 
feeding him with ideas that can be construc tively and profitably employed St. Louis, Mo 


in the plant. Every salesman is charged with responsibilities and has a 
certain degree of authority he may exercise in winning this buyer over 
The salesman should give the P.A. some new ideas, change his approach 

£ 5 PI 


and keep calling.—R. D. Coleman. , 


Add to the Value of Your Lines 


his salesman’s problem is not at all uncommon. He has the advantage of 
i acquaintance and friendship with the purchasing department. HH 
should. by some means, manage to be taken into the factory. Then, if 
he is smart enough, to deserve a share of the business, he will see some 
instance of where his competition has fallen down. He can do this | 
suggesting the use of a different tool or material for a particular operation 
or a different application for an item his firm carries 

His next job is to sell the P.A., and thus demonstrate he can add some 





thing to the value of his merchandise. If he can a complish this, he ha Bion 1. Plesce 
a good chance of being “in Bion L. Pierce. Pierce Hardware Co., Taunton, Mass. 


" Fold in and turn over 
To start “brainstorming” 














How dol get business from a customer who is now only 


giving me token orders? 


Suggested Brainstorming Questions 


Name ways of creating oa closer per- 
sonal relationship between yourself 
and people in the purchasing depart- 
ment and the plant. 


What are some common grudges 
P.A.'s hold against distributor sales- 
men? 


What are the first things you would 
do—if you were approaching this cus- 
tomer as a new account? 


“| would go slightly overboard in giv- 
ing this P.A. service." Name some 
“extras” a salesman can give a cus- 
tomer. 


Give instances of ‘institutional’ sell- 
ing a salesman can use on a P.A. 
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What do you do when a buyer says . . 


‘Vv stere 


MICU COTM” 





“| Buy Strictly on Price” 


”“ BEEN SELLING industrial supplies for more than 
20 years and | can safely say there's no tougher 
problem than the customer who can't see anything 
but price. And it isn’t the chiseler I’m talking about 

the guy who's always looking for bargains even when 
his plant is coming down around his ears for the want 
of a few untenance tools 

What I'm talking about is a pretty steady customer 
One I have in mind is a buyer for a contracting firm 
He's friendly, but he takes his job seriously, Occa 
sionally, he'll go out to lunch with you but he'll pick 
up the check as often as you do. Doesn't want any 


favors from “vendors.” Wants to be square with all 
of them. 

As I said, he’s a pretty steady customer and gives mé 
a couple of hundred dollars worth of business a month, 
spread over about 15 to 20 orders. Never complain 
about prices and always has a good word for our sery 
ice. I've checked with the operating men and the 
liked our material. However, when it comes to the 
big fat orders, it’s a different story 


buyer will send out an inquiry for some items repr 


For example, the 


senting a couple of thousand dollars worth of busi 
ness. We quote, giving him the benefit of any 
quantity schedules we can. But I don't get the order 

Ihe buyer, after receiving quotations and deciding 


For salesmen’s opinions 
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who gets the order, makes out a list of prices quoted by 
all other He mails out a copy to each of 
them so that each vendor can locate his own position 


From the list, | could 


vendors 


by noting his quoted figure 


sce | was too igh but | could also figure out that 
whoever got the order must have quoted at about 
5% above our cost 

I called on this buyer and remarked that the price 


it which he bought the material was so low | won 


dered whether he had bought stuff comparable in 


quality to the material we quoted on The buver 
aid yes, that they had bought merchandise from the 
ame source before and they had had no complaint 


We just can’t do business on such a narrow mat 
n, couldn't begin to give all the service and atten 
I told him 


said but ou 


tion to our accounts that we do, 
I know feel,” the 


can see how much above the low quotation you 


how vou buver 


wecte 
We know you and your company and like you both 
you sell A-one material and can be relied upon in an 
If you can't make any money by selling 
we ve obtained, I can't blame vou 


But the 


ive money for my company, and I just couldn't refus 


emergency 
if sim h 


for complaining 


i price { 
fact remains, my job is to 


this offer 
What are you going to do with a guy like that 
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Buyer Can Be Handled 


ux buyer IS a tough customer but he can be handled 
T I'd challenge his statement “my job is to save money 

_ and I just couldn't refuse this offer.” Sure, his job is to 
save money but he can’t always do that by taking the low 
bid. When I can prove—by actual tests—that my cutting 
tools will last longer than others selling for less,—! 
usually get the order. Furthermore, a few dollars saved 
on an order mean nothing if delivery is late or service 
is lacking in an emergency 

This salesman might have done a better job of selling 
himself, If this buyer wants to pick up the check now 
and then—okay. But that shouldn't deter you from 
letting him in on a fishing or hunting trip as a means 
of your showing your appreciation for past orders. Get 
on friendlier terms. And, after he sends out an inquiry, 
it’s a good time to check with the shop man who is 
using your supplies. If he’s happy, a good word from 
him is bound to influence the buyer. 

The fact that this buyer makes normal purchases from 
this salesman’s firm without reference to price shows 
that he prefers this firm when he has to pay a little extra 
He needs only to be developed to a point where h« 
will limit bid competition to a few comparable firm: 
eliminating those who compete solely on price. 

Should I still lose the order after exploring all thes: 
avenues of approach, I'd never mention the matter to th« 
buyer again. The quickest way to lose a customer is to 
cry over spilt milk.—Hal G. Morhinway. 


Buyer’s Square As He Sees It, But— 


mis is a tough spot. ‘This buyer's square as he sees it 
T but he is also shrewd and his rather unorthodox report 
of bid prices is an effective club for chiseling down prices 
He is dependent upon this salesman’s house for certain 
small orders and apparently service and pays without con: 
plaint while handling out volume orders to price cutter: 

This salesman will never make a profit on this account 
unless he convinces the buyer its to the custome: 
advantage to deal with him. I'd tell this buyer: 

|. There is only one reason he gets good service on 
small orders and that is because the distributor is count 
ing on profitable volume too 

2. The distributor cannot stock small-volume item: 
adequately for this customer “if he just gives us the 
short end”, 

3. A strong local distributor should be important to 
a plant of this size. What if the customer had to turn 
to other sources for emergency needs? 

4. While the customer can’t split hs business between 
30 or 40 salesmen calling on him, he needs at least on 
well-stocked house as a major source in town. Low bidders 
are not all apt to be local or well equipped 

The salesman must be frank. He must tell the buyer 
that he must pay a little more for the kind of service 
he wants but that this will cost less than a breakdown 
or idle "ope Explain what invoicing and delivering 
small orders costs the distributor.—Vincent W. Adams. 
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Hal G. Morhinway 
Cragin & Co., Seattle, Wash. 





Vincent W. Adams 
Neill LaVielle Supply Co., Louisville, Ky. 
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Not Much You Can Do, But— 


Me the smartest way to deal with a customer like 


this is to sit tight and wait for a change in the put 

chasing office. Outside of just arbitrarily cutting prices 
on your competitor, there’s not much you can do with 
a customer like this. After all, apparently one of your 
competitors got the order by quoting only 5% above cost 

However, there could be a chance of working through 
the engineering department and the shop and getting 
the men there to specify my lines. With this sort of sup 
port, the salesman would be able to maintain his price 

Another approach would be to concentrate on items my 
firm has exclusive in our area. If these lines have a quality 
edge over those handled by other distributors, then again 
| would be able to resist the buyer's attempts to beat me 
down on price 

I wonder, however, in this particular case, just what 
sort of items are involved in the price pressure, since 
on the maintenance items there seems to be no ques 
tion of price at all. Could it be that the buyer is price 
conscious only on OEM items? If so, I wouldn’t worry 
too much about it on my own since this sort of business 
is done on a price basis anyway. And, further, there's 
usually a small chance of getting repeat orders 
Robert A. Benedict. 


Point to Your Operating Standards 


nis problem pops up in one form or another frequently 

today The solution boils down to the question of 
how to sell quality and service to the buyer so he realizes 
these factors, added to the actual goods bought, level out 
the difference between the competitors’ quotations and the 
salesman’s. 

The pat answer is to point to your operating standards 

and just keep selling your high level of service until 
the buyer realizes that it’s to his benefit to deal with you 
Obviously, when a buyer says “my job is to save money 
for my company” he’s considering only price. But this 
salesman can point to quality, service, stock and reliability 
as benefits worth the money 

I also wonder if he follows up the quotations—during 
the period the buyer is making his decision 

If the salesman himself believes that he has something 
to sell besides industrial supplies, and if he keeps selling 
the service idea to the P.A., he’s bound to get business 


FE. L. Navarre. 


Wouldn’t Accept Buyer’s Statement 


CAN sympathize with this salesman, and who can't? 
| The Lord knows that we've all got this kind of cus 
tomer. But I sure wouldn't take this buyer's statement 
that his job is to save money for his company and ther 
fore he can't do big business with me 

Che trouble is that this customer is just looking at on 
part of the picture. You take a year's figures on your 
business and you've got an accurate idea of your profits 
and costs. But only one day's figures can lie—and the 
salesman should point this out.—I. A. Scott. 
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Robert A. Benedict 
W. L. Reynolds Co., Baltimore, Md 


bh. L. Navarre 
National Mill Supply, Inc., South Bend, Ind 


lL. A. “tke” Scott 
Pye-Barker Supply Co., Atlanta 


Fold in and turn over 
To start “brainstorming” 





How many possible solu tions can you suggest to the problem of 
price obstacle—the customer claims he can do better from 
the price standpoint by dealing with another source? 


Suggested Brainstorming Questions 





in what different ways could you 
continue a sales talk after a buyer 
tells you your price is too high? 

















How many cost-saving points can you 
think of that you could use in over- 
coming price resistance? 

















What ideas can you suggest that could 
be used to give a buyer a better view 
of a product's value as compared to 
its price? 




















Suggest as many ways as you can by 
which a salesman can improve his 
ability to sell ‘quality, service and de- 
pendability" in face of price compe- 
tition. 
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What do you do when a buyer says... 


“| Spread 
My Business Around 


-~ BEEN WITH MY OUTFIT a couple of years and I'v 


really got a problem. | need advice 

Ihe Square Deal Mfg. Co. is one of my best cu 
tomers. Ihe other day they opened up a new depart 
ment requiring a monthly supply of about $600 worth 
of taps, and | thought I had a good chance for th 
But it went to a competitor and the P. A 


hare Wi 


busines 


told me You fellows are getting your 











should 


in this town and some one else 


have to live 
get a break too 
They have been giving me $400 a month or mor 


drills 
stuff right along 


and about $100 in maintenance 
They 


have three supply sources, including us, and since they 


in orders for 


But it's a growing plant 


bought from only two of us a coupk of vears igo, it 
looks like a policy to cut everyone down in relation 
to thew potential and divide up the busine ach 
different 


products, though we are all equipped to blanket most 


of us tends to get orders in categories of 
of the plant 

The competitor who got the tap order had done a 
good job for them on reamers, and had sold a few 


taps for the maintenance shop We also have som 
taps in the maintenance shop, and the boys there seem 
to like them 


| told the P. A. this and reminded him of the tap: 


For salesmen’s opinions 
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To start “brainstorming” 
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1 had been bringing into his office to show him 
latels 


1 job for him on taps as we 


I'd been trving to prove we could do as good 


h id ill 


ilong on drills 


Lately, in fact, | had stepped up my calls to once a 
week because I knew the tap order was commg up 
und the competitors were after it 

The P. A. admitted ow tap line was good and ou 


tock and service, all things considered. had been good 


over the 
He said it 
We're a bigger company now, We 


ycars 


wasnt a question of price this time 


have to protect 


ourselves with enough sources Besides, your com 
petitor has been after this tap order a long tim 
You've been getting all the good drill orders and th 
maintenance stuff 

| thought | had been working hard for the tap ordes 


too and reminded him of the time | spent a whole 
foreman solving 
that if he 


SOULTCS he 


morning with the maintenance 
thought of 


i tap 


problem | uggesting, too 


really wanted the protection of several 


hould not commit a production department to one 


supply house on an item like tap But then he might 





ha c wanted to di ic up the drill bu 1M VC gct 
/ 
™ 
| aid m the jong run | | | iD cnc’ Vout iM 
voverned by the best material and service he could get 


ince this would be better protectio 
just for the sake of having them. Tle 


on an item 


( eral Cnires 


vasn't offended, but he wasn't convinced either 

his P. A. is on the town’s New Industry Con t 
tee with mi competitor but | see hum every luesda 
ita lunch club. We are all fairly good tnend Lh 
P. A. is affable when I call on him, and seen glad 
fo see ne 

Il cant a cept thi live-and-let-live philosoph 
though Ihis is not an isolated cas | ley 
everal big plant for volume md some the 
buvers ar adopting the imme attitude of tau 
ven if my sales dont drop the havent vet a 
Square Deal—I've got to fight for thi pote ntial 


cxpanding plant: or I'l) be left behind the parack 
What can vou do with a buver like that 
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Sell Your Service as well as Goods 


us salesman spent too much time selling his “goods” 
T tether than himself, his company and his suppliers 
He realized a little too late the intent of the purchasing 
agent to divide the business. 

Being on friendly terms with the buyer, the salesman 
should have been discussing with him fer a long time 
previously what he could offer in technical assistance and 
other service. At the first sign of the P.A.’s intending to 
distribute the business, he should have accepted the 
challenge and realistically discussed the issue with him 
“What is a proper share of the business in the light of 
the service we give you?” he should have asked. “It costs 
us a lot of money to maintain a broad inventory to meet 
your needs and satisfy a delivery schedule. Actually, dollar 
size of our orders is not necessarily an equitable basis 
for determining a fair share, since margins on all items 
are not the same. We live on profit just as you do.” 

The salesman is a little naive in his fear of losing the 
drill business. His competitor suspected rightly that there 
was a larger unit sale of taps — a better potential and 
went after it hard. He has outsmarted our man. 

This salesman lacked alertness and seems to have taken 
his customer too much for granted. You have to be 
aware of what's happening with each customer at all times 
| would have had this buyer in our place of business a 
couple of times to show him exactly what we have to 
offer, and would have tried long before to have him 
visit our source of supply. No salesman will dispute a 
customer's policy of several sources, but you can always 
enlighten him on how the business should be distributed 


Mal Holden. 


Prove Your Product; Don’t Beg 


mis salesman has even tried to get his name suggested 
T on the requisition as the source. If the order is that 
important, he should g° and prove his product does the 
best job—and he can take a factory man with him. 

If he concentrates on the foreman, works with him and 
leaves him circulars—if he sells the user on his line 
he’s liable to lick the problem, because most purchasing 
agents won't oppose operating people. 

Too many salesman say, “I want my share”—that’s why 
this man will stand out if he does an engineering job 
instead of just an order job. While some buyers may 
have a policy of “fair shares,” all purchasing agents have 
an even stronger policy of buying the best available product 
for the job, regardless of hurt feelings. 

A good buyer will not spread business around if he 
gets distinctly better service from one of the three avail 
able houses—not at least for the reasons this buyer gave. 

The salesman says the buyer is “affable when I call on 
him, and seems glad to see me.” He doesn’t seem very 
sure of his standing, nor of his man. 

He had also better spend some time getting to know 
this purchasing agent, and making him his friend. 

This sale:inan should analyze his buyer more thoroughly 
to assess the significance of his actions.—K. M. Hubbard. 





Mal Holden 
Silliter-Holden, Inc., Hartford, Conn. 





K. M. Hubbard 
Koontz-Wagner Electric Co., South Bend, Ind. 

















“*Research’’ the Plant More 


| don’t think this salesman has done enough researching 
of the plant. He should find out exactly what hi 
competitors have sold the customer on the chance that 
some one has supplied him with just ordinary taps instead 
of those adapted to the particular job 

I have run into this “share of the business” argument 
many times with buyers, and have usually answered it 
successfully by telling the buyer he was just trying to 
“sell” me the idea we were getting our share. What thi 
salesman gets out of the plant doesn’t look like a very 
good share to me 

This disposition of P.A.’s to divide up business and use 
one house as a source for only certain items stems from 
the war, when buyers needed secure sources 

Still, I think the salesman was right not to press thi 
argument of too few sources. He might then, as he sa 
have jeopardized some of his own drill business 

If the salesman spent more time resear hing the need 
of the plant and less time with the P.A., I think he would 
eventually get some of the tap business he wants. After 
all, plant requirements « hange very quickly and this is a 
fast growing plant), and the salesman who is aware of 
these changes can be Johnny-on-the-spot with the item 
that fill the new needs.—Harry J. Steinhagen 


Tell Story to Operating People 


Any buyers operate on the theory that there is a lot of 
business and they might as well split it up, whether for 
source protection, reciprocity or other reasons 

This salesman should have gone ahead with the argu 
ment that a buyer needs to protect himself with mor 
than one source on a single item. What if he had lost 
some of the drill business? He was getting $500 from 
drills and maintenance items together, while the tap 
account was worth $600 

I think he also fell down in the way he apparent! 
divided his time, spending too much of it with the 
buyer and not enough out in the shop where he could 
see the men who actually ask for the material 

Whether to spend time with the P.A. or the shop 
people is a question of judgment. ‘This salesman handled 
himself well before the buyer in most respects, but hi 
needed to pay a lot of attention to the shop where the 
competing salesman apparently was in ahead of him 

When two good lines are virtually interchangeable, the 
salesman with the best service has the most to sell. Had 
this salesman been working very closely with operating 
personnel, he'd have had a better chance to have hi 
product mentioned in their requisitions This would 
probably have taken precedence over the P.A.’s desire 
to hand out “fair shares.” 

Of course it’s possible the competitor has an inside 
track with the buyer because of their joint civic work 
But even if the tap business is lost temporarily, there is no 
reason to lose hope—if the salesman works his present drill 
business for all it is worth and concentrates on getting 
his story across to the shop.—Charles G. Redhead. 
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Harry J. Steinhagen 
Antrim Hardware Co., Camden, N. J 





Charles G. Redhead 
Harris Pump & Supply Co., Pittsburgh 


Fold in and turn over 
To start “brainstorming” 





How do! obtain more business from a customer 
who believes he is now giving me a fair share of 
his total business already? 


Suggested Brainstorming Questions 


What argumenis can you think of 
when a buyer says, ‘You are getting 
your share of the business—don't be 


greedy for more.” 




















If you have most of the business in one 
staple line that a plant uses, and a 
competitor has most of the volume in 
another line, what actions can you 








take to get some of the other line for 
yourself? 














What can you do to insure that you 
willebe considered for new business 





when an expanding plant sets up an- 
other new department? 











Nome ways you can convince a pur- 
chasing agent your service is worth a 
larger share of his business. 
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What do you do when you're told... 


“Stay Out 
Of the Plant” 


M’ PREDECESSOR (who retired two years ago), in 
addition to knowing the P. A. well at, let's call 
them Adams Mfg. Co., had the run of the shop. He 
was an old timer, with established plant contacts 
going back many years, and I'm convinced that was 
a big factor in his building this account into an import 
When I took over, however 


ant one for my firm 


Adams’ P. A. gave me the same routine he expounds 
STAY OUT OF THE PLANT! 


his P. A. insists supply salesmen have no place out 


to all salesmen 


in the shop; claims they waste shopmen’s productive 
time, and he intimates they pass out cigars and other 
‘little bribes” to induce plant personnel to favor them 
He contends that at Adams he makes all the decisions 
on the purchase of maintenance requirements—“the 
buying here,” he states, “is done in the purchasing 
department, not out in the shop. So stay out of the 
plant!” 

On a number of occasions during the two years 
I've been handling the account I've asked the P. A.’s 
permission to check, or consult with, plant personnel 
—particularly on inquiries involving technical prod 
ucts—but he insists on handling such matters through 
his office 

Recently | had an experience, though, which was 
very illuminating 
water hose, and I knew they used a lot around their 


“We'd never sold Adams air or 
tremendous plant. One day we received a very desir 
able inquiry. I quoted regular prices and got the 
entire order. They must have ordered ahead for 
a year. 

Being curious as to why I'd been favored with this 


juicy plum for the first time, I quizzed the P. A.’s 





risky, but | 
suppose the P. A 


this could be 


got to have others in my corner 


secretary (Ill admit 


gets transferred or drops dead? His girl Friday told 
me the brand names of the hose were specified on 
the requisition by the plant supermtendent with no 
or equals” permitted 

we're the only distnbutor in town rep 


of the 


Lucky me 


manufacturer hose specified by 


| iM ky 


how it 


resenting the 


the superintendent sure. but ever since then 


I've been thinking could have worked in 


that 


brands handled by a competitor? 


superintendent had specihed 


reverse suppose 






































Suppose a competitor gets in the back door? Sup 
pose he gets friendly with the supenntendent and 
others in the plant with influence and authority? 
And I wouldn't know the supermtendent or his assoc 
ates if | bumped into them on the street! 

On the other hand, suppose | manage to get in the 
back door, the P. A. finds out about it, and I jeopardize 
the business I'm already getting? 

Darned if I do and darned if I don't 

OK shop? 


you tell me—how do | get into Adam 





For salesmen’s opinions 
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Opportunity Missed at the Start 


his is a common problem, but there was an error made here at the start 

Good management would have seen that this salesman made calls 
with his predecessor who would have made the problem of getting into 
the plant easier to handle. 

The P. A.’s contention that salesmen pass out cigars and “little bribe: 
to influence plant personnel can be a tough situation to handle. To a 
certain extent the charge is true, but it can be defended as a friendly 
gesture and a practice of long standing. Most manufacturers today hand 
out good promotion material designed to help shop men in their work 
such as rules, pocket decimal charts, layout prints and data sheets. | 
would compare. this, and the passing out of cigars and taking purchasing 
men out to lunch, as similar friendly gestures 

Nevertheless, this salesman should use the past experience with his 
predecessor s contacts. | would have tried two things—one, use the direct 
mail system to send to plant personnel literature that the P. A. insisted 
on handling, making sure it was imprinted with my firm’s name and 
describing items | know the men would be interested in. Two, I alway 
would have some new product to show the buyer on each and every call 
I mean the actual product, not just a picture of it. When this approach 
is used intelligently, a buyer will not risk being put in a position of turning 
down the salesman’s request to see plant personnel and passing up a chance 
to save his company money. 

But there is something else he can do. Salesmen should never overlooh 
the assistance, in a case like this, of manufacturers’ representatives. Making 
calls with them and offering their expert assistance in plant operations ha 
a definite appeal, for P. A.’s are anxious to “save money” for their firm 
It's a pretty good door opener.—Harry B. Lewis. 


Get Buyer to Feel Self-Gain 


one than one P. A. of this type wants authority and position respected 
but doesn't give a salesman the chance to do a job. He uses time 

wasting and bribe-passing as excuses for blocking salesman, neglecting the 
desirable aspects of having the salesman in the plant 

The most effective way to cushion your approach with this type is to 
discuss the items you're selling in such a way that he feels self-gain in 
letting you discuss technical details with a shop man or he feels glad to 
escape technical discussions, But it’s a complex situation and each case 
has to be judged by the specific personality you're working with 

But a buyer does, or doesn’t do, things for a salesman for the same rea 
son he buys from a salesman, So, if the salesman can’t get through th 
P. A., he hasn't sold himself to the P. A., hasn’t sold him on benefits 
This salesman was right in not trying to sell the P. A. on continuing his 
sredecessor’s contacts when he took over the account. He first had to earn 
bis spurs—to agree with the buyer and get the buyer to agree with him 

Pumping the secretary is in poor taste but it’s all nght to “cultivate 
the secretary as a friend. Probing can lead to a bad situation, especially 
when the P. A. has as strong convictions about shop visits as this one 
indicates 

The problem means a long haul for this salesman but it could be a 
blessing in disguise. If the salesman works it right, he could eliminat« 
the Good Time Charlie competition. Furthermore, he's aware of the 
problem and shows concern about it, even if he is floundering somewhat 
Awareness of a problem is nine-tenths of the battle —Don S. Aserett. 
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Change in Tactics Indicated 


his salesman will get nowhere unless he changes his tactics. He’s been 

trying to get past the P. A. for two years without results 

One serious mistake was going after inside information from the secre 
tary. If he continues this tactic, he may lose the business he’s already 
getting. The salesman can’t belittle the buyer by considering him as a 
mere entry to the shop. The buyer takes his job seriously. This salesman 
doesn't appear to have tried to sell the buyer before trying to get past 
him. His biggest order was pure luck, as he admits. 

The salesman has to introduce new products to this buyer, give answers 
to specific problems, introduce cost-saving ideas. He must know some 
thing about the operations from his company’s previous contacts, as well 
as about personnel 

Once he has obtained the buyer's confidence, the shop visits ought 
to take care of themselves. He can help himself by showing the buye: 
items he knows specific individuals in the plant will be interested in 

Charles F. Donovan. 


Work with the Buyer, Not on Him 


he main mistake made by the salesman in this case was contacting 

the secretary. That’s asking for trouble; 90% of the time the secretar, 
would report to the boss and the salesman would be out entirely 

To correct the situation and to increase his own business, the salesman 
should keep calling on the buyer consistently, developing the contact 
I've run into the same situation, and the best means of licking the problem 
is to keep going back to the P.A. Whenever possible, I would try to 
introduce a new line that could be employed to advantage in the buyer's 
plant. Also, I would bring along an outside specialized factory man to 
demonstrate any new processes or applications which could improve ot 
supplant old operations methods. I would also use available literatur: 
as a selling aid 

Eventually, a salesman hits on a line that interests the P.A.. who 
promptly suggests contact with operations personnel.—Fred E.. Deno. 


Demonstrate Cost-Saving Items 


f | were faced with this P. A. I'd demonstrate one of my lines, show 

him how a tool worked and how it would save money for him, Build up 
his interest so that he eventually would have to call m one of his plunt 
men to see the tool and how it worked and get his opinion 

In that way, | wouldn't be fighting with the P. A. to get into the 
plant, but would be helping him make his own decision as to whether he 
wanted to let me talk to one ot the shop men. If this procedure was carried 
out long enough and patiently enough, there certainly would come thi 
time when the P. A. would say to me: “Look, go and see so-and-so in 
the plant. He'll understand what you're talking about better than I do 

The salesman in this case just hasn't begun to solve his problem. He 
hasn't done anything, outside of risking everything to “pump” the P. A 
secretary.—Charles W. Blakesley. 





Charles L. Donovan 
Dills Supply Co., Dayton 





Fred FE. Deno 
Davis Industrial Products Co., 
Portland, Ore 





Charlies W. Blakesley 
Manufacturers Selling Co., Trenton, N, J. 


Fold in and turn over 
To start “brainstorming” 





How do! get around the P.A. and get into the shop? 


Suggested Brainstorming Questions 





List as many tactics as you can think 
of by which you might be able to get 
around a purchasing agent and into 





the shop. 











Suggest as many arguments as you 
can that might convince a P.A. it 
would be to his advantage to permit 
you into the shop. 














List as many specific claims as possible 
which would tend to influence the 
P.A. into permitting you into the shop. 

















How many different ways can you 
think of to convince a P.A. of your in- 
tegrity as a supply salesman and to 
build his confidence in you? 














List the various means which you 
could use to “demonstrate" to, rather 
than talk the buyer into, the necessity 
of your shop contacts? 
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ee Lift here 


What do you do when. . . 


You're Losing 
Business 


“Be ALLY, I'VE GOT TWO PROBLEMS,” Salesman 
Sam Jones admitted to his sales manager. “First 
I've got to figure out why I lost the business at 
Andrews Mfg. Co.; then I’ve got to find out how t 
get it back 

His sales manager said, “I'm familiar with most of 
the history of that account, but sometimes it help 
to review the overall picture 

I started calling there about four years ago,” Sam 
began ‘After the first vear of calling every week 
without results, | finally made some headway with 
Charlie Weeks, the P. A | got a little busine: 
made sure we gave good service, double checked on 
everything I recommended, and followed through 
particularly on V-Belt drives, a big item with them 
And | got to know their key plant personnel too 

For the past two years Andrews has been one of 
my best account I get all their V-Belt and sheav 
business, the lion's share of cutting tools, and a good 
hare of their general maintenance needs. | still cal 
once a week, never neglect the P. A. and, wheneve: 
possible, maintain my plant contact 

Little over 


getting any ord 


two month ivo | noticed we weren't 


or inquiri l his was really strang 
during the past two years rarely had a week gone br 
without a mail or phone order from them, even if on! 
for a couple of small V-Belt 
up my calls to twice a week, prepared something spe: 
fic—usually on a new product—to talk to the P. A 


ibout And I didn't let him know—by my attitude 


Immediately | ste ppe d 


noticed anything wrong 
HH mw did you know 


they weren't just heavy on inventory? Or that it 


or anything I said—that I'd 


The sales manager interrupted 


wasn't a temporary lull due to production chang 
over?” 

Sam assured his sales manager he'd checked tho 
oughly Production was normal (even up a bit 
inventory, if anything. he’d heard, was on the low side 
Furthermore, he knew they were buying because h« 
potted a competitor's delivery truck unloading 
pile of stuff, including some nice fat C-section V-Belt 
drives; the business I used to have sewed up 


After brooding a moment, the sales manager said 


For salesmen’s opinions 
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Scems to me you ought to know Charlee Week vell 


nough by now—why didn’t vou call him on it nght 
ff the bat? 
Charl funny guy (you've met him vourself 


Sam replied defensivels In this situation, a dire 


juestion, no matter how fnendly you are, would drav 
i blank stare. Charlie might freeze vou out for good 
Sure, I let it go—mayvbe | was wrong—but | felt it 
better to wait for the nght opening Finally, | found 
the opportunity to introduce our sales analysis sheet 
| showed Charlic how we kept records by custom 
lold him how ratifving it was to 


we'd enoved from him. Then ! 


ind product 
iow much busine 
winted out that, for the first time in three years, the 
monthly figure howed Andrews volume wav wa 
down. Actually, there was a little volume because of 
back order shipment crvi vas satisfactory on the 
mack orders too—I checked 


I didn't tell Charlhe we'd noticed we 


ny orders at all: just that | 


veren t gettin 


vondered about the ‘ 
iehinite drop Charli nd You can't CX pe t all the 


usiness all the time And betore | could repl Y 


pointed] hanged the subject 
What have you been doing we then the sale 
nanager asked 
{ ing mv ba k door contact irving to find out 
from them what went wrong, but the ‘ i ed 
» too 
What are your plans nov 


I'm buffaloed,” Sam admitted. “Charlie's a touch 
haracter. While it might seem I've got little t rs 
t this point (no orders or inquiries from thes 1 

st three months), I hate to take any drastic actio 
lhought I'd better talk it over with you 
manager said 


] c pee 


ung ove! the hgures this morning and wa i} ct 


Glad you did,” the sales 


to jump you on the Andrews account. Let hope 


t too late 











Crisis Gets Worse if You Sidestep the Issue 


pe situation is pretty hopeless and it looks like a reconstruction job fos 
the sales manager. ‘The salesman fumbled the crisis all the way 

In the first place, he failed to take any action when his sales analysis 
figures indicated the worst had happened. It's hard to believe, in the 
light of the business he was getting, that he couldn’t have spotted danger 


signals previously, but his doing nothing to avert disaster after seeing 


evidence in black and white was inexcusable 
I can’t understand his concern over Charlie’s sensitivity. If he knew 


Charlie well enough to enjoy such business in the past, he could have 


asked him right off the bat why suddenly he wasn’t getting anything now 
Sure, it’s a risk, but he shouldn’t have sidestepped the issue the way he 
did when Charlie told him, “You can't expect all the business all the 
time.” He wasn't getting any business by then anyway 

The way this salesman handled the account indicates he was headed 
for trouble anyway. On finding out orders weren't coming, he stepped 
up his calls to twice a week, offering new products, something definit 
Apparently he hadn't offered much before he lost the busine: 

Then, after enjoying good business and losing it, he acted as if nothing 
lad happened in his dealings with Charlie. You can imagine what 
Charlie's reaction must have been—“So he thinks he’s sure of me, do 
he?” 

Today it’s a luxury to be complacent about any account Samuel | 


Shaw. 


Get the Problem into the Open 


f Sam Jones has been calling on Andrews Mfg. Co. for four years, why 

doesn't he know the purchasing agent better? Jones is defensive when 
he tells his sales manager that “Charlie's a funny guy.” 

You don’t lose an account for trivial reasons 

The problem is always with the salesman, not with the customer 
Why didn’t Jones take direct steps as soon as he was losing the busin 
Why wasn’t he closer to the man who has been giving him good order 
for the past two years? 

Jones should do one of two things: 1. Accept Weeks’ statement about 
not being able to expect all the business all the time, then give him a 
pitch on needing, wanting and being able to take care of this account; o1 
2. Insist pleasantly that Weeks bring the problem out in the open 

Maybe it's a personal problem—something Weeks doesn’t like about 
Jones, which is why he avoids the subject 

I wouldn't have waited this long to lay my cards on the table. Sales 
analysis would have shown some time ago that the volume was dropping 

that was the time for action. 

I don’t think management can help, unless management is very close to 
the account—in which case it isn’t Sam Jones’ account. 

his using back-door contacts is for the birds. The problem is obviously 
with the buyer, and no plant force is going to coerce him.—H. T. Collins. 
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Standard Industrial Supply Co., 
Springheld, Mass 
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Test the Buyer to Get the Truth 


hen Sam Jones saw himself slipping, he should have tried to find out 
why at once 
On the V-belt item, I feel sure some competitor must have given them 
i better price to get the business. Customers you know fairly well rarely 
ict “mysterious” otherwisc¢ 
First, though, I'd check to see if there had been delivery delays or errors 
Customers will sometimes keep their complaints to themselves 
Assuming service was O.K., | would try out the buyer by offering him 
a special price—say 5°, better—and watch his reaction. It should tell mé¢ 
whether or not price is the factor 
Sam is clearly making up excuses as to why he neglected to check into 
lus loss of business sooner. Any good salesman should handle this without 
management's help 
I can't understand Sam's fear that he'll be frozen out of this place 
entirely if he has a man-to-man talk with the buyer. What has he got to 
lose? —George Hart. 


Problem Demands Patient Approach 


am was right in refraining from asking Adams direct questions. He 
S has to keep calm and use diplomacy 

Showing the buyer the sales analysis report was a mistake. The problem 
is the salesman’s, not the buyer's 

The back-door approach was poor. ‘The problem is not with the shop 

\ good salesman should check constantly with a buyer on quality and 
delivery, and ask him point-blank if he is satished. Sam could have don 
this—he might have found out things a buyer doesn’t volunteer unl 
you question him closely—but he chose to pretend nothing was wrong 

The problem cannot be rushed, nor can the management help except 
with moral support. Possibly it’s a personality problem. It could be a 
change in buying policy—and there hasn't been much time yet to judge 
if this is so, because companies often rotate their busin over a month 
or two between competitors 

Sam should have started sooner. Now he'll have to be patient to root 
out the answer.—Joseph J. Kraushaar. 


Don’t Waste Time when You Spot Trouble 


am waited too long. He wasted time. He fenced with the buyer 
S$ Straming their relationship 

I never knew a customer | couldn't ask a straight question Playing cat 
ind4anouse doesn't do you any good 

I don’t believe in back-door contacts either 

Here's what I'd do 

|. Talk to every one in my office and make sure we hadn't slipped up 
on service 

Irv to have lunch with the customer 

3. Ask him straight why we lost the business. I'm entitled to an answer 
if we've given him good service, and I'd tell him so 

You've got to know why you lost the business before you can figure out 
what to do about it 

Sam is right to go to the sales manager. Maybe he has had a similas 
problem.—Al Sturges. 
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George Hart 
Delaware Hardware Co., Wilmington, Del 





Joseph J. Kraushaar 
the Mechanical Supplies Co., Cincinnati 





Al Sturges 
Tay-olbrook, Inc., San Francisco 


Fold in and turn over 
To start “brainstorming” 





If you have lost volume with a customer and he hasn't told you 
why, how many ways are there to go about finding out the 


r eason? Suggested Brainstorming Questions 


How many different approaches are 
there to get a taciturn purchasing 
agent to tell you his complaints? 




















How many reasons can you think of 
for a salesman to lose his business 
with a good customer? 























Consider each of the reasons listed 
above. For each one, what possible ac- 
tions could you take to help recover 
the business? 























Once you recover lost business, what 
should you do to insure that you won't 
lose it again? 
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What do you do to... 


Sell General L 


— WERE OTHER THINGS the sales manager would 
rather have done on a Sunday afternoon, But this 
problem had been bothering him since Thursday. He 
pread the outside salesman’s six call reports out on 
the coffee table and read them over again 

Feb. 14: “Ajax Mfg. Co.—The P. A., Johnson, said 
they now had a pretty specialized shop, because the 
recently switched over to making a new model di 
penser for soda fountains Thev're now working on 
lose tolerances with some new alloys. He said they'd 
rather deal with a specialized cutting tool salesman 
Didn't seem to think a general line house like us could 
be of much help to them.” 

March 10: “Still can't pry any cutting tool busin 
out of Ajax. The P. A. gave me a couple of instance 
during the last month where the specialized man from 
Specialized ‘Tools gave them ‘A-one’ service on spt 
cials. One was short-shanked drill—other was tapping 
problem on alloyed top of dispenser I told him we 
could've easily got short-shanked job done in our ow! 
hop. And ! showed him what our factory man and | 
did on tapping alloys over at the storm window plant 
Showed him copies of our invoices so he could se 
the service we gave on delivery dates. The P. A. shook 
his head. Said we were getting lion's share of mainte 
nance stuff (all $60 worth last month 

April 7 


Johnson gives me the pip! Wally im th 


For salesmen’s opinions 


~” Lift here 


SuPPLy 


ine Services 


shop told me they needed some ypecial-size end mill 
Really big order. From that window experience, know 
I can get fast he Ip out of our tactory man. Gave Joh 
on real strong pitch on my way out. But he talked 
like this order was going to be another one for Spe 
cialized ‘Tools 

May 21 
Both of u 
iccount. Remember that automatic drilling ctup the 
were working on? Where the drill kept breaking and 


look our factory man into se Jolin on 


howed him what we did on the Alpha 


our tactory man worked the problem over tor them 
Johnson wasn t immpre cd, Said he could get the san 


thing from Spec ialized ‘Tool: 


Mav 24: “Wally in the hop called me im on some 
floor compound problem Lold mx about irbuct prob 
lem they had. Hurrned over to Johnson's office, told 


hum we could take 
didn t like mv 


temper lold him Wally had voluntered information 


care of it John on flipped Said le 
neaking around the hop | kept ih 


that | hadn't hoop d Johnson said | was arguing with 
him. Lold me we'd still get maintenance stuff if | 
topped harping on cutting tool stuff 

June 3: “Waited half an hour to sec Johnson. “To 
busy to see me, Myrtle said 
Ihe sales manager gathered up the all re ports a 
nibbled a note lalk it out with salesman Monda 
What would vou do? 
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Salesman Did Everything the Hard Way 


| can see the P.A.’s point—he’s pretty sore at the salesman for “harping on 

cutting tools.” No buyer likes to feel a salesman is trying to do a “snow 
job” on him in one line. He'd much rather deal with a distributor salesman 
who can help him do his job the easy way 

This salesman seems to have done everything the hard way. He appeared 
willing to sacrifice the P.A.’s friendship for one line. He doesn't mention 
any attempt to sell items related to cutting tools. He took the factory 
man in to see the P.A., but apparenly didn’t get permission to do so 

Again, I don't see the salesman reporting any efforts to sell the fund of 
services with which a general line house can back up its lines. Nor did 
he try to sell special features of his tools; a genera} line salesman is at no 
disadvantage to the specialty man since special features are no one 
exclusive monopoly. 

If | were in this salesman’s spot, I'd make every effort to regain the P.A 
friendship, something the salesman shouldn't have jeopardized in the first 
place. I would also try to find out what the buyer needed in maintenance 
items that my competitors don’t carry for immediate delivery. I'd go 
out after larger orders in this category rather than be satisfied with pick-up 


stuff.—L. 1. Van Saun. 


One Best Thing: Trade Off the Account 


| think the salesman messed things up right off the bat. Johnson toid 
him on the first call in February that they were concerned about a 
particular problem. Right then the salesman should've explained to him 
about his factory man—he had a perfect chance to mention the similar 
problem they'd solved at the storm window plant. But he didn’t get his 
factory man in until May 21. Naturally, it was then too late—Specialized 
‘Tools were away ahead of him 

Another thing the salesman should've done at the very first was to 
emphasize that although his is a general house, it is departmentalized to 
the point where it has specialties 

Thinking over my experiences, I'm sure the biggest help I ever had in 
licking this sort of situation was in having a new type of material to 
present, something that seemed to come along at just the right time 

This is a case of “too little too late.” The salesman won't ever do any 
thing with Johnson. The best thing for him to do is to trade off the 
wcount.—Llarvey Jernigan. 


He Should've Seen the Problem Coming 


his salesman should concentrate on the convenience and cost saving of 

one purchase order to a general line house, as against several to 
specialized houses, The company he’s dealing with needs not only cutting 
tools, but also tool bits, grinding wheels, stcei 

At Ducommun, we can supply all four lines, and offer the services of 
specialists in all of them. Not only can we save the P.A. time and money 
on his ordering, but we can attack his problems from all angles, not just one 

The salesman should have seen the new cutting tool problem coming. A 
general house is always liable to this kind of loss to specialized houses 
It's too easy, if things are going well, to lie back on a bed of roses and 
take it for granted that things will stay rosy. 

If you're flatly told it’s no dice for you on a particular line, it sometimes 
pays not to push too hard. Leave new literature with the P.A., report on 
new developments in your line and your services, but don’t keep harping 
on a direct sales pitch. 

This man shouldn't try to take 100% of the cutting tool business away 
from Specialized Tools. He should tell the P.A.: “We're not asking 
fer it all. But we'd like to participate on a basis you think fair.”—Edwin 


A. Ramp. 
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Summed Up: Poor Approach, Timing, Judgment 


n February 14, Johnson told the salesman they needed a specialized 
O man for close-tolerance help, but it wasn’t until March 10 that the sales 
man got down to cases in disproving the buyer's argument. Since the 
general line house's logical answer to a specialist is a good factory man, 
the salesman should've brought his factory man in nght at the start, 
rather than waiting till May 21 

When the factory man did come in, he was not taken to the shop, but 
saw the buyer only and talked about a hypothetical problem, not a problem 
of that plant at that time 

And why couldn't the salesman and factory man have talked about end 
mills on May 21, instead of giving a testimonial on drills at another plant? 

On the May 24 call, the salesman doesn't seem to have paid much atten 
tion to the problem he was called in on—namely, floor compound. He 
Mea should have given this his full attention first, even if it was a small order 

The salesman seems to have lacked judgment in handling himself. He 
had been going into the shop without seeing the buyer first, and even 
though he may have had blanket permission for this at one time, the 
buyer obviously did not want him to talk about matters he hadn't been 
alled in on specifically. Nevertheless, the salesman pushed this to the 





hia 





point where the buyer became so angry he shut the door on him altogether 
Involving shop people before the P.A. is always risky, too, as you don’t 

ilways know the relationship between them Ihe salesman not only Walter Gilham 

ingered Johnson, but very possibly got Wally in some troubk The Ross Willoughby Co., 
Poor approach, timing, and judgment have helped put the salesman Columbus, Ohio 

where he is. Was there another reason? Such as a personal relationship 

between the P.A. and the competing house? He should investigate 
Possibly the salesman should throw caution to the winds and go behind 

the buyer's back—as Johnson has accused him of doing anyway. He 

should do this only as a last resort, but if certain people in the shop have 

enough influence, he has a chance. He might even go over the buyer's 

head, if there is someone to appeal to, and repair—his damaged relationship 

with Johnson.— Walter Gilham. 


It Looks like a Personality Clash 


he salesman should have been on his toes when he first found out that 

Ajax was working in close tolerances with new alloys. Even if, through 
no fault of his own, he couldn't have learned in advance about the switch, 
he should have brought the factory man right in that time 

On March 10, nearly a month after he learned of the new situation, 
he says he told the P.A. he could have gotten short-shanked jobs in his 
own shop. He should have briefed the buyer on this information right 
at the start 

Apparently the salesman has a friend in Wally. So instead of giving 
such a strong pitch to the P.A., he should have gotten Wally to specify 
his name when he was requisitioning some of the cutting tool 

It looks to me, however, judging from the May 24 entry in the call 
report, that there’s a personality clash between the salesman and Johnson, 
the P.A. Maybe this indicates he'd better concentrate on doing a better 
job in maintenance requirements 

There's a chance the P.A. is a good friend of the Specialized ‘Tools 
salesman. Or a chance that the P.A. doesn't like the general line sales 





man’s cutting tool line 
I think, then, that the salesman should: |. concentrate on improving Frank J. Fevero 

his relationship with Johnson; 2. do a good job on the maintenance busi Samuel Harris & Co., Chicago 

ness he has; and, 3. keep abreast of the cutting tool situation through 

his plant contact and be ready to step in in case of an emergency or 

slip-up on Specialized’s part Frank J. Favaro. 





131 Fold in and turn over 
To start “brainstorming” 












As a salesman for a general-line house, how do! sell against the 
salesman of a specialist? 


Suggested Brainstorming Questions 


In what ways can a salesman advan- 
tageously make use of a factory repre- 
sentative? 

















How can you convince a P.A. that your 








house can maintain deliveries and 
render the kind of service he's looking — 
for? 


























What kind of arguments can you put eC 
vp in behalf of the general-line 














house? 

















What are some of the ways you can 
get shop people to help you break 
down a P.A.'s resistance? 
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lie tt eee 


What do you do to... 


Sell 
Specialized 


Services 


T" FURNITURE PLANT sprawled all over the eastern 
end of the industria] island in the middle of the 
river, Before the war it had been a small, closely-held 
family outfit, but in 1946 it was liquidated to settl 
the owner's estate and acquired by a holding company 
From then on it really began spreading its wing 
branching out into metal office furniture 

I sell for an abrasive house, and for years this plant 





had been one of our prime accounts. I fell heir to it 
just a few months after the new owners started oper 
ating it, and I began wishing I'd never been born 
here was a new purchasing agent named Watkins 
\ nice enough guy, but definitely the emergency-typ 
buyer. No rhyme or reason. “Just get it over here in 
a hurry or we'll shut down,” was his theme song. He 
panicked every salesman who ever called on him Me 
especially 

When I took over the account, I found Yabo Gen 
eral Supply in there solid, And Watkins told me why 
‘We buy a lot of everything, and I like dealing with 
one salesman from a general-line house. Saves time 
We can get anything we want in a hurry. Sure, you 
know your abrasives, but the Yabo guy can bring in 
one of his factory men if we run into a problem.” 

Only one thing Watkins said made sense—that | 
know my abrasives. The rest added up to a big fat 
zero. No general line salesman, even with the help of 
a smart factory man, could know that particular furni 
ture plant's polishing and finishing problems like | 
could. Particularly when I dug back into our records 
and found out what we used to do for them. And one 
of our old-time inside men spent a whole morning 
telling me about the problems this plant always hit 
whenever there was a new style change in the furni 
ture industry 

I briefed all this 
presentation, and went over to see Watkins. I showed 


information down into a neat 
him what our suppliers’ products had done for other 
furniture makers and plants with similar problems 
I told him about some of the new developments in 


abrasives and polishing techniques. I must have spent 


For salesmen’s opinions 


aa Lift here 
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nearly an hour bringing him up to date the who 


Situation 
But Watkins still insisted he 


is few distributors as possible 


deal with 


wanted t 


I get just enough business—grinding wheels, mostly 
trom Watkins so I can get into the plant about once 
a week, I kept my eves open, and ran down several 
polishing problems connected with putting those fancy 
finishes on metal trim for wood and metal furniture 
Apparently Yabo just didn’t know the answer 
When | saw Watkins again, | 


talk on some of these problems. | 


centered my sales 
showed him we 
could not only give him fast service on working out 
the problems, but also had all the special wheels and 
belts in stock. I was trying to play on his “get-it-to-n 

in-a-hurry” attitude to buying 

Later I even got around to the entertainment angk 

Some ball game tickets and a golf game. But to me 
this kind of gambit is for the birds. Either I've got 
something to sell, on I think | 


think I can sell it without bribing him 


I haven't have, and 


I've got this plant about as thoroughly researched 


as anvone could, and always have the answers reads 
when Watkins fires them at me. But I'm beginning 
to wonder if the guy just isn’t pumping me for in 
formation Yabo Supply can’t give him. As far as | 
know there's nothing personal or political in his attach 
ment to Yabo 

I don’t quite know how to crack this account. Wat 
sold on the convenience of the 
Once he had the cheek to push 


and 


kins is absolutely 


oe _ 
general line house 


of Yabo's brochures across the desk to m« 


one 
point out the big type which said, * You need it, we've 
my stack 


got it.” That was one time I nearly blew 


And Watkins seems, in some was 
Because 


to have insulated 
the shop guys against me I can't seem to get 
iny of them to help me set up a demonstration, If | 
could carry out a demonstration on one of those prob 
lems Yabo hasn't found the answers to, | think | 
might sell Watkins on our specialized service 


Who knows? 
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Help the Buyer in His Buying 


|” this type of business—furniture manufacturing—abrasives must be a 

big item. Coated abrasives, anyway. I think the salesman has missed the 
boat by not aggressively doing something about the customer's haphazard 
buying methods 

I had a case similar to this, where the customer was buying with no 
system at all, and each order cost him $12. I went in and set up a buying 
program for him, showed him how to save money on quantity discounts 
We got a lot of good business as a result. 

In the case in question, I would have shown the P.A., Watkins, how to 
set up his stock room inventory so he would know how much abrasives 
he’s using and going to use 

I don’t think the P.A.’s argument that he wants “one order, one invoice” 
would hold water, In large firms, this is seldom the case. ‘Their require 
ments are so numerous and diversified they can’t put their purchasing on 
this basis. 

I agree with the salesman on not entertaining too much. In fact, | 
never go in for elaborate entertainment until I've actually sold a custome: 
With me, entertainment is something that comes after volume has been 


built.Robert W. Griffith. 


PA’s Emphasis on Speed Is Answer 


hy should this salesman be panicked because Watkins is an emergency 

type buyer? Actually this condition gives him one of his best wedg 
He can spend some of his time seeing that grinding wheels and anything 
«lse Watkins orders are delivered with real speed. 

Watkins’ emphasis on speed gives the salesman an answer to Watkin 
statement that Yabo can bring a factory man in on a problem. ‘The 
salesman can point out it’s more efficient and quicker to have an expert 
on call, 

It's an encouraging thing that the P.A. doesn’t lock this salesman out 
completely, Apparently he always has time to see him—and each inter 
view presents the salesman with an opportunity to sell himself, his com 
pany, and his service. Sure, it’s taken a lot of his time, but this used to be 
a prime account, so it's worth spending that time 

Some of the trouble could be solved by having the sales manager or 
someone higher up to call to find out why the P.A. is giving the bulk 
of his order to Yabo Supply 

I'd say the answers to this man’s problems are right there in the problem 
itself.—Arthur R. Hoffmeier. 


Get the Buyer to Lay It on the Line 


t sounds as though there might be some personal reasons for the sak 

man’s failure to make the grade, Either Watkins is prejudiced against 
the house, or against the salesman himself, It may be something as insig 
nificant as a single experience at the will-call counter 

Sometimes it pays to give a good college try, and if you're unsuccessful 
have a showdown with the P.A. Ask him what's the problem? Is it pet 
sonal? Get him to lay it on the line. If it seems to be a prejudice against 
your house, maybe a call from the sales manager will help. Or take th 
P.A, to lunch and on a tour of your plant 

But before having a showdown, the salesman should emphasize to the 
P.A. the dangers of being too reliant on one source of supply. Point out 
to him it’s not wise for a big company to give all its abrasives busin« 
to one supplier. The salesman should emphasize this, and not pitch to 
take all the abrasive business away from Yabo 

The salesman should look for a particular problem where, as a specialized 
house, he can plainly demonstrate better service than Yabo. And |x 
should work on Watkins, not on the shop men. Trying to “back-door if 
with manv P.A.’s may lose you the whole account.—Edward B. Carroll 
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Robert W. Griffith 
Griffith-Raguse & Co., Philadelphia 





Arthur R. Hoffmeier 
Shadbolt & Boyd Co., Milwaukee 





Edward B. Carroll 
Pacific Abrasive Supply, Los Angeles 














Face Up to what Buyer Wants 


his salesman made several mistakes. In the first place, he should've 

tried to sell this buyer on what he wanted—stock and delivery—and not 
problem-solving. No house, not even the broadest general line house, has 
everything. A specialized house, though, is more apt to have the special 
types and sizes in its line that can’t be found quickly elsewhere. And this 
buyer wants fast delivery 

Instead, the salesman talked about technical details of abrasives, which 
the buyer cares very little about 

The place for the salesman’s technical presentation is in the shop, not 
before the P.A. He is getting into the plant but, is he doing any good 
there? Rather, he scems to allow himself to be used to solve problems 
that stump his competitor, while the competitor continues to get most 
of the business 

i-ntertainment of the kind he tried was a mistake. It won't impress the 
buyer. But, in one way, the salesman is too conscientious and sincere 
He has concentrated on products and apparently neglected personality 
and service. 

What he needs is to get to know this buyer so he can put his cards on 
the table. Not take him to ball games, but invite him to a meal where 
friendship can get a start. ‘Then he can get his story across—if he uses 
the right story 

He must also face up to the service the buyer says he wants. Do favors 
for the P.A.; be willing to handle trouble calls of the kind Yabo might 
handle; go out of his way to get items outside his specialty. Of course, his 
house is specialized, and doesn't want to stock outside its field, but it can 
pick up and make some exceptions for a good customer, The old-time 
inside salesman should be of help here. This P.A. must be assured that 
when he phones in, no one in the house will tell him, “Sorry, we don't 
have it,” without first trying to help him locate it. 

This salesman must convince his prospect he can get him what he 
wants, not what the salesman thinks he needs.—Charles F’. Benfer. 


Wait for Chance to Give Help 


ll in all, | think this salesman is doing all he can under the circum 

stances. The problem is he has hit a P.A. who's gotten into a very 
poor buying habit and that’s a touchy thing to handle 

One big talking point the salesman apparently overlooked is the advan 
tage of doing business with more than one house. Here is a purchasing 
agent who always waits until the last minute to order and then must 
have it “now.” What's he going to do if his supplier has to shut down for 
some reason? 

In a case like this, the thing I always look for is a chance to solve some 
problem Sooner or later, Watkins will come up against something Yabo 
General can’t lick, and that'll be the salesman’s big chance. However, I 
definitely feel that a salesman shouldn't go into too much detail. I think 
the salesman in this instance might have done better to have put more 
emphasis on fast delivery 

Volunteering a service is about the best way of getting close enough to 
be given the opportunity of olving a shop problem. For instance, I often 
suggest to a purchasing agent like this one that | would be happy to go 
through his shop and prepare a card index of all the items he’s using 
Chis would probably appeal to Watkins, because he’s most concerned 

* ibout getting orders filled in a hurry.—R. H. Real. 


135 









Charles F. Benfer 
rank Tracy, Inc., N. Y 





R. H. Real 
Young & Vann Supply Co., 
Birmingham, KG. 


Fold in and turn over 
To start “brainstorming” 


As a salesman for a specialist, how do! sell against the 
salesman of a general line house? 


Suggested Brainstorming Questions 





Name ways a salesman can make the 
best use of his calls on a P.A. 














In what ways can a salesman help a 
P.A. with ordering? 














What arguments can you use in oppo- 
sition to the ‘‘one order, one invoice” 
claim? 

















Name ways a specialist salesman can 
“go out of his way" to help a pros- 
pective customer. 

















“Maybe a call from the distributor 
sales manager would help."’ What are 
your reasons for and against this 
statement? 
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CHESTER 


ELECTRIC HOISTs 


Y% to 2-ton capacities 


The most your money can buy in electric 
hoist quality and performance—this is it, 
wrapped up in the tough, Chester Model E 
Electric Hoist package. 

How tough? Enough to stand the hardest 
use. Take the high-torque motor, for instance. 
It's not adapted for hoist use—it's especially 
designed for it. Result: a motor that can be 
run under full load for 30 minutes with no 
more than a 55°C. temperature increase—top 


rating for any hoist in this class. 

Find out why Model E Hoists run cooler, 
operate smoother, last longer and require 
less maintenance. Complete data on the 
Model E and EC Electric Hoist lines as well 
as full specifications on the entire Chester 
line of hand hoists and overhead I-beam 
trolleys is available in the new Chester 
Hoist catalog. 

Write for your copy, today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 


pumas 
ational, 





Fasteners Si, Hodell Chains 
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June 1956 June 1956 First 6 Mos. 1956 


U.S. TOTALS Compared with Compared with Compared with 
May 1956 June 1955 First 6 Mos. 1955 


+] 1% 






-3% 


UMM Md 











+18% 








ComPi.ep py IwousTRIAL Distamvution 





Supply Sales Trend 


Final Figures For June 1956 





June 1956 June 1956 First 6 Mos. 1956 
Compared with Compared with Compared with 
May 1956 June 1955 First 6 Mos. 1955 





NEW ENGLAND 
Connecticut 


Mareachacott - 6% | +15% | +23% 


New Hampshire 
Rhode Island 
Vermont 


Merkor a 3% + ] 5% +25% 
Pennsylvania 


EAST NORTH CENTRAL 
Illinois 


rol - 4% |+ 6% | +18% 


Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 
Kansas 


Mason “ 2% + 2% +13% 


South Dakota 
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For steady profitable business... 


ee 


. AIR Extra lightweight, highly flexible hose for heavy duty 
work. Resists weather damage and abrasion. Non-porous tube 

of oil resistant rubber compound. Rugged Neoprene cover 
Ideal for almost any hose installation 


FIRE Resilient, flat-folding hose saves space and gives 
long service in interior fire protection. Highly flexible and re- 
sistant to cracking. Leak-proof tube bonded to strong single 
jacket cover. Recommended for institutions, offices, ships, etc 





STEAM Many times stronger than wrapped fabric hose 
for general steam-handling jobs. Also lighter, more flexible 
and kinkproof for easier handling. Steel wire and glass rein 
forcing insures extra safety. Resists high pressures up to 
388° PF, 


WELDING nv twisted, tangled lines, Two lines are 


securely bonded together to form a single, safe hose unit. Kink 
free and resistant to welding gases. Stands up to lots of drag 
ging across rough surfaces. Especially effective on portable 
welding dollies. 


WATER For long wear and outstanding value, this 


easy-to-handle hose has what you need. Reinforced with mul 
tiple plies of high tensile yarn, it takes higher than usual work 
ing pressures. Cover stands up to weather extremes without 
cracking or peeling. 





Gear your selling to Quaker advertising con 
sistent, year 'round drive, emphasizing the advantages 
of Quaker-Quaker Pioneer hose and rubber products 
to every industry in your area. 











H. K. PORTER COMPANY, INC. 


QUAKER RUBBER DIVISION 
Phitadeiphia 24, Pa. 
QUAKER PIONEER RUBBER DIVISION 


K. PORTER COMPANY. INC San Francisco 7, California 


= #40 SNOHIA 
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SALES TRENDS (Cont'd.) 








June 1956 


Compared with 
May 1956 


June 1956 
Compared with 
June 1955 


First 6 Mos, 1956 
Compared with 


First 6 Mos. 1955 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 


Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklehoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 





+ 3% 


- 2% 








+15% 


NO 
CHANGE 


+12% 


+15% 


+15% 





+20% 


+12% 


+15% 


+20% 


+14% 
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offers you the pipe machine 
vewwo.7e2 Of tomorrow... TODAY! 


RAPIDUCTION JR. 





Choice of Standard Radial 
or New Oster Tangential 


Die-Heads 






New Oster Tangential Die-Head, 
shown in illustration, designed for 
maximum strength and rigidity so 
important for thread quality. New 
simplified method of setting dies 
facilitates rapid job set-up. Standard 
Oster Radial Die-Heads also available 


New “Power-Matic’’ Chuck 
with 


Replaceable Insert Jaws 





Another Oster Exclusive! Tool steel 
jaws of new “Power-Matic” Chuck 
are equipped with replaceable Neo- 
prene-bonded insert grips. Positive 
gripping action, in both right and 
left-hand rotation, without hammer 
blows. Also insures longer jaw life. 


New 4-Speed Transmission 





STANDARD RANGE: \4" to 2" pipe and 
*EXTRA RANGE: 4" pipe Push-Button Motor Control 
"BOLT RANGE: 4" to 2 
Radial die heads only . a“ . 
Convenient gear shift lever gives 


instant selection of four different 
cutting speeds. Smooth, quiet opera- 
tion assured by double “V" belt drive 
from heavy-duty 3 H.P. single speed 
motor. Spindle mounted in Timken 
tapered roller bearings 


i -: 4 
THEEAOEO PIPE i 
re tant 8 eee cmere eee v 


THE 

















See your nearby Oster Selective Distributor for complete de- 


tails, or write us today for free literature containing perform- 
ance specifications and prices. miata Yc poincgys 0. 
as reet 
Wickliffe (Cleveland), Ohio 





BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


i% NATION'S ECONOMY is looking forward to many 
T months of bubbling good health as a result of 
assorted medication, It took as an oddly-welcome 
cathartic the month-long steel strike. Congress 
provided a strong dose of benzedrine in a mammoth 
highway program, a new farm support law, and heavy 
defense appropriations. 

The steel strike is a special case. For many months, 
steel users were on clear notice that the negotiation 
of a new wage agreement in the steel industry might 
wind up in a strike and, without question, in higher 
prices for steel. So, to guard against a shutdown and 
to beat the price increases, they started buying up 
and stocking all the steel they could 

The result was that by the time the strike was called 
at the end of June, many steel users had accumulated 
the largest inventories of finished steel they'd ever had 
If there had been no strike, these customers could have 
lived off their inventories well into the year, and steel 
production would have had to be cut back 

The strike cleaned up the inventories in a hurry 
and, in some cases, it created or aggravated shortages— 
particularly in steel for construction and oi] drilling. 
But, in general, the strike cleaned out top-heavy inven 
tories, and set the stage for continuation of steel 
production at a high level 


Higher Prices, Of Course 
This high level output will be at higher prices. And, 
over the longer run, this result of the strike could be 
bothersome—especially if it is translated into higher 


industrial prices generally. So it might be asked 
Will we get an attack of inflation? 

The agreement that concluded the steel strike is a 
three-year, no-strike contract which assures the industry 
a long period of uninterrupted production and enough 
firmness in its wage costs so that it can calculate total 
costs on a long-range basis. ‘The steel industry is thus 
assured an unprecedented degree of stability. 

According to the union's calculations, steel workers 
won total gains of 45.6 cents an hour for three years. 
The steel companies, however, estimate the cost of 
the settlement somewhat higher, because they include 
the higher payments for social security, unemployment 
compensation, and other payroll charges that don’t go 
into pay envelopes. Also, the steel companies face 
additional costs of pay increases for 100,000 non-union 
employees, and increases in materials prices 


Other Side of Ledger 


here are, however, the offsetting gains in produc 


tivity resulting from steel’s $1 billion per year invest 
ment in new and improved facilities. ‘These gains 
should continue to average at least 3% per man-hour 
annually, and probably more. The increase in labor 
cost of the new agreement will be about 7.6% per 
man-hour this year, 5% im the second year of th« 
contract, and about 4.5% in the third year. Only in 
the first of the three years is the wage increase clearly 
much greater than rise in productivity. 

But there's the question of how steel users handk 
the price increases passed along to them. 

Some have already given their answer. ‘They've 
raised their prices in anticipation of the steel price 
increase, or perhaps occasionally on general principle 

Nevertheless, the truth is that industrial prices have 
been rising at a gentle rate since late 1954, and at a 
rate roughly 4% a month since June, 1955. But these 
increases have been pretty well offset in the general 
price indexes by declines in other prices, principally 
food and farm products. Not until June of this year 
did the Consumer Price Index break through the old 
peak set in October, 1953. The months in between 
had been a period of uncanny stability in consumer 


pric cs 


Inflation Coming Up? 


The threat of inflation acquires special substance 
from the climb in farm prices. Already, the wholesale 
price index has moved up 10% since December. The 
result is that coming increases in industrial prices won't 
be swamped by dips in other prices 

Inflation—in the sense of rising prices—is the clear 
prospect. But business will be able to handle price 
increases without losing stride. Consumer income, 
bolstered by more wage increases and more government 
spending, will continue to risc 

It does not follow, however, that we're setting off 
on a long, high-altitude flight of inflation. In the last 
analysis, inflation is the result of scarcity. And, if 
the steel strike demonstrated anything, it was that 
scarcity of industrial products is something of which 
we have very little. In fact, more dramatic than any 
development in the relations of the parties to it, was 
the fact that the strike lasted for a month during 
which consumer purchasing went ahead full steam, 
and still uncovered few, if any, shortages of con 
sumer goods made of steel. In addition to being well 
prepared to drown any violent inflation under a flood 
of goods, we have the Federal Reserve authorities not 
only ready but perhaps even anxious to exercise their 


authority to puta damper on it 
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FLARE-TWIN 4 Aaaay for the Tough Jabs 


SAE- (iC) 
VY VIBRATION VV TEMPERATURE 
V PRESSURE SURGE 
‘CORROSION 


Extra sales and to you—extra satisfaction to your customers when 
point out functional advantages of Weatherhead ‘Flare-Twin’ 
Nibe fittings. Two or three-piece styles in all popular sizes. 


"Trade name for the new Weatherhead 37° 
flared fitting—SAE. JIC, and ASME epproved 












































Here’s HOW Flare - Twin Works! 


1 i 3 “T ' A . 
3-PIECE 2-PIECE 


"Here’s WHY Flare-Twin Works! 





VIBRATION—Sleeve acts as a dampener to resist vibration .. . also as reinforce- 
ment to tubing at critical vibration points. In the 2-piece fitting the 
extra-long taper on the nut does the same job as the sleeve on the 3-piece. 


PRESSURE AND SURGE—Flare-Twin fittings will easily withstand normal pressures 


commonly encountered in most standard hydraulic systems, 
TEMPERATURES—Fiare-Twin fittings may be used at temperatures applicable to any 


hydraulic installation. 


CORROSION—New Weathercote} finish is resistant to non-flammable hydraulic fluids 
as well as petroleum base fluids. 


t{WEATHERCOTE—+trade name for the new Weatherhead 
finish—meets all SAE specs for corrosion prevention 


& WEATHERHEAD 01 i 0 





128 West Washington Bivd., Dept. J-9, Fort Wayne, Indians 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 
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Manufacturers’ New... 
Training Programs « Displays - 
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Morse Chain Charts Couplings 


Morse Chain Co., Ithaca, N. Y., 
has developed a coupling selection 
chart plotting out essential charac 
of flexible 

Measuring 22 x 17 in., 


teristics its line of 
couplings 
the chart may be hung on the wall, 
inserted under a glass top, or folded 
for filing 
The first 
coupling, says the company, is to 
determine the smallest size that will 
he large enough to accommodate the 
shafts to be connected. Morse has 
condensed the critical specifications 
of its three types of couplings 
“Roller Chain,” “Morflex,” “Silent 


on the chart to facilitate 


step in selecting a 


Chain” 
this first step 

The main horizontal headings of 
the chart are the three coupling types 
with the bore diameter 

all coupling 
clectric 
both old and 
the extreme 


and sizes 
range of 
N.ELM.A, 
numbers, 
listed in 


halves 
motor frame 
new, are 


left-hand 


i44 


column in sequence according to 
shaft size. 
The next column lists given shaft 


column is repeated at the extrem« 


sizes ranging from 4 to 44 in 


right-hand column for reader con 
Shaft sizes directly 
opposite a motor frame 
represent additional coupling bore 
sizes available to 
shafting of driven equipment 
Under each separate coupling 
heading, the bore diameter range is 
indicated by means of a color cod 


venience not 


number 


accommodate 


as a cross reference with the appro 
priate shaft size. Solid blue, solid 
blue cross-hatched 


yellow, and 


rectangles are used 


Fort Worth Steel Produces 
Conveyor Slide Film 


Fort Worth Steel & Machinery 
Co., Fort Worth, Tex.. 


duced a color slide film on the screw 


has pro 
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film is designed to 


The 


distributor 


conveyor 


salesmen basic in 


give 
formation for selling this type of 
equipment, says the firm 

Film panels and accompanying 
narration illustrate and _ discuss 
fundamentals, how to compute and 
SCTCW COTiVveyor in 


design specif 


tallations, and the use of the firm 
lide rule-type calculator for figuring 
data 


design 


necessary Im scrcw Convecyol 


The film also shows the assembly 


of a typical screw conveyor tem 


iriations of part and accessor 


ind = «thei pecial LSC views of 


manufacturing of screw conveyor! 


components in the firm plant, et 


Fairbanks Co. Issues 
Brochure on Unions 


Co., New York 


brochure de 


N. ¥ 


cnb 


lairbank 
ued a new 

ng features of its “bronze-to-bronz 
Dart 
publication 
the 


tore ther 


Winbotn 
illu tra 


umon hi 


scat malleable iron 
Lhe 


hions of 
ting 


feature 
uO ind 
with relevant speci 
heation data 

[he 
hould 


you two 


If rie 
will 


ippears on the brochure 


hrms guarantes 


leak through, we give 


COVCT 


'ME GUAR amrTEs 





Packages « Films « Literature 





<r 


y 
speeenerere 


Russell, Burdsall Chart 
Hangs on the Wall 


Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y., has 
issued an indexed wall chart tabulat 
ing prices of its standard bolts, 
screws, and nuts 

Measuring 7 x 11 in., the chart 
contains 10 that a 
drawing and label for each type of 
fastener appear as the cover and tab 
index of the chart. The user opens 
the chart to find a table of the list 
a corresponding table 


pages cut so 


prices and 
above in which the dealer enters his 
retail prices. 

The chart is designed to help 
salesmen, telephone salesmen, bil 
ling clerks, and other personnel find 
the price of specific fasteners, says 


the firm 


Dayton Rubber Book 
Covers Textile Products 


Dayton Rubber Co., Dayton, O., 
has issued a 26-page booklet describ 
ing its full line of natural and syn 
thetic rubberized products for tex 
tile 
contains photographs and informa- 


machinery The publication 


tion on a variety of items claimed 
to improve spinning and weaving 


operations, reduce operating costs, 
and increase textile mill profits 

It covers products for spinning 
frames such as roll coverings, woolen 
and worsted automatic cot 
grinders, long draft aprons, rub 
aprons, endless condenser tape, and 
slasher rolls. Also included are 
weave room products 

The reader is also taken on a 
photographic tour of the firm’s rub 
ber research laboratory 
products are developed 


cots, 


where 


Submersible Pumps Are 
Deming Folder Subject 


Deming Co., Salem, O., has issued 
a six-page bulletin (no. 6710-20-A 
giving revised ratings and sizes and 
new performance curves on its sub 
mersible turbine wells 
from 4 in. to 6 in 

Large cutaway drawings are in 


pumps for 
in diameter 


cluded, showing the construction of 
the unit, and accessory items are px 
tured and described. The bulletin 
also includes performance curves in 
dicating peak efficiency, construc 
tion features, and _ installation 
details 


Republic Rubber Has 
Hose Selector 


Republic Rubber Div., Lee Rub 
ber & Tire Corp., Youngstown, O 
has developed a slide rule-type selec 
tor for its rubber-covered hydraulic 
A revised version of a former 
selector, the the 
latest SAE and industry specifica 


hose 
device contains 
hions 

According to the firm, starting 
with any known factor such as 1. D., 
O.D,, working 
pressure required, or bend radius, a 


minimum burst, 


designer or maintenance man can 


determine the proper “Wiretex’ 


hose for his needs 


Armstrong Film 
Depicts Insulation 


Armstrong Cork Co., Insulation 
Div. 
an llanin 
its “Armaflex” pipe insulation, ‘The 
film pictures the plastic pipe cover 


ing in its application to resifential 


Lancaster, Pa., has produced 


sound slide film about 


commercial copper tubing or iron 
pipe operating in temperature range 
of 32-200 deg. |} The film 
details method of installation 


also 


ADDITIONAL MANUFACTURERS’ ACTIVITIES START ON PAGE 216 





ATKINS CIRCULAR METAL SAWS 


These ore varetouched photographs. 


... and some 











always asks why! 


@ The answer is a simple one—each Atkins saw is specifically engineered for extreme accuracy on 


its own particular job. 

Ask your Atkins distributor to have a factory product engineer check your circular metal saw 
operations and assist in the resulting recommendations that will save you time and money on every 
cut. Atkins is a reliable source for metal-cutting saws 

You can depend upon your Industrial Distributor. 


There is action at 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIAWNA 








DISTRIBUTOR 











Porter-Cable 


Awards Scholarships 
At Clarkson College 


Porter-Cable Machine Co. has 
established a scholarship in Indus- 
trial Distribution at Clarkson Col- 
lege of Technology. 

The grant is for four years at full 
tuition and will be known as the 
Porter-Cable Machine Co. Schol- 
arship. It will be offered every 
four years on a competitive basis 
(but other factors being equal pref- 
erence will be given to Porter 
Cable families) to students plan- 
ning to major in the Industrial 
Distribution curriculum. 

DeAlton J, Ridings, Porter-Cable 
president, said the purpose is to 
stimulate interest in industrial dis 
tribution and changing patterns of 
distribution in this country. 

The first two scholarship winners, 
announced recently, are Ernest 
Rigg, of Scotia, N. Y., and Byron H. 
Adams, of Marcellus, N. Y. 





Southern Distributor 
Gives Purchasing Award 


The Cameron & Barkley Co., 
Jacksonville, Fla., has established 
an annual award for “outstanding 
service in the cause of industrial 
purchasing.” 

To be called the Cameron & Bark 
ley Purchasing Award, it will be 
administered by a local public rela 
tions and consultants firm. The 
winner will be selected by sealed 
ballot mailed to purchasing agents 
in the area and will receive a cash 
prize or trip, plaque and selection 
of books, 

Rufus C. Barkley, president, an 
nounced the award at the recent 
Purchasing Agents Institute in St. 
Petersburg. He stressed the future 
growth of Florida and purchasing 
agents’ responsibilty to further it. 


148 


* 





NEWS -° 





MANUFACTURER 











Charles T. Winship Heads Fulton Supply 


Charles T. Winship 


W. A. Spitler 


George Winship, Jr. 


Charles T. Winship has been clected president of Fulton Supply Co., 
Atlanta, Ga., following the death of his brother, George Winship, in 


June, 
W. A. Spitler was named vice 





Anderson Heads 
Aro Equipment 


Aro Equipment Corp. has elected 
Marquand J. Anderson president 
succeeding John C. Markey, th 
founder, named to the new post of 
chairman of the board 

Mr. Anderson has been vice presi 
dent and general manager recently 
and for several years previously had 
been assistant to the president 





Marquand J. Aaderson 
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president and treasurer and George 
Winship, Jr., 
dent 

The new president has been a 


assistant to the presi 


practicing attorney for most of his 
areer and has been connected with 
Fulton Supply for 22 years as general 


counsel, and since 1946, as vice 
president 

He is a director of Interstate Bond 
Co., Continental Gin Co 
Credit Atlanta, 
active in church and civic work, sers 
ing as trustee of the First Methodist 
Church of Atlanta, Young Harris 
College, the Methodist Foundation 
for Retired Ministers and the Lewis 
H. Beck Foundation, He is treas 
of the trustees of the North 


of the Meth 


and the 


Bureau of and is 


ure! 
Ceorgia Conference 
odist Church 


Treasurer Promoted 


Mr. Spitler joined the company 
in 1919 and has been its treasurer 
since 1934 

George Winship, ]r., son of the 
late president, has been with the 
company for all of his career except 
for World War Il 
service. He was recently in charge 
of the company’s Warehouse De 


five years m 


partment 








Chain Belt Co. 


Regroups Operations 
In Two Major Sections 


Chain Belt Co. has regrouped its 
operating divisions into two sec 
Industrial Equipment and 
Machinery, to facili 
tate planning in the two market 


tions, 
Construction 


areas. 

Major divisions will continue to 
function as separate entities as 
before, officials said. The Industrial 
Equipment Section, under W. J. 
Sparling, newly named vice presi 
dent, manufacturing and industrial 


Roller 


Chain, Chain & Transmission, Con 


equipment, includes the 
veyor & Process Equipment and 
Shafer Bearing Divisions. ‘The Con 
struction Machinery Section, under 
oO. W 
construction machinery and finance, 
consists of the Construction Ma 
chinery, California and Chain Belt 
(Canada) Divisions 

E. M. Rhodes, 


operations manager, fills the newly 


Carpenter, vice president, 


former Eastern 
created post of manager of chain 
Milwaukee, with 
responsibility for the Chain & Trans 


operations in 


mission and Roller Chain Divisions 

J. D. Sloan succeeds Mr. Rhodes 
as Roller Chain manager 

L. B. McKnight, president, said 
the changes should make it easier 
to coordinate marketing, engineer 
ing and product development in 
each section 





J. E. Kelly Elected 
Great Lakes Head 

James bk. Kelly 
vice president and treasurer of Great 
Lakes Supply Co 


elected president at a recent meet 


former executive 
Chicago, was 
ing of the board 


Other officer 
Cmar, vice president, I 


include (¢ \ 
LD. Labiak, 
secretary-treasurer, and R. H. Flicek, 
assistant secretary and sales manager 

Great Lakes Supply 
recently undergone extensive ren 


which has 


ovations, is planning an open house 
to be held in October 





Borroughs Executives Take to the Air 





4 M. Mras, director of Borroughs Mig 
greeted by D. F. Roby, 
landing field in Kalamazoo, Mich 


und George 
ifter fiving in from Detroit for board of director 


hairman 


teel furniture and shelving maker, | 


Bennett, president, at plant's 


meeting. Mr. Mras is executive vice president and Mr Roby is president of American 


Metal Products Co., Borroughs 
F. C. Matthaei 


Betz, manager of commercial research 


Bickford & Francis 
Changes Name 





“Industrial ‘Transmissions, Inc 
is the new name of Bickford & Fran 
cis Belting Co., Buffalo, N. ’ 

Officers and personnel continu 
in the same capacities 

Andrew 
said the new 
priate to current sales efforts 


Thompson, 


name 8 mor appro 


firm. Bell 


parent 
board chairman, and is pik ted by C. W 


American Metal Product 


president, 





‘ whed by 


H.47 heh 


opt rT 


Siebert To Manage 
W-S Fittings Sales 
Carl J. Siebert has been appointed 
ales manager of W-S Fittings Divi 
sion of H. K. Porter Co., Pittsburgh 
Recently mat 


ager, he has been with the division 


Chicago district 
four years, He has also worked for 
Pittsburgh Gage & Supply Co., Pitts 
burgh distributor firm 





Ross-Willoughby Opens New Building 





Suburban headquarters of Koss Willoughby Co 
acte tract on West Goodak 


spacious lawns and parking areas on a 
Residential subdivision is next door 


surrounded by 
Boulevard 


Columbus, Ohio, is 


FOR ADDITIONAL NEWS, SEE NEXT PACE => 








Ohio Manufacturer Helps a Town Celebrate 


These bearded smoke-caters ar 
engine featured in Salem, Ohio's 


real; men with most luxuriant growth wer 


has old Deming two-cylindes pump 


L. F. Gaetechow 


Three Partners Buy 
Toledo House 


G. H, Stine, founder of Erie Too! 
& Supply Co., Toledo, Ohio, has 
sold the business to Richard H 
Volk, Dean H. Putnam and Richard 
H. Seeman 

Mr. Volk was formerly plant eng) 
neer for Industrial Finishers. Mr 
Putnam was a salesman for Na 
tional Cement Products Co. and 
Mr. Seeman was purchasing agent 
for Peters Stamping Co 
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sequicentennial 
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Deming Co, employees with a 1900-vintage fir 


W hiskers ar 
I ngine 


celebration recently 


sclected in a community contest 


Abrasive & Supply Promotes Four | 


R. A. Bader 


Abrasive & Supply Co., Detroit 
has named Louis F. Guetschow vic« 
president and treasurer and Robert 
A. Bader vice president in charge of 
sales 

John J]. Shanahan and Albert ( 
Weier were appointed sales engi 
neers. 

Eric Daniels, president of the dis 
tributor firm, announced the 
pointments. He said the changes 
reflect the need for increased super 
vision due to increased volume of 
business and for more diversification 


of efforts. 


dp 





1956 


Three Distributors 


Report Earnings Up 
For First Six Months 


l'hree distributor firms who report 
to stockholders have chalked 
major increases in earnings and sales 
for the 

Syracus 
N. ¥ 
of $1.16 per share, compared with 
$.64 for the same period last year 
Orders booked for the first 
months exceeded $14 million, com 
pared to $8 million last year 

Ducommun Metals & Supply Co 
Los Angeles, increased its earning: 
37.6% in the first half of this year 
over the corresponding period in 
1955 
mun said first-half earnings of $1.67 


up 


first six months of 1956 
Supply Co 
reported first-half carning 


Svracus 


SIX 


President Charles E.. Ducom 


a share were a new high for the 
COM pany 

Ducommun’s net sales increased 
21.9% in the same period over the 
first half of the previous year, from 
$19,058,624 to $23,239,755. Se 


quarter sales increased 12.6% over 


ond 


the first quarter 
Hajoca Corp., Philadelphia, had 
a net profit for the first six months 
of $110,520, compared to $55,925 in 
the first half of 1955. Sales in the 
21 branches the firm is now operating 
increased 14.19% during this period 
he 
orporation had a decrease in sales 
of 1.82% for all its branches, but 
ten outlets 
in process of liquidation in 


over the same period last yeat 


have either been sold 
accordance with a capital reduction 


plan 





Brown & Sharpe, Nelco 
Combine Sales Effort 


Brown & Sharpe Mfg. Co., Prov 
R. L., and Nelco Tool Co 
Manchester, will combine 
ales operations effective Sept. | 
Officials of the the 
merged sdles facilities are expected 


dence 
Conn.., 
firms said 
to provide better on-the-spot stocks 
ind delivery Mor 
than 3,000 standard cutting tools 
and accessories will be 


from Brown & Sharpe-Nelco di: 


tributors, they announced 


for both lines 


available 











Banks-Miller Holds Formal Opening 


a We 





First open house in new $500,000 headquarters was held recently by Banks Miller 
Supply Co., Huntington, W. Va. This is view along the 240-ft. sales counter, which 
is divided by departments fronting stock bays 


7 “we 
a ee a 


. Os LUE Oe ere | 


er 
# : 

bu stess 
ty eke 
om - 


: 
. 
- 
Company has moved from old multi-story building downtown to this new one-story 
operation on 93,000 sq. ft. tract in industrial suburbs. President John B. Churton 
directed expansion. Supplier officials and area customers and friends attended open 
house celebrating final completion 









Supreme Products Sold 
To American Safety Razor 
In Diversification Move 


American Safety Razor Corp. has 
acquired Supreme Products, Inc 
Chicago chuck manufacturer 

It will operate autonomously as 
a wholly owned A.S.R. subsidiary 
under the name, Supreme Products 
Corp. Sidney Weil, AS.R. presi 
dent, said no major changes are con 
templated in marketing, manufa 
turing or advertising 


Management Continues 


David Spatz and Louis Spatz, co 
founders of Supreme Products, con 
tinue in management posts, David 
Spatz as executive vice president and 
general manager and Louis Spatz as 
general consultant 

Supreme Produc! « employs 400 in 
its Chicago plant. Besides chucks 
it makes drill accessories, precision 
parts, communications assemblies 
and hair clippers. American Safety 
Razor makes a variety of industrial 
products as well as razors and blades 
and operates an ordnance plant. It 
employs 2,000 

Mr. Weil called the merger a step 
in his company’s expansion and 
diversification program. He said 
AS.R. would benefit from Supreme 
Products’ industrial and contract 
business, and Supreme Product: 
from A.S.R.’s consumer operation 


Garrett Makes Nelson Cincinnati Firm Moves to Suburbs 


Industrial Supply Head 


The Garrett Corp., Los Angeles, 
has added the new post of manager 
of industrial supply operations to its 
corporate structure. Frank Nelson 


gpl ng ad ee tae 


former manager of the Garrett Sup 
ply Division and of C. W. Mar 
wedel, San Francisco subsidiary, has 
been appointed to the post 

Robert Daniels was promoted 
from assistant manager to manager 
of Garrett Supply. Jack Hardy was 
named assistant manager and Glen 
Crandall sales manager. W. D 
Smith becomes sales manager of 
Marwedel path of 2 new freeway 











New home of The Mechanical Supplies Co., Cincinnati, is on Losantiville Ave 
about ten miles out from the downtown wholesale district. Old quarters were in the 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —> 








New York Belting Holds Distributor Session 


& 


"Bn, a 


R. Y. Case, inventor of the Gilmer timing belt, conducted a recent two-day session 
in Cleveland for 12 representatives of New York Belting & Packing Co. distributors 





Carl Oglesby 
Buys Out Partner 


Carl Oglesby is now sole proprie 
tor of Oglesby Supply Co. in Louis 
ville, Ky., the former Oglesby & 
Simpson Supply Co. 

E., P. Simpson, former partner, has 
sold his interest and retired from 
the firm, 

Mr. Oglesby and Mr. Simpson 
founded the partnership in 1941. 
Before that Mr, Oglesby had been a 
partner in the old Erdmann & 


Oglesby Co. 





H, W. DELANO has been appointed 
advertising and marketing manager of 


The Henry G. Thompson & Son Co 
Formerly pure hasing agent, he will work 
with A. W. Tucker, sales vice president 





New York Belting & Packing Co 
held a two-day training 
recently for 12 distributor sales eng) 
neers. R. Y. Case conducted the 
meeting, assisted by R. W. Baker 
and T, FE, Smith. 

Attending were: C. A. Rybak and 
N. H. Rogers, Strong, Carlisle & 
Hammond Co., Cleveland; A. V 
Younger, Lucas Supply Co.; J. W 
Schwarz, W. F. Mahon, and W. N 
Frederick, Midwestern Rubber Co.; 
T. E. Benjamin and O. G. ‘Takacs, 
Transmissions, Inc., Dayton, Ohio; 
D. Grosso, V. H. Hostetler and 
D.S. Judd, Welton Rubber & Asbes 
tos Co., and W. S. Mershon, Ma 
honing Valley Supply Co., Youngs 
town, Ohio. 


scssion 





Diamond Chain 
Elects President 


C. P. Kottlowski has been elected 
president and general manager of 
Diamond Chain Co, succeeding 
Guy A. Wainwright, who became 
chairman 6f the board replacing C 
C. Jarchow. 

H. Norris Cottingham, vice presi 
dent, was named assistant general 
manager. G. E. Schloot became 
vice president and personnel direc 
tor. 

Mr. Kottlowski joined the com 
pany in 1916 and was recently assist 
ant general manager. 





Charlies W. Burrage, 
Sales Head, 
Retires at Lunkenheimer 


Charles W. Burrage, manager of 
engineering sales of Lunkenheimer 
Co., retired recently after 32 years 
with the company 

Employed first with Manning 
Maxwell & Moore, Inc., after World 
War I flying service, he later worked 
for Nelson Valve Co. He was 
Lunkenheimer’s secretary from 1940 
to 1950 and during World War Il 
served as liaison officer between the 
company and the Government. He 
was chief of the War 
Board's Valves & Fittings Division 
in 1951 and president of the Valve 


Production 


Manufacturers Association in 1952 

Paul M. Arnall, Lunkenheime: 
president, congratulated Mr. Bus 
rage in a brief retirement ceremony 


P. M. Arnall & C. W. 


Burrage 





“Judge” Foster 
Retires at Goodyear 
H. D Judge” ) 


manager of Goodyear Tire & Rubber 


Foster, sales 


Co.'s Industrial Products Division, 
after 43 
with the company 


has retired years service 
He joined the division when it 


was formed and is credited with 
helping to develop many of its 
products from his application ideas 
He has been at various times dis 
trict manager in Birmingham and 
Cleveland and Eastern sales man 


ager 


ADDITIONAL NEWS STARTS ON PAGE 272 





A compact, powerful, 
SPUR-GEARED efficient electric PUL-LIFT 
hoist that meets al! Pul-Lift—« powerful 
These Hand Chain ’ the requirements for a , shtwotaht pertabie 
Holsts are “from general-purpose power hoisting and pulling 
hook to hook a Seek. eek end Wellay tool of @ thousand and 
line of steel” types. Capacities 
+o from \% to 2 tons one uses. Handy a6 4 
& long } wrench Available in both 
service and roller chain (Model C) and 
constant safety lina chain (Mode! 0) models 
Capacities from % to 15 tons 
in roller chain types. % to 
} tons in link chain types 


‘ 





Dust-Enciosed 
Bal!) Bearings 
Capacities trom 
44 to 40 tons 


ONLY YALE HAS A 


_. & eee 


na at OF HAND AND 


only air-cooled electric 
hoist. Made in hook 


trolley, geared trolley 
mater-criven Weltey and ELECTRIC LU RSD BS 


close headroom types 
Capacities from 
14 to 15 tons 


« 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


<_ohenamcnceecnes 


wa eaters 
a 
“<> 


. 
a, 


LOAD KING HANo 
The Load King Hand Hoist LOAD KING WINCHES 


is @ compact lightweight ™E£LECTRIC =~ 
portabie hoist using high Cable King Wire 
strength aluminum alloy Speedy Rope Electric 
castings and alloy steels ruggedly built Winches are 
it is @ safe, fast hoist of compact chain 
designed for wall 
high efficiency. Capacities or wire rope electric celling or foot mounting. All 
from % to 2 tons hoists. Lug, trolley and - - aoe 
. hook types; aise motor the features of Yale Cable 
King Hoist. Capacities 
t m8 
Griven trolley. '4, *4 from '4 to 3 tons 
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Price Index for 19 Product Classes 
(1947-49--100) 
> Change 
July June July From 
NAME OF PRODUCT CLASS 56 "56 "55 Year Ago 
Abrasive Products 129.0 129.0 135.0 1.5 
Cutting Tools 144.5 144.5 142.9 +].I 
Fans and Blowers 171.3 171.3 143.6 19.3 
Fasteners 169.4 169.4 156.7 + 8.1 
Incandescent Lamps 147.2 147.2 147.2 0 
Industrial Rubber Products 141.8 141.8 135.7 +45 
Lubricants 87.7 87.5 71.7 + 22.3 
Materials Handling Equipment 150.8 150.6 139.2 8.3 
Mechanics Hand Tools 160.7 159.9 147.7 + 8.8 
(Files, saw blades) 
Metalworking Accessories 151.8 151.8 140.2 8.3 
Motors 111.8 111.8 109.6 2.0 
Paint 119.1 119.1 114.8 3.7 
Portable Power Tools 130.7 130.7 123.0 + 6.3 
Power Transmission Equipment 154.8 154.8 141.4 9.5 
Precision Measuring Tools 134.2 134.2 128.9 4.1 
Pumps and Compressors 152.3 152.0 134.9 12.9 
Steel Products 158.5 158.2 153.8 3.1 
(Pipes, bars, naile, wire rope, ete.) 
Valves and Fittings 149.9 149.8 136.3 10.0 
Welding Machines 144.5 144.5 129.2 11.8 
(Equipment, rods) 
Total Index (weighted average ) 145.5 145.3 135.6 7.3 
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ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 








Tape 
Measure Combines 
Level and Square 


The “Level Square Tape” (LST) 
incorporates a level on the top of 
the case and a square at the lower 
right hand corner 
10-ft. replaceable “Hyteface” tape, 
the tool is recommended by the 


Contaming a 


manufacturer for home, workshop, 

or industrial use. ‘The die-cast case 

is chrome plated. 
Keuffel & Esser Co., 


N.Y, 


New York, 


Steel 


Hot Extruded Shapes 
Now Available 


Manufacturer announces that hot 
extruded tool and high speed steel 
shapes are now available to the 





Ihe 


pany states it is now ready to extrude 


metalworking industry. com 
a variety of shapes in many different 
grades of steel. 

According to the manufacturer 
the adaptation of the hot extrusion 
process offers several advantages over 
rolling, forging, or casting, such a 
low die cost permitting greater flexi 
bility, and greater variety of shape 
‘Twenty of the manufacturer's stand 
ard tool and high speed steci grade: 
ordering in 


are now available for 


the form of extrusions 
Allegheny Ludlum Steel Corp 
Pittsburgh 





Coupling 
New Type Has 

Brake Drum Flange 

A new type coupling incorporating 

a brake drum flange on the outer 
diameter is now available. This fea 
ture, according to the manufacturer 
provides a compact drive arrang 
ment useful shaft 
length or distance between two units 
The brake 


entails no more space than that re 


and is where 


is at a premium drum 
quired by the flexible coupling, it is 
said 

Available in eight standard sizes 
with horsepower ratings from two to 
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4) at 1,750 rpm., 
maximum hub bores from one to 24 


the coupling has 


in. Drum body bores are made to 
motor shaft size specifications. Dis 
tance between shafts run from 4 to 
12 in. Cushions are one-piece spider 
type 

Lovejoy Flexible Coupling Co., 


Chicago 


Pump 


Portable Unit Is 
Self-Priming 


\ centrifugal pump that can be 
carried from place to place is claimed 
capable of handling capacities up to 
85 gpm. with a suction up to 25 ft 
Manufacturer recommends it for in 
dustrial, agricultural or construction 
ipplications 


According to the manufacturer 


the pump’s self-priming featur 
retains the initial pmme, even 
though suction and discharge lines 


Ihe 


open, adjustable impeller is clog-tree, 


drain back to the liquid source 


any solid entering strainer passing 
through pump, it is said. The impel 
ler can be adjusted for clearance in 
case of wear. The pump is claimed 
to be easy to clean—remove one nut 
and the cleanout plate is off 
Goulds Pumps, Inc., Seneca I alls, 


a 


























TODAY 


PRODUCTS WITH SALES POSSIBILITY FOR 


INDUSTRIAL DISTRIBUTORS 





tt 
A 


Power Tools 


Polisher and Drill 

Are Introduced 

Speed lools 
the 
1S 


I'wo new have been 
to 


% 


added manufacturer's line 


Model the 


for car and hom 


Speed Polisher 

Weighing 44 
Ibs., the tool has a large offset handle 
It 


supplied complete with accessories 


tis 


and removable side handle iS 


for polishing and sanding, as well as 
a # in. geared chuck for drilling. It 
is also available in a kit which in 
cludes a wider assortment of acces 
sories 

The 


Model ‘SpeedDnill 


Index of This Mo 


CUTTER 
In 


ABRASIVI 


Beaver Pipe Tool 


BEARINGS 


Marlin Re 184 


kwell ¢ tp 


BLOWER 
Chelsea Fa 


BRAKE 


Whitney Me 


; 
; 





equipped with gear chuck and ball 
bearing construction, is said to have 
a @ in. capacity in steel and a 3 in 
capacity im \s part of the 
Model 35K kit, it has the same pol 


ittachments 


wood 
ishing and sanding as 
model 36, plus a bench mounting 
stand, drill bits tirrer, et 

Thor Power Tool Co.. Aurora 


paint 


Ill 


Grinding Machine 


Features Permanent 
Chuck Mounting 


Manufacturer has added a 14 in 


nth’s New Products 


LINING 
Lv 
Im 


BRAKE 
Kayt 


hattan 


Kay! 


esto 


CL. 
J 


COUPLING 
Lovejoy | 


AMP 
ergens Tool Sp. 


ut’ 


euuble ( | 


Continued on page 16: 
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grinding 
ot 


universal grinders. Permanent chuck 


1s “Type U4 


machines to complete 


and in 


its line 
mounting facilitates rapid change 
overs involving chucking, internal 
or dead center grinding, according 
the 
\ 


mounted 


manufacturer 


chuck 


to 
permanently 
and a 6in. D-1 cam lock 
end of the headstock 
chucks or special fixtures, and 
other 


drive 


can be 


nose on one 


takes 


the end is equipped with a 


plate for conve ntional 


dog 


grinding on centers. Change from 


conventional to chucking grinding 
swivelling headstock 


require only 


| 
pier 


age 


ind chucking the work 


st) 
c. Set-ups for internal grinding 
facilitated by 
internal 


internal and external grind 


winging individu 


ally powered parnclle mito 


gnnding position manutactur 


cl AN 


ing can be dom on workpiece with 
out disturbing 


Norton (Co 


ct up 


Worcester, Mass 


Valve 


Solenoid Device 


For Large Capacities 
Ber ot 


ind full-flow 


known “K-ISI.” 3 


it diaphragm action 
thi 


claimed to he 


tine 


port new valve 


Continued on page 








Winter advertisements Say 
CALL YOUR WINTER 
ONCENTRIC CHAMPERS DISTRIBUTOR 


ACCURATE AND 





























US) PowanGawr “Timing*” Belt 


“Invention 


of High Order...”’ 


“For invention of high order and for particularly meritorious improvements 
and developments in machines and mechanical processes.” 


These are The Franklin Institute's words in awarding its 1955 Longstreth Meda! 
to the inventor of U. 8. PowerGrip “Timing” Belts —the outstanding contribution 
to power transmission of the decade 


It's easy to understand why PowerGrip received this great award. By providi: 
, The Frankiin tasti- 
near-100",, eficiency in positive, non-slip, split-second timing, it has become stand tute, founded in 
. . , a 1. Phila. in 1824, is one 
ard equipment on a wide variety of machines and appliances. The list grows daily at the ident Gam 
most renowned sci 
For complete information on how you can become a seiected LU. 5. PowerGry entific institutions 
” its ewarcs are made 
liming” Belt distributor, write U.S. Rabber, Mechanical Goods Division, Rock: only after exhaustive 
studies of contribu 


feller Center, New York 20, N. Y. tions to science 


Mechanical Goods Division 
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A MESSAGE TO AMERICAN INDUSTRY 


| cee TS 


* FOURTH OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


What Caused It? 


Wry is the United States confronted with a 
serious shortage of scientists and engineers? 
One reason, discussed in earlier editorials in 
this series, is that the increasingly complex tech- 
nology needed for national security and for an 
expanding economy has raised enormously the 
demand for technically trained people. 

’ Bat it is clear also that too little has been 
done to increase the supply of scientists 
and engineers and to make most effective 
use of the limited number now available. 
It is with this second reason for the shortage 
that this editorial deals. ' 

' Too few bright young people have been at- 
tracted to careers in the sciences and engineer- 
ing. Many with technical training have been 
leaving these professions, with the exodus from 
teaching being especially alarming. And the 
technical talent now employed in industry, gov- 
ernment and education is, in too many instances, 
being utilized less effectively than it might be. 


Paying for a Miscalculation 


A legacy of the depression provides part of 
the explanation for the current shortage of 
young people entering scientific and engineer- 
ing careers. Because of low birthrates in the 
1930s, there are now about one million fewer 
boys and girls of college age than there were in 
the early 1940s. Not until 1960 will there be as 
many in the 18-21 age group as in 1945, And 
from the brightest young people of these ages 
must come, not only scientists and engineers, 
but the new members of all the professions 
needed by our growing economy. 

A miscalculation in the late 1940s, when our 
future needs in various occupations were being 
gauged, provides another part of the explana- 
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tion. Occupational counselors and high school 
students were advised that, because of heavy 
postwar enrollments in engineering and other 
technical fields, “it is likely that the shortages 
of trained men will be alleviated in a few years.””* 

Instead of being alleviated, however, the 
shortages became more acute. Job opportunities 
grew rapidly, while graduating classes dwin 
dled. Fewer than half as many students received 
degrees in engineering in 1955 as in 1950, the 
peak postwar year. The trend has been reversed, 
but graduating classes will not be large enough 
to narrow the gap for several years. 


Lost Talent 


Beyond these temporary conditions, there is 
another explanation for the failure of the num- 
ber of scientists and engineers to keep pace with 
our rising needs. This is the staggering loss be- 
tween high school and college of young people 
with the talent to be successful in science and 
engineering. Last year between 60,000 and 
100,000 high school graduates of college 
ability failed to enroll in college for finan- 
cial reasons and perhaps an additional 
100,000 did not enter college because of 
lack of interest. 

Of the most intelligent 20 percent in the group 
of college age, fewer than half enter college and 
only about a third graduate from college. Edu- 
cational authorities estimate that fewer than 
2 percent of those in the college age group who 
are mentally equipped to obtain Ph. D. degrees 
will actually obtain such degrees. 

Another crucial stage is in the high 





*U. S. Bureau of Labor Statistics, Occupational Outlook 
Handbook (Bulletin 940), p, 63 

Charles C, Cole, Jr. (assistant dean, Columbia College, 
Columbia University), Higher Education, Nowember 1955 
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schools, where future scientists and engi- 
neers receive their first training in science 
and mathematics. There are serious weak- 
nesses and signs of deterioration in this 
vital part of our educational system. 

, One-quarter of all American high schools 
offer no chemistry or physics. One-quarter offer 
no geometry. In many of the schools offering 
science and mathematics courses, the quality of 
instruction is low. Last year in the New York 
City school system alone more than 10,000 stu- 
dents were in science classes taught by teachers 
who were not trained in science. 

This is a situation that threatens to be- 
come much worse. Between 1950 and 1955 
the number of graduating teachers qualified to 
teach high school mathematics dropped 53 per- 
cent and those qualified to teach science dropped 
59 percent. Furthermore, only about 60 percent 
of the graduates certified to teach mathematics 
or science in 1955 entered teaching as a career. 

On the students’ side — partly because of in- 
adequate guidance programs — there has been 
a drift away from science and mathematics 
courses. The result of low student interest, and 
poor high school programs, in science and math- 
ematics is virtually to foreclose careers in sci- 
ence and engineering to many bright young 
people. They miss the necessary basic training. 
Many who do attempt to obtain college train- 
ing in these fields are ill-equipped. Engineering 
school deans report that fully half of their stu- 
dents enter with deficiencies in mathematics. 


Misuse of Trained People 


Scientific and engineering careers have 
long had a reputation for low salaries and 
limited opportunities for advancement. In 
recent years starting salaries have sky-rocketed 
and have been accorded wide publicity. But un- 
fortunately there has been much less improve- 
ment in the salaries paid experienced engineers 
and scientists, especially in government and ed- 
ucation. This has lowered the morale of experi- 
enced men and provided an incentive to desert 
engineering and research positions for higher 
paying jobs in sales or management. 

Engineers and research scientists complain 
also that too much of their time now is spent on 
tasks that draftsmen and technicians could per- 
form. Unfortunately for easy solution of this 
problem, however, there is an acute shortage of 


technicians as well. Worse still, there are indi- 
cations that some companies in industries using 
large numbers of engineers have gobbled up 
technical manpower at a faster rate than they 
can effectively employ these scarce people. 

Another drain on the supply of newly-trained 
scientists and engineers is military service. 
About 8,000 of this year’s 27,000 engineering 
graduates were in ROTC programs and commit- 
ted to active duty after graduation. Dr. A. W. 
Davison, chairman of the Engineering Man- 
power Commission of the Engineers Joint Coun- 
cil, says that in most cases no attempt is made 
by the Armed Services to assign these young 
officers to duties for which their engineering 
education specifically prepared them. They are 
not only withheld from industry and education 
for two years but also are not utilized in defense 
programs requiring more engineers and re- 
search scientists. 

Some of the causes for the present short- 
age of scientists and engineers — bad ad- 
vice a few years ago and a college age 
group held down by depression birthrates 
in the 1930s— are gradually being over- 
come. But others, such.as the. deteriora- 
tion of science and mathematics training 
in our public schools and the many in- 
stances of ineffective utilization of searce 
technical talent, enjoy no such prospect of 
automatic correction. The final editorial in 
this series will deal with some practical sug- 
gestions for meeting these problems. 





This is one of a series of editorials prepared 
by the McGraw-Hill Department of Economics 
to help increase public knou ledge and under 
standing of important nationwide develop 
ments of parti ular concern to the business 
and professional community served by our 
industrial and technical publications 
Permission is jreely extended to newspapers, 
groups or individuals to quote or reprint all 


or parts of the text. 


Deut LY OS es ~ 
PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on 


page | 56) 





capable of handling large capacities 
with minimum pressure drop. Manu 
facturer recommends it for shutoff 
control of liquids and gases up to 
250 psi. 

Valve is available in 3 and 4 in 
ips. Standard models handle general 
applications using air, water, gases 
or light oils. Hot water models are 
suited for controlling water at tem 


peratures up to 200 deg. F. Manu 


facturer states all valves feature 
forged brass bodies, packless con 
“bubble-tight” shutoff, 


continuous-duty 


struction, 
and = two-wire 
solenoids. 
with optional waterproof coil, 
explosion-proof housing, and manual 
opening device. 

General Controls Co., 
Calif. 


(Continued on next page) 


Glendale, 


They are also available 





Index of This Month’s 


CUTTING TOOLS 
Detroit Milling Cutter Co 
Fastcut Tool Ce 02 
Manco Mfg. Co 
Star Cutter Co 
Whitman 4 


Barnes 


DUST COLLECTOR 


Hammond Machinery Builders 


Im 182 


DRILL PRESSES 

Portomag, In S( 
FASTENERS 

Southern Screw Ce 19 


FLARING 
Wim. ! 


rool 
Engesser & Ci 17¢ 


GRINDING MACHINI 
Norton Cy | 


HAND TOOLS 


Cresceni Tool ¢ 


HOIST HOOKS 
J. H. Williams & Ce lf 


INDEXING HEAD 
Multiplex Co } 


LADDERS, ATTACHMENT 
Eden Enterprises, In ; 


LAMP, SIGNAL 
U-C Lite Mfg. Co 200 

LUBRICANTS 
American Resin Corp 
Electrofilm, In 
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MARKING DEVICES 


Racine 164 


Instrument Co 





New Products (Cont'd) 


MEASURING DEVICES 


Keuffel & Esser Co 1S¢ 
PAINI 

Krylon, In 204 
POLISH 


Walton. March | 


POWER TOOLS 


Crane Packing Ci 19 
DeWalt, Inc 164 
Ingersoll-Rand Co 184 


Thor Power Tool 


PUMPS 


Gast Mig. Corp 174 


Goulds Pumps, In | 


PUNCHES 

\W , Whitney Mie. ; 
SAWS 

Craven Machine Di 194 


Dreier Bros In 


HORN 
Alarm Cx 


SIGNAI 


Falcon 





SOLDERING GUN 
Phillips Mfg. Ce 





STEEL 
All gh ih l udijum Steel Cx 
TRAY 
Fabri-Form Ce \¢ 
PROLLEY 
Bacon Crane & Hoist ( 
VALVES 
General Controls ¢ | 
Rockwell Mfg. Co 17 
Powers Regulator Cx l¢ 














In the 
PROFIT 
COLUMN 


Winute Wan 


KEYWAY 
BROACH KITS 


For cutting keyways from 
Pr 

i to 1” im any bore 
from ';" to 3” in one min- 
wte for as little as one cent. 











VW inute lan 
SQUARE BROACHES 


For finishing cast or 
drilled holes in one pass. 
In stock for *%%@" w %" 
squares Hexagon 
broaches and Produc- 
tion Type Keyway 
Broaches also in stock 


duMONT 
TOOL BITS 


High Speed Ground, Square 





and Rectangular. Hold a 
keener cutting edge longer 
due to “balanced’’ twugh- 


ness, red hardness and wear 
resistance 


Winute Wan 
MAGNETIC BASES 





Hold dial indicator gages — 
save set up time. Alnico mag- 
net has 50 Ib. grip on all 
four sides. 360° horizontal 
swing, 180° vertical swing 


— 


For complete information on these 
fost selling, high profit tools, get 


in touch with 


The duMONT 
CORPORATION 
Greenfield, Mass. 





—EEE 
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Te help you sell, 
corrent Lettie 
edvertive 


trode 
mente cory the 
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QUALITY PUTS YOU 


FIRST IN LINE— 


You enjoy prestige and goodwill, gained by 
@ reputation for quality, when you sell Lufkin. 
You are representing the pioneer in the devel- 
opment of measuring devices, a leader in the 
precision tool field and the World's largest 
tape and rule manufacturer. You sell with con- 
fidence when you sell Lufkin — ‘the standard 
of accuracy in measurement.” 


LUFKIN 
MICROMETERS 


Choice of many styles and fin. 
ishes —— Chrome Clod. Big Bor 
rel for easy reading; Friction 
Thimble for automatic ‘feel’; 
Com lock for greater accuracy 
Choice of bieck non-slip finish 
or full finish frame. You can't 
go wrong recommending Lufkin 
micrometers. 


Seut [WEKIN TAPES. RULES 
PRECISION TOOLS 


and they'll sell you! 


THE LUFKIN RULE CO. Saginew, Michigen 
New York City Berrie, Ontoric 


SAVE COSTS 

CONSULT YOUR INDUSTRIAL DISTRIBUTOR 

@ He cuts down your inventory investment in tools ond 
parts. 


@ He cuts your purchasing costs by providing one source 
for thovsends of items. 
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Indicator 


Determines Angles 
And Center Points 
\ point indicator is claimed to re 
duce computing and layout time in 
joining, shaping, drilling and mill 
ing operations. Called the “Miracle 
Point,” the device consists of a mer 
ury-balanced level and degree-cali 
brated dial enclosed and mounted 
on a magnetized V-base. According 
to the company, the indicator auto 
matically determines angles and cen 
ter points It is said to be accurate 
to within three minutes of a degree 
Racine Instrument Co., Racine, 
W isi 


Power Tools 


Two Safety 
Devices Added 


\ dynamic power brake which is 
laimed virtually to eliminate “drift’’ 





Thor WXON Produch 
LA re in Ocnmand / 


Wherever air hose is used... in construction, mining, quarrying, 
shipbuilding, stee! mills, foundries and other industrial plonts of 
every description ... there is a Dixon coupling especially designed 
to assure tight, leakproof connections in the specific service in- 
volved. Three of these couplings are described below, with their 
companion fitting, the “Boss” Self-Honing Air Valve. Not illus- 
trated are “Boss” and “GJ-Boss” Couplings . . . well-known for their 
outstanding strength and safety on all high-pressure air lines 


You con sell these Dixon Couplings and Valves with complete 
confidence that they will live up to their reputation for unequalled 
quolity, efficiency and economy. 


"BOSS" Self- Honing 

AIR VALVES 

Exceptionally strong ond durable, to 
withstand the rough service involved in 
construction ond mining, ond to perform 
with equol efficiency on compressors, 
hose lines, pipe lines ond other units re- 
qviring positive, trouble-free oir control 
Quick-opening; self-odjusting, full flow, 
no pocking required. Mole or femaie ends 


"GJ-BOSS" AIR HAMMER 
COUPLINGS 


The couplings to recommend for heoviest 
duty rock drilling operotions in construc: 
tion, mining, quorrying. Ground Joint de 
sign eliminotes replacement of worn or 
lost woshers 


"AIR KING” Zadeh- Acting 
AIR HOSE COUPLINGS 


The ideal coupling for compressor ond 
oir hose connections in ovtdoor and indoor 
service, ond for water, olf ond genero! 
spraying epplications. Universe! 
type, quickly connected and disconnected 
Availoble in molliecble iron, codmium 
ploted, and bronze. Sizes Ya" to 1" 


"DIX-LOCK" Zudeh- Acting 

AIR HOSE COUPLINGS 

For oir ond pneumatic tools, high pressure 
gos ond hydrovlic service. All mole ond 
female locking ends are interchangeable, 
regordiess: of hose or |. P. T. size. Quick, 
snap-lock connecting oction. Streomlined 
design csvures nect oppecronce ond 
eliminctes wagging. Codmium piloted 
steel, or brass, in sizes %", “’" ond %" 








TO HELP YOU in selling more Dixon products, 


© consistent advertising schedule is maintained D t »."4 O N 
in leading industrial trode papers, directories, > ” 
etc. Also, envelope stuffers and other direct YM, é Coupling @, 


moil material, covering most items, are avoil- 
able with your imprint 


GENERA Orrices & Fact SELPHIA 
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INSIST He 


time of the cutting tool after ele 
trical current is shut off has been 
announced by manufacturer. Sup 
plied as self-contained packages, the 
power brake units can be installed on 


READED “STEEL 


I 
any of the manufacturer's machines 
now in use. Although primarily in 
tended for protection of operator, 
other advantages are claimed for 
the device—reduced down time for 
tool changes, less time lost between 
operations, and better utilization of 
equipment 

Mechanically the power brake in 
magnetic manual 


motor starting mechanism in addi 


orporates a or 


mr = 
ORDER FROM YOUR MILL SUPPLY HOUSE— Manufacturer has also introduced 
INDUSTRIAL JOBBER OR DIRECT FROM 1 “Spir’Ator’ 


mavoeSINTZnc. | 


hine 
1940 STANLEY AVENUE 
DETROIT 6, MICH. 


tion to electrical components con 
trolling the braking action itself 

safety return device 
radial arm woodworking ma 


[he 


the cutting mechanism to 


+ rent a 


: eat | 
i} nen on terres 
ROLLED THREADED — rats cou 


% 
i *QUALITY SERVICE PRICE 
. Sotebliched iia 


spring-actuated unit 
return 
rear idle position immediately the 
operator relaxes his forward pull on 
the carriage 

Designed for mounting on the 
manufacturer's Model GE 


the device employs a spring arrange 


STUDS + FORMED RODS 
ld wd OL 


machines 


ment and cable-retrieving reel 


DeWalt, Inc., Lancaster, Pa 


Lubricant 


Graphite Product Now 
in Spray Container 


Spray Graph,” a graphite lubri 


mt is now available in six-ouncc 


pray containers. The spray can be 


A source of 
, repeat busingen ipplied to both metallic 


net alli 


md non 


urfaces, and is claimed to 


[his handy dispenser rack 
saves time and trouble for your 
customers. Roll shim stock 
(solid, not laminated) is neatly 
packaged and protected — four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder. Available in 6” x 100” 
rolls, brass or steel stock, 





4109 Union Street, Glenbrook, Conn 
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provide effective lubrication at tem 
peratures ranging from 100 deg. F 
below zero to 800 deg. F. The man 
ufacturer states Spray Graph per 
mits lubrication of odd sizes and 
shapes of material as well as sur 
faces in hard-to-reach locations 
I'he lubricant is also marketed in 
bulk amounts for large-scale indus 


trial use 


American Resin Corp., Chicago Z HE’S SMILING 
NOW... 
BUT 
WHAT IF 
HE 
WANTS 
DELIVERY 


‘DAY- 
BEFORE- 
YESTERDAY’’? 


Hoist Hooks 


pte Minis Tite YOUR first interest is in giving 


Bigger Weights your customers Service, just as 

Manufacturcr has extended it OUR first interest is in doing 
hoist hook line to include 40 and 
50 ton capacity sizes. | orged in 
closed ci 5 the hooks are claimed Every order gets "Special Atten- 


to have greater accuracy, safety, and 


the same for you! 


tion” here, whether it's for a 
uniformity of design than ordinary 


hank pattern hooks. Each hook is carload or a handful. 
tested to 50° bevond its safe work 


ing load, according to the manufac We're W enough te process 


turer your orders quickly, without red 
H. Williams & Co., Buffalo 
N.Y 


tape— without delay. 


TRY US! 





Mixing Valve 


Automatically Mixes 100 


Steam and Cold Water —_— 
: LF ts mae 


Called the “Style D Mixer,” a x a 
mixing control has been developed ; ; ‘ — CAP SCREW 


which is reported to automatically __ Fane enereeme 











mix cold water and steam to pro ick 
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A quality line 
that builds 


confidence 





as well as profits... 






WIRE ROPE 


-- wire rope slings 
and swaged fitting 
assemblies. All 
standard sizes and 
constructions. 









Woot 
Tockle 


Wire Rope Clipe 


NEW YORK 


WIRE | WIRE ROPE FITTINGS | FITTINGS 
for tough service. Complete line of fittings. 


& 9 


ENGINEERED FOR SAFETY 


THE UPSON-WALTON COMPANY 


12500 BLMWOCD AVENUE + CLEVELAND 11, OHIO 
CHIcAso PITTSBURGH 


CRANE HOOK BLOCKS 


-»»>Max-Lift permits 
higher lifting 
limits on mobile 
and derrick cranes. 


We Sobel eLS me... a block for every purpose. 


Wire Rope 
Snatch Block Ve : 


. + made to highest standards 





Turnbuckles 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE PITTINGS ( Turnbuchles, 
Shackles, Clips, Thimbles, Hooks, Sockets, Eyebolts, Eyenuts, Swivels )}—ESTABLISHED 1471 
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hot watct! 


at any desired tempera 


ture l'ypical applications are in 


dairy, meat packing, chemical pro 
essing, papermaking, canning, con 
fectionary, and oil processing field 
Ihe mixer takes steam and cold 
vater at pressures from 10 to 100 
lbs \ pressure equalizing valv« 
consisting of a floating piston, con 
trols and equalizes pressures before 
team and water enter mixing cham 


ber. Mixer is available in 4 and 3 


n IZCS 


Powers Regulator Co., Skokie, II! 





Storage Tray 
Plastic Tray 
Is Lightweight 


Fabri-Form,”’ 


Known a 


line of storage 


a new 
trays is said to be 
unbreakable in normal use and easily 


Made 


card 


cleaned with soap and water 
of plastic, the 
holder to identify contents, 
nt an 


trays have a 
and will 


Pal 


standard 


standard rack system 
and green are 
manufacturer 


gra\ tan 


olor ilthough the 


will furnish trays in special colors 


on quantity orders. ‘Trays are avail 


ible in various $17¢s 


Fabri-Form Co. Byesville. O 
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THIS BOX OPENS MORE DOORS TO THE DISTRIBUTOR 


\ 








\r \ 

For decades, 20s” has, with conspicuous success, sought . 

original equipment sales from all industries. As a result, N 
cs” Bearings and Pillow Blocks are today found in more 

different types of machinery and equipment than bearings 

of any other make. 

Thus, wherever the Authorized =cs Distributor is located, he 

has many customers. In supplying acs” Bearing replacements 

for so many different kinds of machinery, the distributor's salesmen 

“get in” to many different departments of many different plants and 

thereby find many more opportunities to serve and sell. 

This is but one of many reasons why the acc franchise is the most 

valuable bearing franchise. GMP INDUSTRIES, INC., PHILADELPHIA 32, a 

PA., manufacturers of SKF and HESS-BRIGHT® bearings. reno 














i ee a, Co AND 
PILLOW BLOCKS 
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PA) 


eo 
“MULTI-E 
(LEAD ALLOY) 


WOOD $ 





WALLS. 

The U. S. E. Multi-Diameter is cast 
in one piece with radial slots run- 
ning from the collar to the end of 
the anchor on e sides, there- 
by splitting the anchor in two 
halves. These two halves are made 
with a tapered, rectangular hole 
through which the wood screw is 
turned, cutting its own threads. As 
the screw advances, it not only 
splits the two halves apart but also 
tends to shift and spread them side- 
ways in opposite directions, mak- 
ing 4 points of pressure contact 
instead of the usual two. 


THE RESULT IS TWICE THE 

HOLDING POWER OF OR- 

DINARY WOOD SCREW AN- 

CHORS. 

U. S. E. Products are sold through 
recognized dealers only. 

U. S$. EXPANSION BOLT CO. 


YORK, PA. DEPT, ID-9 
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Drills 
Core Drill With 
Three and Four Flutes 


Manufacturer is now offering a 
series of three and four flute core 
drills. Constructed so that the cen 
ter portion of the drill does not 
cut, the drills are designed for enlarg 
ing of holes, According to the manu 
facturer, the core drills facilitate the 
use of greater feeds, thereby increas 
ing production on enlarging opera 
tions. In addition, it is said, the 
drills afford smoother, more accu 
rate finishes. 

The core drills are furnished with 
straight and taper shanks, sizes rang 
ing from } to 3 in. in taper shanks 
and from 4 to 2 in. in straight shank: 

Whitman & Bames, Plymouth 
Mich 


Soldering Gun 


Six-Ounce Unit 
Handles Heavy Work 
Heavy-duty performance in a six 


ounce soldering gun is claimed by 
the manufacturer for its “SF-100 
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Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flore Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Ges 


al & [P87 


Tonk Valves & Shutofs 


Trasler Fittings 








Avtomotive 
Drain & Shutoff Cocks Accessories 


Needle Volves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


orsesco 
MICHIGAN 





(‘Nationally Recognized > 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationolly Advertised 
in leading Trade Papers 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


Complete Line 


y 
Popular Models 
1 t 5 ton 
capacities 








Write or call today 

for details on han- 

dling the Allen 
Presses. 











ALVA ALLEN INDUSTRIES 
\ Dept. ID Clinton, Missouri J 











Sell the tools preferred by industry! 





THOR ELECTRIC 





SCREWDRIVERS 


Thor tools are 
NATIONALLY 
ADVERTISED 


in Saturday Evening 
Post, Life, Popular 
Mechanics and ail 
leading industrial 
magazines. 








HOR invented the power screwdriver, That's 
4 hy Thor universal electric screwdrivers have 
all the features your customers want most. Powered 
by precision Thor-built motors, these tools have 
plenty of reserve punch to set screws and nuts in 
hard material—fast. A wide variety of angle and 
nut setter attachments are available. There's a 
choice of handles, switches and clutches and Thor 
offers balancers for tool suspension. Ask your 
nearest Thor branch for complete details. Thor 
Power Tool Company. 


_— > 
ee zl oy 
wl x. = = 


HEAVY DUTY THOR F-SERIES 
PACKS EXTRA POWER FOR BIGGER JOBS 





Choice of 3 popular Thor clutches 


——-. ae 
=a). 


POSITIVE CLUTCH ATTACHMENT. Screwdriver bil 
turns when operator opplies pressure to work, stops when 
pressure is relieved. 





DOUBLE SLIP CLUTCH ATTACHMENT. Clutch con be 
set to any pre-determined tension. insures uniform tightening. 
Screwdriver bit slips when desired tension is reached. 


KICK-OUT CLUTCH ATTACHMENT. Some principle as 
double sip clutch except that clutch does not “slip” when 
desired tension is reached, but automatically “kicks-ovt,”’ 
Recommended for heavy-duty machines. 


THOR POWER TOOL CO., Aurora, Ill, 


Branches in all principal cities 
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You Can Sell BARNES 
HACK and BAND SAW BLADES 


with coufidence / 
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Complete test facilities duplicate customer problems to find most practical solutions. 


Research engineering concentrates its efforts on constantly increasing 
the quality of Barnes Saw Blades. Every improvement means in- 
creased cutting efficiency and lower cutting costs for your customers. 


Quality control methods are rigidly enforced. Thorough inspections 
after each step in production assures your customers of receiving 
only Barnes highest quality blades. 


Really convenient Barnes packaging is designed with the customer 
in mind. Sturdy boxes amply protect each blade during shipment 
and storage until put in use. Clear, easily read markings on each 
box identify the contents quickly. 


Barnes Sales Engineers are metal cutting experts. Their braod ex- 
perience enables them to solve most cutting problems right in a 
customer's plant. The unusual problems cre solved in Barnes’ own 
testing laboratory. Complete facilities enable Barnes engineers to 
duplicate any customer problem and find the most practical solution. 


All these factors create customer confidence in Barnes Blades and 
in your service os a Barnes Distributor. 


for 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts <Qe> count on Barnes 
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Flash.” The gun is said to develop 
operating temperatures in four to 
ix seconds, and can perform wherc 
larger guns are too cumbersome. The 
pistol type casing is of Phenolic rub 
ber, and the tubular barrel takes a 
variety of interchangeable tips 
Operating from any six to 12 volt 
\C or DC current supply, including 
wutomobile and storage batteries, 
the gun has no wattage rating as it 
delivers heat limited only by the 
tip’s melting point. It can also be 
used with 110 volt AC current 


through a step-down transformer 
Phillips Mfg. Co., Minneapolis 
Minn 





Signal Horn 


Portable Device 
Audible Over 1,000 Ft 


Development of a signal horn for 
use in industrial plants and other 
applications has been announced by 
the manufacturer Ihe device is 
claimed to be explosion-proof and 
with an openmair audible range of 
1,000 ft. on industrial sites and can 
be heard more than 150 ft. above 
the average plant’s ambient noise 
level 

lhe horn creates a sound ranging 
from 116 to 120 decibels, and will 
blow continuously for over half an 
hour, or sound 500 five-second warn 
ing blasts without recharging. It is 
powered by Freon. It weighs about 
25 Ib 

Falcon Alarm Co., Inc., Summit 
N. J 


























TOO HOT 
NOT TO HANDLE! 






THE 


famect 


@ Industrial Distributors are 
missing something if they aren't 
handling the Lamson Lock Nut. 
How do we know? Well, we 


make it and we know that the use 





of lock nuts is increasing by leaps 
and bounds. The sales curve goes 
up every year. 

So—for a new source of profits— 
for another fast-selling product 
in your fastener line and a conven- 
ient service to your customers — 
get the facts on Lamson Lock Nuts, 


WHY YOU SHOULD STOCK LAMSON LOCK NUTS 
They nS priced below most popu- 1. They're competitively priced. 

lar locking devices, have no 2. Not affected by radical temperature changes, steam, oi! or 
water as are some “insert” lock nuts 


3. Lamson Lock Nuts are packaged for you and your customers’ 
demand has already been estab- convenience in small quantity cases specially adjusted to 


accommodate the average lock nut sales expectancy 


troublesome inserts and the 


lished in your territory. 


Write us for samples and prices STANDARD SIZES CONVENIENTLY PACKAGED 
—or ask your Lamson salesman. Lamson Lock Nuts come in sandard sizes 
berween 10-52 and 2° in both heavy and 
light seandards. Available in black pen 
trate finish or cadmium plated for rus 


resimance and attractive appearance 











:- 
: THE LAMSON 4&4 SESSIONS CO. 
' General Offices: 1971 West 85th Street + Cleveland 2, Chie 
t 

; RUSH SAMPLES AND mae 

; FULL INFORMATION } ae 

i ON SIZES, PACKAGES, 

' AND PRICES... — 
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can cnoose rrom 101 MODELS 
ss modern-flow C enches! 


Equipto’s newly expanded 

line of top quality steel 

benches makes your selling 

job easier. No need to miss a 

sale for lack of certain sizes 

or combinations. Any type 

bench layout can be made 

with Equipto modern-flow Benches. 

Many types and styles of drawers, drawer aN. 
pedestals, cabinet pedestals, sliding doors, aerial Milling Cutter 

shelves and accessories are available for Equipto Benches. Too! Uses 
Equipto Benches are the tops in quality, design and work- Carbide Blades 


manship, and because are a complete package line, New “Futurmill” cutters use 
your men can sell them wi t any previous training. standard carbide lathe blanks or 


Why not get all the facts today Send for big 16 poge Bench Catclog throw-away type blades. Blades, 
Me, 280 deserting the complete fine end why & wil pay you to says the manufacturer, can be in 


dexed eight times and then dis 





carded with no cutter grinding o1 
blade regrinding necessary 
According to the manufacturer 
large polish chip blocks provided 
ample chip clearance, even with 
small blade sizes. Cutters are made 





r in positive or negative rake angles 
with sizes ranging from two to 20 
Now you ry in. in diameter. Blade sizes range 
from % to 7 in. square and from ¢ to 
“. in. in thickness 
Detroit Milling Cutter Co., Farm 
SUPER-PENCIL IRONS” ington, Mich. 


No. 25S 25w. 1/8” tip $6.00 
7 No. 26S 30w. 3/16” tip $6.00 
; Pumps 





HEXACON |.“ alta 

‘ : ‘ In Weight 

BANTAMWEIGHT reductions of one-third over forme: 

—for fast soldering and No. 26H 30w. 3/16” tip $6.50 turer. Features common to thre« 
out-perform irons with larger tips and higher 
able need in the soldering of miniature 


INSTRUMENT ‘ ; Three new rotary air pumps of 
(yet , integral motor design offer weight 
S HATCHET IRONS* models 
long life on constant duty include: rotor mounted directly o1 
wattages. HEXACON offers a new standard 
Ps PIN-POINT 


—with 
SOLDERING IRON No. 25H 25w. 1/8” tip $6.50 , according to the manufa 
Because of new efficient design, these tiny tips , shaft of new type G.E. “Form G 
in soldering iron efficiency for every conceiv- 
ssemblies. : 
DISTRIBUTORS! Be sure to get the new Sell-on-Sight IRONS 


Assortment — a strong three-color Cardboard Dis- No. P-25A 25w. 1/8" tip $6.00 
play with al! six irons plus the populer 30H, Cat. No. P-26 30w. 3/16” tip $6.00 
No, HD4 at $43.75 List. *Alee eveileble in 
higher wattoges 


HEXACON ELECTRIC COMPANY 
138 West Coy Ave., Roselle Pork, New Jersey 


= staal 
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get DOUBLE ACTION with... 


NUCUT 
Wavy-Teeth 


OVERCUT 


The “overcut”’ creates 
@ pottern of coarse 
and fine teeth. 


HELLER Nucut Wavy-Teeth design com- 
bines both coarse and fine teeth in the same 
file to give fast stock removal and leave a 
smooth finish. 


The coarse teeth cut fast, take a good bite, 
while the fine teeth break up the chips and 
permit quick clearing from the file. 


This DOUBLE ACTION makes it possible to file 
with less effort and remove more metal with 
fewer strokes. Loading is minimized, chatter 
reduced and a smoother finish produced. 

HELLER Wavy-Teeth files last longer, cut filing 
costs, are easier to use. Most important, they are 
easier to sell. It will pay you in sales and profits 
to recommend HELLER NUCUT WAVY-TEETH to 
all your file customers. 


HELLER roox co. 


UPCUT and 
OVERCUT 
FINISHED 
FILE 
When the “vupeut”™ 
is @dded the 
“Wevy - Teeth” de 
sign is created with 
larger cutting teeth 
ond smoller clear 
ing teeth 


Subsidiary of Simonds Saw and Steel Co. 


NEWCOMERSTOWN, OHIO 


BRANCHES: New York, Detroit, Chicago, Los Angeles 


4 LOOK FOR THE 
WHITE TANG 


Other Femeus 
WELLER FILES 
Comsricans Shorts” 
Swiss Pettern 
VIXEN? 
Milled Curved-Teeth 





motor, and dimensions reduced for 
— more compact appearance. 

Model 0211 with 4 hp. motor 
weighs 22 Ibs. and supersedes model 
0210. Model 0321 replaces a former 
ane type, while model 0521 is a new 
addition to the line, delivering air 
— volume to 3.8 cfm. with 4 hp. 

Gast Mfg. Corp., Benton Harbor, 
Mich 





led 


QUALITY 
AT YOUR 
FINGERTIPS! 


Blue Devil Socket Screw Products 
form the kind of a line that any 
distributor can sell with confidence 
because they're genuine quality from 
top to bottom. You'll find your 
customers are always well satisfied 
when you supply them with any 

of these products from the quality 
line — Blue Devil! 


















Fiaring Tool 


Produces Flare 
In Copper Tubing 





SOCKET SCREW 
PRODUCTS 


Sold only through Authorized 
Industrial Distributors 


\ new product called “Spe-D 
Flar” is being manufactured for 
flaring end of copper tubing. Manu 
facturer claims its simplicity enables 
job to be done in ten seconds. ‘Tool 
weighs 14 Ibs. and, using an attach 
ment, can be converted from a hand 
to a bench tool. It can also be 
applied to flaring aluminum tubing 
It is available in five sizes—}, /y, é. 
ye, and 4 in. 

William L. Engesser & Co., El 
Monte, Calif. 






Saw 
Blades Can Be 


ACTUAL CROSS-SECTION DIAGRAM shows how 
cold forming of Blue Devil Socket head in- 
sures unimpaired fiber continuity. 


Casety Cocxet Sonew Company 


6500 Nerth Avondale Avenue, Chicage 31, Illinois 


Socket Screws Exclusively! 








| 
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Stored In Chamber 


\ feature of a new hack saw is 
that four extra blades can be stored 
in the tubular frame. Another fea 
ture is a patented method whereby 
blade is held in frame, eliminating 
the wing nut which the manufac 
turer says interferes with cutting 








This advertisement 
is currently appearing 
in the leading metal- 

working magazines. 


TOOL LIFE INCREASED 400% 


CLEVELAND Carbide Tipped Adjustable Reamer 
sets new high record! 


The specifications on this job call for reaming a 4 hole to a tolerance 
of OO and a surface finish of less than $0 R.M.S. (micro-finish) 
CLEVELAND Carbide Tipped Adjustable Reamers are meeting these r« 
quirements day atter day month ifter month and reaminyt fite lime 
as many holes per grind as the conventional high speed reamers formerly used 
oe Whenever you have a difficult reaming problem, a CLEVELAND 


Service Representative can help you Contact our nearest Stockroom, or: 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELANDrwisr prt co. 


1242 East 49th Street . Cleveland 14, Ohio 
Stockrooms: Wew York 7 + Detroit 2 + Chicage 6 + Dallas 2 + Sen Francisco 5 + Los Angeles 58 
E. P. Barres, Lid, Londen W. 3, ingland 

























How wea 
S-T-R-E-T-C-H 
vwalwe life 


Every Powell Valve comes with a long, dependable life 
built-in. We make certain that every Powell Valve will 
give long, trouble-free service through careful quality 
control of every step of manufacture. 





Quality control begins with the very materials and 
metals of which Powell Valves are made. For instance, 
the tensile strength test—stretching metal to the 
breaking point—is one of the numerous ways that 
Powell Valves have Performance Verified 


As a final step in manufacture, every Powell Valve is 
subjected to an actual line test. Because of Powell's 
painstaking quality control, plant shutdown through 
valve failure is greatly reduced. Records from re- 
fineries, power and industrial plants the world over 
prove it. 







Consult your Powell Valve distributor. If none is near 
you,we'll be pleased to tell you about our COMPLETE 
quality line which has PERFORMANCE VERIFIED. 











The Wm. Powell Company 


Cincinnati 22, Othio ..«. 110th VEAR 








FIG. 2475—Stainiess Steel 0.S.4Y FIG. 375—Bronze ‘White FIG. 1559-—150-Pound Steel 
Globe Valve For 150 Pounds W.P Star” Gate Valve For | ] 
ds wS.P 


7 


POWE TH VALVES 


y 


BRONZE IRON, STEEL AND CORROSION RESISTANT 


RS, This is just one of many ads appearng in trading magayinss that hal you all, POWELL VALVES! 
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action im awkward spots 

The new saw is also said to permit 
the user to exert unusual pressure 
without the blade twisting or wob 
bling. Made of die-cast aluminum, 
the saw is 16 in. overall, and has 
cutting stroke of 12 in 

Dreier Bros. Inc., Chicago 


Regulator 


Designed Chiefly 
For Rural Gas Service 


\ new regulator, which is claimed 
to withstand momentary overloads 
as high as 1,000 psi. on outlet side, 
is intended primarily for rural; gas 
service—particularly where the gas 
is piped directly to rural homes from 
high-pressure pipeline. Known as 
the “141,” the regulator has a maxi 
mum recommended outlet pressure 
of 400 psi. Four interchangeable 
orifices and five interchangeable 
springs enable regulator to operate 
on pressures ranging from three to 
400 psi., it is reported 

Rockwell Mfg. Co., Pittsburgh 





The Complete “BULL nd DOG" Line 


Machinists * Top Swivel Jaw * Woodworkers * 
Hinge Pipe * Combination Pipe © Utility 





Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Here is a BIG Selling Point 


PRENTISS SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 

| plece and slotted in the front. 
When the wrench is tightened, 
_this base plate or split ring 
squeezes against the hub on 
| the vise body, locking the vise 
| to the base. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 
PRENTISS VISE DIVISION, MERIDEN, CONN, U.S.A. 


OF THE CHARLES PARKER CO 
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Super-Sellers - 


BECAUSE THEY'RE 


super-Savers 


Parner 


sor ee 


PORTABLE HEALING 
EQUIPMENT 


@ TORCHES 


For soldering, brazing ond annecling 


@ FURNACES 


For melting metals and compounds 


© SALAMANDERS 
@ INFRA-RED 
HEATERS 


Portable LP-Ges or Notural Gas 














insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- 
chandising aids to move this 
equipment to your customers. 


Wire or write today for complete 
information 


INSTO-GAS CORPORATION 
Department ID 
DETROIT 7, MICHIGAN 


SPROUT-WALDRON Trolley 


Powered Unit For 

BEI, } - $A VER Chain or Wire Hoists 
\ new power trolley is designed 

PULLEYS 


for use with small chain or wir 


You make more than steady profits rope electric hoists. Receiving its 
with Belt-Saver Pulleys; you also drive through a rightangle gear 
— Fe for, Bet Savers reducer, the trolley is available in 
The exclusive cone and wing one or two ton models and is said 
oe a ot a odg- to be adjustable for most beams 
j nd belt, in- . . 
creasing belt ra Ane 50% te Fach unit is furnished with a fou 
abrasive materials. Ass reo, the button station incorporating both 
large demand for Belt-Savers is hoist and trolley controls. 
Se ee y tom f - fi. a Bacon Crane & Hoist Corp 
grove te wood chips and foundry Brooklyn 


Tell all the pros in your 
how small investments Polishing Cloth 


P 
returns. Contact quarries, found- 
ries, mines, sand and gravel Cloth Contains 
plants, contractors, and other busi- Silicones 












offers more profits because 


nesses that transport abrasive 
bulk materials by conveyer belts. Called “Most,” a flannel polish it builds repeat sales 


pu win their good will and ing Cloth impregnated with silicones 


In addition to Belt- has been announced by the manu Each new Speed Vise that is sold is sure to 
Rey Savers, Sprout-Waldron facturer for maintenance applica build repeat orders because once production 


offers the famous “Blue -- oe 
Face” line. It includes a men have used Speed Vise they quickly dis- 
wide selection of sturdy, cover several other places where additional 
cast iron ey" in many 
sizes and or trans- 
mission a conveyor use. 
Write for free 


bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 
Write for free booklets! 


| 
SPROUT-WALDRON 





Speed Vises will save more time and money. 


Priced lower than other drill press vises 
$10.90 to $22.90 list 


* Field assistance for your sales force 
* Sold only through industrial distributors 





if you ore not selling the Speed Vise 
information 














line, write for complete 
CAST IRON CARDINAL MACHINE CO. 
PULLEYS 
UNC Pe | 
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PSH ZIP-LIFT 











PUSHBUTTON 
CONTROL 
Pan 
P&H ZIP-LIFT WEVE-LIFT P&H HAND 
SPECIAL 6 P&H HEVI-LIFT SPECIAL CHAIN HOISTS P&H JIB CRANES 





_— 4S! BSE » Se Tres” Pa’ 
~~ Case histories from users of the 
miHoist Line 

---help te clinch the sale 
and put money in your pocket 







Nothing sells like another's successful experi 
ence with the product you represent. And 
P&H Hoists have records of many of these 
sales-making experiences for you, printed in 
handy four-page folders. 


Would your prospect be interested in 
knowing what another P&H Hoist user in 
his field was able to do in the way of cutting 
labor costs and saving money? Would he be 
interested in knowing that some P&H Hoist 
users report operating costs of as low as 9.7¢ 
per day? You can bet your next year's gross 
he would — and you can also bet that he'd 
be favorably impressed by these statistics — 
gathered by an impartial agency 


These certified reports are both provoca- 
tive and informative — they give you solid 
sales ammunition you can use to good ad 
vantage and solid profit 


There are several new reports that have 
just been printed. If you already have a 
P&H Franchise and would like to see them 
before ordering — use the coupon below. If 
you do not — and would like to be consid 
ered for the few desirable openings available 
— drop us a note on your letterhead. 





Address 





HARNISCHFEGER | ~ EA 


ag. 


OSB SOS SSSSSSSSSSSSSSSSSSSSSISSSSSSSISSSSSSBSISOOSOY 

P&H HOISTS, HARNISCHFIGER CORPORATION ee 6G 

4663 W. National Ave., Milwevkee 46, Wisconsin . 

Gentlemen: Sure I'd like to see some of your new impartial cose-histories. * 

’ 

Let me look some over before ordering M 

' 

Nome ' 

’ 

+ Title ; 
Tear 0 ud pad loday : 
Cempeny ’ 

i ’ 

’ 

’ 

’ 

’ 

mo 





i 
| 


ai 
-) 
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tions. According to the manufa 
turer, the cloth spreads a dry, 
mooth surface on wood, metal 
plastic, tile, glass, or leather. It is 
also reported to contain a rust in 
hibitor and an anti-static agent 

Walton-March, Highland Park 
Il] 


Drill Press 
Sy) a i NG WASH FR. Has Magnetic Base For 
Attaching to Job 


Universally Famous for Live Action! rhe new “Portomag” drill press 


National Spring Lock Washers enjoy a reputation has an electro-magnetic base which 


of dependability throughout industry and on the 
railroads. Powerful expanding helical spring action 
means National Spring Lock Washers keep bolted clude: a three-way power control 
assemblies tight permanently! switch enabling the operator to vary 


the holding power in the base. The 
Packaging is Keyed to Volume Sales! . 


switch allows for a reduction in 
STANDARD PACKS — Convenient pack- 
ages are clearly labeled, easy to store and 
display. Supplied in all standard sizes. 


National Catalogs Help Build Sales! 
Illustrated literature available for distribution to 
your customers promotes the sale of service-proven 
National Spring Lock Washers, Call or write for 
complete information on the National line, today! 


enables it to be attached to the su 
face of a job. Special features im 






power sufficient to hold weight of 
unit against working surface yet ai 
lowing for movement for positior: 
ing to center punch mark. It has 







an optional reversing switch for 
tapping operations 
Portomag, Inc., Ferndale, Mich 


Cutter 


Lee a eae J ; 
re ae yr, ss nee Three-Foot Extension 
Protects Operator 


THE NATIONAL LP 
LOCK WASHER COMPANY fe , New Medel MHC465 “Guillo 
- * tine hydraulic cutter features a 

three-foot extension permitting the 
operator to remain at a safe distance 
while cutting heavy coiled rod as it 
comes from furnace. Weighing 120 
lb., the cutter is reported to deliver 
65 tons cutting thrust, and is 
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Ts YOUR MARKET FOR BELT SALES BY 
Corr rr HANDLING THE COMPLETE LINE OF 


GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 






































@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those ore the factors that account for 
GLOBE BELTS giving longer service and better performance. . . 
They are also the factors thot will help you stimulate sales, provide 


a@ more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING e@ 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS 
COTTON OR NYLON e@ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @ WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Conneries * Cereal Mills 
* Textile Mills ¢ Grain Elevators * Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
* Woodworking Shops * Printing Plants * Candy 


Monufacturers 


@ The long lasting qualities, dependability, and economy of serv- 


ice makes the Globe line a profitable one for the distributor 


WRITE DEPT. D FOR DETAILS 
’ 
' ; ' 





SSUFZZ KNOWN FOR QUALITY THE WORLD OVER 
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WALL 


INDUSTRIAL 
SOLDERING IRONS 














Exclusive 
THERMOSTATIC ACTION... 


Guerenteed for the lite of the iron! 
Prevents excessive tip burning! 





than ANY OTHE 


soldering irons of equal tip size | 


Proved 4 times faster on the production lines | 
of America’s leading electronics firms. Complete | 
range of sizes . . . scientifically designed . . . 
individually tested . , , for easier, surer precision 
work or heavy duty soldering. Operate on 110- 
i20 volts, AC or DC/ Model 18T illustrated, 
$6.25 list. 


o& /; 
5 
fo 





Write for FREE Catalog 


WAL MANUFACTURING CO 
Grove City, Pennsylvania 


“ao 
» 


* e\ 
~ c 
* - 
- 














Take the quesswork out of 
MAINTENANCE 

UTILIZATION and 

PRODUCTION records 






HOUR METERS 
eo ., ating current 


The Hobbs AC Hour Meter indicates operating time of any machine or equip- 
ment powered by alternating current — basic time data essential in the study of 
utilization and production methods . . . and vital for protective maintenance 

ograms. Wide range of applications — small, compact, easy to install Rugged. 
i. built and sealed net moisture and dust. Powered by an accurate synchron- 
ous motor specially designed for this instrument. Easy to read — tells at a glance 
accumulated time of operation to 10,000 hours, showing 1/10th hours. Also 
availcole in 100,000 hour models. 


ONC Tet cnd COMPLETE DEALER INFORMATION. 
John W. Hobbs Corporation 


T9 YALE BLVD SPRINGFIELD, ILLINOIS 
A Division of Stewart-Warner Corporation 
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normally suspended by a spring ten 
ion balancer. The cutter is said to 
have a capacity of 14 in. medium to 
high carbon steel rod 

Cutting action is controlled by a 
hand valve, and requires only two 
seconds per cut, it is said he 
manufacturer states that the same 
tool will soon be available with 
modifications for cutting aluminum 
and other non-ferrous metals up to 
2 in. mm diameter 


Manco Mfg. Co., Bradley, Ill 


Collector 


Unit Captures Mist 
From Cutting Oil Use 


Named the “MistKolector,” a new 
unit has been designed for captur 
ing fog, smog, and mist from surface, 


cylindrical, and thread grinders, 
lathes 


machines using cutting oils. It is 


screw machines, and other 


offered in two models and four 
motor sizes, with volume ranging 
from 525 to 2685 cfm. and motor hp 
from 4 to hve 

tucked in” 


round the machine served or :us 


It can be either 

















EXTRA 
SALES HELP 






JBL-530 D CHART 


This new literature is designed to build sales and profits 
for Johnson distributors, and enables you to personalize 
your sales promotion. 





In addition, Johnson Bronze products are consistently advertised in lead 
ing industrial trade publications which your customers read 


Backed by the most complete bronze bearing line in the industry, it is the 
line to stock —the line to sell. 


Please send one copy of each of the following for my inape: 
tion Bronze Bar Folder JUIL-1 Stock Cast Bronze Kear 
ing Folder JBL-2 (1) Stock Ledaloy!l Bearing Folder JBL-5 


. 
> 
. 
. 
> 
> 
> 
> 
. General Catalog —Pocket Size—JBL-6 | Textile Machinery 
° Bearing Folder JBL-9 ~ General Catalog—JBL-690 (| Electric 
>. 
. 
. 
. 
. 
> 
. 
* 
> 


NAME 


Motor Bearing Stufler JBL-7 Decimal Equivalent Chart 


TITLE 





ADDRESS 


535 S. Mill Street, New Castle, Pa. 
} ary STATE 
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NATIONAL SANDERS 


METAL 
Tele} s) 
| LEATHER 
: STONE 



















varied from 4000 to ore ae apeee- 
moe De eee ne a ve. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throu 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 
Versatile block sander . . . speed can be 
the nation . . . in many types of industry. 





MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 








Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
58” of abrasive area. Sponge rubber and 
felt pads available. 


MODEL 600 SINGLE-PAD ‘ 
A straight-line action, single pad, air 
driven block sander. Weighs only 
5 Ibs., but operating at 3200 rpm. 
A 5/16" stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 


rubber and felt pads available. 















Write for literature 


NATIONAL AIR SANDER, INC. 
2820 AUBURN ST., ROCKFORD, tit. 
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pended from ceiling, the manufac 
turer says. The flat top can be used 
for work or storage space. The 
replaceable filter will function eff 
ciently for weeks or months depend 
ing on the amount of mist, the 
manufacturer says. 

Hammond Machinery Builders 
Inc., Kalamazoo, Mich 





Bearings 


Designed For 
Conveyor Rolls 


A line of ball bearings designed 
specifically for belt conveyor rolls 
has been introduced. It includes 
both inboard (illustrated) and out 
board mountings. The inboard cd 
sign mounts directly into roller, and 
is equipped with synthetic rubber 
seals. ‘The outboard design has 
milled slots which fit U-shaped 
brackets in the conveyor frame. Beat 
ing lubricant is retained by metal 
shield backed by impregnated felt 
and a spring-controlled cork seal 

Marlin-Rockwell Corp., Jam 
town, N.Y 


Portable Power Tool 


Impact Too! Uses 
Torsion Bar 


Claimed to be the first clectri 
impact tool to use the “torsion bar 
principle for torque control, a new 


hand power tool has been intro 








Here’s to you —and *671 worth of business 


supplies a part of the push with 

Advertising aids—national ad campaigns, hard hit- 
ting direct mail, publicity, and copy and cut services 
Sales aids— window 7 stands, shows and dis 


That's what these Bristol No. 0 socket screws (shown 
in the 2-ounce shot glass above) bring in for you. 

Think about it—$671 worth of business from an in- 
ventory you can store in your vest pocket. With a net 
weight of 4% oz. that comes to $2382 per pound. A 
pretty profitable business, these Bristol socket screws 
and you also pocket the savings on handling, ware- 
housing, shipping and delivery. 

No two ways about it—the Bristol line is a money 


line. And it’s worth pushing —especially when Bristol 


plays, smart packaging, bulletins, price sheets, data 
sheets, and salesmen’s correspondence courses 
There's no better, easier, nor surer way to profits 
than Bristol's origina] multiple-spline and hex socket 
cap and set screws. A few distributorships are still 


open. Write for complete information. Ass 


Precision socket screw manufacturers since 1913 


= Bristol’s Hex Socket Screws ' 


elriel: 


Bristol's Multiple- 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 
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L-110 


. with this popular Lowell 


W's that simple . . 
Reversible Ratchet Gear Type Wrench. 

The reversing knob at the end of the handle 
protects fingers from harerdous positions. And 
becouse of its great strength —os well as its savety 
features — this Series 20 Lowell Wrench is favored by 
WRITE FOR CATALOG AND SPECIAL DISCOUNTS 

on this Series 20 and other highly-rated 
Lowel! Industrial Wrenches 
LOWELL WRENCH CO. 
WORCESTER, MASS. 





he THE RATCHET'S REVERSED 


| 
| 
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be adjusted for any discharge, says 
manufacturer, and aluminum wheels 
in sizes through 6 in. protect against 
spark generation where explosive at 
mospheres are handled. 


| Plainfield, N. J. 


| duced by the manufacturer. Desig 
nated “Size SUT,” the tool runs 
down fastenings to a preset torque 
This is reported to eliminate need 
to check torque with a hand torque 
wrench, and also stripping of 
threads or twisting off studs. If a 
specific torque isn’t desired, a se 
lector knob can be turned to an 
off position, and the tool used as a 
conventional impact tool without 
the torsion bar. 

Setting tool to desired torque is 
done by holding the torsion bar in 
a vise and using a wrench to turn 
bar to desired reading on a cali 
brated sleeve. Setting may be made 
for cither left or right thread. Tor 
sion bars are available giving a 


torque range from 20 to 90 Ibs 
Ingersoll-Rand Co., New York, 
N.Y 





- Blower 


Designed As 
Complete Unit 


The manufacturer's new blower is 


| designed as a complete unit ready 
for installation 
layouts are needed for motor and 
| fan. 
! four to 11 in. are mounted directly 
on an extended motor shaft. Capaci 
ties range from 100 through 2,300 
cfm. at static pressures up to one in 
of water. 


No separate base 


Blower wheels in sizes from 


Sheet metal housings can 


Chelsea Fan & Blower Co., Inc., 





MR. DISTRIBUTOR: 


TAKE “T” SLOT BOLTS 
OFF YOUR “NUISANCE 
ITEM” LIST... 


Be i 0040 ev evn om yay iininn 4 











GIVE YOUR CUSTOMERS 
FAST PROMPT SERVICE OF 
HIGH QUALITY PRODUCTS 
DIRECT FROM ZIP’S VAST 
AND COMPLETE STOCKS 


Samples furnished upon request 


Geo. H. Seltzer & Co. 


Drexel Hill, Pa. 


HUOT 


MACHINISTS CHES 
et 


MODEL 104. Cork lined protective drawers . . . 
one turn of the key fastens cover and ail 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18° 
scale. 1934" long, 1344" high, 834" deep. 


MODEL 105. A “king-size” chest for tools up 
to 24°. 9 drawers. Size 2634°x14 "x12" 


By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


x | 


HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Poul 4, Minr 














It’s a Trio of Opportunities for Industrial Distributors 


3 REASONS WHY YOU'LL 
SELL MORE Tuffy, Slings 


1. FREE SLING HANDBOOK! In a new national advertising 
campaign we're going to offer a completely new edition of this 
popular Sling Handbook and Rigger’s Manual to every one of 
your prospects and customers. Previous editions reached a circu- 
lation of 85,000. We will turn leads from this advertising over 
to Tuffy distributors for follow-up, sale and profit. 


2. NEW FERRULE AND TUCKED EYE-SPLICE! Both the ferrule 
and splice are exclusive Tuffy features making Tuffy Slings 
easier and safer to work with—and much faster to load and un- 
load, Completely covered with a new smooth edged pressed -on 
ferrule, Tuffy’s tucked eye-splice has super holding power. 


3. PATENTED 9-PART MACHINE BRAIDED WIRE FABRIC! 
It makes Tuffy Slings more flexible, longer lasting, and more 
versatile. It’s another exclusive Tuffy feature that is tough to 
compete against — makes sling sales easier for Tuffy distributors. 


Now more than ever, you have real opportunity with Tuffy 
Slings and Hoist Lines. Don’t delay any longer cashing in on Tuffy’s 
trio of selling advantages. Tuffy’s famous machine braided wire 
fabric, new FREE sling handbook, and ferruled eye-splice are ready 
to go to work for you now. Write us for complete information. 


IT’S FREE! | 


Write us now for your 

complimentary copy of the 
new Tuffy Sling Handbook 
sO you can see 
business helper 
for you 
about our 
factory-fitted slings, Tuffy 
9-part machine braided 


Sells Slings for You 


See how our new ferrule is squeezed around 
the eye-splice with such terrific pressure that 
its metal virtually flows into the voids of 
the wire fabric. It gives the splice pull out 
resistance equal to, or greater than, the great 
strength of the 9-part machine braided wire 
fabric. Here's exclusive Tuffy superiority 
prospects will readily buy! 


OUR MILL BRANCH STOCKS 
BACK UP YOUR SALES 


It’s easy to sell Tuffy Hoist Lines to team 
up with Tuffy Slings. Both have extra fea- 
tures to give you good talking points. To 
help you get this business, we have full stocks 
of Tuffy Hoist Lines at more than a dozen 
strategically located Union Wire Rope Branch 
Mill depots. Here’s another example of the 
excellent sales and merchandising support 
you get when you're a Tuffy distributor 


what a 
it can be 
It tells you all 
new Tuffy 


x 


wire fabric and our new 
pressed-on eye-splice 


ferrule 


send 


We'll also 


you complete information 
about the Tuffy distibutor 


plan 


No obligation 


REPRINT OF TUFFY ADVERTISEMENT cppecring in Netiona! Sefety 


News, Plant Engineer 
Factory, Stee! 
chasing, Petroleum Retiner, Pipe 
Hazards magarines 


factory ent ond Maintenance, Mill & 
foundry, Steel Equipment and Maintenance News, Pur 
Line industry, end Occupotion 


Nearly o@ million readers will see this Tuffy 


odvertising. Thousends more will buy Tuffy Slings os @ result of | 


corporation 


Specialists in high carbon wire, wire rope, braided wire fobric, stress relieved wire and strand. 


2236 Manchester Avenve 


Kansas City 26, Missouri 
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.,. there’s nothing better than a satisfied customer. We like it, you like it 
and the customer likes it. 


For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Grifin POWERFLEX and Grifhn SHARPFLEX 


. .» better blades for better metal cutting. 


Our factory trained experts are ready to help you with your service problems. 


Send for the Griffin Catalog Now! 


ad Perm) 
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Hand Tools 


Wrenches, Pliers 
Added to Line 


Bearing the track name 
Crescent,” a new line of socket 
wrenches has been added to the 
manufacturer's hardware line. Vari 
ous set combinations are available, 
including 4, 4, 4 and 7 im. square 
drives; 6, 8 and 12 point sockets, 
both standard and deep types. Made 
of high-grade alloy steel, the 
wrenches are chrome-plated 

Manufacturer has also added a line 
of engineers’ double-head drop 
forged wrenches—open-end, com 
bination open-end and 12-point box, 
and 12-point box. Openings range 
from 4 to lyy in 

Called “¢ restogrip, a utility phier 
has joined the manufacturer's line 
Manufacturer states tool is not a 
slip-joint or pump plier It is 
claimed to grip flat, square, hex, or 
round objects like a pipe wrench 
It adjusts in four positions up to 14 
iti 

Crescent Tool Co., Jamestown, 


N. } 


Cutting Tools 


Accuracy Traced To 

Manufacture Method 

A new line of milling cutters is 
said to have greater accuracy because 
of the heat-treating process em 
ployed in its manufacture. Called 
Star-Process” cutters, they are made 
from high speed steel forged blanks 
on which teeth have formed with 
master form tools in three-step pro 





HEAT AND PRESSURE 


reinforcing cord. It refus« 


extra strength and durability 


This radiator hose stays on the job—it’s 


two chief enemi 


of radiator hose 


fiul@iMmeatin: exibie, take 


highes pressures 


make small headway against Fortisan-%6 


than ordinary fibers provide 


reinforced with FORTISAN-36 Rayon! 


LOOSE, SAGGING V-BELTS 
boost power costs, often throw ma- 
chinery out of line. But V-belts rein- 
forced with Fortisan-36 won't creep, 
expand or contract—their length 
stays the same under “work” and 
atmospheric change. 


FORTISAN® RAYON FORTISAN®-36 RAYON ARNEL® TRIACETATE 


LIGHTER AND STRONGER par- 
den hose is the pay-off with Fortisan- 
36. Remarkable strength plus re- 
sistance to heat and moisture add 
years of life to hose often abused 
and subjected to extremes of pres- 
sure and wear 


You can build extra strength and 
staying power into your product with 
Celanese’ new saponified acetate 
rayon fiber—Fortisan-36. Let us 
show you how. Write for booklet 
TD20A to Celanese Corporation of 
America, Industrial Sales Dept., 
Textile Division, Charlotte, N. C. 
Branch offices: 180 Madison Ave., 
New York 16; 22 W. Madison St., 
Pertina 


( elateme " 


Chicago 2, Il. 


Fibers for industry 


ACETATE VISCOSE-RAYON 
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ARMSTI 


GEAR and 


G-BRAY 


~ PULLERS 


Se _ 


the harder 
the grip. 
12 types, 
3-arm, 
STEELGRIP 
forged 
screws as 
Universal 


ton 
end of 
































Write 







ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 








Tee 7.» 


YOUR Cu 


THIS 


Producto 


< 
show stomers 


THE gele)i to get 
a 
Costs DOWN 


on “SMALL-WORK”’ Grinding 
and Finishing Jobs! 





Meny of YOUR customers con 
PROFITABLY USE Foredems. POW- 
ERFUL ADVERTISING in leading 
indestrie!l publications BUILDS 
ACCEPTANCE fer eur product now 
in ts 34th Voor. for @ surprisingly 
LOW INVESTMENT (lees than $100) 
you can give elective represento- 
tron to this fast-peced line Foredom 
prices ore sealed fer competition 
end YOUR PROFIT 







oy ie 


ifewiage tie "erat make donde od 











Fes at 
e and better work be- 
‘OR. More and more 







REPEAT BUSINESS ON ACCESSORIES! 
fer details of ovr outstanding Here are just a few of the many accessories listed 
distributer set-up write fer in our catalog te make your sales of Foredoms 
Cateleg No. W311i BUILD PROFITS. 


QnA ELECTRIC COMPANY 
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duction operation pnor to heat 


treating. ‘The heat-treating opera- 
tion permits only the faces of the 
teeth and mounting surfaces to be 
Made in both shank and 
hell-type designs, the 
claimed to cost 40°% 
to commercial ground 


ground 
cutters are 
less than cut 
ters made 
tolerances 

Star Cutter 
Mich 


Co., Farmington, 





Lubricant 


For Metallic and 
Non-Metallic Parts 


Lubri-Bond A” is a new lubri 


cant packed in aerosol container 
ind claimed by manufacturer effec- 
tive on metallic and non-metallic 
parts operating at high speeds and 
high loads solid film 


compound, the lubricant dries in 30 


A resin-base, 


min. and can be used in conjunction 
with oils and greases where oil is 
cooling agent, or used without oils 
and greases where cooling not neces- 
sary function 
Electrofilm, Inc., 


wood, Calif 


North Holly- 











Sathorn Sorews 
PACKAGED with a PLAN FOR PROFIT! 








Let Southern Screws and Bolts put on a “hardware show” 
right on your customer's shelves. That's what Southern’s 
famous “EZ to C” packaging does for fastener users all 


over America every day! 


In addition to complete printed description. Southern’s 
“EZ to C” labels provide quick, positive package identifi 
cation THREE WAYS 








® By Keyed COLOR 
® By Keyed SILHOUETTE 


ROUND HEAD 
By K d BORDER DESIGN 
STOVE ~ ae 


fel ae - Strong, colorful, soil- and moisture-resistont boxes pro- 


tect the quality of Southern screws 


Be sure to specify Southern the fasteners that are pack 





aged with a plan for profit! 


Wood Screws © Stove Bolts « Machine Screws 
AGB Tapping Screws # Roll Thread Carriage Bolts 
Dowel Screws « Hanger Bolts 
Wood ond Type U Drive Screws 





















nie 
well * 
Ly hooth #61 . 

ot the Write for free Color 
Z NATIONAL Bote! a feck 
Z HARDWARE © itis shock int bo: 
Y SHOW Ro 1360-10 
4 COLUSEUM 
ra NEw YORK City 
Z y) “* = se” 
4 





~ 


A 


Warekouses: 
NEW YORK + CHICAGO 
DALLAS ~- LOS ANGELES SCREW COMPANY 


STATESWILAF ° HORTH CAROLINA 





Sold Through Leading Wholesale Distributors 
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YOUR INDUSTRIAL PROSPECTS 
+ 
KNOW THE LINE 


IT PAYS TO 
PUSH THE 
QUALITY 


They know they can count on quality 
construction, efficient and economical 
operation. Johnson has led the gas equip- 
ment field for over 55 years. Johnson's 
good reputation and national advertising 
mean you have less of a selling job to do 
They help you close the sale faster. That's 
why it's good business for you to push 

the Johnson line. More sales, more profit 
for you. Guaranteed satisfaction for 


it -ustom . . 
‘rg eepesiy Abrasive Cutter 
EM 





CK eH ee eR ee ee ee eee ee Oo meee eee 












_ _ a New Unit 
7 ' so” Is Portable 
%, i Pd Pf 
> ‘4 The “pipe shop on wheels” com 
<—No. 142 Heat Treating | bine the manufacturer No. 2 
Furnace } Speed-( ut abrasive cutting hha 


chine and a newly-remodeled Mode 


| 
Heats fast to save time i 
\ pipe and bolt machine on a pne 
matic-tired trailer. ‘The unit can be 
3 


hauled by car, truck, or jeep night 


No. 120 Hi-Speed Furnace > 


1500° F, in 5 minutes. 


to the work site, says the manuta 





ee 


turer 


——— 


The cutting machine has a capa 





ify up too m pipe or shape 5, or 24 
in solid stock. W heel speed is 2 400 


=No. 118 Combination Bench Furnace ° rpm Uh pipe and bolt machine 


Ideal for all around shop use. will handle 4 to 2 in pipe and 4 to 


eee 


2 in. bolts 


Beaver Pipe Tools, In Warren 










() 





No. 101 Bench Furnace > 


Heats to 1800° F. 


without blower. = 
<No. 60 BCD Concentric Ring Burner 


3 burners with separate controls. 


No. 1202 Blower > 


13 CFM at 6.5” 
w.¢. pressure. 


< No. 706 Annealing Furnace 


Temperatures of 400° to 1800° F. 






Cleaning Tool 





Device For Clearing 
Condenser Tubes 





\ cleaning tool that employs a 





gun-and-slug” method to remove 














WRITE TODAY FOR THE NEW 
JOHNSON CATALOG with 
If it burns gas () took to Johnson ... since 1901 


JOHNSON GAS APPLIANCE CO., 588 & Avenve NW, Coder Rapids, lowe 
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AN, . 
EW NEMA RER~ TEQ 
LOW/S ALiis  Ulehae) 





* — | 
_— ae 


= 


3 
‘ 
new NEMA rerat 


_in sizes from 


’ Now available with 


for all applications - 


@ The wore, 


 Jouis Allis announces its [Aline of right-angle gearmotors 








t*1GH-TENS/LE 


a 
ha 


FOO , 
a Ty FE MOUN TING 
FOR Aw y ‘ 
FO SITION 





ed L.A. motors 
1/3 to 30 hp 
hined from har d- 


carefully ma 


Before we £° into the many design features 

» of this compact gearmotor, let's take ened alloy steel, 415 ground to close 

4 a look at 4 few other advantages tolerances to £4Vv® greater efficiency ian 
‘ and longer life. 

First of all, you can get either foot- - 
or f lange-mounted units. Secondly, you @ The worm gear 45 eut from a high & ade “ ; 
can have any motor enclosure you want. of wear-resis tant alloy bronze ‘ 
And finally, you can have any electrical 

for e A double-row angular contact bearing 6 
ing provide for radial . 


dification needed 
ication. 


Ye 


or mechanical mo 
any specific appl 


and a ball bear 
and thrust loads 


on the worm shaft. 


heal 


is mounted in tapered 


In other words, here's a line of gear- 
motors ruggedly designed, yersatile and e The outp it shaft 
' efficient—to give you a sound answer roller bearings for saxisum load- 
to your right-angle gearmotor drive carrying cape ity 5 
o - ta be 
proviess. Here's why @ Ample oil-! ath lubrication assures 
and motor housings are made longer life and sinisue maintenance : 
I 


e@ Both gear 
of high-tensile Cc 
maxigus strength, 
compactness. 


ast iron to provide 
rigidity, and 


@ Special 














Flange-mounted 
right-angle gear- 
motor with new 
LA. line explosion- 


proof motor 
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oil in-- di 
mounting 


special speeds a) 


seals on all shafts keep the 
rt out and permit any 
angement 


oil 


art 


Here's a line of right-angle ges! motors 
that's very easy to apply. * tandard 
speed range from 7-1/2 to 300 rpea-- 

so are availa le. 


id 
ETS sae eas we ; 
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We do a complete and dependable job of supplying you with the highest 
quality vises. You in turn are equipped, at all times, to do a good sales 
job. The Morgan line of vises includes types and sizes to meet all needs 
of industry 

We protect you in every way through prompt service, top quality and an 
unconditional, no time limit, guarantee where any Morgan Vise shows a 
manufacturing or material defect. 

To prevent damage in transit we ship our vises in specially made, strong 
fibre board cartons. Morgan Vises stay sold—users specify Morgan once 
they know the quality—you'll like our way of doing business. 


Ask for details regarding our FREE display stand 
Write for the Morgan distributor plan. 
We urge users to buy thru their local distributor. 





SHEET METAL VISE 
Solid Jaw and Swivel Bose 





UTILITY BENCH 


COMBINATION PIPE With Pipe Jows 


MORGAN VISE COMPANY 


110 NM. JEFFERSON ST. © CHICAGO 6, ILLINOIS 


ES SS 
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slime and scale from condenser tubes 
has been introduced. Tubes are 
loaded with cleaning slugs, then shot 
through by air or water pressure by 
the gun. Weighing 23 Ibs., the gun 
exerts pressures of from 50 to 200 
Ibs. psi 

Three types of cleaning slugs in 
sizes to fit standard tubes can be 
furnished—spool-type with expand 
ing cup for normal slime removal, 
bullet-shaped for heavy deposits, 
and scraper-type for cutting away 
scale or mineral deposits. 

Crane Packing Co., Chicago 





Saw 


Safety, Accuracy 
Feature Radial Arm Unit 


A new radial arm saw is said to 
be engineered for safety and to main 
tain its adjustments when moved 
from job to job. The one hp. model 
with high-torque motor is reported 
capable of handling up to a 12 in. 
saw. Controls are located in front 
so that operator doesn't need to 
lean over work area when making 


adjustments. A pivoted finger guard 


is standard equipment. 
Craven Machine Div., Livingston, 
N. J 


Punch 


Hydraulic Unit 
Foot-Operated 


A new hydraulic punch has been 
added to the manufacturer's line. 
Available in cither a cabinet model 
(no. 95A) or an unenclosed type 
(model 95B), the hydraulic bench 























This Easiest Handling Hose 
Cuts Labor Costs For Your Customers 


Bulk and stiffness have been engineered out of this 
modern hose. The unique construction of Homoflex 
Hose makes it light, flexible as a rope, yet strong. 
Made with no pre-set twist, it coils and uncoils with- 
out kinking. Exclusive R/M engineering creates a 
homogeneous cover, strength member and tube that 
are virtually inseparable . . . This hose is easier to 
handle, yet strong and safe for the toughest jobs! 


MANHATTAN 





RUBBER 


RAYBESTOS- MARR ASTAS, INC. 





Homoflex Hose is easier to couple, too, because it has 
uniform inside and outside diameters. All these fea- 
tures mean that Homoflex Hose lasts longer, gets 
more work done, handling air, water, other fluids 
and gases. Ask the R/M representative to show you 
how Homoflex Hose and other types of R/M hose for 
general and special purpose use do a better job, 


longer... give you “More Use per Dollar.” 


DIVISION —PASSAIC, NEW JERSEY 
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Pend —There’s Economy in The RIGHT Equipment 


WHEN 


DOLLARS 


ARE 





punch is rated at 124 ton capacity, 
MEASURED trokes per minute, and is said 
capable of punching a 2 in. hole , 
through 4 in. iron, a } in. hole 
BY through /, in. iron, or a two in. hol 
through 4 in. iron 
Both models are obtainable with 


either 110-220 volt single phase or 
220-440 volt three-phase motor. Tool 
is operated by a foot treadle, and the 


INCHES 





 saaeessameseattatateasiaal seateal operator said to have complete con 
Whether your storage problem concerns office, plant, school, club, trol over descent of punch at all 
institution... . tim Both models have a 10 in 
P " . f { ; + vy ; ] 
When your available space for shelving, cabinets or lockers means os m - i "a Bauss fags ; 
that you must have equipment that makes every inch give full value . -_ “tg os an we ae ra 
im rouwrn quares, Ovals, rectangulal 
That's when your Penco dealer can give you planning assistance ok mauaial “a ssi ols Mecesiallicn he 
. . ; : . ‘ ‘ 
... and the versatile, adaptable, extra-space high-quality Penco steel , tat | 
uipment that means more usable storage space per dollar spent. ~ eaten 

ee ; te W. A. Whitnev Mfg. Co., Rock 


Write for Catalog ID ford. I] 


Clamp 


WES. 


Assembly Holds 
, Irregular Surfaces 


Hs 

T s 

Y claimed to hold for solid clamping 
or on irregular surfaces is announced 


penco 
““Perma-Built”’ by. the 


new work-holding device 











manufacturer. Available in 





made from more than 
700 component stend- 
ard pete permits ver- 
eatility in assembly 
design gives you the 
proportionate space 
you need for each type 
of storage 


Steel Cabinets 


the Quality Line extra- 
big and all with ad 
justable shelves... meet 
every storage and ward. 
robe problem. Girder- 
type construction, no 
sg oF bend 


Steel Lockers 


come in standard sizes 
and designs which mak: 
available more than 300 
combinations of stand 
ard types including 
the one that fite your 
space and staff problem 


Pianning for Your Service — Swift Service for Your Plans 


As a division of Alan Wood Steel Co., 
steelmasters for 130 yeare—Penco is 
assured the full supply of high-quality 
steel which enablos it 
to male prompt de 
livery on all orders 


Penco specialiate in storage equipment 
engineering are available — at no cost to 
you to assiat in planning an efficient, 


se EES FUEL 








stallation to meet 
your neods 


Danan pumeenecenc 
DEALERSHIPS STEEL LOCKERS 
OPEN— Write CABINETS : SHELVING 
for Details 


penco METAL PRODUCTS DIVISION 


ALAN WOOD STEEL COMPANY 
Oregon Ave. & Swanson St. + Philadelphia 48, Penna. 
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Make Extra Sales 
With These IDEAL 
Profit Boosters ... 


5 Profitable Reasons 


WHY IT PAYS TO “PUSH” 


TD EAL 


Every plant you call on can use these 
IDEAL tools to advantage. And you 
can use them to your advantage to 
make more sales per call. 


“JOB STANDARDIZED’’ 


LIVE CENTERS 


1. Complete Line with Stock Models for Practically Every Need 
2. Easier to Sell and Stock 

3. No Delay Between Order and Delivery 

4, Specials Seldom Needed 

5. A Name Your Customers Know 
























MULTI-DUTY 

Interchengeable male, female ond pipe 

joints tor d and ntered work. 

Nine sizes; Morse tapers | through 5, 

= stroight.* Leads te 1500 Ibs. at 50 
m~. 





HEAVY DUTY 
For close tolerances on werk up te 22,000 
tbs. Eccentricity less then .000?"! Morse 
topers 4, 5, 6 and 7.* 


UNIVERSAL 

te plus or minus .0001"! 
vy high Capac w te 
 Aaaiata Mere tapers 2, 


lood 

NEW pire Powr 

For pipes ond 

te 7%)" diemeter. Lead - 

wp te 22,000 ths. Morse 
3. 4. 5, 6 end 7.* 

*IDEAL Live Centers ore alee 

able in brown & Sherpe and 

tapers 


| 


Une 
200 
4 


iff 
3 





$F° 
lit 


jig 


Give your customers custom-engi- 
neered performance with stock model 
IDEAL Live Centers—available “right 
now”. No waiting for special engineer- 
ing. You get easier sales and quicker 
profits because IDEAL makes stock 
live centers for almost every turning 
need. “Specials” are seldom needed. 
Four models and a complete range of 
tapers handle turning jobs from the 
smallest to the largest. 


With a complete line and fast delivery 


you , build and keep live center 
et through better eevies. Simpli- 
fied ordering and inventorying save 
time — make it easier to fill and bill 
customer orders faster. IDEAL Live 
Centers are first choice in hundreds of 
shops for both accuracy and increased 
output. They are backed by a national 
advertising and direct mail program 
that brings new business. Cash in now 
on the complete live center line that 
helps you to make steady sales and big- 
ger profits — IDEAL Live Centers. 





SOLD THROUGH LEADING DISTRIBUTORS 





. In Canada: Irving Smith, Ltd., Montreal 
IDEAL INDUSTRIES, Inc. 
1000 PARK AVENUE . SYCAMORE, ILLINOIS 
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© TACKLE BLOCK CO., EASTON, PA. 


Every plant needs a SHOPLIFTER 


THE OR} 


500 LB. HAND LIFTER 
ES was soe 


—-——— *~—s More than 10,000 have 
iy 7) been supplied to over 
50 different types of 
industrial plants 

all over America 


Only *197°° 


Rugged, simple, few mares pares. Will 
last a lifetime with practicaily no upkeep 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 tb. and 2000 Ib. Shoplifters and 
many special duty models available. 
Write Don Subr for salesmen's catalogue 

sheets and re-sale information. 


Performance guaranteed. 
Sold with a 10-day 
free trial offer. 


ECONOMY ENGINEERING CO. 


4532 W. Lake %., Chicago 24, I. 
festern Soles Office: 342 Madison Ave., New York 17. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 


several sizes, the clamp features a 
wivel shoe reported to prevent mar 
ring of polished surfaces, and a 
spring lock on the shoe which is said 
to permit the shoe to swivel freels 
Ihe shoe is case-hardened and the 
screw part of the assembly made of 
heat-treated stock 

Jergens Tool Specialty Co., Cleve 
land 


Brake Lining 


For Internal 
And External Use 


4 flexible molded brake lining 


material can be 
ternal and external drums, says the 


used on both in 


manufacturer, thus eliminating need 
for two types of lining. Available 
in 25 ft. rolls and in sheets 124 x 12 
rt h'lex-Molded 
thicknesses of 4, “4, 2, and 4 in 


Brass alloy chips imcorporated im 


lining is made in 


the brake material are claimed to 
improve heat transfer and prevent 
overheating The manufacturer 
recommends the lining for use on 
cranes, hoists 


powe! hovels 


winches, and other non-vehicular 
brake applications 
Ravbestos Div... 


hattan, In 


Ravybestos-Man 


Bridgeport, Conn 


Fasteners 


Drive Screws 
Added to Line 


Manufacturer has added “Typ« 
U” steel drive screws to its line in 
3) different ranging from 


no. 0 to no. 14 diameters 


$17€S, 
The new 











Typical Heinn 
Custom-Styled 
Loose-Leaf Binder 


for Trade Catalogs 


Whether your catalog is 
printed letterpress or off- 
set. it should be loose leaf 
-— ond it should heve § 
hieinn custom-styled covers 
and indexing. You will 
moke a tremendous gain 


in selling efficiency 


pyre 





955 





by The Meine Compeny 


Universal 2-4-2, 
No. 5102... 


3” minimum, 5” moximum 


No. 5100... 


6” minimum, 10” waximum 


(carried in stock) 


Here's o salesman's binder 
developed mainly for 4hole 
Kalamozoo sheets used in the 
ovtomotive, plumbing, mill 
supply and electrical supply 
fields. Self-expanding feature 
keeps all printing visible. 



















. 


Your salesmen stop fumbling and 


start selling with Heinn equipment 


Then they keep everything they need 


so well organized that they can pro 


duce quick, right answers and make 


the sale before the buyer cools off 
Watch them sharpen their ap 


proaches when it's easy to use the 
material you supply. They'll step 
up performance — and you'll step 


up quotas! 


-. 


This coupon will bring you the facts: 


Sales Organizers 
' Sales-Pacs 


Universal 2-4-2 


Maw 


ADOPESS 
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Counter Catalog Platforms 


Special Binders ond indexes 


1956 


] Send “facts at Your Fingertios.” 
Heinn's new booklet for the catalog 


planner 


Hove your representative call 


CITY, STATE 






Sales-Pacs . . . Nos. 5000-5001, 3 posts 
No. 5011, 4 posts (carried in stock) 


There len't o better way to carry @ binder of 2° mini 
mum ond 3” maximum for 11 « 6 sheets. Whee vou 
detach the genuine cowhide binder, the SalesPac be 
comos a conventional genuine cowhide briefcase Binder 
fits 3-hole or Kalamazoo 4hole sheets 


' 

' 

i 

! We are listing probable auentities of selling tools on 
/ which we wont complete information. No obligation 
i 


Originators of the Loose-Leaf System of Cataloging . . . 
Leaders Since 1896 











Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” Ic includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 




















TOOL COMPANY 


screw is used primarily for attaching 
name plates to manufactured items. 
They are round-headed, non-slotted, 
heat-treated. According to the manu 
facturer, they are used mainly in pre- 
bored metal and plastics where di 
rect-pressure driving with a hammer 


is desired 
Southern Screw Co., Statesville. 
N.C. 





Indexing Head 


Device |s 
Motor Driven 


\ motor-driven rotary head, de 
signed also for manual indexing, has 
been announced. According to the 
manufacturer, work can be posi 
tioned on a grinding machine table 
and rotated by motor drive with 
“Multiplex” head. Work pieces can 
also be indexed manually for milling, 
drilling, and boring operations. Head 
is equipped with collets ranging 
from 4 to one in., and with an inter 
changeable four-in. three-jaw chuck 
\ 24step plate and stop pin are 
used for index positioning. Motor 
rotates spindle at about 250 rpm 
Head can be used vertically or hori 
zontally 

Multiplex Co., Muskegon, Mich 


Lamp 


Hand Unit Is 
Explosion-Proof 





An electric hand lantern (Model 
287EX) approved by Underwriters’ 


DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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Why you'll find it so much easier 
to sell R/M’s Big 7 Packing Types 


With R/M’s Big 7, you will be able to show plants now 
stocking 10, 20, 50 different types of packings how to 
equal or better performance with much lower inventory 
probably just 3 or 4 types. And how to cut maintenance 
and downtime, simplify ordering, speed deliveries. 


You will get no competition from R/M. Al! R/M packings 
for maintenance purposes are sold only through authorized 
R/M distributors. This policy has been strictly adhered to 
for the last 16 years. There have never been any if's, and’s 
or but’s about it. There are never any exceptions to it 


"* 


R/M’s Big 7 are engineered to give custom-built 

ance. 10 assure low friction, for example, the lubricants are 
ground in during manufacture — not just surface applied, 
They are locked in so securely that even after wear sets in, 
the bearing surface remains the same 


valves; Type 2, for high 
Type 3, for high speed rotary 
alr compressors, Type 4, for corrosives acids 


Type 5, Teflon for Type 6, 


Type 1, for 


valve stems expansion joints 


pumps tk mipe rature 


Viscous ia 


terial chemicals gasket 


materials; Type 7, for hydraulic and pneumatic equipment 
S ’ ‘ 


R/M’'S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS | — 


RAY BESTOS-MANHATTAN, INC. 
PACKING DIVISION, PASSAIC, N.J. 


FACTORIES Marheim, Pa Ne. Cheorlesten, 


Ontario, 


Bridgeport, Conr 


Passolke, NJ Crawtordeville, ind Peterborough 


RAYBESTOS. MANHATTAN, INC 
industrial Rubber, Engineered Plastic. and Sintered Metal Products 


Pockings © Ashestos Textiles © 


© Abrasive end Diemond Wheels « Subber Covered tauvipment © 
Brake Linings © Broke Blocks « Clutch facings ¢ Lawadry Pads ond 
Covers * Bowling Bolles 
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“Since 1857" 


An adequate stock of Klein Pliers 
is essential to every well-run 
tool department. There are many 
pliers that look like Kleins, many 
direct copies of the patterns Klein 
developed, but to linemen, elec- 
tricians and good workmen every- 
where, there can be no substitute 
for Klein Pliers: “The standard by 
which other pliers are judged.” 


A stock of the more popular 
Klein Pliers is proof to anyone 
that “you know your tools.” 

Check your stocks now. Be sure 
they include an adequate assort- 
ment of Klein side cutters, long 
nose and oblique cutters. 


Mathia 


coors WC LE EN os 
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Laboratories for Class 1, Group D 
hazardous locations has been added 
to the manufacturer's “Big Beam 
line 

Features of the lamp are its spark 
proof case and spring bulb ejection 
says the manufacturer. Container 
and head are of drawn brass and 


finished in red enamel. If bulb 
cracks or breaks, spring holding it in 
position bulb 
bulb-base from socket to eliminate 
filament afterglow. Handle is die 


Wires from container to 


crushes and ejects 


cast zim 
head are sheathed in flexible brass 
tubing 

U-C Lite Mfg. Co., 


Chic ago 





Cutting Tools 


Combined Drills 
And Countersinks 


Manufacturer has announced a 


complete line of standard combined 


drills and countersinks. Spiral cut 
flutes are claimed to step up efh 
ciency of tools, permitting greater 


at higher cutting speeds 
They are available in plain type 
numbers | to 8, and in the bell type, 


accuracy 


numbers 11 to 18 


Fastcut Tool Co., Detroit 


THE TRADE CALLS 


DYKEM 
STEEL BLUE 7 


making 
Dies and 
romplates)., 


Zak 









L Brathoch enaton 
The dark. blue back, moon’ ane 









THE DYKEM COMPANY 


Established 1920 
SH. Levis 6, Me. 







23906A North ith St. « 




























LUBRI 


ISUCcK Cyt 
BRASS EMF 
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What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


4. 


There are many reasons why distributors should stock 
Harper fastenings of nonferrous alloys and stainless 
steels. Here are a few of them. 


1. 


Over 7,000 different items— your customers can find 
just what they want in the complete Harper line. 


. Complete stocks ready for prompt shipment from 
Harper warehouses and branches in all market 
areas. 


. Highest quality manufacture by the largest exclusive 


producer of fastenings from nonferrous and stain- 
less. 


5. 


Careful packaging to protect fastenings and assure 
clean, perfect stock. 

Long experience in selling through distributors 
which assures an understanding of distributors’ 
problems. 


. Better profits because of higher selling price of non- 


ferrous and stainless fastenings. 


. Small stocking space. 
8. One source for all needs—one account to keep—one 


invoice to write—one bill to pay. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 


Bolts 
of Brass « Bronze « Monel 


* Nuts « Screws © Rivets « Washers 
© Aluminum «¢ Stainless 


HARPER 
EVERLASTING FASTENINGS 
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Tiemicme as n 


largest in U.5 


re 


INNERLOK for industrial 


f 
TConveyors | 


Ladder Attachment 


Adjusts Itself 
To Terrain 


ew self-levelling ladder attach 

called “Safety-Level,” adjust 
itself to any terrain hydraulically 
wccording to manufacturer. When 
the valve under the bottom rung is 
open, the ladder levels itself; closed 
the valve locks ladder in position 


REG. U.6. PAT. OFF. 
Constructed of aluminum and bra 


is THE _ ittachment has rubber feet 
Eden Enterprises, In Mil 


BEST BELT! = 








"SUPER-CORRUGATOR" 

for Corrugated Box Industry 
“PINETEX” for Biscuit & Non-peeling, minimum stretch, strong 
Cracker Industry Super-fine tex- and flexibie. Makes better boord at 


ture suitable for bakery and confec- lower cost. The original interwoven 
tionary product uses belting. in Aerosol Cons 


Enamels Come 


ee new industrial spray enam 


FRANKO Solid Woven Belting international orange, O.D. kah 


Known far and wide for its quality 
| ki, and flat white—have been intro 


offers consistent sales, sure profits Wide variety of types and sizes 
Write for details and samples today 


luced by manufacturer. Packed im 


to 96", means you always satisfy 
16.2-0z. aerosol can, the new enam 


"Builders of Better Belting Since 1875" els are said to be quick and even in 
ippli won 


THE FRANKLIN COTTON MILL COMPANY erage SEO 
1117 Central Parkway « Cincinnati 10, Ohio 
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MAKE LAMPS MAKE MONEY 


Incandescent Lamps and Fluorescent Tubes can be among 
the best and steadiest volume and prof producers in your 
entire line, if you go after the business with a quality brand 


other than those everyone handles. 


Champion Lamps give you that opportunity. They're 
top quality products — something all the other fellows 


haven't got. 


Choose Champion to better your business in lamps in 
every way. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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“THE BUILDING OUR SUPPLIER SALESMEN BUILT” is description given 
new plant by President 7. 5. Gow, Mill Supplies, Inc., New Britain, Conn., atttribut 
ing growth to close cooperation with factory salesmen 


NO SECRETS FROM SUPPLIER SALESMEN is a must. Stock room i 


ilways open to them 


Harry Hubbard, Hy-Pro Tool Co. salesman (third from left 


discusses inventory with Earle Rice, Joseph Smuda and Wallace McElroy 


P.M, POW-WOWS are held after supplier salesman has spent day making 
missionary calls. Mr. Hubbard, center, reports results to Mr. Gow and Vice Presi 


dent John F. Harvey 


206 


Team efforts are thoroughly planned for future 
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Teamwork Is 


' rHE THIRD MOVE since its found 
ing in 1948, Mill Supphes, In 

New Britain, Conn., finds itself in 
a new building, described by Z. S 
Gow, president, as “the building out 
upplier salesmen built.” “What 
ever success we've had,” Mr. Gow 
added, “I attribute to our philoso 
phy of cooperation and team work 
vith our supplier salesmen. In recog 
nition of their contribution to the 
ompany'’s growth, Mill Supplies 
pro ides supplier salesmen with 
uch facilities as conference room 
vorking space, phones and steno 


sCTVICE 


The Way To Do It 


Steps which Mr. Gow and hi 
associates prescribe to insure sound 
upplier salesmen-distributor rela 
ion ire 

|. Maintain adequate stock 
major lines 

We concentrate on abrasives 
cutting tools, fasteners and shop 
equipment, and maintain full stocks 
0 that our supplier salesmen and 
our salesmen have something to 
sell 

Permit supplier salesmen to 
heck inventory and recommend 
tock orders 

hey are as interested as we are 

idequate stocks of items needed 
n our territory—why worry about 
them overloading us 
Permit supplier salesme: 
heck incoming orders 

reat them as part of your o 
ranization—no secrets. They're en 
titled to know where their product 
ire going, and to see the results of 
our combined eftorts.” 

+. Keep dealings with your sup 
plier's plant strictly through the 
local representative 

We don’t go over the salesman’: 
head. If we have problems, we take 
them up with the representative and 
let him thrash the situation out with 
his superiors.” 

Be sure your salesmen know 








Constructive 


how to work with the supplier sales 
men. 

“Qur four salesmen average about 
30% of their time making team calls 
with supplier salesmen. It's impor 
tant that everyone concerned gets 
maximum results from such efforts 
We insist that our salesmen, when 
with a particular manufacturer's 
salesman, concentrate fully on that 
particular line 


we insist the factory man advise us 


On the other hand, 


in advance so that we can schedule 
our salesmen’s time. We also insist 


the factory man be here on time 
If, for any reason, he can't make it 
as planned, we expect to be advised 
as soon as possible.” 

6. Provide sales meeting time and 
facilities for factory men 

“We expect the factory man to be 
competent in imparting product 
knowledge and sales techniques to 
salesmen 


our that’s an important 


part of his job. Preparation and de 
tails of sales meeting assigned to 
him are his responsibility—if he 
wishes to bring in his company’s 
brass or technical men, that’s up to 


him.” 


And Some Fun, Too 


Though everyone in the firm is 
serious about team-work with sup 
plier salesmen, they also try to get 
some fun out of working together 
For example, as tangible recognition 
of their efforts, a trophy—“The 
Gold Bullthrower’—is awarded to 
the most cooperative factory man of 
the year. The 
ner will gain permanent possession 


first three-time win 


of the trophy 
“As soon as we started preparing 
build 


for the move into this new 


ing,” says Mr. Gow, “our supplier 
immediately volunteered 


Every one of them 


salesmen 
their assistance 
came in and gave us a hand on Op 
eration Big Move. It was most grati 
fying. In many ways, this is truly the 
supplier salesmen 


building our 


built 








A. S. A. SIZES and TYPES 
of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 


And when it comes to lock washers, don't overlook the import 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers, The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing we'l- 
known, well-built, well-advertised Reliance Spring Lock Washers 
im your area. 


EAT 


RELIANCE DIVISION 


* 


‘ 
?s 
*« 550 CHABLES AVENUE MASSILLOWN >” 
SALES OFFICES: NEW YORE CLEVELAND DETROIT 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
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-YOU CAN-— 
WIN NEW 











ARNEL 





> CASTERS AND WHEELS —<d 












Be 


a — alin ee 


* Good Profit Margin 
+ Nationally Advertised 
¢ Always In Demand 


a wide choice of 


LUBRICATION . ah swivel and 

beerings are factory packed with a high 
quality qrease that “stends up” under at- 
tack by heat and water. Zerk fittings are 
provided for quick grease-gun lubrication. 
and ravelings may wind around the hub, 
yea heen rence, pam 





Distributorship Information Gladly 
Sent On Request. 























PRESIDENT J R. Gelomb acts as 
credit manager and direct mai) head, in 
uddition to administrative dutic 





MANAGER Ray Connelly handles pur 
hasing and phone sales, prepares quo 


tatn wearing table omimi 


Ten Workers — But One Goal 


R. Getoms, president of lowa 
¢ Bearing Co., Inc., Davenport 
lowa, believes that his firm is work 
ing with as basic a crew as possibl 
to maintain 5,900 sq. ft. of stock and 
office, and doing an annual volume 
which surpasses $606,000 

l'otal number of workers, includ 
ing President Gelomb, is 10—but 
if job titles were passed out, they 
would encompass twice that num 
ber 

“We have a tight organization,” 
says Mr. Gelomb, “because all of us 
are willing to do our jobs—and 


COUNTER SALESMAN Bob Stubbe 
cts as receptionist, handles pricing and 
back orders, helps on phone sales 
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mor In my opinion that’s the 
ecret of cutting employee overhead, 
and doing a job which impresses the 
ustomer—hinging, of course, on 
tock 15,000 items—85°%, of our 
rders are filled directly from stock 
ind on salesmen, whose education 
ind experience entitle them to be 
termed practical engineers.” 

Mr. Gelomb pointed out that 
his firm’s specialties consist of 
inti-friction bearings, naked and 
mounted, 65%; V-belts and drive 
20%; chain drives, 11% and speed 

rext continues on page 210 





STENO Kay Murphy types all corre 
purchase orders and a 
know ledgement 


ondence 


orrelates orders 
















#33 ALL-PURPOSE 








cc cc c& co oo 


PUMP OILERS 
Dependable, reasonably-priced . . . for 
many lubrication needs in factory, 
; rts of chines and other machine shop, warehouse .. . also 
— “aa act senate ae evailable with flexible spouts. SAFETY CANS 
flexible, straight or angle spouts. approved by Underwriters’ Labora- 


tories, Inc. and Factory Mutvol 
safe for handling of flammable 
. trigger or freeswing 


USE let: INDUSTRIAL igs a 


OILERS and CANS 
The Complere Line 





Eagle high-quality oilers and cans are made in all styles 


and sizes for every factory purpose. Efficient design and 





sturdy construction assure economicai, lasting service. 


0; A ; EAGLE cans and oilers from your supplier or WELDED STEEL SUPPLY CANS 
(ZZ (Ai write direct to Eagle for information 


Storage and filling cans for railroads, 


mills, factories, mines, foundries 


SS 





— #99 SEAL-TIP #66 ALL-PURPOSE 
WELDED STEEL BENCH TOOL KIT OILERS PISTOL GRIP OILERS 
OILERS Handy for ll tool kin... Modern-desion efter of GALVANIZED OIL CANS 
For heavy factory use . flexi for olling meters, gouges, delivers one drop or Triple-lock body seams guarantee 
ble or straight spouts... optional and many other factory = ae LA EX against leakage, insure strength for 
seal tip prevents leaking. uses. spouts. hard usege 


Write For latest Eagie Catalog showing the Complete Line of Eagle Oilers; Safety, Oil, and Gasoline Cans; and Containers. It's Free. wr 





MANUFACTURING CO. Wellsburg, West Virginia 


Serving Industry Since 1894 






























has been 

r line of socket — er ee 
ia include all standar 
ne > all catalog sizes, mad 
é standards 





e to 
of quality- 










s extra high 





Cleveland’ 









Socket Head Cap Screws 


Socket Set Screws 
Flat Head Socket Cap Screws 
Among the facilities already  ) Button Head Socket Cap Screws 
in use at the modern new Shoulder Screws 


Cleveland plant is this spacious bY 


N.P.T.F. Pressure Plugs 
Socket Screw Keys 
Precision Dowel Pins 


Complete stocks of Cleveland Socket Screw 
Products are available for immediate shipment. 
Write for new Socket Line Folder. 


metallurgical and chemical laboratory. be 
wr fe 


The Cleveland Cap Screw Company 
2931 East 79th Street + Cleveland 4, Ohie + VUlcan 3-3700 TWX CV-42 


Warehouses: 


Chicago « Philadelphia *« New York « Providence « Los Angeles 
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Unbeatable 


for 
fast, clean 
BILLING CLERK Mildred Swanson pipe or conduit 


extends work tickets, totals and rx 


checks orders, helps on statements tti 
cutting ... 


and fast turnover for you! 








| 



















iS 


efficiency-balanced 7 motel 
RriIzciba- 


Heavy-Duty 


Pipe Cutter 


Most pre-sold by advertising to your 
customers, it’s a tool that knows its 
BOOKKEEPER Evelyn Petersen han business. It rolls easily through any 
ie tools for thee owes posts sks | pipe or conduit, scarcely a trace of burr 

Strongly built, guaranteed not to warp 
or break, always tracks perfectly. Thin- 
blade or heavy-duty cutter wheels (spe- 
cial wheels for stainless or cast 
iron). For more profit from your 
pipe tool department this year, 
stock and sell Rif@aiDs! 





Ritfa(b> 


4-WHEEL 
for easy cutting in tight places 





— 
—, ~ =_— — 
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- 
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SHIPPING CLERK Roger Taylor 
(right), superintends stock arrangement, 
helped by assistant Dave Waage, who 


works with him on improvising bins, 


ne Pel 
keeping 5,900 sq. ft. of floor space neat The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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SALESMAN Harvey W. Rasmussen is 
one of two men who spend full time 
on road. Helping him cover. . . 


~ = mn 
TERRITORY extending to Eastern 


quarter of Iowa and 50-mile radius in 
Western Illinois is Robert J. Leins. 


reducers, flat belting, babbits, coup- 
lings, electric motors, and bearing 
greases, 4%. 

“With that range of materials, 
we're bound to be the experts we 
claim we are,” he says. “We're not 
bath tub specialists—we stick to our 
specialty.” 

lowa Bearing has branches in Des 
Moines and Cedar Rapids, with four 
employees in each branch. ‘The 
Davenport house handles the books 
for all three houses. 


No One Waits on Phone 


“One example of the cooperation 
here,” says Mr. Gelomb, “is the way 
our phone calls are handled. Our 
phone rings on an average of every 
three minutes. Our manager, Ray 
Connelly, picks up the phone on the 
first ring—he’s qualified to answer 
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WHITMAN & BARNES 


SPECIFICALLY DESIGNED 
FOR 


——. 7 . 
THIRD SALESMAN is composite of THE 

Mr. Gelomb and Mr. Connelly, both of 
. | | | JOB 


hom hit ) | account 


just about any question that might 
rise. If he gets tied up on a line, 
the second phone rings with a duller 
sound—Bob Stubbe handles that 
During a rush, I get the third ring 
This way, we see to it, that no one 
is kept waiting when they contact 
us 

Another example is the work 
that our shipping clerk, Roger Tay 
lor, does on our stock When he - yee 4 
isn't busy receiving, opening and - 
checking hipments he dusts, - 
traighten tock keeps the place 4 
lean. He ilways trying to im J" f 
prove the stock arrangement or fix Z 
ing up bi \ he imng stock isn’t y 
in casy orn to keep track of Taylor y ; . ss 
does it with a minimum of fuss, ; 
ind we think the results show up P 

é 


in the neatness of the place 


Everybody Doubles Up 


mel ie) 4. Lean 


ORILA Lire Orit BREAKAGE 


From Mr. Gelomb (who takes 
care of idmuinistration 60°, of i tel. mele © ee Ce 


factory represciitative imterviews, 


outside selling phom work, direct WéaB 
mail, the firm atalog, which he 

makes up at home, and credit work 

on down to Assistant Shipping Clerk 

Dave Waage (who helps receive, 

open and check hipments; com 

plete shipping and receiving depart 

ment clerical work; fills orders; 

tores stock; and does maintenance 

work) the whole staff of lowa Bear 

ing Co. doubles up to cooperate CHICAGO LOS ANGELES 
toward one end—sales 
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“We have solid some hundred or 
more ANGLgears, and never have 
we had « report of « breakdown 
or uneatistactory service,” 


says D. M. Jones, Vice President, Dodge-Newark Supply Co., Inc., Newark, N_ J. 


Commenting further on ANGLgear—the standardized right 
angle power take-ofl—Mr, Jones writes, “We consider this 
unit a must in the sale of power transmission equipment. We 


like it, our customers like it, and we look forward to a steady 


growth in the sale of ANGLgears.” 


Dodge-Newark salesmen have found that ANGLgear gets 
attention wherever they show it, because this rugged bevel 
gear drive has such high capacity for its size. Among the 
many manufacturers they consider excellent prospects for the 
ANGLgear line (12 models in all) are chemical plants, textile 


mills, producers of packaging machinery, electrical equipment 


manufacturers. 


You have similar manufacturers in 
your territory. Call on them and show 
them an ANGLgear. You'll create in 
terest that’s easily converted to sales. 

WRITE FOR INFORMATION, 


THERE MAY STILL BE A TERRI. 
TORY NEAR YOU THAT 18 OPEN 





AIRBORNE ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE « HILLSIDE 5, NEW JERSEY 
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Distributor finds 
ANGLgear 
gives troubie-free 
service 



















Don’t Belabor 
The Obvious! 


Starts on page 104) 





we returned to our discussion of 
photography. A day later I received 
his order for those hoists. I've en- 
joyed a modest share of his business 
ever since. But we rarely talk busi- 
ness!” 

Mr. Shaw believes practically 
every salesman can come up with 
similar experiences; yet they don’t 
seem to register as a way of selling. 
Despite these meaningful incidents 
saiesmen, Mr. Shaw said, are in 
clined to keep pressing, plugging too 
hard where it doesn’t pay off. In 
stead, they might be successful with 
a chance remark about a hobby, an 
inconsequential comment about 
some activity completely alien to 
the business at hand. 


Bring Out the Bagpipes 


For example: Mr. Shaw confesses 
to a liking for bagpipe music. He is 
the proud possessor of a few records 
of this type music. When a po 
tential customer heard of this inter 
est, he thought it was so funny he 
broke out laughing right then and 
there. But it made an impression! 

Shortly thereafter this same P. A. 
happened to be in a music store and 
heard a particularly cacophonous 
rendering of a bagpipe record. Re 
membering Mr. Shaw’s interest, the 
P. A. bought the record. He got a 
big kick out of greeting Mr. Shaw 
on his next call with, “Boy, have I 
got something for you!” 

Turned out the P. A. had some 
strange hobbies too, and eventually 
this developed into a friendship that 
also paid off business-wise. 

“What I'm _ suggesting,” Mr 
Shaw said, “is a change of pace—a 
more relaxed approach to hard-to- 
sell prospects. 

“No matter how you emphasize 
your products’ merit, your superior 
service, etc, it just may not get 
through to some buyers. Basically, 
you've got to know your prospect. 
If he’s not the type who can be sold 




















You can satisty... g/d sell ..every prospect 


...with the complete line of 








Model 7216 Transfer Pump 


Delivers 37 pounds of 
pressure gun grease or 

14 gallons of SAE 10 oil per 
minute, with 100 pounds 
air pressure 


Air-Operated Oil Transfer 
Empties a 54-gallon drum of SAE 
2 oil in approximately three 
minutes. Coupling and shut-off 
valve. Absolutely safe. Only five 
pounds of pressure enters 

drum, regardless of air pressure 
being used. Fits 2° p.t. bung 
(Model 6479.) 


ALEMITE ff 
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ALEMITE 
TRANSFER PUMPS 





Hand-Operated Transfer Pump 
In 100- and 400-pound sizes 

Both models offer these Alemite 
points of superiority: « Large 
diameter pistons for volume 
delivery - Handle, equipped with 
adjustable leverage, delivers 

one pound of grease in eight 
strokes - Mechanical dynamic 
primer assures positive priming 
of greases + Relic! valve permits 
return of handle to “down” 


position. (Model 7198 -T.) 








© Carbon tetrachloride = 
© Lubricating oil, cutting oil, 2 aa 


© Lacquer thinner 

© Shellac 

@ Kerosene 

© Vegetable oils 

© Plus many other non-corrosive, non-abrasive materials! 


For Complete information Write Alemite, Dept 46 
1850 Diversey Parkway, Chicage 14, IMinets 





Easier to Sell... 


MORE PROFITS 
REPEAT SALES 


Sell the new standard in machine 
key stock — MAK-A-KEY — 
packaged in 6 most commorily 
used sizes for industrial use. Ideal 
for repairs, ¢ ements and 
maintenance. id assort- 


ment in sturdy self-service display 
carton, 12 in. lengths: 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares. 
Also rectangles and additional 
sizes. Write for details! 


GRINDERS 





Extra large discounts plus FREE sales 
aids give you a whopping big oppor- 
tunity to enjoy handsome profits as 
an authorized Baldor Distributor. No 
other jine offers so much for you or 
your customers 
© Ball-beasing motors never need servic 
ing lubsigated for lita! 
@ Totally enciosed splash-proof motors 
7 out dust, grit, metal particles. Last 
a lifetime! 
@ Dynamically balanced motors give 
smoother operation less vibration 
@ Complete tine to satisty every customer ; 
demand % to 3 HP. 6° to 17° individu ’ 
ally balanced wheels Bench and pedestal ' 
types Every modei guaranteed! 
Find ovt about Baldor's generous 
sales plan. Write... 


BALDOR ELECTRIC CO. 


4955 Ovacen Ave. + 8. Levis 10, Me, 


508 Rathbone Ave 


tg is Pe 


DEVAN-JOHNSON CO. 





















Heve your pick of 7,000 
that’s right, “seven thousand 
- sizes. RIGHT OFF THE 
SHELF! And that’s not all. We 
can give you speedy service 
on “speciels,” too. “Don't 
turn dewn your customers’ in 
qvuiries on special items. Turn 
them over to us. If it's stein 
less, we con moke if. We mill, 
drill, grind, tap, slot, thread, 
head, stomp and bend. We'l/ 
get off to @ quick start from 
either a biveprint or sample 


STOCK OR SPECIAL... . LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU 


STAINLESS STEEL 
© Bolts and Cop Screws 
* Socket, Set and Cap 









fastenings - 

Write, wire, or phone for your 
copy of the new STAR catalog. aye key 
STaAn STAINLESS scntEWwco. *”""” 







645 Union Bivd., Petersen 2, N. J. * ‘phone: Little Falls 4.2300 


(ham Direct N. Y. ‘phone: Wisconsin 7.9041, Philedelphia; ENterprise 623! 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquiries tnvited 
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with a ‘Don’t Overiook the Obvious 
presentation, why waste your energy 
and his time? By knowing as much 
about the prospect as possible 

his background, experience and per 
you gain a better idea of 
what might be obvious to him, you'll 
these 


sonality 


learn to overlook obvious 
points intentionally and concentrate 
on breaking through his defense and 
becoming his friend.” 

Words of caution though: “Don't 
expect to make friends with every 
one. You can’t. And, if you don’t 
have a genuine hobby interest, don't 
You've still got to like 
people. And be honest. Or,” M: 


Shaw asked, “Am I belaboring the 


fake one. 


obvious? 





BICYCLE REFRESHER 
TREATMENT 


Bicycle upkeep has been simplified by 
a Texas refining compony, which found 
« solution to the annvel headache of 
dismantling and repainting its 500-bi 
cycle messenger fleet, reports Petroleum 
Processing, McGraw-Hill publication. A 
search for a  better-than-fresh-paint 
method of controlling the corrosion 
covsed by dampness showed it was 
cheaper to galvanize the bicycles than 
to repoint them ofter dismantling. Now 
all bicycles have been galvanized for a 
shiny “new look” end painting is o 
thing of the past. Even the firm's new 
motor scooters were ordered with all 


sheet-metal ports mode of galvanized 
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“Look, let's just forget for a while 
that you're a salesman and I'm a 
purchasing agent!” 























Tough valve buyers appreciate 


this kimd of... 


Toughness 














*HAYNES STELLITE 


Here’s why:—They know that to foil those 
troublesome valve “termites’’—erosion, corro- 
sion, and galling—requires built-in toughness 
which only seats faced with hard facing alloys 
AND hardened wedges can provide. Yes, it 
takes BOTH to do a real job and GP Valves 
provide both at no extra cost! 


Vogt GP Valves feature the toughest and, 
since they are precision finished, the smooth- 
est seating surfaces obtainable anywhere. 
That's why they are setting new standards of 


performance—longer, drop-tight service with 
minimum, low cost maintenance—in petro- 
leum refineries, chemical plants, power plants 
and other industries. Available in a complete 
range of sizes from 4" to 2” and rated 800 
pounds at 850° F, and 2000 pounds at 100° F, 


Advt. No. 5 in a series describing the features 
of Vogt GP Valves. 


Write for Your FREE COPY of Supplement 
Ne. | te Caoteleg $9. Address Dept. 24-71 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Levisville 1, Ky, 


phic, &. Lewis, Crertesten, W. Ve., Come 





DROP FORGED STEEL 


SALES OFFICES: Mew York, Cricoge, Clevetend. De 





tos, 


nneti 














VALVES 
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A NEW 
LUG-ALL 


Winch Hoist 


2 TON 


CAPACITY 
20 FOOT CABLE 








DISTRIBUTORS SAY THEY LIKE 
THIS WEW LUG-ALL 


Because 


Ww fT PRLS A LONG STANDING NEED (2 
TON CAPACITY, 20 FEET OF CABLE, 
LIGHTWEIGHT) 


%& COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTOMERS 

$ ARE COMING BACK FOR MORE 

¢ % RUGGED CONSTRUCTION—GUARAN- « 
TEED FOR ONE YEAR 

* sw SELLS FOR ONLY $49.50—YET OFFERS 
HIGH DIS DISCOUNTS 





OTHER LUG-ALL MODELS FROM % TON 
TO 1 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistent, salt spray test- 
ed LUG-Alls available in all capacities. 
Because LUG-ALL Is The Best, It ls The Most 
imitated Winch Holst On The Maorket 
CAR DOOR PULLERS THAT OPEN DOORS @ 
IN A JIFFY ROUND OUT THE LINE . 
WRITE TODAY FOR MORE INFORMATION . 


THE LUG-ALL COMPANY ; 


. 
HAVERFORD 11, PENNA. . 
eeeeeseeeeeeeee08 i 
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Manufacturers’ 
Activities 


(Starts on page 14+) 





Atlas Issues Folder 
On “Electrolized’” Chain 


Atlas Chain & Mfg. Co., West 
Pittston, Pa., has issued a folder 
explaining its new “electrolized” 
roller chain, Written in question 
and answer form, the folder covers 
what the electrolizing process is, 
what it does, and what electrolized 
roller chain is. It then describes the 
advantages of the product 

The various tests to which the 
chain has been subjected are dis 
cussed. Comparative results of 
stainless steel, bronze, and standard 
chain to the Atlas product are made 
from the standpoint of corrosion 
resistance, Rockwell hardness, and 
tensile strength. ‘The chain's quali 
ties in resisting corrosive liquids and 
chemicals are also reviewed 





Display Stand 
For Taylor Chain 


S. G. Taylor Chain Co., Ham 
mond, Ind., has developed a new 
chain display stand that incorporates 
a cutter for four assortments of sash 
jack, victory pattern, safety, lock 
link, coil, or machine chain 


Weighing 32 Ibs. and occupying 
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THE MOST COMPLETE SOURCE 


SCREWS 
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BOLT & NUT CORP 


135 CHI NEW YORK 7 
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DISTRIBUTORS 
WANTED 


Profitable, complete line of hose, 
hose assemblies, hose and tube 
fittings. Low, medium and high 
pressure applications on re- 
placement and original equip- 
ment in every industry An 
excellent, proven line, national 
advertising, merchandising 
training for 


y ou 


by over 25 


support, product 
salesmen. will he 
backed 


pioneering in this fast growing 
field. 


your 
years of 
with 


For an interview 


one of our = representatives, 
write: 
FLEX-O-TUBE DIVISION 
Meridan Corp. 
2527 Jim Daly Road 


Inkster, Mich 














—it’sa  EVEL—it'sa quare—itsa ape 


accurate 
unbreakable 





Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 
rule. Sliding end-hook makes inside and out- 
side measurements accurate. 

Rugged die-cast case with long-life chrome 
plaied finish. 









ee) 


shipping weight 2 Ibs. 14 ozs. 
per display box 








of six” 


Made by K 6 E, mokers of instruments of precision since 1867 


K+ > KEUFFEL & ESSER CO. 


HOBOKEN, NJ 














display box of 6 
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less than two square feet of floor 


Btithanw™ (Or pa e, the stand measures 54 in 
“ING high, 19 in. wide, and 24 in. deep 


It holds seven reels. 
Use Them! They'll get the orders. 





INSTRUMENTS—Manning, Max 
well & Moore, Inc Stratford 


’ ' . 
Here's One For You Conn., has issued a bulletin on its 


‘American” three and five in. bi 


STEEL JAW CONSTRUCTION metal dial thermometers. Features 
¢ and specifications are listed and 

Renewable steel jaws—pinned on. pic ar The firm has also issued 
Cannot work loose, but can be ; a bulletin on its American “Micro 
replaced when worn. They cover sen Series 130” millivoltmeter and 
the entire top of the vise and are microammeter recorder, a device for 
interchangeable. recording low-level DC electrical 





measurements. ‘Text details prin 
ciples of operations, design features 


Here's ANOTHER a 


SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base is POSITIVE in | 
action! It is designed on the principle of the | 

automobile brake — “shoes that grip the 

sides.” Providing a gripping power 360’. 

A Positive Lock In Any Position. 





And Here's ANOTHER 
Your Because the handle is held 
Fingers ape parang 
Are Safe; 


it cannot slide down acciden- 









tally and pinch the operator's yy ¢ Motors Issues 
fingers. This feature means 
better satisfied workers and 
less loss of time from accidents. Area g ‘py 

‘ ngeics, has s3sucda a Dulictin (no 
It also permits faster work. By 1878) on its complete line of “Uni 
You cant : centering the handle the screw lose d,” ‘Varidrive,” “Syncrogear,” 

“y can be run in or out more and “Verticlosed” motors. Also 

quickly. pictured and discussed are right- 
angle worm gear models and other 
vertical motors. The firm has also 
issued a bulletin on its “Syncro 
gear” motor line, illustrating and 
We are keeping it that way, we consider our distributors | descnbing construction features 
and their men the important part of our sales force and | 
will continue our FULL CO-OPERATION and PROTECTION. | 


THE CHARLES PARKER CO. Estoblished 1632 MERIDEN, CONN. 






Two Catalogs 
U. S. Electrical Motors, Inc., Los 


with a)\Parker 


100% SALES THROUGH DISTRIBUTORS 


Allegheny Ludlum 
| Lists Its Films 


Allegheny Ludlum Steel Corp., 
| @] rs ” 4 E 4 bd ; a E © Pittsburgh, has issued a booklet list 
¢ . ing 20 motion pictures it has 

Sf? Vee ve al produced, The booklet gives a brief 

dackeacthe Aut . description of each feature, together 
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Steam Hose was being replaced every six months 
at Bonner Packing Company in California. The 
Thermoid Distributor, backed by Personalized 
Service from Thermoid’s engineering, production 
and sales staffs, sold the packer Powerflex Wire 
Braid Steam Hose. It’s still on the job nearly two 


years later . . . shows no need for replacement 
. and the Thermoid Distributor has won a 


steady customer! 


There are many difficult applications for Hose, 
Belts and Friction Materials in your area. You can 
sell these “problem accounts’”—and the easy 
ones, too—more quickly with the aid of Thermoid 
Personalized Service. Get the facts now! 


Thermoid Mult)-V Belts Thermoid Conveyor Belting Thermoid Brake Block 


f 


lutch Facings 


Thermoid Company 
Trenton. NJ 
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EVERY 
DEMAND 
WITH 
THE BEST 





Here are tools that provide 
effortless power for hundreds of 
production line jobs, Over the 
years leading firms have proved 
to themselves that to specify 
MALL TOOLS ia te specify 
“satiafaction” for everyone in- 
volved with the use of power 
tools, MALL tools stay on the 
job longer and are easier to keep 
on the job. MALL Tools kee 

roduction “‘on the move.”’ 

nd for your FREE copy of 
the MALL Portable Power 
Tool Catalog or Pneumatic 
Tool Catalog today. 


Division of Remington 
7002 Sesth Chicage Avenve, 


Please send your latest Portable 
Tool Catalog O Pneumatic Tool Ca 


Name 


Address 





with instructions on obtaining prints 
for showing. 

General movies as well as those on 
technical topics are listed. Most of 
the films are in color, and all prints 
are 16 mm. with sound 


POWER PRESSFS—Sales Service 
Machine Tool Co., St. Paul, Minn., 
has issued a bulletin (no. 955) featur 
ing the firm's “Juniorline” power 
presses. Specifications, together with 
prices, are given on both bench and 
floor models. 


WIRE—Colorado Fuel & Iron 
Corp., New York, has issued a 12 
page booklet supplementing _ its 
Wickwire springs and formed wire | 
catalog. Booklet describes the vari 
| ous types of springs and formed wire, 
including compression springs, 
extension springs, 
flat wire springs 


torsion 


springs, 











Atomized Materials Folder 
Covers “KwikMetal” Solder 


| 
Atomized Materials Co., Kwik | 
Metal Div., Pittsburgh, has issued a | 
folder on its “Kwikmetal” cold | 

It contains sections on the | 





solder 
products uses in auto body shops, | 
heavy industry, farming, plumbing 
and heating, and home. Prices are 
included. 


| COATING—Wilbur & Williams 
| Co., Boston, has issued a four-page 
Bulletin lists features of product 
sents a table showing its resistance 
| bulletin on its liquid “Neoprene 
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“tha SIG ORANGE FXrlr 


YOU BUY THE BEST 


Shackle Chain HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 

a 
heot-treated 
SAVES Timt 
Can be ottoched 
on the 


bee. Only @ poir 











ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Avollable in sizes a" to 2". EXTRA STRONG 
EXTRA TOUGH. Self-colored cr gelvanized 
Order from your Distribvter or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 




















TWIST DRILLS —REAMERS 


Whether it is for No. 40 holes in Titonium 
sheets for Jets or '¥i4" holes in thick armor 
plote, Republic Drills give more holes per 
drill and more holes per hour of direct labor 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF “CELFOR,” “CENTURY,” 
REPUBLIC’ AND’ U.S, EAGLE” BRAND TOOLS 


















»-. the way 
dealers go for 
Columbian 
Colpack Coil 
Cartons 


And Here’s The Secret Behind Their Selling Power! 


FOUR HANDY SIZES 
—Now Columbian 
Pure Manila and 


Radium Sisal Rope is 





of from i," through %” 
pound Colpack Cartons. You can supply any and 
at the same 


available in diameters 
in 25, 50, 75 and 100 


every size your dealers need... . 


price per pound as ordinary coil. 


KEEP ROPE CLEAN, COMPACT AND 

COILED— Columbian Rope packed in the exclu- 
sive Colpack Carton always stays properly coiled 
and out from underfoot. The carton fully protects 


it from dust, oil and abrasives. 


EASY TO DISPENSE — The dealer simply 
punches out the hand hole at top of carton — 


pulls out desired length — and cuts. End remains 
within easy reach inside carton. 


SELF - STORING .. . SELF - DISPLAYING — 
Compact Columbian Colpack Cartons store 
easily .. . save valuable floor space and enable 
dealer to carry a well-rounded stock at all times. 
To display, stand carton upright or on its side 
. on counter, on shelves or in windows. It 
gives you triple service as display merchandiser; 
handy dispenser and compact storage bin. 


<< 
>>>» 
sy” 
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THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


COLUMBIAN ROPE COMPANY, AUBURN "THE CORDAGE CITY", NEW YORK 
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recommending its use to industrial 
maintenance application, and pre 
to various cherhicals 


MOTORS—Robbins & Mevers, 
Inc., Springfield, O., has issued a 
bulletin featuring its 10 and 15 hp 
“All-Weather” high torque, capaci 
tator-start, capacitatorrtun single 


THERE iS A DIFFERENCE! phase motors. The four-page pub 
, lication describes features 
Micraphete of treated 


Manis! fibres after 2 THESE PHOTOGRAPHS PROVE 


week incubation with 


a Tt FITLER’S ROTPROOF TREATMENT GIVES 
STRONGER, LONGER LIFE TO FITLER MANILA ROPE 


present 
Once again research is responsible for technical advance 
ment. Every step of Fitler’s modern manufacturing process 
has been preceded by pains-taking hours of laboratory ex 
periments. Now, the finest of Manila Fibres are made two 
withstand even more rugged wear through FPitler's Rot 
proot process which gives protection against decay-pro 
Micropheto of un ducing moisture, mold, mildew, fungi and bacteria 
treated fibres otter ; ‘ . 
Always remember, there is a Fitler Rope designed for your 


same 2-week test 
shows jungle of spores : iy ‘ 
wove “rots” feed on customer's every need and it is treated to give eff ient, 
fibre, leaving it rotted, economical service ... This is a good selling point 
unless. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 














Besley Catalog 
Lists Carbide Blanks 


Besley-Welles Corp., Beloit, Ill., 
er has issued a 12-page catalog listing 


ie yo bby its carbide blanks. Prices, sizes. 





styles, and shapes are pictured and 
detailed in the publication 


RACKS—American Metal Products 
Co., Detroit, has issued a catalog on 
its full line of storage racks. Linc 
drawings show products in detail; 
photos show applications of units 


Nationally advertised “John Crane” PLS is the ™& | WIRE ROPE American Steel & 
leading pipe thread and gasket sealing compound . . re I © Ghee . 
in all types of industrial service throughout the entices. Wire Div., U. S. Steel, Cleveland, 
That is because PLS is an all-service compound—insoluble in petroleum . 
roducts, steam, water and a wide variety of chemicals and gases, including “Tiger” wire rope. All types ar 
tane-propane and anhydrous ammonia. : discussed and pictured. Applications 
Maintenance men prefer PLS because less is required to give a better sea! in industry. chianine. constraction 
.. because, once applied, it laste for the life of the connection . . . won't : ppg, . 
crack due to temperature change and vibration... allows joints to be etc. are shown. 
easily disgasern , even after years of service 
PLS is safe... withstands pressures to 6000 psi, temperatures to 500° F.. ST E E L—Marshall Steel Co 
ved-hy Underwriters’ Laboratories and the Butane Propane Institute ; 
of reiting LaGrange, Ill., has issued a catalog 
Stock and-sell PLS in 1, 5, 15, 28, or handy I-th. brash-top cans. Get full on over 2,000 sizes of ground flat 


information now! Crane Packing Co., 6459 Oakton St., Morton Grove, IIl., 
(Chieago Suburb). In Canada: Crane Packing Co., Lad., Hamilton, Ont. stock. The looseleaf publication 


has issued an 85-page catalog or: its 





contains text on “rules for good 


aaa E 2) an On ncumenen Os a. mi | toois” and heat treatment data 


Sizes and grades are tabulated. 
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NEW /Aook-looth 


LENOX HOOK-TOOTH 
BAND SAW BLADES 


With Positive Rake and Rounded Gulliets 
Cuts Faster, Freer...tastse Longer 
For Non-ferrous Metais, Wood, Piastics 


Hook - Tooth Conventional 
Biade 


Hook looth Blade with a Positive rake leeth hook 
themselves into the work The y saw in 
stead of scraping ind they cut full helical chips 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASS. 
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ca 


5. G. Teyter Chain Co, 


Dept. G 
Memmend, indicre 
Rush Botietin 12 


tving oft the facts and specifi- 
cations on Taylor 


ade Alley Steel Chon 
Name 
Addrew 


City Hote 


FREE catalog to bona 


Your tineup of the 


e wide use of Taylor Made Alloy Steel 


Chain, in all types of industry, has led to 

increased sales and profits for industrial dis- 
tributors everywhere. Such popularity comes 
naturally because Taylor Made Alloy Steel 
Chain is safer and lasts much longer than 


thon steel chain. The fact that it's 


heat-treated increases its resistance to work- 
hardness, grain-growth and shock at all 
temperatures. Tell your customers about the 
superiority of Taylor Made Alloy Steel 
Chain and watch your profits grow. Bulletin 
12C gives all details. Send coupon today! 


fide distributors. Write 
on letterhead. 


. 
— 





&. G. TAYLOR CHAIN COMPANY 
Hammond, ind.; Pittsburgh, Pa. 


Taytor Mane 


& heaiw 
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WADDING—Cel Fibre Div., Per 
sonal Products Corp. Milltown, 
N. J., has issued a folder describing 
and illustrating the properties and 
uses of its “Cel-Fibe” cellulose wad 
ding., either in manufacturing or 
packaging 


PUMPS—Layne & Bowler Pump 
Co., Los Angeles, Calif., has issued 
a bulletin showing cutaway drawings 
of components of its “Verti-Line” 
Bulletin opens to 
45 in. with fulllength pump illus 
tration 


turbine pump 


AIR CONTROL 
VALVES 


wmatkt alve, nc. 





Airmatic Catalog 
Covers Air Valve Line 


Airmatic Valve, Inc., Cleveland, 
has issued a 72-page catalog illustrat 


ing its entire line of two-, three-, and 
four-way air contro! valves for high 
or low-pressure installations. Also 


presented are single and double act 
ing cylinders for air and hydraulic 
use and strainers for pipeline protec 
tion data, 


dimensions, specifications, and parts 


Features, application 
list are also included 
PUMPS—Deming Co., Salem, O., 


has issued a bulletin (no. 4958-B) on 
its new line of single and duplex 


“Hotshot” condensation return 
pumping units. Performance tables, 
construction features, and dimen- 
sions are included. 

INSTRUMENTS — Bristol Co., 


Waterbury, Conn., has issued a bul 
letin illustrating and describing the 
company’s line of humidity record 

















here’s 
the 
Pt-ja-J{-(-me-i ail 


for your job 










any quantity 
.... any style 


As the biggest producer of carbide drills, we are able te 
offer a specific type for every carbide drilling application. 
Exclusive features incorporated in these drills give greater 
tool life, faster cutting at lower cost. 

High volume production facilities make tools available 
from stock. 

Standards stocked in fractional, wire and letter sizes, 
in solid and tipped carbide ; types for hardened steels, cast 
iron, aluminum, magnesium, plastics and abrasive sub- 


stances. 


QUALITY CARBIDE 
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DO YOU HAV 
YOUR COPY? 


Use this catalog as a selling tool to 
develop new business. Sell more pre- 
cision surface equipment to tool 
rooms, inspection departments and 
all metal workers for precision lay- 
, assembly, welding, 

and machine maintenance. Chal e 
precision working surfaces and hold- 
ing aves shown in the catalog 
include: 


Semi-Steel G@ Granite V-Blocks 
Layout Surface Plates Semi-Steel Welding 


Peading Tables T 
Adjustable Floor crsening Fables 
lates Bench es 

t apping Plates Bench Blocks 
Straight € Surface Plate Stands 
Universal U Plates 

Angle trons Box Parallels 
Universal Box Angles Work Benches 


Be sure each of your salesmen has 
osony of Gis valuante cates ait, the 


enge catalog of precision equip- 
ment 
S€-102 i> 
TRADE mate ® 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 








| The Challenge Machinery Co. 10-9 


Crand Haven, Mich. 














pene copies of Chatienge Pre- 
Name_________. Position 
Company 
Address 
—_——— _— 














ing and controlling instruments and 
accessories. Bulletin contains data 
on indicating, recording, and auto 
matically controlling wet and dry 
bulb instruments, and psychrome 
ters. 


SAWS—Diamond Saw Works, 
Buffalo, N. Y., has issued a catalog 
(no. 56) on its. “Sterling” and 
“Super-Sterling” broach hack saws 
Performance, principles, and other 
data on the tools are illustrated and 
described. Catalog is punched for 
ring binder, and space is provided 
for distributor imprint 





Cling-Surface Belt 


Dressing Repackaged 


Cling Surface Co., Buffalo, N. Y., 
is now packaging its belt dressing 
in an aerosol container. According 
to the manufacturer, the pressur 
ized container facilitates the applica 
tion of the dressing and eliminates 
waste, 


CONTROLS~—Sarco Co. New 
York, N. Y., has issued a bulletin 
(no. 7IOB) describing its self 
powered cooling controls for com 
pressors, stills, solvent coolers, 
degreasers, oil coolers, small engines, 
condensers, etc. Operational draw 
ings and hookup sketches are 


included. 


HOSE—B. F. Goodrich Industrial 
Products Co., Akron, O., has issued 
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Here's Why 


DISTRIBUTORS 
PREFER 








Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 
saves shelf 
space 





vv 


Clark utilizes 3 standard size 
shipping cases. Proportional 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
mits exact fit of cartons in 
cases . eliminates 
“shucking” . . . avoids 
errors and saves time in 
taking inventory. 
. 


iy 





Request free cetalog 
covering the complete 
Clark line of industrial 
fasteners. 


. 







SINCE 1854 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN 
















a bulletin on its line of air hos 

“Maxecon All Purpose” hose data 
has been updated, and information 
of “Highflex l'ype 50,” “Com 
mander,' and “Type 88” is given 
B. F. Goodrich Plastic Products 
Marietta, ©., has issued an eight 

ts line of high 


page bulletin on 
impact rigid “Koroseal” pipe, fit 
tings and valves. Instal.etion, appli 
ations, and physical properties are 
explained. A table showing common 


hemicals that can be handled by 


the pipe is in luded 











Selection Chart 


Bound Brook Oil-Less Bearing if fi Tell us the product and we'll show you 
Co., Bound Brook, N. J., has issued the right belting for handling it 


a chart showing the chemical, BELTING 


mechanical, and work characteristic 

of sintered bearing material This is possible because the Victor line of textile belting is com- 
plete — fills many needs in conveying, elevating and transmission 
There's everything a customer needs in solid-woven cotton, Neo 


Bound Brook Issues 


COUPLINGS Ajax hlexibl j 
‘ prene impregnated, canvas-stit hed, Balata, special treatments 
Coupling Co., Westfield, N. Y., has plus a complete selection of belting specialties... all in a full range 
issued a catalog (no. 62 overing of widths and thicknesses 
its Series D-100 standard floating To prove which belting is right for each use, our research depart 
ment conducts continuous, exhaustive tests under actual operating 


shaft, and mill motor type dihedral 
couplings Working data is given conditions — then integrates test results with field reports to give 


assured recommendations 


on $17e8, Capaciti ind dimens« | 
: nSIONS The pay off of this poli s our volume of repeat sales and an 
e109 Al veal , 
designed to handle angular and off ever-growing distributor list. Why not give your customers thi 
ct musaligniment complete belting service? Send for Distributor Catalog today 


A COMPLETE LINE including: Neoprene Belting « Balota Belting 
FASTENER S~—Cleveland Cap Solid-woven Belting — untreated, impregnated, coated 
“I many widths and plies -« Canvas Stitched Belting 


screw Co Cleveland, O., has -_ vf Belting Specialties @ 3205 


issued a four-page folder explaining 
unified screw threads. The folder 
cites the profile origins of the 
threads adopted in 1948 by U. S., 
Britain, and Canada, the minor 
changes in threads per inch from 
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the right dresser for 


EVERY WHEEL 














: 


Only Desmond can furnish you with the correct dresser for each 
type grinding wheel. Some are shown above, left to right: 

For large coarse wheels—the Desmond Heavy Duty, in two sizes. 

For abrasive belts and drums—the Desmond Beltbrasive, in three 
sizes. 

For general vtility—the Desmond Huntington, in three sizes. 

For precision work— Desmond diamond hand tools. 

For fine work~-Desmond Ball Bearing Precision, which does the 
work of diamonds in many applications. 

Also—Desmond Hex, Desmond Rearwin, Desmond Sherman, 
Desmond Diamo-Carbo, Desmond diamond nibs for all makes 
of grinders, Desmond Crackerjack—and special dressers and 
cutters for unusual applications 

Write for new Desmond Dresser Catalog, and name of your 
nearest Incustrial Distributor 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAWM MFG. URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 


American standards, and the advan 
tages of tightness and interchange 


ability 


VALVES—Meter & Valve Div., 
Rockwell Mfg. Co., Pittsburgh, has 
issued a bulletin (no. 1059) on its 
revised version of “1001” regulators 
Illustrated and described are the 
recently-introduced 250-lb. type 
high pressure model. Capacity tables 
and ratings based on them are 


included 


POOLS—Firth Sterling, Inc., Pitts 
burgh, has issued a new stock list 
covering its tool bits, drill rod, and 
ground flat stock. The eight-page 
publication lists thicknesses; widths, 
lengths, and decimal equivalents, 
as well as brief description of grades 


stocked 


Howard Has Chart 
For Selecting Motors 


Howard Industries, Inc., Racine, 
Wi has issued a selector chart 
for fractional hp. motors. Charac 
teristics and performance ranges are 
charted, and speed-torque curves 
and other data are given 


DIFS—B. Jahn Mfg. Co., New 
Britain, Conn., has issued a 20-page 
brochure describing its “Production 
Proved” progressive dies and tools 
Illustrated are case histories on the 
manufacture of dies, tools, jigs, 


hxtures, gages, et 


COMPOUND S-—Speco, _ Inc., 
Cleveland, has issued a catalog page 
on the uses and safety features of its 
‘Vol-Sol” industrial solvent. Firm 
has also issued a catalog page on 
Halum,” its new aluminum paint, 


ee a 
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it costs no more to get 


these EXTRAS 


orm 
STRONGER — higher tensile strength, no 


sand holes. | p R Y 


TAPER TAPPED — all pipe threads ta- 
SEAL 


THREADS 


” INDIVipyg 
THREAD ad 


PROTECTED 





PROTECTED — galvanized fittings zinc 
plated after fabrication for maximum pro- 


ll 
tection of all surfaces, including threads. ee 
= 
it 
ah, 
an 
a 
la 
i 





CARTONED — for extra convenience in 
handling, eliminates damage and inven- 
tory loss. 


ALL CAPITOL FITTINGS MEET FEDERAL 

SPECIFICATIONS FORGED STEEL 
SOLID SQUARE HEAD PLUGS 
Sizes: 1 through 2°, Solid 

Hex Head Plugs e through 2 


@ | ~ 


250 UNIONS 








SEAMLESS AND ~~ SEAMLESS 
8 FORGED STEEL ~ AND FORGED 
STEEL CAPS 


e) HEX BUSHINGS 


SAVE FREIGHT 
Combine shipments of 
capitol fittings for 
freight allowance 
WELL SUPPLIES CAPadapters REDUCING INSULATING 


COUPLINGS NIPPLES COUPLINGS UNIONS 


and Forged Steel High Pressure Fittings 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 
gt 
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el Tadelaslicte, 


HANGER IRON 


7. ay 1 


i for Complete Catal 


THE BFS! 





CALDER . the Dresser Line 


for Bigger Profits... Easier Sales 


RUILYT RIGHT Rest materia through 


teel cutter Right and Le fr hand Thre 


LALA AALLALS | 


HOLD Extra 


MANUFACTURING co. 


149 N ‘ ‘ treet Weilas Pe yiv 


CALDER 


ania 
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CRAFTSMEN ALWAYS TAKE pAINE's 


THE PAINE COMPANY, 17 Westgate Road, Addison, Miinois 


1956 





lusting teatures wices, appli ior 


PRECISION TOOLS—Brincy Mtg 

Co., Pontiac, Mich., has issued 

|2-page catalog (no. 6B) illustrating 
tandard precision boring heads, 


ind describing the firm's patented 


idjusting principle for close toler 


} boring 


CHICAGO-LATROBE 




















ae aed | sac aNd 


2 eae uli aso o en ose 








Chicego-Latrobe Charts 
Drill Feeds and Speeds 


Chicago-Latrobe, Chicago, III 
has issued a chart showing feeds and 
speeds for its high-speed drills used 
in cast iron, bronze, or brass and 
drop-forgings, alloy steel, and 
innealed tool stee! 

Safety hints are set forth at the 


foot of the chart 


Lubricat 


LUBRICATORS—Bijur 


ng Corp., Rochelle Park, N. J., ha 

ued an instruction sheet on it 
KI “one-shot” lubricating system 
Sections of the sheet discuss opera 


tion of the devices, maintenance, 


crvict a new hat hine, and 


tarting 


ivi of oil 


to be used 


TUBING— Tubular Products Div 
Babcock & Wilcox Co. Beaver 
Falls, Pa., has issued a technical data 
ard (no. 184) on 12 of its “4100 
series” of alloy steels used in tubing 
Carburizing and thermal treatments 
critical points, mechanical proper 


ties, etc., are discussed 


SHEAVES—Maurey Mfg. Corp., 
























HY-PRO—the tap specialists — 
also specializes in SERVICE! 












cM ee 








1. 24-hour delivery —Hy-Pro offers you 24-hour service 2. National coverage — No matter where your company 





on all standard taps. And Hy-Pro has a complete, up-to-date may be located, you'll find Hy-Pro ready to offer you or your 
stock of stancard taps, customers faster service 






3. 1BM equipment—The most modern 1BM _ tabulating 4. Route specialists —Hy-Pro specialists who know the 
machines guarantee you prompt handling of your order—and quickest, safest routes to you and to your customers are in 





insure the most accurate billing records. charge of the routing of your tap orders 











on’T settle for just any tap when you can have the 1956 promises to be a year of record Hy-Pro sales... 


best, and have it on time and extra profits for you. It pays to push Hy-Pro, 






Hy-Pro specializes in tap production, and in service, 





too, giving you the quickest, most complete service pos- 
sible. One of the reasons that Hy Pro is among the leaders 






of the tap industry is this insistence on speed as well as 





efficiency 





Remember, Hy-Pro protects the quality of the taps you 
sell with its exclusive 3-Way Quality Control 






1. Heat-Treating—insures tap toughness with the tap 





industry's newest equipment. 





2. Electronic Analyzer—checks hardness uniformity “The Tap Specialists” 
New Bedford, Massachusetts, U. 5. A. 





3. Micro-Hardness Tester—analyzes metallurgical 







structure AGOITIONAL WAREHOUSES, 
10426 W MCHICHOLS #0 aaa aweee er wont ” £407 * 
This quality insurance is available at no extra cost. OETHON 21 MGM CHICAGO 44 wewann em 4 
7 vertvererty «4 :o77 Geeotw 40817 ’ 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 





“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here's an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
cuscomers have the advantage of 
choosing from a complete line. It's 

fully described in catalog 53. 





232 








LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with coe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 








Roane? tiene Gems and 
Pullers — 10-100 tons 


New Rel-Tee lifts 


full copecity on cap 
or tee 
i Screw 
docks 
12-24 tens 


Standard Hydraulic Jacks—- 3-100 tons 
Lever Jacks — 5-55 tons 


Special Jocks for Railroads, Mines, Urili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gerdner Read, Broadview, til. 
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Chicago, Ill., has issued a new cata 
log covering its line of “Ful-Grip” 
OD sheaves, standard “Multi-V” 
sheaves, and made to order sheaves 
Information on handling of sheaves, 
together with dimensions and de 
scriptions, is given. Construction 
and installation are also presented 


CUTTING FLUIDS—Texas Co., 
New York, N. Y., has produced a 
sound color motion picture running 


194 min. depicting characteristics 
of cutting oils and water-based 
emulsions. Entitled “Cutting 
Fluids,” the film is intended for 


showing to plant superintendents, 
shop foremen, methods engincers 


SAFETY DEVIC ES—Dockson 
Corp., Detroit, has issued a folder 
describing about 30 of its head and 
eye protection items. Pictured and 
discussed are goggles for welders and 
chippers, plastic eye savers, spectac le 
type goggles, eye shields, welders’ 


helmets, etc. 





Foster Fittings Featured 
In 16-Page Catalog 


Foster Mfg. Co., St. Louis, Mo., 
has issued a 16-page catalog on its 
automatic, semiautomatic, and 
regular detachable couplers for air, 
oil, and grease lines. The book also 
contains information on the firm's 
line of chrome sleeves and air, oil, 


and grease line fittings 


HAND TOOLS—Punch-Lok Co., 
Chicago, Ill., has issued a catalog 

















WATSON-STILLMAN 
FORGED STEEL FITTINGS 


fe. Tight Connections 


in pressure piping 


@ In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures. 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they're drop-forged of high quality steel to 
produce a dense, tough, forged-fiber structure that can 
really take it. 















Extra strength is built into W-S fittings in other ways © Process Liquid 
too...such as the heavy reinforcing bands extending and Gas Piping 
well beyond the threads or sockets. 






Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements. Send today 
for Free Catalogs. 










Bulletin A3-50—Forged Steel Fittings 
Bulletin S-1-55—Stoiniess and Alloy Fittings 
Bulletin U.1—Forged Stee! Unions 

Bulletin S-3-55—150 Ib. Stainless Fittings 
















© High Pressure Lines 








Sold Through Leading Distributors 


+9 W-S FITTINGS DIVISION)» 


HKP +. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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can’t sell 


can’t buy 





than 


VIGATo, 
uae 


FiteS 


SWISS PATTERN 


That's been true 
for 50 years and it's 
true today. 

We help Distribu- 
tors make money 
by selling SOLELY 
through them, and 
giving them the 
SERVICE and qual- 
ity files they need. 


We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into 
these fine files. 

The line is com- 
plete. All _ sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting standards. 


CARSON-NEWTON CO. 
Relleville, N. J. 


CARSON 
NEWTON 











sheet on its new clamp cutter, mode! 
D-550, for removing Punch-Lok 
hose clamps. Sheet shows applica 
tion of tool. y 


CAMS—Smith Bearing Co., West 


| Trenton, N. J., has issued an eight 


page folder (no. 103) describing with 
diagrams and illustrations its cam 


followers and cam yoke rollers. Load | 


and life ratings are given, as well as 
specifications for the “HCS” (high 
capacity stud), regular type, and new 
cam yoke roller bearings. 


PLASTICS—Plastic Products Div., 
Raybestos-Manhattan, Inc., Man 
heim, Pa., has issued a brochure 
covering its “Teflon” and “Raylon” 
sheets, tape, molded and extruded 
rods and tubes. Typical applications 
are pictured. 


FASTENER S-—Star Expansion 
New York, N. Y., has issued a 
pocket-size catalog (no. 5603) illus 
trating and describing its line of 
fasteners for home and industry 
Also discussed is its drills and drill 
ing devices. Prices are given, and 
space is provided for distributor 
imprint. 


GRINDING WHEELS—EFlectro 
Refractories & Abrasives Corp., 
Buffalo, N. Y., anriounces that it is 
now shipping its small tool room 
grinding wheels in a new egg-crate 
style carton claimed to reduce 
damage. The firm says since wheels 
are packed by the dozen, inventory 
problems are simplified for user. 


VALVES—Atlas Valve Co., New 
ark, N. J., has issued a booklet on 
its “Type B” pressure reducing 
valve, giving details on design, 
operating characteristics, function, 
and application for unit. 


MARKING TOOLS-—Noble & 
Westbrook Mfg. Co., East Hart- 
ford, Conn., has issued a 50th 
anniversary catalog containing its 
full line of metal marking machines 
and tools. Catalog contains basic 
technical information on metal 
marking, and illustrations and text 


Waave MARK 


REGIGTEREQ 


NO. 4 B PUNCH 


W. A. WHITNEY 


Stock up for 
Good Profits 





metal box, ic o versotile and handy tool 


depth go 
bo« which holds 6 extra punches and dies 
Capecity of punch is Va" hold through 1/16 
goge iron—weighs 3 ibs.—62" long. This 
same punch is ovellable in a cardboard box 
with 3 punches ond 3 dies 


* Send fer complete catalog 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, Ili 











RECIPROCATING SAWS 


RCS SUPERSAW 
MILWAUKEE SAWZALL 
SAW CHIEF © KEY HAK © TRI-SAW 
PLUS MANY OTHERS 


++. and fits BETTER, with 
more chucking surface! 
TRY IT YOURSELF 


FREE 
BLADE 


and literature sent upon request 
o LONGER 


aa & 
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This 48 Punch in o baked green enameled | 


thet is profitable to sell. Entire tool is mode | 
of drop forgings and heat treated. Grodvoted | 
on side con be hed in the metal | 


explaining its “Series 50” marking 


devices 


W ELDIN G—Eutectic Welding 
Alloys Corp., Flushing, N. Y., has 
issued the fifth edition of its 170 
page welding “data book,” contain 
ing essential data on the application 
of its “Low Temperature Welding 
Alloy” to numerous welding opera- 


tions 


FITTINGS—W-S _ Fittings Div., 
H. K. Porter Co., Roselle, N 3 has 
issued a 28-page catalog (no. A-3-56) 
on its forged steel pipe fittings. It 
contains dimensional, engineering, 
and application data on the firm's 
forged screw-end and socket-welding 
fittings for high pressure service 
Engineering data section contains 
data on materials selection, pressure 
ratings, pipe thread and socket 
selding specification: 


SIGNAL—Pyle-National Co., Chi 
cago, has issued a bulletin (no. 632 
on its “Gyralite” visual warning 
signal for industrial use. Various 
applications are pictured and differ 
ent style lights charted 


SOLDERING Phillips Mfg. Co., 
Minneapolis, has issued five illus 
trated catalog sheets on its line of 
soldering equipment. Specifications 


and servicing information are given 


PRECISION TOOL—Kuma Too! 
Co., Chicago, has issued a folder 
describing its redesigned “Univer 
sal” dividing collet head. Photos 
and drawings show the precision 


tool's attachments 


GRINDERS—FEx-Cell-O Corp., 
Detroit, has issued a bulletin (no 
46661) describing its style 49-A 
grinder for sharpening of mining 
machine tool bits and rock drills 
Particular reference is made to grind 
ing of carbide-tipped tools 


COATING~— W ooster Sealkote Co., 
Wooster, O., has issued a bulletin 
(no. LL-3769) on its “Seal-Kote” 
liquid plastic coating. Character 
istics of the product, appli ation 
details, colors and materials over 





burr-free 
pone knurl 
non 


lor taster 


..-to cut 
assembly 
time 


Today's competitive market demands maximum produc- 
tion efficiency. To help your customers meet this demand, 
Western has developed a Socket Screw with precision-cut, 
knurled head that provides a secure non-skid gripping surface 
for faster, safer assembly 

Western flush-to-surface Socket Screws add sales appeal 
and safety to every modern product —eliminating the danger 
of protruding bolt heads and giving a clean, streamlined 
appearance. And Western saves your customers money, too 
Made of finest alloy steel and heat treated, they're so strong, 
less are needed on each job. Precision machined, they fit in- 
stantly, preventing time and money-wasting assembly delays. 


i 





The Western Automatic 


Machine Screw Company ” 
division of Standard Screw Compony Re ws 
WS 


571 Woodland Ave., Elyria, Obie 


Ko 


Screw Products Ports and Assemblies Since 1873 
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MODEL 1220 METAL 
CUTTING BAND SAW 


big, fast, built to give you high production 


KALAMAZOO METAL CUTTING 
BAND SAW MACHINES . 
model to meet your needs. 





KALAMANIC | BAR FEED ATTACH. 
MENT converts Kelemerzee saws to 
fully evtemetic cut-off machines 





MODEL 610 cute 6” round, 10” 
fat Coolent equipment and casters 
available 


Kalama 200 1 











318 Harrison Street . 


CUTS 12-INCH ROUND, 
20-INCH FLAT, 12-INCH PIPE 


Accurate to a few thousandths, with 
minimum burr and kerf. 


Four cutting speeds and variable frame 
weight adjustments provide a selection 
for various jobs — better sawing re- 
sults, longer blade life. 


Available with coolant equipment for 
uninterrupted production sawing — 
without coolant for intermittent cut- 
ting and for non-ferrous metals. 


Designed throughout for maximum 
safety. All moving parts fully enclosed 
— only cutting section of saw blade is 


exposed. 


Heavy duty | HP motor provides ample 
power for all cuts. 


ASK YOUR KALAMAZOO DEALER 
FOR DETAILS AND DEMONSTRA- 
TION of the rugged Model 1220. 


TOOL DIVISION 


ANK and SILO COMPANY 
. » Kalamazoo, Michigan 
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which it can be applied, are dis- 


cussed. 


TRANSMISSON—American Blow- 
er Corp., Detroit, has issued a bul 
letin (no. 9719) describing its new 
size 126 Type T “Gyrol” fluid drive 
for general industrial application. 
Construction features are detailed. 
Photos show basic unit for use with 
engine drives and modified arrange 
ment for electric motor driven ap 
plications. 


WIRE ROPE—American Chain & 
Gable Co., Inc., Wire Rope Sling 
Dept., Wilkes-Barre, Pa., has issued 
a four-page folder (no. DH-531) on 
its “Dualec” wire rope endings. 
Manufacture and features of the 
ending are pictured and described. 


W ELDIN G—Dockson 
Detroit, has issued a folder picturing 
and describing various pieces of 
welding equipment—torches, fit 
tings, gages, goggles, helmets, etc. 


Corp., 


COATING—Amex Chemical Co., 
Cleveland, has issued a folder on 
its new “S-100” compound for mix 
ing with primers and finish coatings. 
Advantages of using the product are 
diagrammed, and there are photo 
graphs of laboratory tests on the 
product. 


MATERIALS HANDLING—Tem 
pleton, Kenly & Co., Broadview, 
Ill, has issued a 16-page booklet 
showing its new broadened and 
complete line of “Simplex” hydrau 
lic jacks and pullers. The publica 
tion contains descriptions, mechan 
ical’ specifications, and size charts. 


RULES—Lufkin Rule Co., Saginaw, 
Mich., has issued a folder on its 
new decimal graduated steel rules 
and tape rules. Features of the 
devices are tabulated. 


TUBING—Superior Tube Co., 
Norristown, Pa., has issued a “data 


memorandum” (no. 4) on its large 


diameter thin-wall tubing. Typical 
applications, fabrication, material 
analyses, and method of manufac 


ture are discussed. 








Drill Jig 


BUSHINGS 


MICRO STANDARD 
BUSHINGS BUSHINGS . Pa ee 














SELL TOP QUALITY 


Operations Ideas — Master 








ots JO 


ARBOR SPACERS Q 


SHIMS and SPACING 


COLLARS © Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
DOV" to 125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from |4" to 9”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 54” « 25’ coils packaged in trans- 

parent plastic boxes, except above 

020", Strips 14” « 12”, in cellophane. 

27 thicknesses. All thicknesses from 

DOV" to 032". (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating, Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, O01” to 032”. 
Sheets 6” x 12°; coils 6” x 120”. Avail- 
able also in two assortment packages 
~~12 thicknesses, 001” to 015”, and 
15 thicknesses, 001” to 032” 








Can You Use Any? 





Skid Lift Truck 
Label Printer 
Portable Photocopier 
Shelving 
Access Lifts 
Intercom Control 
Chart Making Catalog 
Manual Hyadraulic Lift 
Tub File 
Hand Truck 
Swivel Chair 
Wire Rope Rewinder 
Paliet Truck 
Dock Plate 
Bottom Stapler 
Insect Control 
Miniature Calculator 
Desk Supply Tray 





Skid Lift Truck 


Loading or unloading at heights 
up to 52 in. is possible with a new 
portable hydraulic skid fork lift 
truck. The truck has a maximum 
load capacity of 5000 Ibs. Fork 
length is 56 in. for handling long 


| skids, width is 24 in. 


An electrically operated push but 





PADLOCKS 


for industrial 
protection! 







FREE BROCHURE 


Condensed, easy te wee 
intermation on the Mas- 
ter pediocks mos! widely 
weed fer industrial ap- 
plications. Write tedey 











weirs ron | ton controls lower or hold load in - 
Complete, Profitable 
Dealer information position without power. Normal Master Padlocks 
Tedoy! rate of lowering or raising is | in 


Master loch Company. Milwaukee 45 Wis 
Worlds Largest Padlech Manufacturers 
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DETROIT STAMPING CO. pct second. Speed, however, can be 


332 MIDLAND AVE. © perromr 3, micw, | "gulated by adjusting balanced pis 








ton-type flow control valve. Speci 
ally-designed high-capacity roller” 
bearings, concealed for greater 
safety, eliminate friction, slides and 
grease smears. Drive is by single or 


3 phase AC o1 12-volt battery with Lal 


built-in charger. An added feature 

is placement of casters and wheels introduces 
directly under frame to permit truck 

to pass through aisles only slightly 

wider than 24 in 


DE. 


LAVALLEE € 


DRILL & 
Label Printer we EAM t » 


his ingenious new device makes, 


applies and prints a paper self-stick 


ing label in one operation by simple BLAN KS 


finger pressure. It is a lightweight 
unit and will print prices, code num 
bers, identification and merchandise 
or place similar information on 
blank or pre-printed labels. Print 


INC. 


ing is performed instantly with in 
terchangeable slide-in porous rubber Another example of the continuous research 
customer satisfaction and service brought 
you by the “reamer specialists 
Just look at these size ranges — 
© Fractional Sizes ‘cs thru |” © Wire Gage 
ol thru #80 © Letter Sizes A thru Z © Complete 
Sets @ Any size trom | thu 10000 
Highest Tolerances — 
e Drill Blanks up to + .OUU IWS 
over JUD 0* 
e Reamer Blanks up to 00 000 
over WK) I 
Why not let these advantages enjoyed by Lé 
distributors begin working for you 
Write for the L&! story today 


stamps. 


Portable Photocopier 


This machine was designed to 
copy pages of bound books just as 
easily as flat material. It weighs only 
13 Ibs. complete with cover. The 
sturdy, all-metal unit is finished in 
gray. The machine is simple to 
operate and produces a full-size copy 


LAVALLEE & 


of any record—typed, printed, hand 
written on paper, cloth, film or even 
heavy card stock 


Shelving 


Here's a new idea in shelving, | ‘ Ihe Reamer Specialists 
entirely made of stee] rod into which 
notches are cut to close tolerance, so LAVALLEE & IDE, INC. 
that the shelves and uprights are | CHICOPEE, MASS. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 














locked into place. The notched 
wires slide easily into place and 
assembly takes only a matter of 
minutes. Shelving and uprights are 
plated after fabrication. No nuts, 
bolts or screws are used, Uprights 
are so constructed that shelves can 
be spaced at 5 in. intervals. Along 

the outer edges, the point that takes 
SER VING INDUSTRY the heavier wear, there are reinforc- 
ing strips which incorporate corru 


THROUGH DISTRIBUTORS — |, 2808 bing 10 absorb divectiona 


stress and strain. The shelves are 
FOR 75 YEARS particularly suited where the load is 

especially heavy, where air circula 
tion is desirable, in moist or refriger 


ated atmospheres or where wet 
objects must drain. 


The year 1956 marks the Access Lifts 
75th anniversary of our High-walled, high-ceilinged in 
company. For three quar- teriors are made accessible for main 


ters of a century, Home tenance and cleaning work by this 
5 lift which has a maximum reach up 


Rubber has been able to to 42 ft. above floor level. Maxi 
serve DISTRIBUTOR needs ay stability is assured by ‘ sin 
in all lines of rubber belt- 
ing, hose, and packing. 

Our relations with Distribu- 
tors have been valued and 
personal. We are proud of 
these relationships for they 
are responsible for the suc- 
cess of our company. We 
are enthusiastically look- 
ing forward to the next 75. 


THE HOME RUBBER COMPANY 


TRENTON 5, N. J. 


BRANCHES IN NEW YORK AND CHICAGO 
NEW YORK—WOrth 2-4460 CHICAGO—CEntral 6-0601 TRENTON 5-617) 








"in yy, 
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- = - al « ms 9 z 
New Plant — this month our new Hampstead, Maryland 


plant goes into operation to double our production 


facilities in this community! 

















Big Promotion And in a few days your Black & Decker 


representative will bring you news of our big Fall 
promotion — packed with new tools, smashing ad- 


vertising, sales-building merchandising aids! 


More Proof that, for products that set the pace and promo- 


tions that move the goods, it pays to follow the 


key line to sales and profits with... 


— Dah Decker 


Towsen 4, Md. Portable Electric Tools . . . Power-Built to last! 
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type leveling jacks at each corner. 
Large swivel type 
ready mobility. 
form is 2 ft. 3 in. square 
load is rated at 350 Ibs. 


casters permit 
Area of the plat- 
Platform 





intercom Control 


A compact and complete new in 


tercom control center which is 


and medium-sized, 
combines the advantages of larger 


It is a ruggedly-constructed 


medium-priced 


systems 
Aual channel system and provides 
intercommunication, music distribu 


tion and paging for from | to 45 
speaker locations, The dual channel 
operation permits voice transmission 
and paging, music 
alarms or general announcements to 
be carried on at the same time. An 
operator can call one station with 
out interrupting transmission of a 
program to all other stations. It is 
a simple snap-on 


distribution 


equipped with 


emergency all-call switch 


Chart Making Catalog 


A new 20-page catalog which 
describes various products available 
for making organization and flow 


charts, graphs, ofhce and warchousé 
layouts, etc., with pressure sensitive 
tapes and templates 
recognized lines, shapes, bars, sym 
bols and die-cut office furniture tem 
plates are pre-printed on tapes or 
sheets with adhesive backing. Tape 
and templates may be mounted on 
plastic planning boards which hav 


printed grid lines 


Commonly 


STILL THE LEADER IN ITS CLASS! 





Compare 
Feature 
for 


5 TON 
PRESS- RITE aie 


POWER PRESSES 


aS 


SE A Fa ely in * |Press- Rite Ads 


the larger presses 


THEN COMPARE PRICE {appear ih leading 
$26700 


Feature le he yy yt Minnesota 


art m 
ulavity 


SALES 


|Trade Papers 


it guard 














@ Special High-Strength 
Frame with reinforcing ribs 
at all vital points 
~Heduces die-wearing de- 


tween die grinds 
Gives 2 to 3 times longer 
die life! 


a Sqoctet Bronze -Bushed Fiy- 


@ Greatest Shut Height for 
their size! Permita using 
larger, more bulky dies 


@ Adjustable Ram Gibs for 


more precise alignment 
@ Open Back, Inctinable. 
@ Single Stroke Satet 

be quickly arranged 

tinuous operation 
@ Steel Bolster Plate. 
Yeu, Prese-Rite Power Presses 
are built-for-the job Save money 
in your plant, switch to PRESS- 
RITE .. . Top buy in the fleld! 


(may 
oT con- 


Write for Bulletin 955 


SALES SERVICE MACHINE TOOL CO., 2347University Ave., St. Paul WI4, Minn 


OPEN BACK—INCLINABLE Poeanes 
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=== - ~~ l-These are the Top 


Features that make 
Press-RHe Jun tore 
line” Presses so 
Easy-te-Sel/. 


Write Today 
For the Money- 
Making Facts 
on the Complete 
Press-Rite Line 






c 


Manual Hydraulic Lift 
Thy 


facture 


manu 


1.000 Ib 


iddition to the 


s line is a low-cost 


new 


ipacity manually-operated hydrau 
lic fork lift 


pall ts 


Designed for handling 
in locations where cramped 
pace Or make 


larger lifts impractical, this fork lift 


other conditions 


is easily operated by one man 
Smooth hydraulic lifting action will 
clevate loads of as much as 1,000 


lbs. to any height up to 54 in. above 
the floor. The lift is equipped with 

afety overload release. Forks mea 
ure 4 by 24 in, Fork spread may be 
changed quickly from 36 in. to 24 in 


| back 


plate and remounting them at th« 


y removing forks from the 


extra set of mounting holes 


Tub File 


lhis new index-less tub file wa 
speed up 
record handling problems. The files 
will hold from 3,000 to 24,000 tabu 


latin with 


designed to simplify and 


g or any size standard cards 





Continued on page 246 








Distributors: CROSBY-LAUGHLIN Fittings Are. . . 


AVAILABLE ON ORDER 


from complete warehouse stocks located 
in the heart of industrial America! 














Crosby-Laughlin Distributors: When 
contractors and manufacturers know 
you can deliver fittings for wire rope 
and chain in all sizes on time, every 
time, you'll get the vital repeat orders 


from satished customers! 














Your shipments of Crosby-Laughlin® Fitt.ngs Cash in on this important Crosby-Laughlin 


America’s most complete line of drop warchousing change that puts the top ranking 

forged fittings for wire rope and chain—are Crosby*® ( lips and Blocks and famous 
a 

now delivered faster than ever before! Your Crosby-Laughlin Fittings under one giant 


ore , aig o Fe Wayne, Indiana 
der goes straight to Fort ayne, Indian roof. Maintain safe inventory levels with this 


where it’s filled and shipped immediately 
from complete warehouse stocks. Located in 
the hub of industrial America, Fort Wayne 
is a vital transportation terminal that offers 
fast rail and truck service to every corner of 


the nation! 


fast service. Tell every fittings user in your 
area that you have a complete line—+the only 
com plete line of safety designed, quality man 
ufactured fittings—and full warehouse stocks 


behind you! Stock and sell Crosby-Laughlin! 


Leading Distributors Stock and Sell the Crosby-Laughlin Lin 


Regimered Trademark 


CROSBY-LAUGHLIN Dacecon 


American Hoist and Derrick Company 
FORT WAYNE 1, INDIANA 
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This important 13-state industrial area is blanketed by the ten 
Hewitt-Robins Sales Offices located in our North Central Sales 
Region. Each office has been carefully situated to provide fast, 
efficient service to Hewitt-Robins Distributors and their customers. 
All are under the direction of the Regional Sales Office in Chicago, 
headed by L. C. Holloman, Jr. At every one of these offices, 
trained Hewitt-Robins field engineers are available to provide engi- 
neering know-how to help solve technical problems for distributors. 

A centrally located warehouse in Chicago maintains comprehen- 
sive, up-to-date stocks of Hewitt-Robins industrial rubber products 
to assure prompt shipments to customers throughout this North 


Central Sales Region. 
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SERVING MIDWEST DISTRIBUTORS 


Ten Strategically Located Hewitt-Robins Sales Offices Cover North Central Area 























\ 








NEW RUBBER PULLEY LAGGING 


A new rubber pulley lagging has been developed by 
Hewitt-Robins to improve traction when driving con- 
veyor belts up steep slopes or under wet service condi- 
tions. The new lagging has a grooved anti-slip surface 
similar to the tread of snow and ice tires used on automo- 
biles. Thousands of diamond-shaped rubber grippers press 
against the underside of the conveyor belt and minimize 
slippage when power is applied through the pulley. The 
lagging is reinforced with two layers of heavy fabric on 
the back to provide added strength. 





INTRODUCING ... 
L. C.Bill” HOLLOMAN, JR. 


“Bill” Holloman, Manager of the North Central Sales 
Region, started his career with Hewitt-Robins as a field 
engineer in 1939 after graduating from Southwestern 
College, Memphis, Tenn. When World War II came, he 
interrupted these duties to take over the supervision of 
aircraft fuel cell production at the Hewitt-Robins Buffalo 
plant. At the war's end he returned to the field sales or- 
ganization and was appointed regional sales manager in 
Chicago in 1954. 







BELT AND HOSE DISPLAY UNIT 


This Belt and Hose Display Unit is now available for use 
by Hewitt-Robins distributors participating in local trade 
shows and exhibits. The lighted display features hose and 
belting samples with photographic transparencies of actual 
industrial applications. Shipped in a re-usable crate, the 
display can be quickly set up and plugged into a standard 
110-volt line. The size of the display is approximately 
2’ deep, 4’ wide and 8’ high. For information about this 
display, contact our Advertising Department in Stamford, 


DISTRIBUTOR SPOTLIGHT 


This notice will appear with every advertisement of our 
Industrial Rubber Products Divisions during 1956 to 
direct readers to your listing in the local classified tele- 
phone directory. 


HEWITT-ROBINS + STAMFORD, CONNECTICUT 
$e, 
( FOR SERVICE AND INFORMATION 
OW BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IM THE “YELLOW PAGES” 








A‘ 
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mmmum amount of floor space 


IRST CHOICE FOR INDUSTR L MAINTENANCE The file is mobile. Trays are fully 
















a removable with retractable handles 
ga 1. Special patented trays climinate the 
® ons fers. Connot need of an index or offset trays, 

togethe t . 
top when tightened illowing faster card selection. Cards 

aise form per- 

fect nut tock. are filed in tilted position, alternat 
2 ing left and right to make each card 
pS accessible for faster and easier card 


 ~ J by 8 fingering 


Hand Truck 


A drum and barrel truck which 
makes it possible for one operator 
to easily place heavy drums on pal 
lets features a design that allows 
oat) the truck's shoes to be placed on 
edge of the pallet so that in onc 
forward motion the drum can b« 
elevated to the pallet with mini 
mum effort Another feature is a 
spring-operated chime hook which 
drops over the barrel edge as the 
truck is moved against the barrel 
The operator doesn’t touch cither 
the hook or the barrel. Main frame 
is of heavy steel tubing with a | in 





diameter axl is also available in 
AMERICAN Gear Pumps i | It | labl 

7 sizes from Ve" to pa.# psi, each upper . 

or lower, single or Je shaft, spur or iluminum where light weight is a 
herringbone gear. oO” ee a itt without 

priming. Develops pressure of 100 ibs factor Wheels are equipped with 


ball he iTigs and solid rubber or 


ey, ae 


pneumatic tires 





AMERICAN Neoprene Rubber 
Impeller Pumps 
6 sizes from Ve" fo 146" ips. East 
taceable impeller is keyed to theft. 
‘asses smal icles 
Operates in both directions at high o ~ 4 
speeds 


Swivel Chair 


Enhance vow office with one of 





these strongly-built executive chau 





Witip codiey Sor Getatied tut jon on the comprehens: 
of American pumps . . . Ask for 10 It 1 onstructed of heavy quar 
tubular steel base and roun | tubular 


AMERICAN MACHINE PRODUC - back and arm rest supports ind ha 
both tilting and swivelling me 





chanism, ball bearing casters. Seat 
“se 
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ovtable 
ELECTRIC HAND TOOLS 





THAT DO A MAN-SIZED JOB 
--- that aman can appreciate 


IT’S EASY TO USE THE LOW-PRESSURE APPROACH. 


Show your customers this dependable line of Swiss pre- 


cision-made *LESTO portable electric power tools and 
indirect high pressure is automatically present the moment 
your prospect hears the story, sees how these electric hand 
tools perform. 


SWISS QUALITY — known around the world for precision workmanship . 
*Patented by Scintilla Lid., Switzerland 








ne ELECTRIC yy SAW 
— os a rip, crosscut, 
Lu," bend, scroll or iio 
— 9 twent different bledes to 
choose from for almost every 
type of specialized job. It's fost 
in action, light in weight. Effortiess, 
accurate, rapid cutting. Fine cut 
eliminetes sanding. Mokes inside 
holes without first drilling @ start- 
ing hole. Moving ports are equip- 
ped with 8 ball and roller bearings 
to reduce friction, increase machine 
life — assuring the finest bolance, 
least vibration. Three models for 
cutting curves ond fancy shopes in 
herd ond soft wood, formica, press- 
boord, plestic, metal, obrosive 
materials, etc. 


















LESTO ELECTRIC HAND WISBLER 
A special tool compactly constructed 
for cutting sheet iron and metals. 
Teo! heed con be turned in ony 
direction, in @ complete circle, with- 
out turning the housing— mating it 
easy to use in hord to get ot ploces. 
Will not distort the moteriol! Cuts 
vp to 14 gouge. 





VICTOR J. KRIEG, Inc. 


PRECISION MADE POWER TOOLS FOR UNSURPASSED PERFORMANCE 


When your customer holds one of these Swiss electric 
tools in his hand; he'll thrill to its power . . . he'll know 
it’s a tool he can depend on — for year round working 
pleasure. Chances are, you'll “clinch” the sale with little 
effort and have a satisfied, steady customer for a long 
time to come. 


. . dependable, long-lasting performance 


LESTO ELECTRIC HAND SHEARS 
Designed for all types of sheet 
metal work, the compect hendy 
shape motes these sheors on ideal 
tool for reaching herd-te-get-ot 
places. Two models cut up te 12 


gover. 





LOSTO ELECTRIC HAND DRILL 
For assembly line production, weed for wood 
and metal working. Compoct lightweight drill, 
easy to handle for the mechanic in the field. © 
Equipped with boll beorings 





SERVICE 
AND PARTS 
AVAILABLE 
FROM COAST 
TO COAST 


611 BROADWAY, NEW YORK 12, NEW YORK 
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THIS DOOR-OPENER 
WILL HELP YOU SELL 
KEY LINES 


it’s New — Customers are waiting to see it 
it’s Needed — Nothing like it for repairing threads 
it’s Profitable — Plenty of customers... high mark-up 















Every purchasing man, every 
maintenance man in your terri- 
tory has been reading about 
Heli-Coil* Shop-pack Thread 
Repair Kits, the new, quick, 
easy way to renew stripped or 
worn female threads. You drill 
out old threads, tap with a Heli- 
Coil tap, wind in a Heli-Coil In- 
sert, wind up stronger-than-new 
threads of the original size. Pro- 
duction men want them too-— for 
salvaging parts improperly 
threaded. 

Each Shop-pack contains a supply 
of these inserts, plus the tools neces- 
sary to insert them, all in a handy, 
durable metal-edge box. Sizes avail- 
able range from 6-32 to 1 1/2-6 NC 
and 6-40 to 1/2-20 NF. (14 mm spark plug size is also available.) 
Be the first in your area to stock this business-getting, high mark- 
up item. Have your salesmen carry it on their calls as a door-opener 


to help them get larger volume on all your lines. 
ee U.8. Pat. Of 























r ’ 
' ' 
' HELI-COIL CORPORATION ' 
; 309 Shelter Rock Lane, Danbury, Conn. ; 
: CD Please send me catelog and price lists of Shop-paock. : 
} Please send me information on becoming @ Heli-Coil Distributor. : 
‘ ' 
+ Nome Title ; 
' ' 
i com ' ) 
‘ ' 
; Address 
; City lone___State @ v0 : 
Rwoeoeeeco ee ee De DS rere er eo ee ee ee ee ee ee eee eee d 
IN CANADA: Ww. R. ” WATKINS “CO. LTD., 41 Kipling Ave. &., Toronto 18, Ont. 








| rolled onto the machine. 
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is adjustable for heights from 17 to 
21 in. The posture back, arm rests 
and 21 in. wide seat are thickly pad- 
ded with foam rubber and uphol 
stered in fabric-backed plastic. It 
is available with green, grey or 


brown. 





| Wire Rope Rewinder 


The design of this machine 
permits one man to handle entire 
rewinding operation of wire rope, 
electrical cable or any other lineal 
The empty reel is merely 
The slid 
ing carriage adjusts to the proper 
width, and a simple hydraulic me 
chanism raises the empty reel and 
lowers it when full. The drive arm 
has an adjustable pin to fit any reel. 
A control handle is conveniently 
located on the front of the machine 
and permits the operator to vary the 
speed of the reel, either when run 
ning fast or slow as the size of the 
reel indicates. The machine is 2p 
proximately 40 in. high and 84 in. 
wide. Power is supplied by an elec 
tric motor which can be plugged 
into any 110-volt outlet 


material. 


Pallet Truck 


If you can’t afford one of those 
self-propelled jobs for moving pal- 
letized material around your ware 
house, you may be interested in this 
2000 Ib. capacity foot-lift hydraulic 
hand pallet truck which weighs 
only 200 Ibs. It is ruggedly built 
for long service with ribbed design 
in proper direction of the stresses to 

















Allis-Chalmers Announces... 


t Profitable Territories 
E Wealth of Promotional Aids 
3 Profitable Stocking Plans 


Distributor Program 
for Texrope Drives 


»2® 


Texlite Sheaves Magic-Grip Sheaves Vari-Pitch Sheaves 


Ow ide 

























Texrope Grommet Belts 


OW industrial dis- 
tributors can profitably 
share in the industry-wide 
acceptance of the most 
complete line of drive 
equipment ever produced. 
Allis-Chalmers is expanding its 


Allis-Chalmers Manufacturing Co. 
General Products Division 
Milwaukee 1, Wisconsin 





I am interested in hearing more about the advantages of 
a Texrope drive franchise. Please have one of your 
representatives call 


Nome 
national network of Texrope drive es 
distributors. This is an oppor- ied 


tunity for progressive, 
sales-minded organizations. 


Other products handied - 





A 4972 
Tesrope, Texlite, Vari-Pitch end Magic Grip ore Allis Chalmers trodemeorts. AO) 
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(ADVERTISEMENT ) 
&, _——_ ™“~, PUCAD LHRDICATION CAN OF f... —_ ae aT FOE, Y 






























For OVERNIGHT SHIPMENTS 
From Our Central Locations 


Elephant Brand Products Are Made By The Old 
Manufacturer of Chains in America: 


* Proof and BBB Chain + BoorpgrChains 
¢ High-Test Steel Chain _, 6rveyor Chains 
CO « Liberty Coil Chain 
¢ Machine Chain 
¢ Weldless Chain 
Alloy Chains Now Available 
Write for catalog and prices today 


NIXDORFF-KREIN MFG. CO. 





WAREHOUSE STOCKS OF INDUSTRIAL CHAINS MAINTAINED IN 
HOUSTON « ATLANTA « PORTLAND 
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which lift tracks are subjected in 
operation. The forks have a full 44 
in. lift. The pallet entry rollers 
provide greater ease when entenng 
pallets, especially where obstructions 
are present. The load is raised to 
travel position by foot treadle which 
is attached to the pull handle. The 
handle allows lifting from any angle 
The low position of the foot treadle 
iS maintained throughout the lift 

Ihe hydraulic system is a one 
package unit, easy to remove. Opera 
tion in narrow quarters is assured by 
a short wheel-base, 84 in. from the 
platform stop to the center line of 
the front wheel. Distance from 
platform stop to front end is very 
short. 





Dock Plate 


\ new line of lightweight dock 
plates was designed for use on truck 
docks only, They are made of high 
strength magnesium alloy and are 
easily handled by one man. Nine 
standard sizes are available from 
%6 to 72 in. wide and from 24 to 
45 in. long. Load ratings are from 
1,800 Ibs. to 4,800 Ibs. axle load. 
Features include: positive position 
stops to securely lock the board in 
place between the dock and carrier; 
beveled plate edges to minimize load 
jar and prevent load loss; crowned 
construction to prevent ‘hang up of 
low under-clearance equipment and 
provide safe, smooth crossover 


Bottom Stapler 
[his foot-operated bottom stapler 


will cut carton set-up costs to less 
than a half-cent for the average box, 














(ADVERTISEMENT) 


CHEAP LUBRICATION CAN BE 
VERY COSTLY 


It is a well known fact that the well 
being of industry in general is very 
much dependent upon its ability to 
produce profits. Profits depend on the 
materials and 











intelligent use of labor 
These three fundamentals of 





“HIG LUBRICANT 
ENABLED U¢ 
TO INCREASE 


machines 
a profitable business represent a pat 
tern peculiar to each specific industry 
however, the fact that ma 
chines hold the whip hand over indu 


remains 





THIC LUBRICANT 


trial profit. Stop a single important wv 
INCREASED CHAIN pre — es — stale — : ' a PRODUCTION 
cessed. As a result men will be idk 


and labor losses will rapidly pile up 
Machinery be operated eth 
ciently without proper lubricants cor 








soys— PITTSBURGH TUBE ete: 


cannot 


LIFE 4 TIMES” 


—says FASTERFAT, Division of 





rectly applied Lubricants are too often Our 70,000 pound Draw 


















































National Seo Products Limited . erroneously considered a necessary Bench was designed to operate 
item of expense about which little can at a maximum of 80 feet per minute, full 
, ; load. We decided to increase the drawing 
be done, other than to buy cheaply peed on lighter tubing to 100 and 104 
Ty - f — spee r tut , 
x. ~~ - - we mane and apply haphazardly. Where th feet per minute. This overloaded the 
‘ ie lubricant we were then sort of practice preva ls wear of mo Speer Reducer, however, causing it to 
using to your LUBRIPLATE, and we are ing machine parts will likely be « overheat. We tried four different makes 
pleased to inform you that we have had ! , T of oils without success before trying 
very excellent satisfaction from its use cessive ana matt KE CONS Wi LupripcaTe A.P.G. 90, With Luprt 
High speed silent chains on the drives of quite high. The cost of lost produ PLATE, we are able to pull heavier tubing 
our fish meal cookers, which were for- tion time caused by machine failur than before at 104 feet per minute with 
merly worn out in about six months, are lue to improper lu ition must out the Reducer overheating 
still in service after two years.” taken into account wh determining R. 5S. Vorous 
Maintenance Engineer 
the true cost of lubrication. Maching 
THERE 15 A LUBRIPLATE iiss can involve anything from» REGARDLESS OF THE SIZE AND 
ingle machine t production line 
| TYPE OF YOUR MACHINERY, 
LUBRICANT THAT IS BEST oii. phon ® HINE 
‘ Oo ct | ; oO 
FOR EVERY INDUSTRIAL, AUTO- The cost of correct lubricants pop =. LU BRIPLATE Lusricanrs 
erly applied nae ! all a con 
rh d 
MOTIVE, MARINE, SPORTS, noid with machine tenance co WILL IMPROVE ITS OPERATION 
AND HOUSEHOLD PURPOSE = Mintinane cot normally incud AND REDUCE MAINTENANCE 
only th ost of labo itersal and — 
ez mol . repla ment part ind do not tak 
into account the losses accruing fron LUBRIPLATE LUBRICATION 
ror ' shutdowr | nachin hu to MAKES CARS 
lubrication failur It not pos le AND TRUCKS 
to com le in a urate firnat i to RUN BETTER 
xtent to which imntcnati cost if AND LAST 
| reasced a i ult of or t lubr LONGER 
" ition. Each plant has its own oppor LUBRIPLATE HOS 
MOTOR O11 THE O11 
THIS LIUIBRI Ene for umprovement. Whether THAT WELDS WO 
they if takes vivantage of greatly ADDITIVES 
depends on attitude of Management < ~--— 
und =the know how of \A hoc ! For nearest Lt BRIPLATE distributor 
; Classified Telephone Directory. Send for 


B responsible tor lubricatior free “Lupair.LaTe Data Book” a 
Lubricants ha n reatly ! valuable treatise on lubrication. Write 

the past decade as at LUBRIPLATE DIVISION, Fiske 

Brothers Refining Co., Newark 6, N. J 


proved in 
FROM 2 WEEKS |") 
t Ketter stecls ar 














nein thod nad pra +” 
' anes ' = or Toledo 6, Ohio. 
" rd other tals af 
10 2 YEARS now cing produ | 180 mor ft 
cent machining and finishing of metal 
ossible today iI f which per t 
—says THE GLOBE COMPANY he pers baie a 
thw operation oft ac Thien par if 
greater loads and speeds lo properly 
ope with these new conditions it wa 
“Animal acids and moisture, of cour necessary for lubrication to 
most harmful to ball and roller keep pace. The development of sp 
bearings prevails in the entire meat , P tual , lowed. TI - 
packing industry. With conventional alized lubricants Follower dines 
ubricants, some of the bearings in our cost of lubrication must be reckoned 
Roto-Cut machines did not last two with from a standpoint of machine of 
weeks. Since using Ball Bearing crating efficiency, power consumptior 
LUBRIPLATE in machines operating con- , “gre , , 
tinuously 24 hours a day for over two ING MBURCRAICE CO u —_ oS 
years, we have not had a single bearing ability and not its initial cost is the 
replacement.” governing factor 
R 
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the manufacturer claims. It is equip 
ped with an arm and a post which 
ire interchangeable on the same ma 
hine. With arm attached, machine 
an be used to set up telescope car 
tons, staple bags, set up flat pieces 
of interior packaging or to stapl 
flat pieces of board together. With 
post attached, it may be used to set 
up bottoms of regular slotted cartons 
or to set up overlap cartons 


Insect Control 





Chis device will not control such 


Sa V7 ec! imsects as price-cutters but it will 


take care of flies, roaches, ants, mos 
quitoes, spiders and such. It is a 


KESTER FLUX-CORE SOLDER saves plenty of time treamlined vapor insect control 


. , The \ 1pOTIZeT works 24 hours d day 
on every job because it’s work-formulated to 
of days a year and covers an area 


of 15,000 cubic feet. It is easy to 
why everyone's switching to Kester the install—each unit is complete with 


increase soldering speed and efficiency. That’s 


right name to remember for top quality solder. bracket and screws and mounts to 
the wall approximately 3 ft. below 
ceiling height. Simply plug it into 





ANY as ‘tT & 5 al 
es ielleenere exaust; )s bo sure wou have ny a.c, or d.c. outlet and add crystals 


provided | tl “ é fz t - 
plenty of stock to fill those orders a —— 


keted and shown at business ma- 


Cc oO M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois = chine exhibitions. The uniqueness 
Newark 5, New Jersey + Brantford, Canada of the small device lies in the fact 


Miniature Calculator 


A calculator that fits the hand, 
but is a precision instrument that 
can perform complicated arithme 
tical problems for businessmen, eng) 





neers and scientists, is being mar 
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MECHANICAL COUNTING 


Small Resets count strokes, turns, or pieces . . 
are used by thousands for moderate duty in 
parts inspection, quality control, conveyors, 
machine tools, light presses, etc. 


HAND COUNTING 


Where objects or units cannot be counted elec- 
trically or mechanically, hand-operated count- 
ers like this Hand Tally do the job. For in- 
stance, quick spot checks of production or 
performance, traffic count, inventory, etc. Fits 
palm of hand, counts one for each pressure of 
thumb lever, resets to zero by turning knob. 


Count on 


VEEDER-ROOT 


to help you build business with 

Mechanical, Electrical & Hand 
Counters for every 
industrial application 





Why is COUNTROL | 


important in every business today? 


Countless times a day, every business needs to know 
“how many? ... how much?.. . how far? .. .” and 
many other questions that can be answered only by 
facts-in-figures. But how to get these figures . from so 
many different machines, processes, operations and 
systems? Veeder-Root Counters are doing it 

every day, by means of 


. 
ELECTRICAL COUNTING 


These remote-indicating counters bring your 
production machines as close as your office 
wall. AC or DC, they can be connected in series 
with any simple switch, and will transmit pro- 
duction figures instantly over any distance. 
May be panel-mounted in groups. 


CONTROLLING 


Set it for the exact number of turns, pieces, or 
operations required .. . and this Predetermin- 
ing Counter will control the run exactly . . . pre- 
venting over-runs and shortages. When the 
predetermined number is reached, counter will 
light a light, ring a bell, or actuate a stop-motion. 


IN SUM: If it can be counted or controlled, count 
on Veeder-Root to do ut. Stock the basic " package” of 
V-R standard counters for application to production 
machines and processes. And on apecial pms men re 
quiring counters to be built into original equipment, 
Y R engineers will work direct with the equipment 
manufacturers. For full detaila on V-R’'s deal for In 
dustrial Supply Distributors, write: Veeder-Root 
Inc., Hartford 2, Connecticut. 
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LUBRICATING 


ESSEX DEVICES 


‘"MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Medel 377 . . . 4-teed illustrated 


®@ Electric Sol ted Valve for Autometic 


SA Pie 
- 





A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
FITTINGS es WAGs sentinel och & poor oveh 
plete catalog a @ us your 
+ and other Brow Products — Source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


We manutacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 

AiR COCKS 


THE ONE ““MULTI-POSITION” 


gor cM 
LA 
Ame TOOL HOLDER REPLACING MANY! 


The exclusive design of 
the Walton . American 
swivel head holds the 
tools in ony position. giv 
ing periect grip on round 
or square tool bite or 
bering bars. Illustration 
shows eight most com 
monly used positions. 


WALTON COMPANY 


HARTFORD 10, CONNECTICUT 


No. 3 of a Series 
advertisement shown above is the third of a new series of advertisements currently 


"pacts i 
TOOLS 


orking have 
name WALTON and WALTON 
Pipe, Stud, and Screw Extractors; and Teel Holders) 


Tools. 


. W. WEEKS, PRES., THE WALTON CO., 602 NEW PARK AVE., HARTFORD 1, CONN. 


saewoemeeoowoesooccanend 





that it performs calculations in much 
the same manner as large desk cal 
culators. It is small enough to be 
carried in a coat pocket or a brief 


Case 


Desk Supply Tray 


If your secretary is using a slide 
out typewriter desk, you can make 
her happier with this new type sta 
fits 
under the regular typewriter shelf 


tionery compartment which 
It is mounted on channels supported 
from the bottom of the typewriter 
platform, slides easily out to a con 
venient position, making stationery 
available and always adjacent to the 


typewriter 





NEAR-SIGHTED SHOPPERS? 


Swiss packaging researchers reveal 
thet one owt of every three women 
grocery shoppers should wear glosses, 
but doesn’t. Seems a lot of ladies get 
o dim view of label designs, Food Engi 
neering, McGraw-Hill publication, ob 
serves 
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G-E Fluorescent Lamp Facts: 








R LIGHTING DOLLARS 
G-E LAMPS GIVE YOU MORE ron ALL pes ta a 


, 
La 


casabhaliis.iitss fa ath aépenenaar-<s 


a2 
: 


_ 
tre 


ell 


et cartons of @-£ Foerescont 
You'd have to search through all these 
lamps to find even a singe defect affecting perf 


be EE hberet 


*rtit 


oe 
on 


arom e 
‘ 


4 enn 


t 


— 
os of 100 GE henge wi wt tr re 
ag 8 eet of 100 wil sell he in eerie ater yee 
| a hemor) 
dunce aud) pho - ‘aes 
wrne Generel Ueows 


: 
f 


vk tf litt; 


“ 
; 


S VALUE STORY IS ON THE PAGES OF 


TELL YOUR CUSTOMERS! 


On the average, General Electric 40-watt fluorescent 
lamps are 99.9% free from physical defects that 
could affect the lamps’ performance in service. 


WHAT DOES THIS MEAN TO YOU? It means your customers 
can buy G-E 40-watt fluorescent lamps and be fully con- 
fident that on the average 999 out of 1000 will light when 
they are installed thus saving valuable maintenance time 
and money. 


CONSISTENT ADVERTISING of che better performance of 
General Electric fluorescent lamps bas helped create che 
outstanding brand preference your customers have for 
General Electric lamps. This Fall, a series of hard-hitting 
full page ads like the one shown above will play up the 
important performance features of G-E lamps—and they'll 
be seen in most leading business publications including 
Time, Fortune, Newsweek, U. S. News & World Report, 
Wall Street Journal, Business Week. 





General Electric 
40-watt fluorescent 
lamps are 99.9° 
free of defects! 


Consistent advertising of 
facts like this make your 
selling job easier, 


MORE PROFITABLE! 





LEADING NATIONAL MAGAZINES 


GET THIS 
NEW SALES AID 
TO DRAMATIZE YOUR 
SELLING MESSAGE 


Ask your General Electric sales 
man about the 6-foot, pocket-size 
“Reliability” folder ~—a 1-minute 
sales pitch that helps you sell more 
G-E fluorescent lamps —and in 
crease your profit, too, General 
Electric Large Lamp Dept., Nela 
Park, Cleveland 12, Ohio 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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PEERLESS MODEL C HOIST IN PAINT SPRAY BOOTH. When painting is not a production 
line operation, a hoist and trolley combination can save time and effort. Such an 
application is this Model C Hoist on a Model D I-beam Trolley. All the operator does 
is pick up the load with the hoist. Roll it into the booth. Spray it. Roll it out again 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C BEARCAT ELECTRIC HOISTS 
HOISTS for intermittent for fast lifting of light to me- 
lifting of loads from 4 dium loads— 170 to 4000 Ib. 
to © tonsa, 


PEERLESS PACKET TROL- 
ifY HOISTS for lifting 
and conveying 'y to @ 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes 


PEERLESS PACKET ALL. 
STEEL HOISTS for lifting '4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate 


PEERLESS PACKET ALU- HARRINGTON |-BEAM 
MINUM HOISTS for use TROUEYS for rapid and 
where hoists must be easy movement of materials 
moved frequently, Much over I-beams. Regularly 
lighter than all-steel supplied in geared and plain 
model, with no sacrifice models in capacities from 
of any other quality \y to @ tons 


Markets for these coat-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


rue HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at tue Turnpike, Puymourn Meertina 11, Pa. 
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D-A-T-E-§ 
TO REMEMBER 


Sept. 23-29—National Electrical 
Contractors Association, conven 
tion and exposition, Sheraton 
Palace Hotel, San Francisco 





Sept. 25-28—Iron & Steel Exposi 
tion, Public Auditorium, Cleve 
land 


Oct. 7-10—National Hardware Con 
vention, Atlantic City, N. J., 
jointly sponsored by Wholesale 
Hardware Association and Ameri 
can Hardware Manufacturers 
(Association 


Oct. 5-12—National Metal Exposi 
tion and Congress, Public Audito 
rium, Cleveland 


Oct. 21-24—Protective Packaging & 
Materials Handling Exposition, 
Kiel Auditorium, St. Louis 


Oct. 23-25—Exposition, competition 
und short course, Society of In 
dustrial Packaging & Materials 
Handling Engineers, St. Louis 


Oct. 25-26—Regional Meeting of the 
American Supply & Machinery 
Manufacturers’ Assn. and the 
National Industrial Distributors’ 
(Association, William Penn Hotel, 
Pittsburgh 

Oct. 25-26—American Society of 
loo! Engineers, semi-annual 
meeting. White Sulphur Springs 
W. Va 


Nov. 18-19—Central States Indus 
trial Distributors Association 
annual convention, Edgewatc: 
Beach Hotel, Chicago 

1957 

Jan. 27-30—Annual Meeting of 
Associated Equipment Distribu 
tors, Conrad Hilton Hotel, Chi 
ago 

Jan. 28-31—Plant Maintenance & 
Engineering Show, Public Audi 
torium, Cleveland 


June 18-20—Annual Triple Indus 
trial Supply Convention, San 


| rancisco 








CHICAGO 






are 
America’s 
fimest 


SPECIALTY ABRASIVE FRANCHISE “ 











Large profit margin fully protected against stock 
obsolescence. Fast turnover plus prompt shipments from 
the factory. A big selection including all standard sizes 







and over 200 special shapes. Many exclusive items. You get 






all of these advantages when the Chicago Wheel line 






is your line. Why not write to us for full information 






on the Chicago Wheel Franchise Plan. 







SEND FOR FREE SAMPLE WHEELS 


Let us send you two samples of the superbly uniform, 







true-running Chicago Mounted Wheels. 






Check-off on coupon below: 







WHEN YOU THINK OF 
MOUNTED WHEELS 
SPECIFY... CHICAGO! 






Chicago Wheel and Mfg. Co. 


1101 W. Monroe Street, Chicago 7, Illine 


send me facts on Franchise Plan 


CS) 
< 






send me sample wheels 


GUARANTEEO SAVE TIME, 
te stey on their MONTY, MATE- 
WHEELS are mandrels, they ore RIALS ony 
mony tortured unde: pertectly belenced, number of combi 
positive density easily dresned, and notions of dimen 


Name 





Firm Name 


contro! te insure hold thei, shope sion, shepe, grein 
peck job perform. size ond bond Street Address 
ence 


ee ee ee ee ee ee ee ee 
—— oe oe oe ee oe ee eee 
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THIS 
FROM 
YOUR 

DISTRIBUTOR 








TO THIS IN 
YOUR PLANT 
THE SAME DAY: 


NO MORE WAITING 
FOR SLING CHAINS 


Gone are the days of waiting for 
new or rebuilt sling chains to reach 
you from the factory. Now, with 
all components furnished by your 
Herc-Alloy distributor, you con 
have your slings the same day. 
Leading alloy chain users are 
doing it. Write us or call 
your CM Chain Distributor 
for catalog, prices and 

assembly chart. 








HOW IT’S DONE! 


With Hammerlek Coupling Links, anyone 
who can drive a nail can assemble or 
rebuild a sling chain in minutes. No peen- 
ing! No welding! Hammerlok is rugged 
.. teusable...safe. Endorsed by leading 


alloy chain users. 








COLUMBUS McKINNON 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK « CHICAGO « CLEVELAND 


In Canede: McKINHON COLUMBUS CHAIN LIMITED. ST. CATHARINES, ONTARIO 


anrov® nammenoe® 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Fort Worth Steel & Machinery Co 
has appointed *he following firms 
to handle its mechanical power 
transmission and materials-han 
dling equipment 
* Dalton Bearing Service 

Dalton, Ga 
* Electrical Engineering & Equip 
ment Co. Des Moines, lowa 
* Industrial Engineering Equip 
ment Co. Davenport, lowa 
«Wyoming Automotive Co., 
Industrial Division 
Casper, Wyo 


1¢ Bidwell Hardware Co., Hart 
ford, Conn., is a new distributor 
for the materials-handling equip 
ment line of Ohio Hoist & Mfg 


Co., In 


Advance Bearing & Supply Co., Inc 
Worcester, Mass.. 
pointed a distributor for the 


has been ap 
Formsprag Co 


handler @& Farquhar Co., Inc,, 
Boston has been appointed an 
exclusive distributor in its terri 
tory for Brown & Sharpe Mfg 
Co.'s repair and replacement parts 
for automatic and hand screw 
machines, grinders and millers 


Ipton Bradeen & James Ltd., To 
ronto, Ont., has been named dis 
tributor for the following lines 
¢The Greist Mfg. Co. (Micro 
Height Gage-exclusive m 
Canada ) 

*Tube & Hoist 
Parker Appliance Co 


Fittings Di 


H. Bathke Co., St. Paul, Minn., 
has been appointed distributor 
for FlexAngle Corp 


Jarvis Supply Co. Inc., Denver, 














PRECISION 
PERFORMANCE... 


ed Blue Anaels Flight 







Cy NAT aed 


Bay State Tap & Die Company 
Mansfietd, Massachusetts 


es of your al Industr Supply Distributor -) 





CARBIDE TOOLS 


for increased cutting tool sales 


Grsty) TOOL $ and 
THROWA RBIDE INSERTS 


~F 


Past delivery, quick service, 
selective distributor policy and 
national advertising help you 
get your share of this fast 
growing cutting tool business. 
Write, wire or call for 


CARBIDE 
BLANKS 


Cataleg 851C 


BESLY-WELLES 
BEsLY) CORPORATION 
fot. os Ches. H. Besly & Co., 1875 

106 Dearborn Avenve * Se. Beloit, iilinels 
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Colo., is a new Wesson Co. dis- 
tributor. 


Power Drives, Inc., Buffalo, N. Y., 
has been appointed a distributor 
for Fort Worth Steel & Machinery 
Co 


The Clark Transmission Co., 
Newark, N. J., has been named a 
distributor for General Electric 
Co.'s Gear Motor & Transmission 
Components Department 


The Cameron & Barkley Co., Jack 
onville, Fla., has been appointed 
distributor for TubeStrut Di 

Structures 


vision of ‘Tubular 


Corp. of America 





Have You Heard This? 





Small Offices 
Slow to Mechanize 


Many small firms lose out on 
possible cost savings because they 
don’t mechanize their offices, even 
though they can afford the ma 
chines, says a new leaflet of the 
Small Business Administration 

lhe leaflet points out that some 
punched-card installations cost less 
than the salary of a fulltime clerk, 
yet business owners appear to regard 
office mechanization as strictly for 
large firms. Card punches and 
sorting machines and their applica 
tions are described, with emphasis 
on sales records, payrolls and billing. 

The leaflet claims that punched 
card systems are often justifiable 
from a cost standpoint in firms that 
cannot use them full time. A 
recent survey is cited in which it 
was found that more than 96% of 
iil the work in a comprehensive 
billing application could be mech 
unized. Says the leaflet With 
today’s high office costs, no busi 
ness, large or small, can afford to 
overlook the advantages of this kind 
of mechanization.” 

“Office Mechanization for Small 
Industry,” Small Business Adminis- 
tration, Washington 25, D. C. 





Flat, Square, Tee Head 


For Meters — Appliances 
— General Purposes. For 
Gas — Water — Air. Sizes 
from Ve" through 3” 







LOW PRESSURE BRASS STOPS 





LOW PRESSURE BRASS STOPS 
Solid Lever Handle 
For Appliances — Gen 
eral Purposes. For Water 
— Gas — Air. Sizes “4” 
through 2”. 




































GRADUATED DIAL INDICATOR STOPS 


Granduated Flow 
Control — From 
Ve Open te Full Open. 
Used in Oil and Gas Fields 
— For Gas Fired Equip- 
ment — Gas Engines. For 
Water — Gas — Steam. 
Sizes from “a” through 
7" 
















STANDARD BRASS STEAM STOPS 
Square or Flat Head 


For Steam — Water —Air 
125-150 ibs. Steam Work- 
ing Pressure. Sizes from 
ve” through 3” 
















Your Customers ALL the Items 


in the HAYS | Line of 


STOPS - VALVES - FITTINGS 





Point out to your customers the advantage of standardizing 


on HAYS for their needs in stops, valves and fittings —- on 
steam, water, gas, or chemical lines—from the hundreds ol 
items in the HAYS line. A full range of sizes is available for 
each type... The HAYS Catalog will show you how large 
and complete a line you can supply from one reliable source 

HAYS has a long established reputation for quality be- 
cause quality is built into every item and has been for more 
than eighty years. Every stop and valve is precision ground 


and individually tested before it leaves the factory. 





HAYS has been serving American Industry with 
quality products lor more than 60 years 
lt Pays to Buy Heys 

















IRON STOPS 

iron Body and Iron Plug 

iron Body and Brass Plug 
For Gas — Air — Steam— 
Water. Sizes from “4” 
through 3” 











BRASS THREE WAY STOPS 
Three Way—Three Port 
Three Way — Two Port 


For Water —Gas — Steam 
Sizes 4" — x i 
For divertung flew 
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FITTINGS FOR FLARED COPPER TUBING 
Double Seat — Double Seal 


For new, safe installations . . . Every fitting is a 

union in itself — ideal where replacements of old 

installations are necessary . ibration-Proof — 

Twist-Proof — Leak-Proof.. . For Plumbing — Oil 

Burner — LP. Gas — industrial Applications . . 

Tested and approved by Underwriters’ Laboratories 
. Sizes from Ya" through 2”. 


HAYS MANUFACTURING COMPANY 


W « 12th Street, ERIE. PA 




















This JACK has hundreds 
of industrial uses..... 


a A, HEIN-WERNE 


Remote Control “Push and Pull” 


HYDRAULIC JACK 


quickly straightens bent parts 


Plant maintenance men can prac- 
tically ‘do the impossible” with the 
aid of a Hein-Werner “Push and 
Pull” Jack. Seraightening a bent 
part on a machine (as shown above ) 
is but one of many industrial jobs 
that can be handled faster, safer, 
and more economically with a 


Hein-Werner “Push and Pull.” 


This versatile jack operates in any 
position, Remote control operation 
of jack permits safe, convenient 

positioning of pump. 
Ram can be stopped at 
any point in its travel 
and instantly reversed 


HEIN -WERNER CORPORATION 
WAUKESHA, WISCONSIN 


Hein-Werner stock listed on 


by merely turning a valve. Avail 
able in models of 4, 10, and 20 tons 
capacity, either separately, or with 
choice of varied attachments. |0 and 
20 ton models are available with 
gauge. 

Hein -Werner manufactures the 
F-4 PUSHMASTER with self- 
retracting ram of 4 tons Capacity 
for direct pushing ... also a com- 
plete line of hydraulic industrial 
jacks of 1, 3, 5, 8, 12, 20, 30, 50, 
and 100 tons capacity. 


Write us for full details on how you can profit- 
ably sell the complete Hein-Werner jack line, 











wEin whenmee 
MANUFACTURES ANNO 
MUS MOET HRA AKL 

saCet Han ane 


Midwest Stock Exchange since 1936 
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FROM THE 


oo FILES 


25 YEARS AGO 





Woodbury & Wheeler Co., Port 
ind, Ore., shortened its name to 


\W oodburt & ( 0 


A. ] Roat Supply Co., Kingston, Pa 
Hardware & Sup 


pccan Harr 


Cy 


Pittsburgh 
Mo Tt 


ld Suppl Co.. 
Chisholm 


on the 


Ht. Laib and Phil F. Laib 


entire ommo 


| ousville, Ki 


dis oO! 


pur hased the 
frock of Laib ( 0) 
Phi | ub Son lin 


firsen 


yreat Lake Supply Co publ hed 
» new 750 page italog im I4 


tw 


L.. Ross, of Pacific Mill & Mun 
Supply Co., Lo Angeles, wa 
using a private airplane on calls of 
in cistance ble ilso = tooh 


up for i spin on veekend 


Stank klectn lool Co. after an 
ISmmonths tnal period issigned 


edan instead of coupe to it 
ilesmmcn [hev could carry mor 


umples, the management idl 


Worthington Pump & Machiner 
cquired Metalweld, | 


mh 


( OTp 


Depression-harrassed — businessmet 
found some solace in looking for 
ver lining, no matter how 
faint. Several distributor reported 
heu volume up from the previou 
month, or better than the cor 
responding month of 1950 


Detroit Belt Lacer Co. took full 


page ids to broadcast the fact that 





STANDARD GEARING 
that meets CPELIA| needs available trom 


Foote Bros. has pre-engineered an 
extremely broad range of gears to 
form an almost complete variety 
of ratios, capacities, center-distances and 
sizes to meet specific requirements. 
Manufactured to strictest quality 
standards, you'll find Foote Bros. open 
gearing the solution to availability 
and cost problems. See Foote Bros. 
for all your gearing needs. And 
they're completely cataloged... 


FOOTE BROS. Duti-Rated 
Litetime Gearing 

Here's greater capacity in less space! Longer lite 
Duti-Roted geors are specially heot-treated for in 
creased tooth surtoce hardness and produced to high BACKING 
precision tolerances yet can be ordered from stock 
to meet special georing specifications! Send for the : . THE DISTRIBUTOR 
Duti-Roted ! for complete information and tech r ; 
nical data on the standardized styles and sizes avail eee ads like this 


Otte .. och Far Moa ORS rf in leading trade publications 





Fe 
This Trademark Stands for the / = "| finest industrial Gearing made FOOTE BROS. 
' ‘\ Worm Gear Geta 
Te : 
es ; Standardization and Quantity produ« 
tion —by Peote Bros. —make this line of 


ect ' 
oa j 
: " j quality standard and special worm geor 
J sets possible These ore the same worm 
geor sets veed in Foote Bros. famous Hy 
. grade Drives, now made available for 


Beller Voor Tear usowr hrough Tisllor Lancars d special operating and service condi 
FOOTE BROS. GEAR AND MACHINE CORPORATION TERE, 'WTHND ORR Ver Se ae 


4545 S. Western Bivd., Chicago 9, ti dota. Ask tor Manual SW.1 


catalog of ratings and dimensionai 
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Se 


B-RIGHT-ON 


a 





always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy ... and your assurance 
of extra profit and extra customer 
good will, 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 


pROOUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it, 


POLICY —Brighton sells through dis- 
tributors, backing up their saleamen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others op Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 





— 


tt att tll lillian tnt 
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THE BRIGHTON SCREW & MANUFACTURING CO. 
1827 Reading Road Cincinnati 2, Ohio 


25 Years Ago (Cont'd) 





its sales had been off only 10% 
during the depression. 


Simplex Tool Co. took over Simplex 
Corp 


H. J. Beach was elected president of 
Flexible Steel Lacing Co. 


Topics of the month on the In 
pusTRIAL DusrraisutTion editorial 
page: “Let's Stop Territory Jump 
ing; “What Are You Doing to 
Help the Merchandising Commit 
tee?;” “In a Depression, Only the 
Fittest Survive.” 


J. E. Haseltine & Co., Portland, Ore, 
was remodeling its offices after 
completing a new display room 
from former warehouse space. | 
Ambrose Haseltine, president, said 
the company would not hold up 
essential modernization because 
of bad times; the slack season was 
the best time to reorganize and 
get ready for the future 


0 YEARS AGO 


Earl V. Snyder purchased Mathews 
& Boucher, Rochester, N. Y 


New York Belting & Packing Co 
celebrated its 100th anniversary 


Lovell Brothers, Ocala, Fla., added 
in industrial supply department 


Glen H | reslar was elected vice 
president and domestic sales 
manager of The Black & Decker 
Mfg. Co 


Harold Llewellyn was named man 
ager of the new merchandising 
department of Woodbury & Co., 
Portland, Ore. 


Industrial production soared to a 
level well above 1941, the best 
prewar year, after a sluggish post 


war start 


Masback Inc.. New York City, held 














Our new, stepped-up promotional pro- 
gram is designed to help everybody sell 
more Grobet files for greater profits. 
Watch it unfold! For example, have you 
seen the attractive new brochure on 
Swiss rifflers just mailed to industrial 
plants in your territory? 

If you are a Grobet distributor or one 
of his salesmen, our informative bulle- 
tin Fitzs & PRrorices should be coming 
to you regularly. If not, write today 
on your letterhead and we'll add your 
name to the list. 


GROBET FILE COMPANY OF AMERICA, INC. 


CARLSTADT, NEW JERSEY 
CHICAGO, 311 WORTH DESPLAINES ST. © OETROIT, 23507 JOWN §, HAZEL PARK, MICH, 
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SHELDON ine 


The right sizes and features 
for increased sales 


Sheldon lathes are built in the sizes and types bought most often by wolrooms, 
maintenance departments, machine shops, laboratories, and production plants 
They are available with swings of 10”, 
ii” and 13”... in varying bed lengths with 
18” w 48” comer distances . . . and in 
your choice of cabinet or bench 


mountings. 

Powerful, all-V-beit, drive units — either 
the standard 8-speed (or 16-speed) E-drive, 
or the production favorite, a rapid, lever- 
shift U-drive. Where higher spindle speeds 
are desired, the E-drive can be 
built to provide speeds up to 2,000 r.p.m. 

All Lathes have handscraped, 
built-in precision. Each lathe is guaranteed 
to meet or surpass the American Standards 
for Toolroom Accuracy. With every Shel- 
don Lathe goes a of the accuracy 
tests actually on that lathe. (19 
checks). 

Important optional features include: 

bed ways, LOO Long Taper Key 
Drive spindles, 4” D1 Camlock spindles, bed 
turrets, attachments and a complete 
line of room and production accessories. 








































The new Sheldon- built Sebas- 
tian Geared Head Lathes have 
greatly increased work capacity 

and many advanced features. These 
include a wide, heavy, hardened and 
ground bed .. . easy shifting spindle 
speed dial .. . @0-pitch gear box 
independent drop lever apron 
clutches . . . cam-action tailstock 
clamp .. . and, automatic lubrication 
in the headstock and apron with ‘1 
shot” lubrication of carriage. 


To Help Build Your Profits Sheldon Ma 
chine Tools are widely and continuously 
advertised in industrial, metal working, 
trade and technical publications. Easy to 
use catalogs, and effective display and 
direct mail materials are furnished Sheldon 
Distributors, while trained Factory Terri 
tory men are available to help you close 
sales. If you are looking for volume sales 
in profitable units you are looking for 
Sheldon. 


Write for details, 


SHELDON MACHINE COLIN 
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10 Years Ago (Cont'd) 





its annual sales outing on a Hud 
son River Day Liner 


Bickford & Francis Belting Co., Buf 
falo, N. Y. named Andrew 
Thompson sales manager 


l'extile Mill Supply Co., Charlotte, 
N. C., published a new catalog 


Automobile production reached a 
postwar high of 220,300 units a 
month. The 1929 monthly aver 


age was 382,000 


King Hardware Co., Atlanta, Ga., 
purchased J. M. Alexander & Son’s 


property 


Ford Motor Co. authorized local 
purchasing by its 14 assembly 
plants throughout the country 


Employees of Belt Rope Supply Co., 
Syracuse, N. Y., held their annual 
picnic at Green Lake 





Book Reviews 





FUNDAMENTAL STATISTICS 


FOR BUSINESS AND ECO 
NOMICS, By John Neter and 
William Wasserman, Allyn & 


Bacon, Inc., 70 Fifth Ave., New 
York City, $6.50—This is a student's 
text and its coverage of the subject 
is fairly Ihe first half of 
the book deals with fundamental 


complete 


statistical ideas and methods, from 
1 non-mathematical approach. Here 
the cursory reader will find valuable 
check lists and advice on the use of 
statistical sources, analysis of quan 
titative data operation ot punched 
card systems, graphs and evaluation 
of errors. The second half requires 
more careful reading, as it deals with 


ampling, frequency distribution, 
index numbers and statistical fore 
casting. ‘The authors claim that a 


knowledge of high school algebra is 
sufheient for 
whole book 


become rusty with disuse, it might 


understanding the 
If this resource has 














A BIG BR ISER The vew DIAMOND. 


BIG JO ‘Pe 









DIAMALLOY 
AVIATION SNIPS 













7 LOOK AT’: 
DIAMOND THESE EI 


Fealwnes| 


| 
° @ Biades of ial lysi 
Diamalloy Wrenches Diamalloy Stee! with ser- 











oR 








= | @ sdond wp under toughest rated cutting edge. 
vusoge—they're mode for 
roughest work. @Large hardened pivot 
@ Machined to dose toler- bolts for smooth action 
ances for smooth opera- and long wear. 









tion and dependable 
service under heaviest 
strains. 





@ Handles solid drop forged 
stec!, plastic covered, 


i, i )» 

I Bl 
Ly Ne 
ea | 3 | 


° pe ee ep over (Not stamped sheet mete!) 
@ Fifteen, scighteen and ‘\y 
ice ead ele Three models, 
lightness and easy grip. all beautifully 
ee. D @ Ask your necrest oll well chrome plated, 
supplier for Diomalloy individually boxed. 
wrenches. 


Ask your distributer fer 


@ Insist on Diomolloy and 
you will get the finest, for 
“There is nothing 

finer than a 
DIAMOND.” 
Be Sure 
You Get 
a DIAMOND! 


ad DAL-10 —dDAE-10 
Cuts lett = Cute Right 


DIAMOND CALK DIAMOND CALK 
HOIEShOG Cp Horseshoe Co 


CSTABUSHEO 1900 TORONTO, ONT. DULUTH, MINN. 87. 1908 TORONTO, ONT. 
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Write for new W-21 
Tool catalogue 




















néeds @ press, reach 
for the 





Catalog and sell him 
exactly 

the press for the job. 
If he needs 







ke engineers 

will cooperate to design 
and build it. 

Dake offers the 


When your 
hve 


| reporting them since 1946. 


Gomething special 








be well to brush it up as modern 
business decisions cannot be made 
effectively in a vacuum of guess 
work. 

The vast body of knowledge in 
statistics is a necessary tool in the 
age of automation. 


GOVERNMENT STATISTICS 
FOR BUSINESS USE, edited by 
Philip M. Hauser and William R. 
Leonard, John Wiley & Sons, 440 
Fourth Ave., New York 16, N. Y., 


| $8.50—This is a new edition of a 
_ basic 
| account the vast changes in the 


text, revised to take into 
well as methods of 
The 
U. S. Government is the world’s 
largest producer of statistics; with 
out study and intelligent guidance 
the individual businessman may be 
at a loss to find what he needs, and 
it is unlikely that he is aware of the 
full scope of Government reporting 
There is something useful for almost 
everybody. 

This new book lists all the Gov- 
ernment bureaus that 
tistics, and describes 13 major cate- 
gories of information: manufactur- 
ing; population; housing and con 
struction; retail, service and whole 
sale trade; prices, money, credit and 
finance; labor; transportation; 
national income and business indi 
cators; foreign trade; minerals; agri 
culture, and international statistics 


economy as 


issue sta 


BUSINESS INFORMATION 
HOW TO FIND AND USE IT, 
by Marian C. Manley, Harper & 
Brothers, 49 East 33 St.. New York 
16, N. Y., $5.00—Most of this book 


| contains a bibliography of biblio 


graphies, listing those books and 
directories which will lead to specific 
sources in a number of different 


| areas, including industrial produc 


tion, distribution, communication, 
management, business conditions, 
finance, transportation and _per- 
sonnel administration. Other chap- 
ters are devoted to explanation of 
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JOBBERS... here's a 


new way to increase sales 


ara 
Mi-Or' 


J3-IN-1] 
SPREADER-CART 





a | 
! 





Spreads HI-DRI 
evenly and 
10 times faster 





: 3 : n-] OPERATION 


i 1. for STORING Hi-Dri 
2. for SPREADING Hi-Dri 


| 
| 
3. for REMOVING Hi-Dri | 
after it hes “done i 

the job” ' 
ee a 


upenrect TEAM 


for the user 





te apply HI-DR! 
Best of all Absorbents 


For further information, write to: 


WAVERLY Petreteem Products Co. 
1724 Chestnut St., Phila. 3, Pa. 





the use of data and a description of 
the wide range of information avail- 
able free or at small cost through the 
Government, trade association and 
publications. ‘The author's theme is 
that some businessmen spend thou- 
sands of dollars digging out facts 
which they could get for next to 
nothing if they knew how to sort 
and handle the large amount of 
material already in existence. 


BALL BEARING MAINTE- 
NANCE, by Johnny Riddle, Uni- 
versity of Oklahoma Press, Norman, 
Okla., $6.00—This 170-page hard- 
cover is profusely illustrated with 
diagrams and photographs. De- 
signed to serve as a technical link 
between sales and service outlets 
and industrial users, it spells out 
fundamentals and includes chapters 
on basic types, common failures and 
causes, the handling of bearings dur- 
ing assembly, preparing the shaft 
for mounting, locking devices, the 
bearing housing, installation proce- 
dures, lubrication routines and 
duplex problems. It should be a 
handy reference for salesmen. 





Obituaries 


William B. Peirce 
Flannery Bolt Co. 


William Bradford Peirce, 78, past 
president of the American Society 
of Tool Engineers and retired vice 
president of Flannery Bolt Co., died 
of a heart attack in Pittsburgh 
July 4. 

He was president of the AS.T.E 
in 1947-48 and active with Flannery 
Bolt until 1947 


Harry A. Fox, 


Lunkenheimer 





Harry A. Fox, 65, Lunkenheimer 
Co. buyer, died July 25. 

He had been with the company 
since 1910. Surviving are his wife, 
two daughters, Mrs. Lillian Haefner 
and Mrs. Jean A. Perin and three 
grandchildren 








HOW TO SAVE TIME AND MONEY 
IN PRODUCING A CATALOG 


FEW DISTRIBUTORS today can afford to merchandise their lines without 
a hard-working, well-printed catalog. Catalogs are a vital part of sell. 
ing. But the compiling of your catalog can take a lot of your time 
unless you go about it systematically. 

You need not, however, spend months of your valuable time, nor 
call on your sources for aid and costly allowances, to help build your 
catalog. To do so robs you or your supplier of profits that, directly 


or indirectly, should be yours. 


| An answer to: 


| Donnelley Unit System allows great flexibility. And 
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"How can I produce the most profitable catalog 


or my business?” 
a 


is the Donnelley Unit System of catalog building. 
This method is the result of over fifty years of tried 
and proven planning. It calls for minimum demands 
in time and money from both manufacturers and 
distributors. Your key people are free to spend their 


time on things that are rightfully theirs to do. The 





| it gives you the fastest and most up-to-date catalog 


printing service you can buy. 

The three new catalogs shown here (all repeat 
orders from old customers) are examples of how 
Donnelley’s compile and print sales tools that re- 
quire no large manufacturers’ allowances or partici- 


pating costs. Distributors, in addition, share the 





economy of over 80,000 prepared printing “units” 
of copy and cuts. That means less expense and more 


profits for both distributors and manufacturers. 


i> se 


We'll be glad to have you ask these companies 


= 


(and many others whose names we can supply) about 


5 

2 
4 

w 


the low total costs and time saving features of Don. 


nelley catalog compiling. No obligation, of course. 





Just drop us a line, or give us a call. 


The Lakeside Press + mw. mw. COMMELLEY & SONS COMPANY 


Catalog Compiling Department 


350 East Twenty-second Street 
Chicago 16, Illinois 
CAlumet 5-212] 

















of equi — Su 


a comp 
Sleeves and Sockets, 


orders promptly. 





COLLET EQUIPMENT 
made by EXPERTS 


geri 


COLLIS Equipment fills today’s important 
production needs so well because they are 
made by men skilled in making this type 
ly the proper unit pe 
ete ra of types, and sizes for Dril 

Soc! Pathe Centers, Chuck 
Arbors, and Drill Drifts. We will handle your 


"Call Collis For Service” 


The Collis 








mmm THE COLLIS COMPANY "= 


Dept. A, CLINTON, IOWA 


How to increase your SALES COVERAGE 


.».- with A. K. ALLEN Air Components 


Automation is increasing daily. So are 
sales of standard air-operated equip- 
ment, Get into the air components and 
devices business and get your share of 
these sales—and PROFITS! 


Here is what you get when you 
handle the A. K. ALLEN line of 
standard air controls: 


@ A liberal margin of profit 

@ High quality products, competitively 
priced 

@ Standard off-the-shelf items available 
from large factory stocks 

@ Shipments the day of receipt of order 
as only a small, reliable and efficient 
manufacturing organization can give 





270 


@ A group of down-to-earth, lively and 
on-the-ball people wo help you and 
make doing business a pleasure instead 
of a chore 


Don't buy standard air controls from 
another dealer ...Get your own line at 
the full discount. 


Por information on the complete 
“AttenAirn”™ line of CYLINDERS, 
VALVES, CLAMPS and DIAL FEED 
TABLES drop a line to A. C. Kelly or 
use the coupon below, 


THE A. K. ALLEN CO. 


57 Meserole Ave., Brooklyn 22, N.Y. 


4 
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Ralph H. Seott, 
Simonds Saw & Steel 


Ralph Hamilton Scott, 82, former 
manager of Simonds Saw & Steel Co. 
at three cities in the Pacific North- 
west, died Aug. 7 at Vancouver, 
Wash., where he had lived in retire 
ment for the past 10 years. 

He was with the company 53 
years, serving as Seattle manager for 
30 years and manager at Tacoma and 
Portland for shorter periods 


Arthur F. Sehmidt, 
Lunkenheimer 


Arthur F. Schmidt, 62, director of 
purchasing for Lunkenheimer Co., 
died July 24 

He jomed the company in 1913 
and became purchasing agent in 
1949 and director of purchasing last 
ycar 

Surviving are his wife; a brother, 
Harold Schmidt, and his mother, 
Mrs. Emma Schmidt 


0. W. Mott, 
Ellis W. Morse 

Otis Webster Mott, 54, president 
for 26 years of Ellis W. Morse Co., 
Binghamton, N, Y., supply house 
died July 31] 

He came to Binghamton to head 
the company in 1930 





NYLON PROPELLER 


A nylon boot propeller is a recent 
development in Denmark, reports 
Product Engineering, McGraw-Hill 
publication. The experimental engine 
screw is reversible, has three blades 
with rounded fore-edges and has been 
found to be lighter and stronger thon 
metol screws. In tests, heavy logs 
and boxes struck the blades in water 
with no ill effects, and only minor 
dents resulted when a boat was sent 
ot full speed against a stony beach 
A set of blades will be sent to 
Greenland to be tested on a tug 
boat to determine the reaction when 
used in ice 
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The good service that you give to your 
customers is as important to us as it is 
to you. To make your Industrial Brush 
service a top notch one we are organized 
to give you a service complete in every 
detail. Our job is to see that you are 
supplied promptly and that you get the 
quality products that promote sales. 


MILWAUKEE Production Brushes for 
power use—production brushes for hand 
use brushes for various maintenance 
needs. Your good service today will pay 
off time after time. For Industrial Brushes 
be sure — make it MILWAUKEE! 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 


IT FEATURES 
THE COMPLETE LINE 
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NEWS 


(Starts on page 148) 
Wherever you need chain, 
mis -lsb Ari) 4-ol am lasl> (oe 
to any desired 


ry Tolatilac lite): en 


M. O. Reese 


Two Take Posts 
With Harry P. Leu 

Matt O. Reese has joined the 
sales department of Harry P. Leu, 
Inc., Orlando, Fla., and will cover 
the entire state. Mr. Reese had been 
district manager of the Dodge Di 
vision of Chrysler Corp. in New 
Orleans 

Beatrice Westcott has been made 
head of the company’s advertising 
department. She previously was 
assistant national sales manager for a 
real estate development firm in 
Daytona Beach 


CAMPBELL CHAIN Company 


Rice k, Pa 


Ww 18 


p 


Beatrice Westeott 
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A-—They demonstrate safe and simple top-side cutting, 
at any angle —how user always sees mark and blade. 
E—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
--.and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


Among the many dealers who sell more De Walts than any other multi-purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, 

Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kensas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Anothe Product 


De Wart 


POWER TOOLS 


DeWALT Inc. 


Lancaster, Pa. 


AMF DeWalt 


first in sales! 


Dealers by the hundreds know De Walt® selis best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising... sales-making dealer 
aids...free factory training for their salesmen... 
De Walt's Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt's Direct 
Factory Franchise. Write the address below today. 


Olsen Tool and Equipment Company, Chicago, Ill. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Werner Hardware Co., Minnespolis & St. Paul, Minn. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 
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Chicago Utility Locks 
Dependab!e Protection 


Chicago Cylinder Utility Locks 
can be furnished with single or 
double bitted keying for wood 
and metal mounting. Can be 
keyed alike or alike in sets. Pol- 
ished nickel finish. 


Coll Chicago 


i 


/ of ACE Padlock showing double 
and 7-pin tumbler mechanism. 





Chicago ACE Padlocks 
Exclusive Selling Features 


Ace 7-pin tumbler locking mech- 
anism « Hardened steel shackle 
that locks both sides * Round 
keyway prevents insertion of 
forcing tools « Duplicate keys 
available only from factory + 
Solid rust-proof cases. 


—dependable name in locks for every need. 


An entire line, sersibly priced for good, steady sales and profits. 


Write for distribvter details and Catalog No. 105. 





CHICAGO LOCK CO. 
2030 WN. Racine Avenve + Chicago 14, Iilineis 





274 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 











T. 5. Bonnema 


Oster Mfg. Elects 
Bonnema President 


T. S. Bonnema has been elected 
president and general manager of 
The Oster Mfg. Co. succeeding 
Roger Tewksbury, now board chair 
man 

Mr. ‘Tewksbury has been presi 
dent since 1937. Mr. Bonnema 
began with the company as a ma 
chine operator in 1922 and became 
vice president and factory managet 
in 1945. He became general man 
ager last year 





Roger Tewksbury 





Joins Pratt-Gilbert 


Norman M. Halbert has joined 
Pratt-Gilbert Hardware Co., 
Phoenix, after 18 years in the indus- 
trial supply and machinery division 
of The Salt Lake Hardware Co, 
Salt Lake City 




















proved Série 
ROTARY PUMPS 


Five’ Rew ‘and 
wi 
Wayne 











- ete on cpneniec enema ee tei rama ow 
Here’s a brand new money-making line of rotary | : 
pumps to build sales in every industrial plant in | POSITIVE DISPLACEMENT : 
your area. New in developments . . . old in principle i DESIGN ' 
and acceptance with years of pump building experi- { { 
ence behind thern. These Wayne Pumps are —_ g 1. Liquid is drawn into pump by suction created ; 
long-life, high-efficiency rotary pumps thoroughly 5 
tested and performance-proved in handling liquids I when pumping elements are disengaged. ! 
and semi-fluids of varying viscosities. ' 2. Crescent acts as valve, preventing backflow. | 
These pumps have only two moving parts with I ‘ 
Wayne’s exclusive rolling gear circular tooth design. | 3. Fleid is forced out discharge port as pumping , 
Your customers can pump the same GPM with ! elements re-engage. ' 
a smaller lightweight unit. Five Wayne pumps i ; 3 
cover all requirements: an ee a 

Me 


SERIES A—Standard Duty High and Low Speeds—for 
operating pressures under 125 psi. 

SERIES B—Standard UL Approved—for pumping hazard 
ous Liquids 

SERIES C—Rugged Duty Packed—for medium and high 
vis. operating pressures to 125 pai 

SERIES D-—-Rugged Duty Sealed—for |iquefied gases and 
other fluids 

SERIES E—Rugged Duty Steam Jacketed—with steam 


jacket for high viscosities. 


Here’s a pump line to open up new markets for you. 
Newest design ... backed by a strong promotional and 
advertising campaign. Get the Facts. Put yourself 
in the Wayne Profit Picture of Industrial Products. 


THE WAYNE PUMP COMPANY 


industrial Division + FORT WAYNE, INDIANA 








- 


Send This Coupon For Full Deta On 
Wayne Line plus new and novel 
A Wayne Pump Selector Guide 

oe 
“a 


i” 
Ss Coy (= SELECTOR GUIDE 


THE WAYNE PumMP Company I 
ind. Div. + FORT WAYNE, INDIANA I 


Please send me full date on Wayne industrial Profit line 


Please send me new Wayne Rotary Pump Selector Guide 


CO 


z 
> 
= 
| 
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Bluefield Firm 


Selle by Departments 


ARE YOU FAIR 
TO YOUR CUSTOMERS? 


” FFER THEM 17 MOST MPLE 


NE OF F NG AND INSTALLING TO 





There's no question about it. The OTC 
line of hydraulic maintenance tools is 
the most complete ever built. Starting 
with a mechanical unit the size of your 

hand, it can be extended by adding sets Spa" “untomers com Bull? S rning 





: m hb P ; ) Op mons ft d 
and accessories as needed up to a 100 pee A A A on = = anes aed at Setenin Sty a ¢ 
ton hydraulic unit. Shop presses are / _< Bluefield. W. Va.. wa perf ted 

o~ " " " 
Charles Brooks, vice pre ident 


available for every need. 


From a small investment of less than 
$50.00 your customer can add sets and 
accessories to do specific jobs until he 





has all the pulling and installing tools Then he odds the hydrouite 
, P wer twin unlit in Ys, » 
needed for his maintenance problems. 50, er 100 ton _—" 


With these tools he can save unbeliev- 
able time and money — thousands of dol- 
lars a year—make tough jobs easy and 
increase production, Get your customers 
started now. They'll thank you and 
extra sales will come automatically. 


New he hes the world’s fomews, 
easy to use porteble pulling too! 


Two of the 1000 jobs that can be pulled with these tools. 





BRAINS of Superior-Sterling’s mech 
mnical department are C. D. Humes, 
Paul B. Sult and A. H. Brooks, depart 


nt manager 





Remeving drive on paper ei hi ® ng ceunter sheft beoring with OTC 
with OIC bydrevtis rom end push-puller mechenical Grip-O-fhatic’ puller 


OTC TOOLS APPROVED BY THESE MANUFACTURERS: 


Allis-Chalmers * American Tractor * Case * Caterpillar * Oliver 
Cockshutt + John Deere * Ferguson * Ford + Fordson Major 
International Harvester * Massey-Harris * Minneapolis Moline 








MANAGEMENT of electrical sales 

handled by Eric DeBrick with the 
help of H. C. Shelton and M. C 
Douthat 
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ws easier to SELL 













1. CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


2. CAPEWELL products are pre-sold through a consistent notional 
advertising program in the leading trade magazines. 





3. CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 


4. CAPEWELL Soles Engineers all over the country are actively work- 
ing in your behalf. 

5. CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


6. CAPEWELL's liberal freight allowance policy means profits to you. 


PIPE FITTERS 
HAND TOOLS 


GROUND FLAT 
TOOL STEER 








THESE ARE CAPEWELL'S TESTED SALES AIDS 
\y : 

Advertising reprints to re : \; 

mind your customers thet : 


they're buying notionally 
recognized quality. 


8 “How To Use” booklets that 


grephically illustrate the 
ways to get the most ovt of 
CAPEWELL products. 


Envelope sivffers to include 
in your own direct mail pro 
| gram, They're specifically 
designed to boos! soles. 








Microloy® Ground Flat Tool 
Stee! combination Wall Chart 


CAPEWELL Shop Caps with 
distributor imprint. 


The CAPEWELL Pecks! Sew 


or File Folder. sow sory carry 4 in 
your pocket 
THE CAPEWELL MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT 
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KEEP ON THE 






John P. Spain 


Black & Decker Adds 


Sales Service Unit 
\ new department, the service 
sales division, has been established 


INDUSTRIAL by The Black & Decker Mfg. Co 


B RU S H 2 S a n d 8 RO 0 M S and will be in operation by Oct. | 
John P. Spain, former regional 


* Once a user knows that he is getting The company’s service branches 
the best in quality for his money he never |W!!! be divided into geographic areas 
changes. That is what distributors fird 
who stock and sell the CAPITAL live. 
Sales build up as CAPITAL Brushes aid | 


sales manager for the Pacific Coast, 
will head the new division. He 
served as a salesman in the Chi 





cago area and as district manager of 
the Baltimore area 











with a regional manager in charge 
of each. The regional managers will 
report to Mr. Spain who will report 
to John F. Spaulding, vice president 





Brooms are being purchased by more | 
and more new users—they come back | 
for more. 


and general sales manager 


Names Pacific Coast Head 





Industry has many maintenance and | Lester C. Kaefer, former Los 
cleaning requirements for which Angeles district manager for ‘The 
brushes and brooms are needed. 
It's a big sales field and a profitable 
one. 


Here is a source of supply that never 


fails. The CAPITAL line is complete 


you never miss @ sole. Brushes ond 
brooms are used every month of the 
yeor, We always suggest thot users buy 
thru their local distributor ! 


INDIANAPOLIS 
BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH and BROOM STS. Est. 1890 INDIANAPOLIS 7, IND 
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Lester C. Kaefer 

















Designed for rugged use, the Emergency Pipe Clamp is a clamp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and a free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
Write for Catalog GW glove-like fit... result of shaping each damp over an accurate mandrel, 
M.8. SKINNER CO., South Bend 21, ind. pulling it down with a 12,000 pound air vice and sledging to complete snugness 
Made in all pipe sizes 2" to 12” for steel pipe and in cast iron pipe 
sizes from 2” up 


Carried in stock by over 1300 distributors! 


SKINNER-SEAL  emercency pipe CLAMP 











een 

















ALL METAL 
HOSE PRODUCTS 


Prompt Shipment 





Our Specialty 


A/ fs te 
INDUSTRIAI 
DISTRIBUTOR 


BULLETIN ID 














" Write for Industrial Distributor Bulletin ID-3 
U5" Quality... ALL METAL FLEXIBLE HOSE PRODUCTS 
- UNIVERSAL METAL HOSE CO. § 


2163 South Kedzie Avenue Chicege 23, Illinois 























Sead Us Specificetions or Samples for Prices! 





Black & Decker Mfg. Co.’s indus 
trial-automotive sales, has been 
named Pacific Coast regional man 
iger succeeding Mr. Spain 

He will direct sales in Cali 
fornia, Oregon, Washington, An 
zona, Nevada, western Idaho and 
Montana. Mr. Kaefer has been with 


thi ompany since 1936 





A. M. Haase 


J. E. Dilworth Sets Up 
Air-Hydraulics Department 


An air-hydraulics department has 
been established by J. E. Dilworth 
Co., Memphis, to provide better 
service in its air and hydraulic lines 

4. Murrel Haase will direct the 
new department. He has been with 
Dilworth’s engineering department 


seven ycars 
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NEW SALESMAN: Harold R. Burton 
has joined the sales staff of The Bill 
ings & Spencer Co. He will cover the 
northern Ohio and western Pennsyl 
vania area from Cleveland 














A WORD 70 REED DISTRIBUTORS 


0 


le” 
FROM EVERY . OF PIPE FITTING 


CHAIN WRENCH 


Does everything on ordinory pipe wrench 
will do and a great deal more. Gets 
into tight corners, holds or turns any shope 
Rachet-like action works in either direction 
10” to 60” handle lengths. Renewable jows 


HINGED 4-WHEEL CUTTER 


Until you've weed it, you con't believe how 
— quickly this completely new tool cuts off cast 


ic. 


ADJUSTABLE 
GUIDE RACHET THREADER 


Light, compact ond highly efficient. Features the exclusive 
Reed double-threaded throat, chip-ejecting die. Storts 
without pushing and needs no lead screw even for 2” 
pipe. Cuts easily ond every thread is clean and true for 
@ tight joint. In three size ronges Ve" to 1"; 4" to 1%" 
ond Ya" to 2.” 


FOLDING TRAY 
TRIPOD VISE 


The famous folding troy tripod is 
evellable with the long-jew yoke 
vise or the new choin vise heod 
Folds compactly, corries easily 
Sets up instantly, solid os @ rock, 
and won't collapse while you're 
working. Yoke vise copacity Ye” to 
20"; choin vise copacity V2" to 4.” 


iron or steel pipe. Tracks perfectly, cuts easily 
and clean in ditch work, in tight corners or 


in the open. In five sizes for pipe to |2 inches 


RACHET REAMER 


The origino! and only genuine self-feeding rachet 
reamer. Needs no pushing. Cuts burr fast without 
binding or gouging. Capacity 4" to 2.” 


La ; 


CHAIN BENCH VISE 


A sturdy and greatly improved chain bench 
vise. Chain drops naturally into position ond 
locks avtomatically. Easy-to-use handle ends 
fumbling ond skinned knuckles. In five sizes 


with copocities from Ye" to 2” to 4" to 6." 


\ 








The distributors who feature Reed Pipe Tools beleve 
in the beet for their customers, You'll enjoy doing 
business with them. 








Under the most favorable conditions, a lush acre of 
pasture land will sustain only a given number of sheep 
or cattle . . . no more. 

When it becomes overgrazed, none of the animals 
get enough to eat. They grow thin and emaciated. 
Quality deteriorates. Profit to the farmer lessens be- 
cause of a poor herd. 

There is a parallel to this in product distribution. 
Each industrial area, or market has a maximum sales 
potential. When that potential sales volume is spread 
too thinly among too many distributors, no one profits 
. « « everyone is dissatisfied. 

The Foregoing was taken from a brochure issued 
by the National Industrial Distributor’s Association. 
Beaver's Selective Distribution Plan provides the ad- 


vantages you have been looking for. 


THREADED PIPE 
It's Tight-——It's Best-—Cost Less 


236-400 DANA AVE. . WARREN, 0, U. S.A 


“SS Vears of Highest Quality” 


| 
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John E. Bates 


Fairbanks Promotes Bates 
To New England Manager 


John E. Bates has been promo- 
ted to New England branch man 
ager by The Fairbanks Co. and will 
make the Boston office his head 
quarters 

Mr. Bates joined the company in 
October 1945 and had been cover 
ing the southeastern Massachusetts 


territory 


Finance Officers 
Picked by Oil Group 

John R. Rother, of Industrial Sup 
plies, Inc., Memphis, has been ap- 
pointed finance chairman for the 
32nd annual convention of the Tri 
States Oil Mill Superintendents 
Association to be held in Memphis 
next June. 

George L. Frank, Lewis Supply 
Co., Memphis, and T. C, Guinee, 
Southern Engineering & Supply Co., 
Vicksburg, Miss., 
chairmen 

All three officers served in the 
same posts for the superintendents 
association’s recent convention in 
Biloxi 


were named co 


Traffic Head Appointed 


Frank L. Merwin has been ap 
pointed general trafic manager and 
George W. Cantwell has been 
named trafic manager at American 
Smelting & Refining Co.'s general 
offices. Mr. Merwin succeeds the 
late D. B. Blake. 





PORTABLE GRINDERS 


A Dependable, Heavy Duty Tool for 
ét L t Cc T wR 1 D R f L L & Grinding, Buffing, Wire Brushing 
5” and 6" Wheel Diameters. 
Carefully Balanced for Easy 
Advanced Design Handling 
Balanced Power | Sioux Quality Throughout 
Rugged Construction 
A Size for Every Need 
Sioux Dependability 


No Drill is Built to 
Lost Longer 


HIGH SPEED se WIRE WHEEL 
HOLE SAWS BRUSHES 


Sioux high speed teeth 
hole saws will cut holes 
from %" to 4%" diameter 
in any machinable material. 


Durably built of special 
brushing wire with wide 
face, even trim, perfect 
balance. Designed for heavy duty cleaning, 
removing, deburring, descaling, roughing, 
buffing, ond polishing 

Torque or saucer shaped brushes are fost 
workers for body repoir, removing point, 
scale or corrosion, cleaning welded joints, etc, 
Used with Sioux flexible shafts or portable 
tools the brood brushing area cleans large 
creas in less time 


Round or plate steel, brass, aluminum, bronze, 
wood, even stainless steel may be cut 

High speed steel teeth welded to chrome 

vanadium body give maximum life and cutting 

obility. Used in electric 

drills, drill press, or lothe, 


' 
' 
i 
i 
' 
/ 
' 
' 
i 
| 
' 
i 
i 


Use sioux Att THE Way THROU. 
ail H 


SOLD ONLY THROUGH 
AUTHORIZED DISTRIBUTORS 
ELECTRIC DRILLS, SANDERS, POLISHERS, 


ALBERTSON d co INC BENCH GRINDERS, ABRASIVE DISCS, 
an og . PORTABLE GRINDERS, ELECTRIC HAND 
SIOUX CITY, 1OWA, U.S.A. SAWS, FLEXIBLE SHAFTS 
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... are TOPS in 
LUBRICATION 
EFFICIENCY ! 


ALBANY PRESSURE 
GREASE UNIVERSAL 
For Cups Boll Bearings 
Pumps Universal Joints. Waterproof 
Exceptionally high melting point. Soft 
enough for gun application 


ALBANY GREASE 


A cooling lubricant for operating tem 
peratures from 110° F te 200° F 


ALBANY PRESSUREGREASE 
A superior waterproof mineral oil grease 
of high viscosity. Comes in Liquid, Soft, 
Medium, Hard and Graphite Pressure 
grease Soft and Medium 


ALBANY BEARING LUBRICANT 
(Ball or Roller Bearing) 
Will not separate or oxidize assuring 
long life to bearings. May be used 
in hand grease guns. 


ALBANY GEAR LUBRICANTS 
Retards weer, quiets geors. Waterproof 
Will not drip when gears are idle or in 
motion 


ALBANY PENETRATING OILS 
(Clear or Graphite) 
Quick-ccting. Cuts rust as well as lubri- 


Water 


cates, Loosens sticky valves, eliminotes 
squeoks. 


Continuously Serving 
Industry Since 1868 
with Quality Products 


ADAM COOK'S 
SONS, INC. 


Manufacturers of Albany 
lubricating Products 


LINDEN * NEW JERSEY 


Baldwin Supply Holds Open House 


Tool Exhibition recently 
some 20 new line 


Baldwin Supply Co., Charleston, W. Va., he ld a two-day 


to promote its slogan as “Tool He adq rte nd itroduce 











ittended by invitation and 


Fight old lines were also featured. Sor 
were treated to a buffet dinner and priz: 


of the event. Baldwin management arranged 


Program for local schools was a featur 
tudents of summer vocational classes, 


for a special exhibition in the mornings for 
showing them machines in operation 


New Cleveland Cap Plant Gets Modern Office 
ee 


——_—-— 























ompleted plant in Southeast 


Last project of The Cleveland Cap Screw ( nearly 
he d bi d 


Cleveland is this modernistic office building. The entire $5 
for occupancy in late fall 


million plant is 
| 
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P 
These are the tools that keep production 
moving. They’re vitally important and your 


customers often judge you on the quality of 
the line you carry 

There's no question about the quality and 
dependability of Billings Vitalloy . Forged 
and carbon stee! Wrenches and Shop Tools 
For three quarters of o century Industry has 
accepted them as the finest tool crib 
essentials 

For Prestige and Customer Satisfaction 
Sell BILLINGS — the Profit Line! 

THE BILLINGS & SPENCER CO 
HARTFORD 1, CONN., U.S.A 


quality Bol and forpingd hme (669 © 


«recent additions 
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when you sell 








PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they're “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
woae repeat business all add up to a real money- 


maker . MARKAL PAI KS. 
coi Merkel Pointstiks (extreme left) for surfaces —50° 
to 150°F. 


HOT. . . Markal Pointsiiks (left) for surfaces 200° te 2000°F. 
SEND todoy for complete distributor information ond literature 


MARKAL COMPANY 


3094 West Correll Avenve « Chicago 12, Illinois 
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R. 8. Whittier 


Buffalo Fire Appliance 


Selects Area Sales Head 

Richard S. Whittier has joined 
Buffalo Fire Appliance Corp. as New 
England and New York State dis 
trict sales manager 


Mr. Whittier lives in Northamp 


ton, Ma and will have an office 
there. He has been in the indus 
trial sales field for the last eight 


ca md previously covered the 
Ni ' York State 


| ngland ica 


and western New 


New Decatur Office 


\. W. Cash Co. has opened new 
offices at 115-117 South Main St., 
Decatur, Ill. Former office space at 


18th and Eldorado Sts. is now being 


used for manufacturing 








DON'T UNDERESTIMATE _ the 
of the telephone as a sales tool 
advises j Me yer, Kalamazoo bran h 


manager of Kendall Hardware—Mill 





tk 
DeSSTONM MAKES NEWS... 


NEW...AND BIGGER PROFIT MARGINS 
NEW ...AND MORE USEFUL PACKAGE 


NEW...AND MORE EASILY-READ ETCH 


WOOD CUTTING 
CIRCULAR SAWS 


ASK YOUR DISSTON REPRESENTATIVE FOR FULL DETAILS 


Henry DISSTON DIVISION 


H.K. PORTER COMPANY, INC. 
923 Tacony, Phitadeiphia 36, Pa. 


DISSTON BRANCH WAREHOUSES: Charlorte, N C. 990! Highland Ave. Tel. Express 
9-7325 @ Chicago, Ill. 1100 W. Washington Blvd. Tel.: Chesapeake 3-3770 @ Los Angeles 
Cal. 403 E. Washington Bivd. Tel.: Richmond 7-5621 @ Seattle, Wash. 1555-65 Fourth 
Ave., S. Tel.: Elliot 8040 @ Toronto, Canada. 2-20 Fraser Ave. Tel.: Lakeside 1149 
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THE 
FASTEST SELLING 
LINE OF 
POWER 
TRANSMISSION 
EQUIPMENT 
IN INDUSTRY 





FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive tecti inst = vibration, 
torque, shock of intermittent loods 
Cushions changed without shut-down 
Light, medium and heervy duty: frac 
tlonel to over 2400 hp. 








VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip- 
ment, Change speed while machine is 
running. Ratios to 8 te 1. Fractional 
to 15 hp 


SELECT-O-SPEED TRANSMISSIONS; 
Economical as compored to other vori- 
able speed transmissions, instant ad- 
justment over wide range of speeds 
Hend wheel or lever control. Ratios 
te 10 to |. Fractional to 5 hp. 





UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel. 
No binding, becklosh or end ploy. 13 
sizes. Bores 4 to 2 in. Lengths 2 to 
10% in. Diameters Vo to 4 in 


Request details on our special 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO 


4879 W. Loke $,, Chicage 44, Ulinels 
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Charleston House Adds Service Shop 


A and I Supply Co., Charleston, W. Va 


service shop on Third Ave 





recently opened this new 3,000 sq. ft 





Nicholson File 
Holds Annual Outing 


Sales and office personnel of 
Nicholson File Co. held their an 
nual outing recently at the Meta 
comet Golf Club near Providence, 
R. L., following the firm’s sales meet 
ing. 

W. A. McCullough, Jr., 
golf championship tourney, 
W. W. Lemmer runner-up. E. A 
Neal took low gross. E. Craig 
Greiner won the putting contest, 
with William Dudley runner-up 
Prizes were presented at the annual 
dinner. 


won the 
with 


Republic Supply Holds 
Two-Day Sales Conference 
Nineteen concerned 
with sales management at The 
Republic Supply Co. of California, 
Los Angeles, recently at 
Rancho Santa Fe for a two-day con 


executives 


met 


ference to discuss sales objectives 
with P. W. Johnson, executive vice 
president 

Advertising forecasting, ma 
chinery sales, sales compensation, 


catalog and general company plan 
ning comprised the agenda, with 
emphasis on unifying control 


methods 





Worthington Honors Ohio Belting 


The Ohio Belting & Transmission Co, 
distributor for Worthington Corp., 
left) Ohio Belting “oe 

vice president. Looking on are D. E 
Ohio Belting vice president 
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Tcledo, recently 
Harrison, N 
nt, reccived plaque from Prank J. Whelan, Worthington 
Tessendorf, of Worthington, and P. A. Ericson, 





marked its 21st year as a 


J. Clayton Cousino (second from 











Cee how J- 
your icone ele: BRAND tells and sell 
S 


Tool ss with - TAPES 


cH eranvn's BIG FOUR e.ecTRiIc4 
‘9 Ffovwr pook'et now! 
dollars and cents’ Dutch Br amd 6 

ideas and poe Unt 


put 


ard find cnt 


nt tape © 
cond, wo huetr® booklet for evety 
concerned with electries! ineabe ue 


ed sales booklet 
‘miata ) tam 
lication lhi 
ipplication 
of Dutch B 
Pe 


Mie POUT! 
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| Jeffrey Mfg. 
Shifts Personnel 
The Jeffrey Mfg. Co. has ap 


| pointed two new district managers 
| and made a number of other staff 
| changes 
William K. Myers was named 
district manager at New York City 
| succeeding R. W. Sweitzer. Tom 
| Fear, Jr., succeeds Harley Lee as St 
Louis district manager. 

Other changes are: William T. 
Davis, formerly at Houston, assigned 
to San Francisco as application engi- 
neer; William A. Lewis, named sales 
engineer in Houston, and Ralph 





© © « delivers the service 
that builds business 


BADGER LINE has been building a repu- 
tation for. . . quality and service among CAR MOVERS 

users. . . profit and good will for dis- © Power Hing | 
tributors . for 50 years, Serve your 
customers with a BADGER LINE stock — 
Ask us for latest catalog and price sheets. 



















© $249 Badger 
© #5 New Badger 


Bolton, Birmingham sales engineer. 
James A. Frazier was assigned to 
the industrial sales division at Beck 
ley, W. Va 

John Chrystal, manager of orig 





CAR WRENCH ® Ad Safer . 
_— — | imal equipment sales, succeeds C. O. 


McFadden as manager of the 
Columbus district office, Mr. Mc 
Fadden will continue in an advisory 
capacity. A. 'T. Loew succeeds Mr 


PORTER 


SPRING WINDER SAFETY 


HANDGUARD 


. . REPLACEMENT PARTS 
Chrystal as original equipment man- 


ene Dee pleton ager. Dick Ross succeeds Mr. Leow 
as office manager of merchandise 
ales. Russell W. Knode, formerly 


you and your customers PROFIT with export manager, has been promoted 
to manager of field offices, Mining 


NEW BAUSCH & LOMB os weet | 
ohn effrey, former sales engi 
SURFACE COMPARATOR neer in Special Products, becomes 


export manager 





Aiso - - SPURS . . . HANDLES . 
CAR-MOYVE 













ADVANCI 


















Help your industrial fabricating customers to big 
yearly savings by demonstrating the new B&L 
Surface Comparator. Show how surface compari- 
sons can be made right on the spot where the 
work is being done, with no guesswork—no 
“fingernail” scratch tests—no waiting till final 
inspection to learn if work meets standard. It's 
quick, easy and critically accurate. You'll do 
your customers a real favor—and help yourself 
to bigger and better profits, too, Industrial net is 
$40.00 with generous distributor discount. 


WRITE for full details on the 
Surface Comparator and 
complete line of industrial 
magnifiers. Bausch & Lomb 
Optical Co., 54909 Bausch 
St., Rochester 2, N. ¥. 










HG LOMB § 
; rTOOL CONPAB is held by Salesman 
Vy ' Leon L. Simkins and A, J. White, in 

. dustrial manager, Bond Supply Co., 
Kalamazoo, Mich. 
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no matter how you look at it 


BORROUGHS 
STEEL SHELVING 


is the best shelving buy on the market! 


Here’s the most simple, most adjustable, and most rapidly assembled steel shelving that money can 
buy. Its design and valve are head and shoulders above all others. It is a sturdy, heavy duty and 
quality product, built to last. Except for the top shelf (2 bolts and 2 nuts), no other bolts or nuts are 
required for shelves. You need no special tools. Look at the illustrations below .. see how easy it is 
to install or adjust Borroughs shelves. Send for catalog. 














insert shelf support bracket Tilt shelf into support bracket 
No fumbling with studs, bolts, nuts or lock and shelf is ready for loading. Could any- 
washers. It’s quick. thing be easier? 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PPR COMPANY OF OFETRE 
3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


Detroit, Michigen Union City, Tennessee AllienceWa ime Alliance, Ohio 


emp Plonts ond other Subsidiaries; (Americon Metal Products Co 
Reducing Corp Wellington New Jersey 


Kilgore, Texos—Colton, Colifornia) (Generel Spring Products, \td.—Kitchener, Ontorio, Caneda) (Tube 
Manutocturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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better profits, faster with 


Ati 4th di. 444,144 mill tt ha 


ela laialal- lil 


new lightweight 





hydraulic pipe and conduit bender 


Cash in on the big, growing demand for this 
all new Ganuncon Bender that quickly, ac 
curately bends 14" to 2” conduit. Bary porte 
bility . entra versatility extva power 
and makes a fu// 90° bend with one stroke 
of the ram! Separate two-speed hydraulic 
hand pump and bending ram simplify one- 


HAND SENDERS 
FOR TUBING 


Bwiltly produce 
ower =—emall 
tedius bends up 
w@ 160°) io om 
duit, pipe, ond 
tubing. No tae 
toning or kinks, 
GREENLER 
Hernd Benders are ‘ 
eepecially dee 

bigne! to form oeet bends to ft sharp corners, nooks, aad 





Other close quarters, Eliminate weed for many manutex 
tured bends end hetings. Ver mus sites seul munte ie 


76 


KNOCKOUT PUNCHES AND 
HYDRAULIC PUNCH DRIVER 


Quick, cosy way to make knockout colergement for iy" 
fw 4° conden Semply insert GREENLEE Kon bows Punch 
ia beockowt or small drilled bole, then cre with 
ordinary wrench. Por sa even jester, practically cflorciess 
ope sce, drive Puech with puwerdul, por tebic UO RLEN- 
LEE Hydreulic Driver. 





man handling and setup, Easily operated 
by hand, or may be teamed with a Ganen 
Las power pump for fast production jobs 
bending 
Write 


Attachments also available tor 


thin-wall conduit, tubing, bus bars 
for complete data and pricing on this fasc- 


selling tool 


CABLE PULLER 


Easy oper sting, compact unit 
few O-pound pull PF astens 
dwecetly wo condurt for f £ 
in line @ith condust 
Species 


vigeed @ save work, speed jots 





hoomecned hangers 


BORING TOOLS 


Por quickly making clean, smooth 
openings for conduit and wiring. The 
GREENLER line includes Hecert 
cians’ Auger Bits and Elec: Drill 
Bits, tel! Hangers’ Drills 
Bits Jere Borers, Ship Augers, sad 
But Latensions. 


Attechment svatisblc for comcesled conduit work 
Lapensive 


PTT SNLEE 


Write for catalog on above and other GREENLED come 
seving tools including sachar «xrew cupenders, chicls 
ead gouges, opal screw drivers, sad many more 














WELCOME: Ross Bell, sales manage: 


t Warren & Bailey Co., Los Angek 

greets new advertising manager, Dor 
Abajian. He was formerly with Li 
Ang Herald-Express 


Warren & Bailey Adds 


Customer Service Unit 


\ new department, customer ser 
ice, has been formed by Warren & 
Bailey Co., 
iccounts to obtain faster delivery on 


Los Angeles, to heip its 


orders and expedite the firm's pur 
chases from suppliers 

Blanche Scholl 
pointed to head the new Section 


has been ap 


She has had 15 years’ experience in 
industry, with Fluor Corp. and Cali 
fornia Hardware Co 


Syntron Announces 
Sales Assignments 


Syntron Co 


signments at four of its sales com 


announced staff as 


pal 

John E. Missien and Vincent A 
Daley recently completed the firm 
ales training course and have been 
ippointed to Syntron Chicago Sales 


Co. and Syntron Baltimore Sales 
Co. respectively 
Mr. Missien will cover South 


Side, Chicago, and Mr. Daley's ter 
ritory includes the District of Co 
lumbia and 26 counties in Mary 


land, Virginia and West Virginia 
John McAllister Reece has been 
amed by Syntron Sah Francisco 
Sales Co. to cover San Mateo, Ala 
meda and San Francisco counties 
M. R. Vincent has joined Syn 
tron Canada Ltd. and has been as 
signed to the Toronto district 





GREENLEE TOOL CO. 1929 HERBERT AVENUE, ROCKFORD, ILL. 
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* at $149.50 ond up, the new CM Lodestor 


is very reasonably priced, especially when you 
consider all the features listed in the catalog. # 


—Teirchasrng Agim 


A wonderful feature is Lodestar’s ability 
to operate without costly interruptions for 
lubrication, adjustments or maintenance. # 


Matsrialn: amd limg Engen oor 


Moving materials overhead with Lodestar 
certainly eased our tight floor space problem. 


Marks Mowaqh 


@ Lodestar’s flexible link chain and 
one-hand, shock-proof — control 
make my job a lot easier. 


ELECTRIC CHAIN HOIST 


ERATOR 







worst oF 
¢ The upper-lower safety limits, sofety 
overload protection, the heavy duty magnetic 
broke plus the regenerative ae") broke 
are valuable safety features 


Safes Pact 


¥ the Lodestor operates for less than 2¢ 


per day... that’s amazing. # 
Single and 3 phase 


$149.50 and up TRt- Gruen. 


...everybody loves the lodsitar 


...it’s a sweetheart! 
Call your CM Distributor for catalog, prices and fast delivery 







% to 1 ton 


CHISHOLM-MOORE HOIST DIiVIiSGion 
Columbus McKinnon Chain Corporetion 


Tonawanda, New York 


Regronal Olfines Mew York * Chicege + Cleveland 
in Conede. Metinnen Columbus Chein bid, 1. Cotheorines, Ons, 
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its versatility for industry ... 


Because one 
machinist 
may prefor to 
strike work with 
a rawhide ham- 

















mer — another 
with a softer com- 
position . . . siill 








others with plastic, 
copper or babbitt, you can 
get all the business with 
BASA “replaceable face” 
Hammers. No room for dif- 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip into the split 
head of a BASA Hammer 
in a flash. it’s as easy as 
changing a razor blade 
and holds like a vise 
Stock up with BASA Ham. 
mers and refills of all 5 
mating interchangeable 
faces. Multiplies sales op- 
portunity 5 times! 






















































Write for Bulletin 38-20. 


GREENE, TWEED & CO. 













Orr Holds Sales Session for Barnes 





Orr Iron Co., Evansville, Ind., held a two-day sak 
Barnes Co. lines. Here C. E.. Ledyard, Barnes sales 
executive vice president, thank Bernard ( 
for cooperation. V. H. Olson, Barnes sak 


s conference recently on W. O 
engineer, and J. W. Bennett 

Weirauch, Orr Iron sales vice president 
s manager, also participated 





Sponsors Scholarship» To Sell Ohio Valves 


Borg-Warner Corp. is sponsoring American Meter Co. has been 
seven scholarships covering up to granted U.S and Canadian distribu 
$750 full tuition at the Illinois I torship of Ohio Injector Co.'s lubri 
stitute of Technology “to develop cated plug valves. They will be 


engineering, manufacturing and _ stocked initially at plants in Fuller 
business leadership for industry ton, Calif.; Dallas, Texas; Nebraska 
Recipients may apply for summer City, Neb.; Atlanta, Ga and Somer 
employment with the company ton, Pa 





Parker Appliance Holds Training Course 





Present at a recent one-week training course conducted by the Tube & Hose Fittings 
Division of Parker Appliance Co. were (from the left and on around the “tubeholder™ 
machine) William Porter, Whitchead Metal Products Co., N. Y.; Harold Doda and 
William Amold, Palmer Supply Co., Seattle; Burton F. Legg, Mendon Hydrauli 
Sales Co., Mendon, N. Y,; toc Bennis of the Whitehead office in New Haven, 
Conn, and William Stinson, also of Mendon 
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/ A Quality Product 
2 Clearly Marked & Finished 
3 Sturdily Packaged 

| # Prompt Shipment 

| 5 A Fair Sales Policy 

6 Adequate Consumer Advertising 
7 Efficient Missionary Help 




















if you can’t check yes to all 7, 
it will pay you to investigate the 






Nos. 10415 











wert | eit - ms 










No. 10— Green molded handle. Almost indestruc- Long « favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. Ne. 15 — lock blade features extra easy blade change 
Red molded handle, chrome-plate finish. Same 

features as No. 10. 







Inquiries ave invited trom interested Distributors 
For selective distribution, some territories open 





GP 0 SD EP ED OD OEE WOO 


| send to 










CLEMSON BROS., INC. 


Middletown, W.Y 


() We went your genera! Cotaleg 
{_) We ere interested in heaving your representative coll 


STAR BLADES 


CLEMSON BROTHERS, Inc. 
Middletown, WN. Y., U. S$. A. 
Mokers of Hand ond Power Hocksow Blodes, Frames, Metal and 
Wood Cutting Band Sew Blades ond Clemson Lawn Machines 


Addrows —— a 






! 
! 
i 
! 
Neme__. - 
! 
I 
I 
a 
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ANOTHER FAIRBANKS PRODUCT! 







John Erbach 


Warner Electric Brake 
Assigns Sales Engineers 


I'wo sales engineers, John Erbach 
ind Clifford Petterson, have been 
issigned by Warner Electric Brake 
& Clutch Co 

Mr. Erbach has been appointed 
to cover eastern Wisconsin from 
Milwaukee and Mr. Petterson has 
been assigned to the Los Angeles 
Bronze to bronze seat with precision-grcund true ball joint ares 
for tight seating. 

Leak-proof. Practically indestructible body and nut. Can 
be used again and again. Dart Malleable Iron Unions also 
available in all iron construction. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Dart Malleable tron Union. This means extra business, 
extra profits for you if you tie your own promotion and sell- 
ing in with our “Product of the Month”. You chalk up extra 
sales! Extra profits! 





Clifford Petterson 





—<—orrewe 
—— --* 


Valley Supply Moves 
Into New Quarters 


Valley Supply Co, Ottumwa, 
lowa, has moved into new quarters 
at 1200 West Second St. 

The firm is located in the Ot 
tumwa Box Car Loader Co. build 
ing which was completely remodeled 
recently at a reported cost of 
$40,000 
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Compare 


these BEST BUY Lempco 


press prices with prices of 
other producers: 



































































































































Model No.| 25M 50M 75M 100M 150M 
Rated 
Tonnage 25 50 75 100 | 150 
Press 
Operction MANUALLY OPERATED 
"LEMPCO | $315 | $440 | $550 | $1140 | $1200 
Competitor 
“— 370 6310 6796 (x) 1405 
"B” 375 515 645 1430 | 1650 
— (x) 5650| 695 1365 | 1690 
a 386 591 788 154) (x) 
'Lempco + - 7 = eee Model 50-E, 50-Ton Electrically Operated Hydraulic Press 
Model No. | 25 E-2 |50 E-2 | 75 E-2 | 100 E-2|150 E-2 
Rated Lempco ae we ee eee 
Tonnage 25 50 75 100 150 _| model No.| 25 E-7| 50 E-7 | 75 €-7 | 100 E-7/150 E-7 
A MELA AMEL 2 MEd wd 
Press Rated 
Operation 2H. P. PUMP UNIT Tonnage 25 | 50 75 100 | 150 
*LEMPCO | $825 | $875 | $1050 | $1720 | $1920) Press 
C titer Operation 7-1/2 4.P PUMP UNIT 
“A” (x) (x) (x) (x) (xX) | *LEMPCO | $1150| $1200 | $1380 | $2050 | $2250) 
“B" 1430 | 1430 1650 (X) | 2640 | Competitor 
“ | wo | oo | ow | ow | Ww x 2 BS Se ee 2 
“po” | iazce] od | ow | ©) | OW) s 2 Be Se ee 
iin . — (x) 1586 | 1716] 2428) 2713 
*Price effective April 15, 1956 Lempco lant, 7 
Bedford, Ohio F Prices sublect to chanee vee aaties D 1375¢| 1414 1623 | 2402| (x) 
NOTE: 


HYDRAULIC PRESS PRICE COMPARISONS ARE FOR EQUAL OR CLOSELY SIMILAR 
SPECIFICATIONS. (X)—No Model Listed; a—60-Ton Listed; b—80-Ton Listed; 
c—30-Ton Listed. Entries Indicate Nearest Reasonably Equal Specification Known 

to be Offered. Prices and Specifications are Effective, to the Best of Our Knowledge, 4 
on or about April 15, 1956. Se 


OISTRIBUTORS WANTED (_—— 


LERIPCR 0uSTRAL Me 20007 como 


$490 DUNHAM ROAD ¢ BEDFORD, OHIO *¢ «TELEPHONE: MONTROSE 82-2400 © TELETYPE: MAPLE HEIGHTS, O. 189 
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“be a Ms 
od ae = ae 


ES 


STEAM JACKETED 





















GENERAL SERVICE EMERGENCY PROTECTION 
For any liquid or gas at pres- Assures immediote ond positive 
sures up to 300 psi. Have ovt- action with weighted pendulum 
Assures continued free flow of side stuffing bex and gland. stop 
ony material which congeals of 
y pe . 











Quick Action . . . opened ot closed with less than a quarte 
turn of the operating lever | JUNIOR SALESMAN: All set for a 








Straight-T brough Plow the disc cannot become loos | sales trip is Bill McSherry, Jr., young 
and accidently check the flow t member of William J. McSherry & 
Drop-Tight Seal . . . constant contact of disc and seat ‘ manufacturers’ agent in Ohio and 
at all times prevents dirt or scale from getting between tern Pennsylvania 
Self Regrinding . . . the disc rotates on the seat with eacl 
operation, thus regrinding the sealing surfaces 

CYLINDER-OPERATED VALVE No wedge action all parts move between parallel! face: Purves Ritchie 


for accurate contro! of process lor b b IV ERLASTINC "ALVES : » 

for ogrurote control, of process §— Write for bulletin describing EVERLASTING } Sold to New Group 
tight seal, alr or hydrauile con- EVERLASTING VALVE CO., 63 Fisk S., Jersey City, 5, NW. J 
trol for operation of any speed 


Everlastin 


TRADE MARK EVERLASTING MEG US PAT OFF 


Purves Ritchie Ltd., Vancouver 
¥; B. C., has been sold to a group of 
lalves British Columbia investors headed 

g by John H. Maier and Elmer Pal 
mer, both prominent in the logging 

industry, and Fred S. McKeen, gen- 


eral manager of Straits Towing Ltd 
Purves Ritchie is a former subsid 









f Industrial Engineering of 


| jary 
| Vancouver, which is being sold to 
Outboard Marine & Mfg. Co. of 
: e" | Ontario 
' 


Offset Boring Heads 
sell themselves and 
your other lines! 


Super accuracy makes Deka-Bore easy and profit- 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 

| 





vertical or horizontal, fixed or rotating principle 
Repeats to .000!” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter 
(without backlash) as easily as reading 1/16” on | 
a steel rule. NOT A VERNIER OR SCROLL ADJUST. 
MENT. Deka-Bore is the first and only boring head 
to provide this accuracy and speed of adjustment. 
Workmanship and accuracy 100% guaranteed! 
You'll be profitably surprised with Deka-Bore’s 
selling action, tool 
Attach this ad to your letterhead for 
cataleg and prices! FIFTY YEARS with Link-Belt Co. is 
the servwe record of N. Stanley Snyder 
Buffalo, N. Y., manager. D. E. David 


on ¢ president, sales, awards him 





PRECISION 


TOOL & MFG. CO., of IL. 10-9 
1305 S$. Leramie, Cicero 50, Ill. 


eereer eee eee eee ee eee eee eee eh eee ee eee 


pin as highlight of company’s annual 


ales meeting. He started as clerk at 
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Sell PRODUCTION PROFITS 






Now Available 


Here's exe sample ad ———— 
JUST SPRAY ON 


Spotcheck 


OP PENETRANT INSPECTION 


to find 
CRACKS, SEAMS, 
POROSITY 


in any mechanical part! 





@ CONVENIENT, EASY TO USE 
Spotcheck with all materials in spray cans 


@ DOES THE JOB EASIER 
Detects cracks in tools, parts, machinery 


@ ENDS GUESSWORK ARGUMENTS 
Positively spoils cracks, not scratches 


@ NO OTHER EQUIPMENT NEEDED 
Eliminetes pumps, hoses, brushes, 
compressors 

@ PORTABLE — USE ANYWHERE 
Sensitive inspection in the plant or field 


COMPLETE SK-1 KIT 


Everything ded for plete dye penetront inspec- 


tion included in handy, lightweight Fibergioss carrying 
cose. 2 cons Penetrent, 2 cons Developer, 4 cons Cleaner. 


ONLY $35°° * 


* Plus handling and shipping charges of $1.00 


















WRITE SORAyt 


HALLMARK 

OF QUALITY IN 
NONDESTRUCTIVE 
TEST SYSTEMS 





potcheck 


in a Spray Can! 
INSPECTION KIT 


for Distribution 
YOU QUALIFY... IF 


1. You distribute production maintenance 
equipment, OR... 





2. Industrial specialty items to any market. 


WE OFFER... 


1. A new, ever-expanding market, and 


2. A sales-tested, production-proven 
product, and 


3. Liberal discount arrangements, and 
4. Promotion by national advertising 


plus... 
UNLIMITED OPPORTUNITY! 


Spotcheck is the most versatile testing kit on the market 
today. It can be used to detect cracks, seams, porosity 
in virtually every type of non-porous material including 
plastics and ceramics. And, it's completely portable. . . 
all component materials are self-contained in pressurized 
spray cans for speedy use in testing parts, tools and 
machinery in the shop and in the field, 


AUTOMATIC REPEAT PROFITS! 


The many proven uses for Spotcheck in every industrial 

operation is your guarantee of healthy repeat business 

with every sale. Current distributors report that replace- 

ment material purchases — Penetrant, Developer and 

Cleaner—represent many times the amount of the initial 

sales. Capitalize on the trend to nondestructive testing 
. stock and sell nationally-advertised Spotcheck. 


Indicate your qualifications, lines carried, areas covered, type of accounts 
serviced. We'll send you complete data on the BIG-PROFIT story for Spotcheck 
distributors. Our salesman will not call on you, write for this opportunity now! 


MAGNAFLUX CORPORATION 


7330 W. Ainslie Avenue 


Chicago 31, Illinois 
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BENCH TOPS} 





industrial sales records prove the 
popu'arity of Tolco laminated bench 
tops. The very finest Northern hard 
maple is cut into narrow 4%” lamin- 
ations and electronically gived to 
form a solid maple top. You can 
have your shore of this profitable 
business if you sell TOLCO — the 
“industry proven” top. Nationally 
advertised — industry accepted — 
sold only through authorized dis- 
tributors. 


WRITE TODAY FOR THE TOLCO 
DISTRIBUTORS PROFIT PLAN 


THE TOLERTON CO. 


P. ©. Box 1658 Alliance, Ohio | 
Established 1894 | 














ORANGEVILLE... 
TRUCKS | 


‘Keep Loads Alive’ 
‘Make Heavy Loads Light and Light 
loads Lighter’ 

The Orangeville line of Gow 6 trucks has 


been continuously added to and today is 
compiete in @ wide range of sizes and 


tor high quality and jong serv. 
and service al trucks 
all-around ind 





Distributors 
Your inquiries and orders will receive 
attention. 


prom Be sure you heave our 
com catalog in your fles tor ready 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA Since 1679 | 





= 
7 
<<J 
1 

















E. J. Fitzgerald, Jr. 
Barkle vy Co 


appointed 


The Cameron & 
Jacksonville, Fla., 
Edward J. Fitzgerald to the newly 
established post of sales executive 
with responsibility for coordinating 
the firm's sales _ training 
expansion plans. 

Recently assistant general man 
ager of Carolina Metal Products, he 
has had experience in sales promo 
management, eng) 


has 


and 


tion, business 
neering and production 

Attached directly to the executive 
staff, he will work with branch man 
agers and salesmen to build a pat 
tern of customer service and stream 
line operations, the 
announced. His first 
will be in the Tampa area 


management 


assignment 


Purchasing Agent Appointed 


Cameron & Barkley has appointed 
Hayward L, Garner 
agent following relocation of the 
firm's buying office in the Pruden 
tial Building in Jacksonville. He 
has worked for J. M. Huber Corp 
Huber, Ga., and C. W. Farmer Co., 
Macon, Ga. 


purchasing 


Two Branch Heads Named 


John P. Seroyer, former manufac 
turing executive, has been appointed 
manager of Cameron & Barkley’s 
Jacksonville branch. 

Ten years with 
recently as manage: of its Canadian 
engineering and manufacturing 
operations, Mr. 
worked for Newport News Ship 
building & Dry Dock Co. Rufus 


Grinnell Corp. 


Seroyer has also 
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Cameron & Barkley Assigns Training Post 








P. L. Moore 





W. A. Leavell, Jr. 


C. Barkley, Cameron & Barkley 
president, said his appointment 
marks “a new trend in distributor 


thinking.” His selection was based 
on a study revealing that Jackson 


ville customers would be served best 











Up to 40% Mow Powerful Than Other 
Dnilla in ita Price Range ! 





New SKIL 4° DRILL 


-Priced At Only ‘34.50 


For Complete Details on SKIL Tools and SKIL Sales 
Support, Contact your SKIL Representative Today! 


oh 


PORTABLE 


When Yow Sell A Drill, Be Sure it’s A SKIL 
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Another new quality drill from SKIL 
gives distributors powerful extra selling 
advantages over all other drills in its 
price range! More powerful yet light- 
weight ... withnew comfort-grip design 
... the new Model 134, at only $34.50, 
speeds through toughest metal and wood 
drilling assignments... steps up pro- 
duction in maintenance, on the essem- 
bly line, or in the shop. 

SKIL is announcing the new Model 
134 Drill with double-page and full- 
page ads in these leading magazines: 
FACTORY MANAGEMENT AND MAINTE- 
NANCE, MILL & FACTORY, AMERICAN 
MACHINIST, MODERN MACHINE SHOP, 
WESTERN INDUSTRY, and PURCHASING, 

This is just one example of quality 
SKIL product leadership, backed by 
aggressive SKIL support! Here are 
more ways SKIL helps distributors sell 
the full line of famous SKIL Power 
Tools: 


© Complete array of sales help! fully 
Wustrated catalogs, envelope stuffers, store 
displays and sales literature. 


® Selective Distribution! Eoch distributor is 
chosen carefully to assure a satisfactory and 
profitable volume with SKIL 


® Active Granch Help! Loco! SKIL foctory 
service facilities ond soles assistance from 
branch representatives .. . including “mission- 
ory” calls. 










* Stenderd speed -- 1800 +.9.m. 
* Capecity, in steel, 4"; in weed, 4" 
* Met weight, ently 3% ths. 






New 4” Model 134 Drill 
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reasons why 
you pocket ~ 
more profits with 


BUFFALO'S 


complete line of 


QUALITY 
EXTINGUISHERS 


BUFFALO FIRE APPLIANCE CORPORATION 
D A y T Oo N I ©] 


’ ; ’ a o ‘ ' > Lal ’ o 
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by a man with broad engineering 
and plant operating experience, Mr 
Barkley said 

P. | 
from Tampa sales representative to 
head Cameron & Barkley’s Orlando, 
Fla., branch. With the firm since 
1947, he was the winner of three 
company sales cups during six years 


Moore has been advanced 


as a salesman. 

William H. White, Jr., has been 
named assistant manager at Orlando 
A Florida State University graduate, 
completed extensive 
training at the Jacksonville branch 


he recently 


William A. Leavell, Jr., succeeds 
Mr 


sentative 


Moore as Tampa sales repre 
He formerly operated his 
own firm on Florida’s West Coast 


Joins Trade Groups 


& Barkley been 
elected a member of the American 
Steel Warehouse and 
the American Machine Tool Dis 
tributors’ Association 


Cameron has 


Association 





WwW. L. Dunn 


Weatherhead Assigns 
New Field Engineer 

The Weatherhead Fort 
Wayne Division has appointed 
Walter L. Dunn field engineer on 
its industrial distributor sales staff 
to cover Michigan and northern 


Co.'s 


Indiana 

He has been district manager for 
General Motors Corp (parts), zone 
sales manager for Ford Motor Co 
and district manager for Trico Prod 
ucts Corp. 























PUMPS 
are easy to sell —because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Illinois Longview, Texes 
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FOR EVERY HARDWARE NEED | ; 
Proet Coll Chain * HHH Coll Chain * Mi-Test Chain + } ’ i NRC 
Log Chains * Cow Ties * Weldiess Coil Chain (Double ‘ ° - ru 
Leop) * Tie Gut Chains * Halter and Dog Chains * 
Wagon Chains * Pum —— ¥ c i 
Chain * Liberty Coll Former Distributor 
Chain * Machine Chain ons 2 
> ites Ceaine ° Back : | fies Heads Holz Sales 
Chains * Trace Chains 4 Moe” . 

° Chain Hoons © Be ~c : £.'0bs ot as Newton R. Crum, former owner 
pelir Linke * Poreh ‘ ‘ . : ‘ ; 
pwtag Cnatne « Sock: ~~ Bem, PROOF rie ald f of Western Industrial Supply Co 


link Pattern Chain * . 
Jack Chain : d Sacramento, Calif., has joined Holz 


—on deploy cents, tn #300 Pan “ Rubber Co. as vice president and 
. ie , * fi 

w-ceatle srweey dye le gh a'¢) ales manager. 
Paks ‘FR 





| Mr. Crum worked for Republic 
| Supply Co. of California, Los Ange 
les, for 16 years. Recently he has 


CHAIN COMPANY been representing several manufac 


AVEN ' . 


WESTERN 


ef al 


turers in California and Arizona 


| Tri-State Mill Supply 
ZI HEINRICH Opens Pine Bluff Branch 


SELF-CENTERING l'ri-State Mill Supply Co., Inc., 


| Crossett, Ark., has opened a central 
AIR VISE ay ¢< : 5 branch store in Pine Bluff at 224 
South Mulberry St. 

H. L. Abbott has been appointed 
manager of the new operation which 


employs 12 people. 





Movement of jaws is mechan- 
ically synchronized within a 
tolerance of .0O1” 


Quick-acting Heinrich Tools 
Provide Quick Sales, Profits for You 


HEINRICH Air Vises, fixture locks—in fact, the entire 
parnished with cam i700 tine of Heinrich precision-quality holding devices—are 
hoses and fittings a “sure-thing” for sales, performance, reliability, and a 
Price, $159.50 complete. ceptance. Far superior to old-fashioned methods, fast and 

easy to use, and nationally advertised, Heinrich Tools are 

defnite profit-makers for you. Write for free complete 
line catalog 


- e PAINT qt es engrosses Eric 
‘| . . \. Olson, B f Ind 1 Sal 
BINFICH TOOLS INC., Dept. 226-J, Racine, Wis. Sv"seSut Rona 
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Starved bearings kept 3 men per shift on 
the jump until Keystone ended the trouble 


Lazy lubricants for bearings on vibratory screens 
and conveyors made constant trouble for a major 
coal company. Lubricant separation in the lines 
caused air blocks and these led to starved bearings 


and repeated, costly shutdowns 


The electrical signal system, installed to warn of 
lubric ant stoppages, was « onstantly busy ,) men per 
shift worked full time to answer the red light warn- 
ings— to disconnect and free the valves and pipelines 
of separated grease. Meanwhile, lubrication costs 
were soaring —for even under normal conditions, it 
costs at least $3 to apply $1 worth of lubricant! 


Over a 2'%-year period, the Company tried many 


lubricants— always without success. The trouble con- 
tinued and went from bad to worse. It ended only 
when the nearby Keystone Distributor and 
Keystone’s Lubrication Engineering Staff teamed 
up on it. Out of Keystone’s experience and the 
Distributor’s knowledze of local conditions came a 
specific recommendation. And out of the Distributor’s 
stock of Keystone products came the very lubricant 
needed to end line stoppages—Keystone No. 44. 


When you have a critical lubricating problem— 
involving temperature, pressure, speed, moisture, 
vacuum or resistance to corrosion—don't look for the 
answer in “economy” greases 
Instead, get in touch with your Keystone Distributor 
He can simplify your ordering, reduce your inven- 
tories, and save you time and trouble by helping 


“all-purpose” of 


you choose a lubricant formulated for the specif 
job—one of Keystone’s Specialized Lubricants, backed 
by 72 years of experience. Keystone Lubricating Co., 
2ist & Lippincott Sts., Phila. 32, Pa Est. 1884 


SEND FOR FREE 
APPLICATION 
GUIDE 

Full information 
on how to avoid 
lubrication trou 
bie is yours for 


the asking. Write “""*"" *" 
for your copy or SPECIALIZED 


get one from your (tUBRICANTS 
Keystone Distrib- 
tor 


RAGE wren 





MR. DISTRIBUTOR: Here's another report on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


this, as well as other Keystone case studies in your selling 
for such lubricant performance can help you win new 
customers—and keep them sold 
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New Whitney + packaging 
inetudes plostic encioved dis 
@ssembied chain parts for eary 
chain anembly, handiing end 
parts inventery — Another 
exclusive Whitaey servicel 


PROFITS ROLL IN WITH 


WHITNEY CHAIN DRIVES 


Distributors of Whitney finished steel 
chain and sprockets find chain sales 
easy and desirable everywhere for 
these reasons: a complete premium 
quality line — tops in the high profit 
margin group — sales opportunities 
in every plant — nationally advertised 
— exclusive features — single source 
of supply — strategically located 
warehouses — skilled specialists for 
all drive problems — field engineer- 
ing assistance for service and sales 
— catalogs that sell cil customers. 


WHITNEY IS THE DISTRIBUTORS’ 
BEST SALESMAN 


Whitne 


CHAIN COMPANY 


238 HAMILTON STREET + HARTFORD 2, CONN. 


| 


NEW JOB: George J. Carvalho has 
joined Jarvis Power Tools, Inc., a sub 
sidiary of Jarvis Corp., as general man 
ager. He had been with Universal 


Winding Co 





West Virginians 
Get New Plant 


The first new manufacturer to 
settle in Bluefield, W. Va., under 
the development corporation plan 
of the local Chamber of Commerce 
will soon’ occupy a plant on the 
city’s western outskirts 

The pubiic corporation is build 
ing the plant for a toy manufacturer 
out of proceeds of a half-million dol 
lar fund raised by local subscrip 
tions. It will provide 400 new jobs 

Distributors active in the develop 
ment plan include J. T, Harvey and 
Charles Brooks of Superior-Sterling 
Co.; |. Taylor Frazier of Bluefield 
Supply Co.; and Charles Harrell of 
Bluefield Hardware Co 

I'he corporation raised $200,000 
by bond sales to individuals and 
$300,000 from businesses 

Mr. Brooks was recently named 
chairman of a committee to plan a 
brochure on Bluefield as a trading 
center. A slogan will be adopted for 
postage meters and other business 


uses 


Expands Facilities 


Flexible Tubing Corp. is adding 
5,000 sq. ft. of warehouse space to 
its Guilford, Conn., plant. Also, it 
is planned to expand Western opera 
tions in Los Angeles to include 
manufacturing of additional types of 
ducting used in the aircraft field. 


ROLLER CHAIN © SILENT CHAIN © CONVEYOR CHAIN » SPROCKETS © FLEXIBLE COUPLINGS 
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“TOP BILLING” EXTINGUISHERS 
MEAN PROFITS FOR YOU! 


The famous Kidde line has top billing as the world’s 
finest fire extinguishing equipment. Kidde is first 
in advertising and promotion first in quality and 
performance 

And there's more! Our national marketing policy 
restricts the number of distributors in any given area! 

As a Kidde distributor, you can sell the complete 
line of Kidde fire equipment . . . a line which includes 
wet chemical portables with choices of container 
metals, construction, and operation; pressurized or 
cartridge-operated dry chemical units; and trigger 


922 Main St., 


or squeeze valve-operated carbon dioxide extinguish 
ers; pressurized or cartridge-operated water and 
anti-freeze units. More than thirty models in varying 
capacities to choose from! 

Kidde operates conveniently-located warehouses 
That means maximum con 
a minimum of inventory 


Kidde line 


waiting to serve you 
venience of selling 


With these advantages, selling the 


means profits for you. So, get into the act now! Write 


to the Kidde Market Development Department 


today! 


* Welter Kidde & Compeny of Conede lid, Montree! 
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Walter Kidde & Company, Inc. + INDUSTRIAL AND MARINE DIVISION 
Belleville 9, N. J. 


Terente 
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Huecksters, Distributors 
Hold Deerfield Outing 


DIRECTOR of “Hucksters,”” Chicago, 
Phi W hittemore Cushman Chuck 
oF uttended recent banquet with 
DD. T. St. Germain, Construction & In 
lustrial Supplies, Des Plaines, I)! 


Tempered rim minimizes chipping. An exclusive ay) COFFEE AND SPEECHES engross 
Stanley feature! The rim of the striking face is Huckster Paul Bochne. Skil Corp and 
induction tempered to minimize chipping ly Wendell Clark. Samuel Harris & Co 
Locked-on head. The head is permanently locked if 

to the handle. It will never come loose 

Chrome alloy handle. Special chrome alloy steel 

handle will not break! It flexes a little, it absorbs 

vibration, but it will not break, Chrome plating 

prevents rust 

Acushnet contoured grip. Neoprene forms a non- 

slip, cushioned grip. And it won't mar, so the butt 

end can be used to tap work into place. | 


Here's why: — “x 
— , 


‘ af 
i Free holster for every STEELMASTER sold in introduc- 
j 


tory period, Keeps hammer in reach at all times 


Avaliable in 5 models: 

No. STI . . 20 oz. curved claw . $4.95 list 

No. STI .. 16 oz. curved claw . 4.69 list 

No. ST2 .... 13 02. curved claw 4.69 list 

No. STIA .. . 20 02. ripping claw 4.95 list 

No, STIVZA .. 1602. ripping claw . .» 4,69 list 
7 
PRIZE DRAWING is awaited by 
i | ‘ n Harry Lee & Son Chi 
if kster Past President John 
| , a Armstrong Bros Tool Co 


The annual golf outing of The 
Hucksters, The Industrial Manufac 
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HUCKSTER Fd CGarrett, Atlas Sales, 
dined Fran Myers, Graeme Smith and 
Eugene Myers, all of Chicago Supply 
& Tool Ce 
turers’ Representatives Club of Chi 
cago, was held recently at the Thorn 
gate Country Club, Deerfield, I 
At the evening banquet, which 
followed golf and other activities, 
Huckster officers for the coming 
year were introduced. They are: 
Henry Michgelson, The Allen Mfg 
Co., president; Chester M. Gaudian, 
Supreme Products Inc., vice presi 
dent; John Conrad, Aro Equipment 
Co., secretary; and Wayne Byers, 
The Lufkin Rule Co., treasurer 


Five Promoted 
By Philip Carey 

R. F. Turner has been promoted 
to the new position of sales promo 
tion manager for Philip Carey Mfg 
Co. He previously was sales man 
ager of building products 

Robert D. Williams has been ap 
pointed district manager of the 
newly-formed Indianapolis district. 
C. E. Morgan replaces Mr. Williams 
as assistant manager of the Cincin 
nati district 

G. C. Fugett is the new mer 
chandising manager of the paints 
and emulsion department and N. D 
Musser has been named assistant 
merchandising manager of the build 
ing produc ts department 


Doubles Warehouse Space 


The Goodin Co. Minneapolis, 
purchased a new building at 525 
North Third St. which doubles its 


present warehouse facilities 


yi 


“What I like about these new Stanley all ball bearing drills 
is the way they stand up on the tough jobs, day after day 
week after week. They do all the drilling we take them to 
with complete satisfaction and power to spare.” 


This is what one typical user has said about Stanley 300 
series heavy duty portable drills. For rugged maintenance 
of all kinds and for production that demands continuing 
peak performance, it’s what every user knows 


See for yourself. Try each of the 4 models listed below 
Rate them on your own experience with electric drills. Let 
our salesman take one down and show you the guts of the 
tool the Stanley-made motor. These are drills you can 
sell and your customers can use with complete confidence 





Chuck| Model Chuck Speed Capeocity | f 
number | no load full load | Steel Weed | Length Weight | 
m% | 5\% lbs 


| 








324 2000 1100 
328 1500 800 11%" | 6 ihe 
334 1000 500 ’ my | 6 Ibs 


| 
a8 | 850 500 12%" | 7% ts. | 




















+) eed way reert 
: : Ss 
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“I’ve got one answer 


te all distributors’ 
selling problems 
in the field of 
metalLeutting 


saw blades— 


The Super-Sterling 


BROACH 
TOOTH 


Hacks and Bands! 
Why? Because 
the Broach is 

a unique product 





giving premium 
performance® at a 
regular price! 

A big selling edge 
for your salesmen 


over competition.” 


KD, CANNE 
Vice-President-—Sales 


*Learn the facts about 
recent factory test on 
hard+to-cut vanadium 
titanium alloys. Write 
Diamonn Saw Wonks, Ine, 
260 Count Sraeer 
Burraco 2, N.Y. 
for new, descriptive 
catalog No. 56. 


NEW POST: William H. Heath has 
joined Barksdale Valves as manager of 
its Connecticut office which also rep 
resents western Massachusetts, Ver 
mont and western New Hampshire 





Chicago Bank 
Lauds Harris Firm 


The Chicagoan, publication of 
the Chicago National Bank, featured 
Samuel Harris & Co., Chicago in 
dustrial distributor, in the lead arti 
cle of a recent issue. 

The article described the scope of 
the 82-year old firm's operations and 
sketched its history. It lauded the 
firm's reputation for “service and 
integrity” in financial and customer 
relationships. 

The business was started by Sam 
uel Harris, the article notes, in 1874, 
and was later carried on by his 
son-in-law, Louis A. Clark. Mr 
Clark’s two sons, Wendell H. Clark 
and Samuel H. Clark, now direct 
the enterprise, and two members 
of the fourth generation of the 
family, Wendell H. Clark, Jr., and 
Samuel H. Clark, Jr., are active as 
vice presidents. ‘The article fea 
fures pictures of these principles as 
well as Richard J. Ocetjen, vice presi- 
dent in charge of sales, Joseph B 
Malleck, vice president and Eliza 
beth E.. Stott, secretary-treasurer 


Directs Research 


Duncan Gardiner has been ad 
vanced from chief product develop 
ment engineer to director of re 
search and development for Vickers 
Inc. 
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| Add these versatile, lowcost | 


| VARIABLE SPEED 
| REDUCTION UNITS 


to your line now! 








Model No.1 
sells for only 52901 


Men-E-Uses : 

Medel Ne. | ~ 

20 te 750 +.p.m. with Va to 

Y WP. motors, Shipping 

weight (without motor) . 
12 tbs Price: s29°° 


Alse Medel Ne. 2 

1 to 150 v.p.m, with V% to 2 1, 
motors. Shipping weight (without 
motor): 42 tbs 


Sell these high quality, thoroughly dependable 
Men-E-Uses Variable Speed Reduction Units. 
This full-profit line will cost your customers less 
than they'd pay for most single-purpose speed 
reducers and give them advantages like these... 
1. Unequeled range of speeds for maximum 
versatility of application. A simple pulley 
change sets speeds from | to 750 r.p.m. 
. Adjustable moter support—drive can be 
mounted on either side of motor 
. Dewble universe! joint coupling mokes 
alignment easy 
. Cast eluminum alloy base and gear hovs- 
ing with machined joint that requires no gaskets. 
5. Delivered ready to operate. 
Find out how the Men-E-Uses Variable Speed 
Reduction Units can build your profit curve ond 
please your customers. Write, wire or phone for 
the facts today 


“Subject to change without notice 


Dept. C, YORK, PENNA. 
Established in 1898 





R. F. Farley 


Field Sales Manager 
Directs Johnson Force 


Raymond F. Farley has been ap 
pointed industrial products field 
sales manager for S. C. Johnson & 
Son, Inc 


With the company since Se 
was recently central regional °s 


supervisor in Cleveland 


Brown & Sharpe Adds 


Southern Representative 


Chiarles L. Harrop has been as 


signed by Brown & Sharpe Mfg. Co. 


as a Southern representative to serv- 
ice distributors in Florida, Alabama, 
Mississippi and Georgia. 

Mr. Harrop’s headquarters will be 
in Atlanta. He has been a salesman 
in the Boston and Providence area 
for the last ten years. 








NOW Distributors can offer 


a complete line of performance-proven 


J&S DOWN-HOLDING DEVICES and Live CENTERS 


Powerful, versatile J & S Machinist Jaw Clamps are easy to use, 
do not obstruct readings, eliminate U-clamps, straps and fingers. 


Faster set-up for lathes, millers, shapers, and planers. DO 
YOU NEED A DOOR OPENER? The uniqueness and quality of 
our products has proven to be just that. 


New Swivel Milling Vise 
—15 New Features 


The only hardened and ground swivel 

vise. Mounts low, swivels, needs no pedestal, 

Patented down-holding clamping jaws give many 

times the holding power of an ordinary vise, yet 
only half the weight, with twice the openings. 


PERFECTION LIVE 
CENTER 


g@verentes 2,000 hours or | your 


The only guaranteed self-adjusting live centers, with runout less 
than .0001” under load. For grinding machines and lathes. 


if you sell to the metal working field, wiite for 
free literature on the complete J & §& line 





===CLAMPCUT = 


J &S TOOL CO., INC. 873 DORSA AVE 





LIVINGSTON, NEW JERSEY 
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C/R 
RAWHIDE 
HAMMERS 


save money 
speed work 


improve safety 


THEY GAVE MONEY — because C/R Raw- 
hide Hammers cost less than most comparable 
soft hammers... and last longer. Proof? Faces 
are readily replaceable . . . and look how that 
solid hickery handle flares out in the head 
There's 50% more handle in the head . and 
it's locked in for life by a wood wedge and one or 
more 4-way-thrust iron wedges, not just pinned 


THEY GPEED WORK — because they do more 
work with fewer blows, less effort, less worker 
fatigue. Here's why: the tough, resilient C/R 
Rawhide faces give les rebound actually 
transmit more striking power per blow. This 
has been test-proved conclusively. 


THEY IMPROVE GAFETY — because the 
head is locked on by the handle flare and two 
or more wedges, depending on size. Faces won't 
fly out, won't spark, crack or chip, won't dam 
age delicate parts or finishes. They're safer, too, 
because the oversize Safety-Flare handle is easier 
to hang onto, more comfortable to grip. C/R 
also manufactures a complete line of C/R Raw- 
hide Jawhead Hammers, Mallets and Mauls, For 
the best “soft” hammers you can buy — buy C/R 
Rawhide. 


Cn HAMMER 


JAWHEAD 
moon @ 4} 


CHANGE FACES 
IN SECONDS 


If you want to buy (or 
sell} C/R Rawhide Ham- 
mers, Mallets and Mauls, 
write for complete details 
in this illustrated folder. 


oF Bier cite 
RAWHIDE. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
1217 Eleton Ave., Chicago 22, Iilinols 


in Canada: Distributed by Super Ol Seal Mig. Co., Ltd 
Hamilton, Ontano 
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TWO YEARS’ WORK went into new 
500-page catalog of Louisville Mill Sup 
nly Co.. Louisville, Ky. R. R. Shell 
hamer and J. M. Shellhamer spent two 
nights a week on it 


Louisville Mill Supply 
Publishes New Catalog 


Louisville Mill Supply Co Louis- 
ville, Ky., has published a new 500 
page catalog 

Produced by photo-offset, the 
book is compiled in accordance with 
the distributor associations’ Joint 
Catalog Plan. Major features in- 
clude a three-part index in the front 

major lines and page references, 
“Ouick Index” of major product 
categories and alphabetical index— 
and an index of major lines in the 
back. Terms and policy are spelled 
out in detail in a front page, and 
the back page includes a decimal 
equival nt chart 

The book contains some prices, 
but margin notes explain that these 
ire for estimation purposes only, to 
how relative values 

J. M. Shellhamer, general man 
wer, and R. R. Shellhamar, sales 
manager, worked on the book for 
two years, spending an evening or 
two a week on compilation. They 

sid the work went much faster dur 
ing the last few months when the 
Joint Catalog Plan had begun to 
function widely and more suppliers 
had standard catalog sheets 


Finance Officer Promoted 


J. Charles Forand has been pro- 
moted from credit manager to 
assistant treasurer by Lamson Corp 





GIVEN AWAY FREE! 


extra value 
features of 
Wilton 
Machinists’ 
Vises 


This guaranteed premium quality 
at no extra cost over ordinary V1SCS 
is typical of Wilton’s complete line of almost 300 related products! 


GREATER STRENGTH Wilton Vises are made with 54,000 psi malleable alloy castings in all stressed 
parts. They weigh the same as vises made of grey iron, but are 68°, stronger, and 


AND RUGGEDNESS! INCONDITIONALLY GUARANTEED FOR FIVE YEARS! 


Wilton Vises have the largest jaw openings made! Increased throat depths and 
gest |} i & 
ADVANTAGES! new 360° swivel bases (with double lock nuts) enable you to handle even the 
biggest work pieces more conveniently. (Dimensions are for 600-6” Vise). 
88 ) 
Wilton Vises have a sealed-in grease pack for permanent lubrication; powerful 
a pues ter 
REPLACEMENT COSTS! straight-line pull; wider, deeper jaw inserts, with sharper serrations. These 
features drastically reduce vise and parts replacement costs. 


io” 


THROUGHOUT INDUSTRY, WILTONS ARE USED FOR THE PUNISHING JOBS THAT MURDER ORDINARY VISES! 


BE SURE TO SEE A DEMONSTRATION OF OUR RAPID TITAN C CLAMPS .. . ANOTHER REASON WHY WILTON 
IS THE LINE TO CARRY! WRITE TODAY FOR NEW 48 PAGE CATALOG! 


WILTON TOOL MFG. CO., INC. 


SCHILLER PARK, ILLINOIS THE COMPLETE LINE OF MANUAL AND AUTOMATIC CLAMPING TOOLS 
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Sold thru Distributors 
Send tor Cotolog 


L. B. ALLEN CO. ine. 


679) Bryan Mowr Ave. * Chicage 31, Iilineis 
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CAP SCREWS 
SET-SCREWS « 





wi FIM POR iT lalate ; 
TTT PIILIBIETIAI RAL Lila 





You 


money 5 


really get your 


worth when 


you buy precision 


crew machine prod 
ucts made by 


aileh an ne ee 


you 


« COUPLING BOLTS 
MILLED STUDS 


our specialty 


ie” 
y 
















SKILLED WORKMEN 
ASK FOR 





COLTON’S 


== Reg. U. 5. Pot. OF, ee 


NO. 10 FILE CLEANER 


* steel back + frame ° 
CUBANS ALL TYPES OF FiLes 


A good file is worth cleaning and skilled 
workmen in railroad shops, aircraft plants, 
mills, mines, shipyerds, vocational schools, 
and industrial plants of all kinds use the 
COLTON’S No. 10 File Cleaner. The soft 
steel tapered pick is furnished to remove 
the more obstinat bet The COL 
TOWN’S File Cleaner is of strong metal con 
struction—no wood—no nails no give 
handy and light. Write for prices and 
somples 

* SOLD ONLY THRU DISTRIBUTORS 


yoy tens 


face 





PCN 





E. C. KNUDSON 


MANUFACTURER 
Dept. M616 W. Rendeiph S. Chicege 6, Il! 

















L. H. Clark 


Standard Pressed Stee! 
Adds New Sales Post 


Leonard H. Clark, Syracuse dis 
manager for Standard 
Steel Co., has been pro 
moted to the newly-created post of 


trict sales 
Pressed 


assistant to vice president, sales. Mr 
sales pro 
market 


Clark will coordinate 


motion, advertising and 
research 

Robert A. Reese 
Clark as sales manager of the Syra- 
cuse district which includes all of 
New York State outside the New 
York City metropolitan area, Mr 
Reese had been covering the New 
York State territory 

Edward D. Otto has 
signed to the Syracuse area as a 
formerly was sales 


succeeds Mr 


been as 


salesman. He 
manager for Pequea Fishing Tackle 
Co 

Frank | 


ferred to Texas as a salesman under 


Hodges has been trans 





A Many plant men pay for hidden belt vibration — 
and don't even know if. 


B You con easily reveal such vibration, end shew 
how Veelos cuts it as much as 90%. 


C Thus, you heave a sure-fire sales story... convincing 
reasons for your customers to buy Veeles! 


Yes, it’s easier to make money with 
Veelos—and we can prove it! 


The Veelos Vibration Analyzer 
proves that vibration exists! 


Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes— it's free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork —this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 





[ . 2a | SUR sO 


a4 How about that storage problem? 
€ 


As far as your customer is concerned; He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you're concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100° reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A-B-C! IJt’s a sure-fire way to 
increase your belt business! 

OMMAE. Co. 1956 





9 Your customer actually measures 
vibration —sells himself! 


You don’t have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi- 
bration diflerence there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs, The Vibra- 
tion Analyzer proves without question that Veelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replace 316 sizes of V-belt—you've made a sale! 


2 





Write for free Veelos Data Book 
many pages of un portant information 
about V-belt drives! 


MANHEIM 


Manufacturing & Kelting Company 
214 Stiegel St., Manheim, Pa 


Veelos is known os 
Veetink ovteide USA 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length « Adaptable tc any drive « Balanced power « Constant power « Vibrationiess power 











| Raymond P. Gruber, Dallas district They're now available 
| sales manager. Mr, Hodges, former from stock in new 

| supervisor of product research, will| standard 18" lengths! 
| make his headquarters in Houston. 






Maps Improvement Program 


A long range improvement pro- 
gram is being planned by Standard 
| Pressed Steel under the direction of | 
| Frank G. Kaufman. Named to the | 
Sell these 3 Great Names 1. post of director of plant im- 

in Belt Fastening provement, Mr. Kaufman continues 
and Repairing as vice president in charge of prod- 
uct engineering for The Cleveland 


« « « THEY MEAN MORE Cap Screw Co., an SPS subsidiary. 
PROFITS TO YOU! 4 oasis Engineer 


FE. Loring Roach, chief project 
engineer for Standard Pressed Stee! 
Co., has joined the Department of 
Commerce for six months, without 

PLEXCO FASTENERS | pay, to head the General Compo- 
.. the quality fastener that does an out- | nents Division of the Business and 
standing job in jotaiag and repairing | Defense Services Administration in 
conveyor elevator belts. ; 
Washington. 








LONGBOY DRILLS 


Been buying costly “specials” for deep 
hole drilling operations? Then you'l! be 
giad to know that Ace Longboy Drills are 
now available from stock in a wide range of standard 
sizes and in both 12° and 18" lengths! What's more, 
thelr polished flutes are precision ground in top 
quality pre-hardened high speed steel to provide a 
finer finish, keener cutting edges, and longer drill life 


Call your local Ace Drill Distributor today! 











FLEXCO HINGED FASTENERS 
are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally, 





WEW CATALOG covers the entire line of Ace 
“Ground trom the Sold” High Speed Stee! 
and Carbide Drills, Reamers, Drill Blanks 


and Special Drilts. Send for it today! 
Only a hammer re- 


4 
Y | 
quired to apply it. Homestead Regioral Head 

Will Direct Training 

Homestead Valve Mfg. Co. has 

appointed W. E. Thomas as re ; 

gional manager of its valve division 
adds years of life in charge of training specialists in 


se conveyor the firm’s distributor organization in 
ACE DRILL 


bolts, cight Southeastern states. Five years 
ADRIAN MICHIGAN 





ALLIGATOR V-BELT FASTENERS 
and open-end V-belting. Your customers 
can make up belts in any length wo fit any 
drive, the fast economical way. 





is universally used 
to join flat conveyor W.F 
belts of any width. pore 


. Thomes 















REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 





The FLEXCO-ALLIGATOR Prestige Line | with the company, he has 19 years’ 


experience in all in industrial sales 
STTTT Tea) Pe = [lis headquarters will be in Decatur, 


. 
os ’ ‘ 
| aan « Ga. PMIGINATORS OF GROUND-1HOM THE S0L10 OONLS 
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FREE LEMONADE at A and ! 
Supply Co, puts customers and pickup 
drivers in the right mood when the 
hot weather hits Charleston, W. Va 
L. McCallister, president, is pouring at 
the right 





Square D Plans Plants 
In Kentucky and Georgia 


Square D Co. has completed 
plans for a $3 million electrical 
equipment plant on a 29-acre site in 
Lexington, Ky., Gordon Patterson, 
president, announced. It will be 
completed late next summer 

The company will also start work 
soon on a $500,000 electrical equip 
ment assembly plant in Atlanta, Ga 
The firm's present regional head 
quarters offices in Atlanta will be 
transferred to the plant, Gordon 


Patterson, president said 





FIGURES are an important part of the 
managing job of W. Bennett, industrial 
manager, National Mill Supply, Inc. 
South Bend, Ind 


Binks new 


DUALHEET 
paint heater has 


removable paint tract 


lower maintenance costs 

The paint tract is a heated cham- 
ber within the unit where the tem- 
perature of the paint is raised to 
160°-180°F. It has no parts that are 
affected by the intense heat...a com- 
mon cause of many paint heater 
failures. Easy removal of the paint 
tract for periodic inspection and 
cleaning saves both time and money. 
Should major servicing ever be re- 
quired, a new, low-cost paint tract 
can be installed in less than 5 minutes. 


Lower operating costs 

Heating finishes with a Binks 
DUALHEET paint heater reduces 
need for thinners. With higher solids 
content, one pass of the spray gun 
applies greater film thickness with 
less overspray and provides greater 
coverage per gallon. Less atomizing 
air pressure is needed. Fewer rejects 
...$ags and runs are virtually elim- 
inated. 


Only Binks DUALHEET paint 
heaters incorporate the 
following features... 
features which insure easy 
maintenance and long, 


dependable operating life. 


¥ Simple installation 

A Binks DUALHEET paint 
heater fits easily into existing cold 
spray process systems ecither as a 
portable or stationary unit, Electric- 
ally heated, it requires no special aux- 
iliary heating attachment or space. 
Available in two production-rated ca- 
pacities—15 or 8 gallons per hour. 
May be used with pressure tanks, 
material handling pumps or paint 
circulating systems. 


X Simple operation 

Operators will experience no dif- 
ficulty in shifting from cold to hot 
spray process. 


You can profit by learn- 
ing all the sales features 
of Binks DUALHEET 
paint heaters. Write to 
day for a free copy of 
Binks DUALHEET 
Bulletin. 


Ask about ovr spray painting school 
Open to all...NO TUITION ....covers all phases 


EVERYTHING 


Ol & WATER 
EXTRACTORS 





Binks Manufacturing Company 


3128-30 Carrol! Ave. West, Chicage 12, fl. 


| REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED - ormeectory 
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specify MILWAUKEE 
the complete line of quality valves 


for all plumbing and heating 





MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKSE 


MILWAUKEE 


MILWAUKEE 







by-pass pressure 
relief valves 


oir check valves 


radiator valves 


7 
| 

a 
fs 





Proved best for 
trouble-free service 


Milwaukee valves are first choice of 
smart plumbing and heating men 
everywhere. That's because their 
reputation for quality and depend- 
ability is your assurance of satis- 
faction. Add to this superior design, 
rugged construction and trouble-free 
service, It's plain to see why so 
many contractors standardize on 
Milwaukee valves. Stocked and sold 
by leading jobbers and wholesalers. 
Write for catalog B255. 


MILWAUKEE VALVE COMPANY 


THE COMPLETE LINE OF PERMANENT QUALITY VaL.ves 


A subsidiary of Controls Company of Americo 
2375 South Burrell Street » 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 


Milwavkee 7, Wisconsin 








ASSIGNED TO TEXAS: Clyde Shef 
field has been assigned as a sales engi 
neer to southeastern Texas by Edward 


Valves, Inc., a subsidiary of Rockwell 
Mig. Co 





Big-Plant Buyers 
Tell What They Want 

What distributors and their sup 
pliers mean to a large manufactur 
ing plant was the theme of a recent 
Suppliers Day” program at the 
Westinghouse Electric Corp.'s plant 
in Vicksburg, Miss 

Representatives of 46 firms at 
tended. ‘They were taken on a plant 
tour and heard talks by engineering 
production and purchasing execu 
tives on what each department 
expects of companies selling to 
them. C. B. Huggins, the plant's 
purchasing agent, told the visitors 
that 70 cents of every doliar the 
plant spends goes to its suppliers 
so we have big stakes in cach 
other.” 

Distributor representatives in 
cluded E. C. Blackstone and Cliff 
Shultz, of E. C. Blackstone Co 
Memphis, Tenn.; H. W. Van Horn 
jr.. and Lewis Stortz, of Oliver H 
Van Horn Co. John O'Neill and 
john Thornell, of O’Neill-Mc 
Namara Hardware Co., Vicksburg; 
and John Lewis and Steve Varley 
Peerless Supply Co., Shreveport, La 


Complete Pipe Plant 


Manufacturers Corp. has com 
pleted its new plastic pipe plant at 
Crestline, Ohio, which G. E. Lead 
better, president, says will double 
the company's production 











ATHOL VISES 


Guaranteed Since 1868 


The World's Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 
years of specialized vise experience. Check these important and ex- 
clusive features that are yours to sell when you handle the ATHOL line: 


MACHINISTS’ VISES 


1—Heevy horn provides added rigidity when vise 
is opened to full capacity. This is an Athol first 


2—Buttress Thread odds 50% more strength at the 
root of the thread—where it is most needed. An 
Athol exclusive 


3—Swivel bese cannot slip because grooves are cast 
in, like an interna! ring gear, and tapered clamp 
bolt is similarly grooved. Clamp handle is easy to 
operate, swings back out of the way of work. Two 
fingers will tighten the clamp, but two men cannot 
turn the vise. This is another Athol first 


4—-Spring screw fastener holds the buttress-thread 
ed screw tight. NO SLIPPAGE OR BACKLASH 
Wear is compensated by this spring screw, held se 
curely by two washers and a pin. Another Athol 
first 


5—Jaw facings are made of tool steel, machine 
milled deeply, and welded in plece. They cannot 
come loose, and will last as long as the vise. There 
is no substitute for welded jaws. 





ATHOL 





6—(Optional)—Rechet hendle is useful to the too! 
maker for making quick adjustments. Again, only 
Athol provides this feature 


7—-Front and back jaws ore made of solid cast iron 
Balanced weight concentrated where strength is 
needed most 


MILLING MACHINE VISES 


Dependable. Accurate. Base accurately 
graduated over 180 degrees on indexing 
machine—not hand stamped. Easily set 
for any angle required. Vise can be 
easily removed from Swivel base by 
loosening two bolts, and used as plain 
milling machine vise. Removable jaw fac- 


ings made of hardened alloy tool steel. 


"Strength Where Strength is Needed" 


VilS 2-3 


ATHOL MACHINE & FOUNDRY CO. 
ATHOL, MASSACHUSETTS 
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FASTCUT TOOLS 
ARE 


FAST SELLERS! 


For Example: 
Ovr Woodruff Keyseat Cutters 


i= 9 


SHANK TYPE ARBOR TYPE 
Ai SIZES 16 SIZES 


High speed steel, accurately cut, 
precision hardened and ground. All 
41 standard sizes packaged and 
immediately available from stock. 








COMPLETE TOOL CRIB SET 
IN CONVENIENT CONTAINER 
You inerease your gross profit 
when you handle the FASTCUT 
line of quality tools. 


Your customers appreciate the 
quality of FASTCUT’S faster cut- 
ting and long life. They come back 
for repeat orders. 

Your salesmen have more than just 
standard tools to sell—they have 
standard tools, special tools, qual- 
ity, accuracy and service, too. Asa 
result, they push the FASTCUT 
line. 

iv ALL ADDS UP TO 

INCREASED TURNOVER AND 


GREATER 
PROFIT FOR YOU! 


FASTCUT 


TOOL COMPANY 
7403 fast Davison + Detroit 12, Mich. 














Power Production Well Above '55 Level 
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National Research Bureau 


Electric power production is an indicator of the production pace of factories as 


well as consumers’ use of new appliances 
through to new, high levels since 1955 


As this chart shows, it has broken 
Availability of power also affects indus 


trial distributors’ future: there has to be enough before new industrial expansion 


takes place. 





Branch Salesman 
Named by Diils 


Dills Supply Co., Dayton, Ohio, 
has appointed a new outside sales 
man at its Springfield branch, 
Robert E. Walters. 

Formerly a buyer with Oliver Co., 
he joins Glen Miller, manager, and 
Richard Mitchell on the Springfield 
staff. 


Malkin & Pinton 
Moves to New Building 


Malkin & Pinton Industria! Sup 
plies Ltd., Vancouver, B. C., marked 
its tenth anniversary in June with a 
move to new quarters. 

The firm is now located in a new 
two-story building on Main at Fifth 
Ave, with spacious parking and load- 
ing facilities 





Fort Wayne Division Marks First Year 





Celebration of first anniversary of The Weatherhead Co.’s Fort Wayne Division is 


held by Gene P. Robers, genera) sales manager 


distributor divisions; James M 


Baker, vice president and Fort Wayne genera! manager, and A. S. Wade, general 


sales manager, OEM Divisions 
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Roundup of sales information for Authorized Carboloy Distributors 








Machining Clinic helps 
Carboloy Distributor 
promote good will, sales 


New “order referral” plan 
means increased sales for 
Carboloy Distributors 





tor five vears Mir. Rennett has been 


NEWSLETTER 


One of the most effective ways of presenting an important story to the men 
who have the final “say-so” on carbides, is to bring them together in a 
“shirt sleeve” clinic. That's the method used by Theo. C. Ulmer, Inc., 
Authorized Carboloy Distributor in the Philadelphia area. 


Before an audience totaling 506 key people, Carboloy engineers and 
Theo. C. Ulmer personnel discussed some of the latest Carboloy develop- 
ments for the metalworking industry. Guests from almost 60 companies 
were filled in on new Cemented Oxide and carbide tools, the Carboloy 
Machinability Computer, and modern techniques for “High-Efficiency 
Machining.” 


The complete program was specially tailored for the customer's—and 
therefore the Distributor’s—most important problems. The speakers, 
movies, displays, and technical literature were supplied to the Distributor 
free of charge. 


This type of grass-roots support is another of the important advantages 
enjoyed by Distributors of Carboloy* cemented carbides. And it's another 
way Authorized Distributors are provided with the means of offering 
customers extra service that goes far beyond a well-filled stockroom and 
an efficient order desk. 





More business for Distributors—and more satisfied customers—are the 
goals of a new plan to refer direct orders back to the purchaser's local 
Authorized Carboloy Distributor. 


Customers will profit, because they get the benefit of the Distributor’s 
large local stocks. They'll also get faster delivery and more personalized 
attention on every carbide order. 


And Authorized Carboloy Distributors will profit through the new busi- 
ness and many repeat orders this new plan will bring them. 


The new order-referral system means that all orders (except specially 
designated accounts) will be handled and billed through Carboloy Dis- 
tributors. These direct orders will be turned into Distributor accounts . . . 
with Distributors getting the full profit on every sale. 


The order-referral system is another major step toward increasing the 
importance of the Distributor’s role in the Carboloy marketing program. 
This new plan will give Authorized Distributors new opportunities for 
increasing sales—and profits—without increasing sales costs. Metallurgical 
Products Department of General Electric Company, 11133 E. 8 Mile Blod., 
Detroit 32, Michigan. 


CARBOLOY. 


cemeEOnwgwf+te:o cARBioeges 
“Cermeley is @ tredemert of General Flertric Company 








INVESTIGATE THE 
SALES OPPORTUNITIES AND 
PROFIT POSSIBILITIES 


WITH THE myh LINE OF 


FANS and BLOWERS J. H. Walsh, Jr. 


; Walsh Takes Lufkin Post 
The nyb line offers everything you have been looking for As Merchandise Manager 
@ Complete selection of types and sizes in both direct and , 

belted drives }. H. Walsh, Jr 
; pointed merchandise manager for 

Rugged welded steel construction featured. rhe Lufkin Rule Co 
All fans skillfully engineered and laboratory tested. Mr. Walsh had been associated 
All wheels dynamically balanced for smooth operation. with the National Retail Hardware 

‘2 ; ; ; . SOc 0 5 ¢ (x f - 952 ‘ { 
Certified ratings in strict accordance with NAFM Test mnocetion snes Seheest 5926 and 
Codes. (myb is a member of NAFM.) 

ager. Before this he had been with 


Guaranteed, dependable merchandise that will bring re- the New England Hardware Dealers 
peat orders and satisfied customers. 


@ Generous discounts. (Ask about our distributor policy.) 





, has been ap 


when he left was merchandise man 


Ass ciation 
Changes Territories 


GENERAL PURPOSE FANS JUNIOR FANS Lufkin Rule has made three ter 


ritory changes 

R. W. Nelson, formerly in mis 
sionary sales in New England, has 
been assigned to Philadelphia to su« 
ceed C. J. Peterson, who recently 
retired 

A. G. McGrath, who joined the 





Two types, ten basic sizes. 


basic agen Capacities sare Pe firm a year ago, is being transferred 
Nspotermdae se” Wun Show sree ladder, wheei HE) tc the St. Louis territory 

co ie =e seeeeere = ove be EK. S. Szabo has been promoted 

Why not identify your sales with this old-line dependable company from missionary work in Cleveland 
with 65 years of manufecturing skill and experience back of it? Write | to representative in Denver 
today Cer Getetine end’ fell dotelte. | Three Salesmen Added 

THE NEW YORK BLOWER COMPANY Lufkin recently added three sales 

Myf. SALES OFFICES * 9179 SOUTH SHIELDS AVENUE © CHICAGO 16 men to its force: Reagle Saltern, 

er | named representative tor Upper 

ee ee rem nenaa | New York State; Russell Rasmus 


' 
sen, missionary salesman in Chicago; 


’ 


NAS... saame - and Marvin O. Bennett, missionary 
salesmen in Southern California. 








Send at once ADDRESS me oy 
descriptive literature \ one-time professional football 
on your line of fans We Abseeicinnans * 5D a player, Mr. Saltern sold for three 
and blowers, * years for Losey & Co., Easton, Pa., 
StaTe..___ 2 " industrial supply frm. Mr. Rasmus 


sen worked for S. C. Johnson & Sons 
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for five years. Mr. Bennett has been 
a salesman for The Tool Mart, Van 
Nuvs. Calif.. and a machinist with 


Schwien Enginecring Co 


Raybestos-Manhattan 
Sets up Eastern Region 


A new Eastern Sales Region has 
been organized by Raybestos-Man 
hattan Inc., to include the New 
York, Philadelphia and North Jersey 
districts. 

R. F. Teeling is manager. With 
the company since 1911, he has been 
North Jersey manager for the past 
eight years. Regional headquarters 
will be in New York City 

|. T. M. Frey, former assistant 
manager at New York, has been 
named manager of North Jersey 
Stewart Monroe is manager of the 


New York district, and Frank 


— 
McBrearity heads the Philadelphia Le 


~ 
district 2 


a 
Wit e, 


Heads Canadian Company 


J. F. D. Rohrbach has been ap 
pointed president of Raybestos-Man 
hattan (Canada) Ltd. Douglas Po 
cock was named vice president, re 
placement sales. Mr. Munro suc 
ceeds Robert Abbott, who, although 
in retirement, remains as Canadian 











director of the company 
The NEW FAVORITE of Mechanics 


They're all buying Williams Locking Adjustables this year because they 
offer “All-3” .. . Exclusive features plus advanced design and sound 








precise drop-forged construction at no extra cost. Advertising, 
editorials and enthusiastic users are making your sales job easier 


4 $2.24 No. 6 6” %" capocity 

PRICED A T: $2.60 Noe. 6” i." capecity 
° ) $3.32 No, 101 10” 1%" capacity 

4 $4.86 Ne. 121 12” 1K" copacity 


J. H. WILLIAMS & CO., 401 Vulcan $t., Buffale 7, N. Y. 


WILLIAM 


INDUSTRIAL TOOLS 
"The Broadest Line of lts Kind’ 









MORNING DETAIL preoccupies Paul 
Schlender president of Industrial 
I quipment & Suy ply Cx Benton 
Harbor Mich 
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This hoist is the most efficient 
lightest, safest hoist in its 
capacity class available today! 








The Coffing 


ELECTION-DAY BUTTON of E. E 
Lipps, assistant general manager, Wil 
liamson Supply Co., Williamson, 1 
minds callers of West Virgina primaries 








Sprout, Waldron 
Opens New Office 


Sprout, Waldron & Co. opened 
1 new office addition recently in a 
ribbon-cutting ceremony before a 
crowd of 2,000 in Muncy, Pa 

The office was the latest step in 
the firm’s modernization program, 
in which it has invested $2,750,000 
since 1946, 

H. M. Soars, president and gen 
eral manager, officially opened the 
new building. William Worthing 
ton, 85, who joined the firm under 
the founder and served it for 62 
years, and H. Marshall Soars, III, 8, 
the founder’s great-great grandson, 
cut the ribbon. 

The company is celebrating its 


It's an exclusive Coffing-designed coil chain 90th anniversary this year 

hoist using patented, compound hardened alloy ; os 

steel levers instead of bulky, heavy gears. It's Appoints Advertising Head 

more efficient (85%), more compact, with the ‘ 

greatest power-to-weight ratio and the highest Robert W. Russell has joined 

safety factor (5) of any ratchet lover hoist yet Sprout, Waldron & Co., Inc., as 

rere bodel RO pir prerty wd hed born advertising manager. He formerly 

in % ton. was associated with Consolidated 
“Safety valve handle” bends at point of maxi- Metal Products Corp. and Ameri 

pos yarn from pred on the Lo ae can Chain & Cable Co., Inc. 

spin out of control should operator's hand slip 

from handle. Every hoist must withstand the shock of its capacity 

load dropped in increments of 1” thru 4”, an impact lead of well over by Te. wat 

5 to 1. Ask your Coffing salesman for literature or write for bulletin Ope ns Texas Office 

SP, Coffing Hoist Division, Duff-Norton Co., 806 Walter Street, More than 400 Texas business 


Danville, Ill. men and industrialists attended the 
official opening of Crucible Steel Co 


#f America’s new sales office and 
warehouse building in Dallas. The 
firm owns additional property in the 
area for future expansion 
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Metallurgical Products 
Assigns Promotion Head 


John W. Mason, senior advertis 
ing specialist for Metallurgical 
Products Department of General 
Electric Co. (formerly Carboloy 
Department) has been appointed 
manager of advertising and sales 
promotion 

He succeeds C. FE. St. Thomas, 
now handling communication activ- 
ities of the company’s marketing 


services division 
Representative Appointed 


Harry FE. Mitchell, former tool 
supervisor with Beech Aircraft 
Corp., has joined Metallurgical 
Products as carbide sales representa 
tive in the Midwest, with headquar 


ters in Tulsa 
Seminars Planned 


Metallurgical Products is organiz 
ing engineering seminars for users 
as part of its customer training pro 
gram, Officials announced recently 
l'hey will be of the conference type, 
in two phases, one for middle man 
agement problems and the other on 


basic requirements in tool use 


Directs Century Office 

John B. Heil has been made act 
ing district manager at Birmingham 
for Century Electric Co. Mr. Heil 
has been with the firm several years 
and formerly had been application 
engineer at the Atlanta office 





MANAGER of industrial department 
at Plambet Supply Corp Indianapo 


lis. is D. S. Woods 


The most efficient 

purchasing system 

is through eee 
Recognized 


Industrial 
Distributors 


No one has yet been able to 
devise a more efficient, lower 
cost method of buying indus- 
trial goods and services than 
the system established by vr 
recognized industrial distribu- —# 

tors throughout the United 

States. 

Recognized distributors give you immediate availability of 
tools and supplies, emergency service around the clock, one source 
for many items and assurance of dependable products. There is 
no need to tie up space, cash, inventory or people of your own 
in stockrooms—no extra paper work. 

Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect 
weakening the most efficient purchasing system ever invented. 

Think it over next time you're tempted to buy what looks 
like a lower price from someone other than a recognized indus- 
trial distributor. 

















This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 











a — 


DUFF-NORTO 


PITTSBURGH 30, PA. 
complete line of mechanical, screw and hydraulic jacks 


OFFING HOIST 


Division 


DANVILLE, ILLINOIS 
complete line of ratchet, spur gear and electric hoists 
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tal ommar talell 2 4) 


plier for your 


Pee Ee SR ielesl 1s oe 


THE 
FASTEST 
SELLER 
| FOR YOU 








For « tenger profit per sale 


| A f,, lA 
| 4 4 1 sib 
4; /, Mf, 4 


SELL THE COMPLETE CHANNELLOCK LINE 


Nc other plier does so many 

jobs so well as a Channellock 420. 
That's why every year more and 
more householders .. . as well as 
mechanics .. . buy Channellocks. 
Cash in on this growing popular- 

| ity. Put these handy pliers out 
front for your customers to see 
»»» Peach for... and try. You'll 
| be pleasantly surprised how many 
times they'll teli you to wrap it 
up. Channellock's increasing sales 
, Weeord proves that. So make the 
' Ch, nnellock line your plier line 
_+ ++ and let the Channellock 420 lead 
the 5rofit parade in your store. 
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Bolton Sullivan 


Georgetown Honors 
Bolton Sullivan 


Bolton Sullivan, president of Skil 


Corp., received an honorary degre« 


of Doctor of Humane Letters from 
Georgetown University during its 


last commencement exercises 
In the same ceremonies Mr. Sul 


John W. Sullivan 
received an A.B. degree upon the 


livan's son, 


completion of his undergraduate 
work in liberal arts 


Noland Opens 
New Memphis Branch 


Noland Co., Newport News, Va., 
has formally opened its new branch 
in Memphis, ‘Tenn. 

Serving accounts in ‘Tennessee 
Arkansas, Mississippi and part of 
Missouri, the branch is located at 
357 Court St 
Kerr, who has worked for 


It is managed by 
lames L, 
the firm for 17 years at Winston 
Salem, N. C., and Richmond, Va 
Noland Co. now 
states with 34 branches 


operates in 10 


Penberthy Changes Name 


Penberthy Injector Co. is now 
known as Penberthy Mfg. Co., offi 
cials of the parent firm, Buffalo 
Phe 


identi 


hx lipse 
said the new 
hes its operations, since it manufa: 


Corp., announced 
name better 


tures many other products besides 


injectors 
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INDUSTRIAL 
LEATHERS 


GRATOM & KNIGHT 


company 
WORCESTER, MASSACHUSETTS 











HAMMERBLOW ° 
WIRE ROPE CUTTERS 


LOW COST, 
PORTABLE, 
FAST 
ACTING, 
SAFE 





ey 


—— 


Distributors wanted for low-cost, port 
able, wire rope cutters 


if you now sell to veers of wire rope 
oll-field, marine, mining, construction) it will 
poy you to write for our proposal 


HAMMERBLOW 
WIRE ROPE CUTTER CO. 


248 AUSTIN ST NEWARK 5. NI 
Bigelow 8-1045 




















Firth Sterling Starts 
New Service System 


Firth Sterling Inc. has reorgan 
ized its Customer Service Division 
around new pro- 
cedures, the management announced 
recently 

Designed to speed order process- 
ing, the system includes a central 
filing procedure, stenographic pool 
and teletype network including 
special tricks to receive late orders 
from the West and Midwest. Stock 
items are shipped the same day, 
officials said 


communication 


Acquires Laboratory 


Firth Sterling has 
the Yonkers, N. ¥ 
ties of Schwarzkopf Development 
them as 


acquired 
research facili 
Corp. and will 
American Electro Metal Division of 
Firth Sterling. The two companies 


operate 


have concluded a licensing agree 
ment involving cemented tungsten 


carbides 








Charles L. Bixler 


Deming Co. Assigns 
Midwest Territory 


Charles L. Bixler has 
pointed district representative in the 
Midwest for The Deming Co. He 


Frank Perkins 


been ap 


succeeds who has 
retired 

Mr. Bixler will cal! on distributors 
in Kansas, Nebraska, lowa and part 


of Missouri 








the new 
Verli-Line 
PACKAGE-PUMP Le 
TOPS 80 








_ 


EFFICIENCY — 


The Verti-Line Package-Pump represents another 
pump improvement by Layne & Bowler engineers 
... Again, Layne & Bowler is first in the field 
with a new design that means many money-sav- 
ing benefits to the pump user. 





*laboratory Tests 


Send today for complete details about these 
amazing pumping units... They're the answer 
when you want a small pump for big jobs!!! 


Ask for Bulletin | 
Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 
general offices and main pliant 
2943 VAIL AVENUE «+ LOS ANGELES 22, CALIFORNIA 
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MERCHANDISING KITS full of promotional 

















101 product Sample 1 th. 


applications catalog pack of the 


WwW product 





5PEED!-DR/ 





ps 





NEW PLANS FOR NATION-WIDE 


we e 
DISTRIBUTOR SALES are outlined 
by Gene Hempel (right), newly 


appointed SPEEDI-DRI Sales Manager, 
with Robert H. Hubbell, Jr., (left), 


Vice-president and Director of Sales, 
and Wright W. Gary, president of the 
parent Minerals & Chemicals 


Corporation of America. 




















tools to make the distributor's job easier. A new kit issued every six months. 














iF YOU WORK 
is no accident! 
res aay wont . , 
Safety posters in cartoon style Bill enclosures, fact sheets, Unusual pop-up 
brochures, direct mail pieces, calling cards 


and other material 











me 
CONSISTENT BUSINESSPAPER FACTORY can help you in your selling 
ADVERTISING to pre-condition the effort, too, because it goes to the important 
distributor's prospects and make selling buying influences among your largest group 
easier. Speedi-Dri runs these ads in of prospects and customers. On the lines 
FACTORY to reach plant operating men you handle, ask for the sales support that 
in the distributors’ biggest market, the includes regular advertising in FACTORY. 


manufacturing industries. 


vg Ol 49, 3: ee 


A McGrow-Hill Publication, 330 West 42nd Street, New York 36, New York. @ @ 











"DYHAMITE” Armored insulated Steam 
Hese. Style 601—Tube is specio!l heot- 
resisting rubber compound, reinforced 
with continvovs spiral of steel wire, and 
inleted by woven asbestos lining. Cor- 
Coss is extra strong combination of rubber 
and duck. Cover consists of multiple loyers 
of braided wire, srrounded by spiral of 
half-round galvenized steel. Sizes 4 "to3". 


Style B00 — Same general construction os 
above, but with additional leyer of asbes- 
tos between carcass ond cover, for man- 
imum resistance to internal or externalheat 


Style 603-—High-tensile broided wire 
carcass provides the vitimote in strength 
and safety. 


“NEW PROCESS" Fabric Covered Hose 
for All Services. Same general armored: 
insvloted constructions os the “Dynamite” 
line, but with @ tightly braided, herd 
twisted cotton cord cover, impregnated 
with @ special lubricant which remains 
permanently elastic. Impervious to heat 
and cold, and highly resistant to the eflects 
of oils, acids, alkolies and other chemi- 
cals, and severe abrosive weor, Tube con 
be compounded fo meet specific re- 
quirements. 


"CORRUTUBE"— Continvevs Wall 
Flexible Ali-Metel Hese. Style 949— 
For services demanding extreme fexibil- 
ity, highest resistance to fotiguve under al! 
temperatures ond pressures, and complete 
freedom from leaks ond seepage. For 
steam, oir, oll, acids, chemicals, goses, etc. 
Non-burneble. Assures long, sofe service, 
free from maintenance and repairs. Sizes 
5/32" te 2". Avoilable in long lengths 


in virtually every industry there ore certain ynusvol 
service requirements which cannot be met by conven- 
tional hose... 
sures, severe abrasive wear, critical and continuous 
flexing, etc. These ore the conditions for which 
Mulconroy Special Hose Constructions were designed, 
and under which they hove continued for mony years 
to serve with unfailing reliability, safety and economy 
Seid on the bess of their qualifications for extraordi- 
nary performance, Way ce present profitable additional 
business for the Industrial 








excessive temperatures, extreme pres- 


tributor. 


ee 











f 


‘ 


Send for literature completely describing the products shown above, and other items in the 
Mulconroy line of Special Hose Constructions... used successfully by American industry to 
meet ovt-of-the-ordinery requirements for neorly 70 years. 


"MULCONROY Sirk... WHERE OTHERS 
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M. Jj. 


Andresen 


New Hannifin Division 


To Handle Air Products 


Hannifin Corp. has established a 
new sales division, to be known as 
Crown Products, for its Crown line 
of compressed air line filters, regu 
lators and lubricators 

M. ]. Andresen, sales manager of 
the new unit, is organizing a na 


tional network of stocking distrib 
utor \ training and promotional 


program has been prepared 


Lewis Industrial Supply 
Adds Outside Salesman 


M. E. Noble has joined Lewis In 
dustrial Supply Co., Louisville, Ky 
is an outside salesman 
he has 


Formerly with Girdler Co 


ilso done sales work in insurance 


ind other frelds 








BOOSIE R BUSINESS 
car, save W 
Supply & Tool, Inc 


1S good this 


Hammerstadt, General 


Indianapoli 













































Permacel Acquires 
LePage’s, Ine. 


LePage’s, Inc., has been purchased 
by Permacel Tape Corp., a Johnson 
& Johnson subsidiary. LePage’s will 
continue as a separate company with 
its own management 

George C. Riegger, president of 
Permacel, stated “The acquisition of 
LePage's, Inc., one of the country’s 
best known manufacturers of glues, 
pastes, mucilage, and adhesives will 
broaden and diversify the Permacel 


lines.” 
Heads Industrial Relations 


John ) 
Permacel as director of 


Green, Jr. has joined 
industrial 
relations. He previously was as 
sistant secretary of Johnson & John 


son. 








AMBITION REALIZED: Both of 





W.S. (“Red”) Gardner's sons, Tom and 
WS... Ir.. (above) now are with Gard 
ner & Meredith, manufacturers’ agent 
m Chattanooga, Tenn 
Ducommun Issues 
New Catalog 
A new catalog, Catalog “R,” has 


been issued by Ducommun Metals 


& Supply Co., Los Angeles. It con 
taims information on approximately 
10% more items than catalog “P” 
which it replaces 

For the first 1941, 


Ducommun handled the compila 


time since 
tion and production of the catalog 
entirely within its own organization 
except for the actual printing and 
binding work. The company also 
published a new edition of its metals 


stock list 


‘> PRECISION 
THREADING 


=» For The BIG Ones 





GEARED 
PIPE 
THREADERS 


Here's true accuracy with the exclusive TOLEDO receding die principle 

best for deep sealing, smooth tapering pipe threads for 22 to 4 
pipe or conduit. Excellent for steel, wrought iron, brass, copper or 
cast iron pipe. Your customer knows what he wants and will appreciate 
the simple construction and foolproof design. t's a TOLEDO top value 


tool. 
e 7 
The Lightweight 


POWER DRIVE 

































WORKS AS GOOD AS IT LOOKS 


Here's a fast moving eyecatcher with 
polished aluminum case and bright red 


label. Looks good-—works better 
These power vises are light in weight, 
offer dependable service because 


they're built to withstand heavy duty 
operation. Show it for best action—it 
sells almost on sight 


| 


wre, 
oo 


TOLEDO PIPE WRENCHES 


The wrench you can guarantee uncondi- 
tionally. True TOLEDO quality in a 
heavy duty, long lasting tool 
Tough-tempered operating 
elements are long on 
service and satisfac 
tion. Feature it for 

fast turnover. 




















ii THREADED PIPE, 
fs gett 6 beet -conte tones } 






THE 
TOLEDO PIPE 
THREADING 
MACHINE CO. 
Telede 4, Ohie 














INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 331 

















NEW PACKAGING — 


OF DURABLA CHECK VALVES * 











*Patent No. 2,449,277 


saves time, eliminates stockroom confusion 


Now .. . a box of heavy card board for every Durabla check 
valve. They stand out on your shelves—bold type tells what each 
package contains (size, symbol, etc.). There's a product 
picture too, 

Quick identification cuts down on stockroom confusion. 
Saves time. Saves money by eliminating mistakes both in filling 
orders and at inventory time. Neat and easy-to-stack, they leave 
space for other items. 

And remember ,.. you can meet the check valve require- 
ments of any customer . . . in any industry... when you handle 
Durabla. Simply stock the basic unit in line sizes 4” —2”. Added 
to any standard fitting, this unit becomes a complete check valve. 

hen you handle Durabla you increase sales and reduce 


inventory at the same time. Ask for bulletin ID-96. 
DURABLA MANUFACTURING COMPANY 


114 LISORTY STREET . 


NEW YORK 6, WN. Y. 
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G. A. Graham 

















Harold 8. Graham 





Cc. G. Lehr 


Top Executives 
Chosen by John H. Graham 


George A. Graham has been ap 


pointed president of John H 
Graham & Co. Inc. He succeeds 
Harold S. Graham who has been 
named chairman of the board after 
31 vears as head of the firm 

Ihe new president has been ac 


DM.19 














ANOTHER 


It isn’t very often you get hold of a “natural” like this! Completely new, 


8) completely different, the sensational Bonney PE Wrench is really going 
T over big . . . giving distributors something new to sell. 


OOLS Take the mechanic on assembly line work. The resilient, plastic finger 
grip fits his hand ...lets him work longer, faster, more comfortably, 
without tiring. —Or, the maintenance man. The plastic grip prevents frozen 
fingers, when he has to work in the cold outdoors. The insulated handle’s 


FIRST! a big help on electrical work, too. 


Wherever a wrench is used, the new Bonney “PE” provides outstanding 
advantages. Here's your chance for a sales scoop in your area. Be the first 
to carry the new Bonney PE Wrench. Contact Bonney today! 


BONNEY FORGE & TOOL WORKS + ALLIANCE, OHIO 
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VARI-PURPOSE HOSE 


> 





— 


Sy 








Diluted Inorgani< 
Acids and Alkalies 


ONE HOSE — 
TEN USES 
recuces inventory 
~— takes care of 
nearly all your 
hose requirements. 





Welding Equipment 





Tire Inflation 


VARI-PURPOSE is tough, resilient and durable. Abrasion re- 
sistant cover, oll resistant tube. Reinforced with braided rayon 
cord, Sizes 4" to 1%". Colors red or black. 


BE SURE .. . USE HAMILTON . . . ALWAYS DEPENDABLE! 






MANUFACTURING CORPORATION 


Executive Office and Factories, 1016 Meade $1., Trenton 3, NJ. 
BRANCHES IN; CLEVELAND * HOUSTON 
INDIANAPOLIS * LOS ANGELES * NEW YORK 
PITTSBURGH © SAN FRANCISCO 








HAMILTON RUBBER 
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tive in the firm’s management and 
has been closely associated with the 
expansion of its King Cotton Cord 
age Division 

C. G. Lohr, in azddition to his 


duties as general sales manager, has 
been advanced to vice president 
Mr. Lohr joined the company as a 
St. Louis area salesman and later 
became metropolitan New York 


ales manager 
Leschen Wire Rope 
Adds New Sales Post 


Karl | 


moted to the new position of as 


Ewerhardt has been pro 


sistant general sales manager of 
Leschen Wire Rope Division, H. K 
Porter Co., In 

Mr. Ewerhardt, 
vertising manager 


previously ad 
of the division, 
will expand his activities from ad 
vertising and sales promotion to the 
broader activities of the general sales 
office 


Uland Rubber 

Adds Salesman 
Uland Rubber 

Louisville Ky., 


Francis B. Stites as an outside sales 


& Supply Co., 
has appointed 
man 

Recently with a specialty supply 
firm, he was at one time with the 
old Andrew S. Cowan 
Louisville 


Co. in 








THE TEAM at Quality 


PART OF 
Mill Supply Co., Indianapolis, are Ken 
neth Mueller and Dallas Reed 

















CHARLES B. MARTIN has been ap 
pointed a Norton Co. abrasive engi 
neer in West Virginia. He worked at 
Pittsburgh previously 





Goodyear Warehouse 
To Be Ready This Fall 


Goodyear Tire & Rubber Co.'s 
largest warchousing facility, its new 
$5 million Brook Park distribution 
center near Cleveland, will be com- 
pleted in November, company offi- 
cers announced, Some sections are 
being occupied this month 

The building will include 15 acres 
of warehouse space and will be 
staffed by 225 employees, including 
members of the company’s Cleve- 
land district and central division 
sales offices 


District Heads Transferred 


Richard G. Pruett, former Good 
year district manager in San An 
tonio, has been appointed to head 
the Columbus, Ohio, district, suc 
ceeding F. B. Parker, on leave of 
absence at his request 

J. C. Jolley succeeds Mr. Pruett 
in San Antonio 


Bearings, Inc., Founds 
Buffalo Subsidiary 


A new company, Balanrol Corp., 
has been established in Buffalo, 
N. Y., at 313 Niagara St 

A wholly owned subsidiary of 
Bearings, Inc., of Cleveland and In 
dianapolis, it will be managed by 
Michael KR. Hagerty. The parent 
firm now has 30 outlets. 


catawissa 
PERFECT SEAL 


& . 
oct? 


10 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawissa Union (hot forged from solid 
steel bars) with several extra valve features thot 
ore exclusive here at the UNION SPECIALISTS! 


All Catawisso Unions are designed to give o 3-to-! 
SAFETY FACTOR 3,000-ib. service unions are 
tested to 9,000-lbs,, 6,000-lb. service unions 
tested to 18,000-Ibs., etc. 


Exclusive Ball-to-Angle seat design assures a PER 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in speciol fit- 
tings and, with rigid inspection both during and 
after machining, guvorentees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guoranteed in any application — 
whether it be general low pressure service or er: 
tremely high pressures and temperatures (for oir, 
oil, gas, chemicals, hot oils, gases or steam) 


WRITE FOR CATALOG |! 


CATAWISSA VALVE & FITTINGS COMPANY 
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Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handies— 
These quality features combine to 
make Moly shovels out wear and 
out last all others. 


THE WOOD SHOVEL 
& TOOL COMPANY 
Piqua, Ohio 
i. 
rolled ® 
from special \ 
anal ysis j 
Mo-lyb-den-um j 
alloy steel, J 
heat treated. / 
4 : 










; 
; 





i 
! 
i 
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Department Stores Setting New Records 
-— 

















Sales in department stores for the first half of this vear 








(Right hand scote ) 


Bae" 





Source: Federo! Reserve Syste 


1947-49+* 100 (| New Series. adjusted for seasonal vorigton) | 


bodes dainica 
904 


SSS SSeS Sere Se eSeeet eeeeeseee 
National Research Bureau 


were well ahead of 1955 


Buoyancy of consumer demand is a major prop under industrial production, and 


thus distributors’ sales 





McJunkin Opens 
Atlanta Branch 


McJunkin Corp., Charleston, W 
Va., has opened a new Atlanta, Ga., 
branch in a modern 6,000 sq. ft 
building. 

R. M. Berry, the company’s At 
lanta district manager for the past 
three years, is in charge. The branch 
is staffed by ten employees, includ 
ing three salesmen. It has 70,000 
sq. ft. of outdoor storage. 








FATHER-SON TEAM at The West 
em Iron Stores Co. Milwaukee, is 
made up of C. Morgan Curtis, secre 
tary-treasurer, and Chas. FE. Curtis, 
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Power Transmission Group 


Elects 1956 Officers 


Daniel Pober, of Flushing Elec 
tric Corp., Flushing, N. Y., has been 
elected president of the New York 
Chapter of the Power Transmission 
Council. He succeeds Constantin 
Lazuta, of L. C. Biglow, Inc., New 
York City 

John J of Beardslee 
l'ransmission Equipment Co., Long 
Island City, N..Y., is the club’s new 
vice president. William ]. Browne, 
of William J]. Browne, New York 
City, continues as treasurer. 

lhe New York Chapter held its 
annual outing recently at the Atlan 
tic Inn on Staten Island. The 
program included golf, softball and 
other games, a picnic and a dinner 


Gannon, 


Regional Manager 
Assigned by All-State 


All-State Welding Alloys Co. has 

appointed Robert Nordin, of Hous 
ton, Texas, as regional manager for 
the Southern Gulf states. 
+ A graduate of the U.S. Maritime 
Engineering School, he has worked 
for All-State in the South since 1954 
and before that had varied welding 
experience. 








Show Customers How To 


Avoid Lost Time and Grief a | 


by replacing — | 


1 


! 


ERE 
on 
Tit 


labor-wasting tools 


with modern efficient 


with flare cut-off . 


IMPERIAL peepee 
TUBING TOOLS 


Offer your customers the many far-reaching 
advances in tubing tool design by Imperial 
They have obsoleted many time-honored tools 
that were considered good in their day . . 
tools that now may be wasting many valuable 
man hours! Replace them with Imperial. 
Remember, one bad flare—or one poor bend- 
may cost your customers far more than a whole 
kit of tools. 


No matter what the tubing . . . copper, alu 
minium, steel or stainless steel . . . depend on 
Imperial for tubing tools that will help get 
every job done right the first time. They're 
recognized as the leaders in the field by me 
chanics everywhere. 








IMPERIAL Offers industry's Most Complete Line of Tubing Tools for 


FLARING BENDING CUTTING SWAGING REAMING 


45° Flores Lever Type Tube Cutters Hommer or Impact Type nny 


37° Flores Gear Type Sawing Vises Screw Type 
Double Flares Spring Type 


Ask for Catalog No. 301! 
THE IMPERIAL BRASS MFG. CO., 511 S$ RACINE, Chicago 7, Ill. '” Coneder 294 Louder Ave, Toronto, Ont, 


es 
IMPER me ae 
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RESINOID 
DIAMOND 
WHEELS 





U. S. industries. 


abrasives and cutting tools. Add a product to your sales picture which has 
major 


been fully approved and is used by 


% Distributorships are available to qualified distributors who specialize in 


SSURELOK 
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Your further inquiry is invited and we will be happy to provide full particulars. 






ITED STATES DIAMOND WHEEL CO 
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Henning & Cheadle 
Makes Bulletins Available 


FOREMOST IN 


The Product Information Bulle DISTRIBUTOR 


CONFIDENCE 
SINCE 1891 


tins published in 1953 by the two 
distributor associations 
available generally throughout th 
industry from Henning & Cheadle, 
Inc 

The bulletins were prepared by 
the National and Southern Indus 
trial Distributors’ Associations’ Prod 
uct Information Bulletin Commit 
tee, with the assistance of Henning 
& Cheadle. Their purpose is to help | 
distributors develop and train new 
employees by providing product in 
formation in a complete, easy-to-read 
form, free of manufacturers’ or trade | 
name promotion 

Each bulletin contains basic infor 
mation, on use, size, shape, variation, | 
packaging and handling, for one of 
20 product groups. The following 
drills 


arc now 





categories are covered and 





reamers, taps and dies, cutters, hack 


saw and band saw blades, circular NONLINK POSITIVE 





saws, coated abrasives, bonded abra 
sives, hand files, woodworkers’ hand 





tools, mechanics’ hand tools, preci 
sion tools, lathe tools and accesso 
ries, pipe fitters’ tools, belt drives, 


gear and chain drives, speed reducer 





and couplings, bearings, hoisting RipBe” TYPE 


equipment, fasteners, and welding 


equipment | 
Up to now the distribution of the 
bulletins has been through the 





associations’ ofhices. They can now 


be obtained, cither in sets or in 
dividually, from the Henning & 
Cheadle organization, 1060 West | 


Fort St., Detroit 26, Mich 





. 


HIGH COLLAR 


beam 











“POSITIVE” Lock Washers are a 

| product of the confidence many Dis- 
tributors have placed in us as their sole 

| source of supply for the past 65 years. 
“POSITIVE” Lock washers are all-im- 
portant adjuncts to fastener sales. Their 
use in your customers’ plants are vital 
to critical assemblies of their products. 
To serve your customers well, rely on a 
source of supply geared to making the 
best possible product and selling 


through distributors. 





Lock WaswerR Co. 
AVE. A & MILLER ST. NEWARK 5, W. J. 





“He's been threatening to get 
new blood in here” 
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RK. 4. Tower 


New Denver Office 
Opened by Bristol 


The Bristol Co. ha opened a new 
Western sales office in Denver under 
R. G. Tower, the company’s former 
Chic ago manager 

Mr. Tower has been with Bristol 
since 1922 and has also managed the 
St. Louis and West Coast branches 


Orr lron Holds 
Annual Picnic 


Orr Iron Co., Evansville, Ind 
held its annual picmic rece! 
Westhaven Gun Club 

Iwo hundred guests cmployees 
and their families—attended the 
afternoon and evening aftair, which 
included activities for children, a 
barbecue, and dancing. The outing 


was managed by Art Porter 





SERVICE YOU CAN COUNT ON TO 


eliminate down time! 


DISTRIBUTORS! 


There ere mony reasons why lt peys 
to handle the Chicage Letrebe line 


Virtually all high-speed drilling jobs can 
be done by an in-stock Chicago-Latrobe 
Drill. So whatever your needs—look to 

One is the advertising becking you 


Chicago-Latrebe. You'll find their line get — Ads like this one eppeer ta 


is complete, their quality tops, and their 


service unexcelled. 


PURCHASING is handled by Ralph 
Yost at Persinger Supply Ce W ilham 
on, W. Va 
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for consistent 
quality and 
individual 
service 
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@ Compact, cooperative organization gives 
prompt, individual attention to your inquiry 
or order. 

@ Packaging designed for immediate identifica- 
tion, protection and convenience. 

@ Careful, consistent quality control. 

@ Manufacturers For Over Half a Century. 


THE RISDON MANUFACTURING CO. 


JOHN M. RUSSELL DIVISION —tu. 1904 
Naugatuck, Conn. 


Write For New, Free, 16-page, illustrated catalog. 





i 


| 


| 
| 
| 
| 
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RK. E. James, Jr. 


Head of New Branch 
Assigned by Thor 
I'hor Power Tool Co. has ap 


pointed Richard E. James, Jr., man 
iger of its new Indianapolis branch 


to be opened this fall 

Now Birmingham, Ala., branch 
service engineer, he has been serving 
Thor accounts in the South since 
1950 


Located at 1489 North Harding 
St., the Indianapolis branch — will 
erve distributors in central and 
southern Indiana and in northwest 
ern Kentucky, including Louisville 
Service engineers now covering this 
rea from the Chicago branch will 
be transferred to the new location 


Division Engineer Named 


John P. Bank, works manager of 


J. P. Bank 











Thor's Aurora, Ill., plant since 1948, 
has been appointed sales engineer of 
the company to work with G. H 
DuSell, sales engineering division 
director, in expanding the division's 
function. President Neil C. Hurley, 
Jr., said the objective is to provide 
wider field contact between factory 


and users 


Milwaukee Branch Enlarged 


Thor has moved its Milwaukee 
branch office to a new building with 
twice the floor the old 
quarters, at 3911 West Greenficld 
Ave. A staff of 12 sales, service and 


spat c of 


repair personnel has been assigned 
to the expanded facilities, under 
Ciarence B. Bergren, manager. The 
branch serves the castern half of 
South Dakota and the upper pen 
insula of Michigan 

The company’s Minneapolis order 
office is being retained 


Minnesota Mining & Mfg. 
Opens Los Angeles Office 


Minnesota Mining & Mfg. Co 
has opened a new sales office and 
warchouse at 6023 S. Garfield St., 
Los Angeles. 

The new building contains 56,000 
sq. ft. and will stock all the firm's 
major lines Duke, vice 
president of coated abrasives and 
related industrial 
growth in the area warranted ex 


Joseph & 


products, said 


pansion of 3M’s facilities. 
The Randolph St 


plant will continue its production 


company s 


and warchousing functions. 
W. O. Berstrom is 3M’s branch 
office manage 


Heads Research 


Jehn Booth has joined Abrasive 
Dressing Tool Co. as vice president 
in charge of research. He will over 
see research and study of Red Band 
diamond tool development and new 


trends in industrial diamond usage 


PACKING | 
J_ PICTURE 

















For use on equipment which handles 
chemicals, we make a wide variety 
of packing materials to fill different 
needs. Among them are: 


Style No. 4 

WHITE ASBESTOS PACKING —for use 
against hydrochloric, muriatic and 
phosphoric acids, sulphurous and 
caustic alkali solutions, for temper- 
atures up to 600 degrees F. 


Style No. 5 


BLUE ASBESTOS PACKING~—for use 
against sulphuric, benzoic and hy- 
drofluoric acids, caustics, ferric chlo- 
ride, ete., for temperatures up to 
550 degrees F, 


“Tefion”’ Products — “Teflon” 
| does not melt or flow, and is the finest 

material known for use against sol- 
| vents, acids, alkalies, caustics, etc. 

Recommended over a temperature 

range from —80 to plus 500 deg. F. 
| Tensile strength ranges between 

1500 and 2500 P.S.1. Can be used in 
| combination with other sealing ma- 
terials. Furnished in molded rods, 
tubes, V rings, solid ring gaskets, 
| sheet, envelope gaskets, tape, O 
| rings, and braided forms. 


| 
| Style 1-5, impregnated packing. Style T-5B, braided packing. 


i 

If you need the solution to a specific problem, we invite you to call upon our 
| service department, which will give your inquiry its immediate attention 
' 
| 


LLPA 


“The Packing that Packs Ali” 
SEND FOR OUR NEW CATALOG — TODAY! 





‘ A complete line of packing, tools, gasket moterials. 
Ask for dealer information and price scredules. 


THE ALLPAX COMPANY, INC. 


160 Je fierson Ave atelaalé. ch N y 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 





adele. aged 
PIPE NIPPLES 


“Famous 
pa yg 
Mupmonil 


RED BRASS & 
COPPER NIPPLES 


A.S.1T. M. B-43 and B-42 


FROM STOCK: 
“" to 4” Stonderd and Extra 
Strong weights 
“a” to 2” Chrome Plated Red 
Bross 
Ye" Straight and Angie Gauge 
Syphors 


TO ORDER: 


Chrome ploted nipples over 6” 
10-5 long and over 2” pipe size 


Et burg A 


NIPPLE WORKS, In 


NEW IRWIN’ 2-WAY 
“Hex" Shank Wood Bit 


se with hand brace as it comes. 
r without taper square shank, 
or use hecksaw to convert to 
2-Way “Hex” for use in 
beth hand braces and electric 
drills. It chucks perfectly — no 
wobble. Fast boring action 
ye work, 2-Way “Hex” Shan 





APS 


~ 
&. T. Bowman 
Gilbert T. Bowman, general prod 
ucts manager, Rockwell Mfg. Co 
Meter & Valve Division, and J. W 
Northeutt, Southern regional sal 
manager, have been appointed a 
sistant vice presidents in the division 
at Pittsburgh 
Jack H. Walters, product manage: 
for petroleum and industrial liquid 
meters, will move to Rockwell's At 
lanta, Ga., headquarters to succeed 
Mr. Northeutt 
All three 


the division a number of 


managers have served 
vcal ! 


district and product heads 


Plans $2 Million Plant 


Rockwell has completed plans fo: 
a new 180,000 sq. ft. valve manufa 
turing plant at Kearney, Neb., to be 
completed next summer. It will 
cost about $2 million and will ulti 
mately employ 500 


Three Rockwell Managers Get New Posts 


J. W. Northentt 


J. H. Walters 


lhe company will have plants in 
Kearney 
Rockwell 


te was 


communities when the 
ration is ready. W. 


pre ident, said the 


osen for proximity to the firm’s 
Midwest 


e markets in the and 


uth vest 





Whitney Chain 
To Sell Tormag Line 


Whitney Chain Co, has acquired 
exclusive marketing rights in the 
U.S. and Canada for a line of mag 
netic power transmission product 
l ransmis 


developed by ‘Tormag 


sions, Ltd 

he licensing agreements provid 
for manufacture by Whitney Chain 
of magnetic drives initially and ult: 
mately, variable-speed reducers. ‘I h« 
drive will be known as the Whitne 
Tormag Magnetic Drive 


Fisher Elected President 
Of Super Tool Co. 
Kenneth R. Fisher has been ap 


pointed president of Super Tool Co 
ubsidiary of Van Norman Indus 
tri In 

Mr. Fisher joined the firm eight 
vears ago and served as sales managet 


ind executive vice president 


New Field Engineer 


Fritz G. Klein has joined Atla 
ilve Co. as a field engineer for th 


held 


rari 
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We'll never let you down 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com 
pletely dependable service when you 
rely on J&L and J&L Distributors for 
your steel pipe requirements. 

First, you get superior pipe. J&L con- 
trols the quality all the way from raw 
materials through the finishing mills 
That's why you find JAL steel pipe is 
long lasting and easy working on any 
application. 

Second, you get dependable service 
Your J&L distributor is always ready 
with: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Whenever you need superior pipe and 
dependable service, phone or write your 
nearest JAL distributor. 


Jones & Laughlin 


STEEL CORPORATION . FITTERS VRGH 
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George Ullring 





HERE'S WHY 


Fouche, Tee Sas 


BRASS AND ALUMINUM NUTS 


PUT YOU AHEAD 
OF THE FIELD! 


0. H. Gessner 


PREMIUM QUALITY 


Because they are turned for greater preci- 

sion, Fischer brass and aluminum nuts offer Ullring to Manage 
your customers important savings in assem- Allen Field Force 
bly operations. Each is countersunk on both 


sides ... tapped square with face to Class 2 George Ullring, Allen Mfg. Co 
tolerances . .. burrless. That means faster representative in Cleveland and 
starting .. . smoother, easier running .. . ’ “ 

Pittsburgh for the past 20 years, has 


superior bearing surface .. . elimination 
of rejects. 


COMPETITIVE PRICES 


There's no premium on Fischer precision 
..» Fischer turned nuts cost no more than 
those produced by other, less accurate 
methods. 


PROMPT DELIVERY 


A complete range of standard 
types and sizes is maintained in , 
stock, cutting delivery time to a / 
minimum, / 


Write today for Catalog No. 55 


492 MORGAN ST. CINCINNATI 6, OHIO H. M. Hettman 
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been named assistant sales 


Manage 





Lock Washers 
in CoinPers 


9 Popular Sizes 
Machine Packaged 
tod fa Clmpediand Yohes 


in Yellow 
Tubes 


Potent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 


up End Label 


Use Them 
Like This 


Biock bettom wp 
for upside-down 
stocking 


— or This 
Yellow top up fer 
conventional stock 
ing 


and This 


Open carton tele 
scoped inside cover 
with readable right 
side-up End Lebel 


Get Details of 


Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Let 
Packaging of Lock Washers, write 
today br Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 


me ALALTZGZA co, 


508. Sot &. * Milwavkes 12, Wis, 
o 


oll 
and 
Specie! 


Pittsburgh 


| department, Nicholas 


PLAIN STEEL | 


| been appointed to the newly created 


| urer by S. G 
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and will take charge of the com 
pany’s field force. 

He will be succeeded in the field 
by Quentin H. Gessner, of Mentor, 
Ohio, covering the northern Ohio 
territory, and Harold M. Hattman, 
covering western Pennsylvania from 


The Car 
Hattman 


Tool 


Mr. Gessner was with 
borundum Co. and Mr 
with New England Carbide 
Co. 

In the firm’s socket screw sales 


Annelli has 


post of sales office manager, handling 
internal sales and credit. M. Ray 


| mond Whigham has been promoted 


to sales promotion manager in charge 
of sales training and exhibits 


Taylor Chain 
Advances Two 


Roy G. Oliver has been promoted 


from secretary and treasurer to 
executive vice president and treas 
Taylor Chain Co 
Inc 


kK. W 


assistant sales manager and in addi 


Chapman continues as 


tion has been named secretary 


Adds Field Engineer 
Douglas T. Keltz has 
pointed as field engineer for New 
Jersey by Hunter Spring Co. He 
leleflex In 


been ap 


formerly was with 





NEW CATALOG of Rickert Indu 
trial Supply Co., Milwaukee, is studied 
by J. Lloyd Rickert, vice 
President A. G. Rickert 


president, and 


1956 


Lock Washers 
in “Af * 
oes Functional 
ppg mez 


*The contents of a Keg in 
ONE Shipping Container — 
divided inte 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK reduces handling ex 


pense — each inner carton of lock 
washers weighs approximately 33 
Ibs - @asy to place on stock 
shelves with other packaged items 
JOB-PAK assures maximum use 
of stock room floor area— no open 
kegs, boxes or cartons on floor or 
in aisles 

JOB-PAK climinates counting 
and weighing, manual effort and 
error prevents spilling and mix 
ing of sizes 
containers 

JOB-PAK speeds up physical in 
ventory, simplifies stock distribu 
tion 

JOB-PAK individual inner car 
tons of lock washers are the same 
as a distributor package 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


provides re-usable 





- Reduce hammer costs 
Use long-lasting ROCKETS 


, 


J. A. Capasso 


Other True Temper Tools for Industry Delta Power Tool 
Write for Free Industrial Tool Catalog Promotes Area Manager 


Harold F. Martin, San Diego dis 
f iles manager, Delta Power 


loo!) Division, Rockwell Mfg. Co 


TRUE TEMPER. 


CLEVELAND 15, OHIO 
K. C. Atkinson 
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has been promoted to product man 
ager, woodworking tools, and will 
make his headquarters in Pittsburgh 

]. A. Capasso, former salesman in 
the Oakland, Calif., district, suc 
ceeds Mr. Martin as San Diego 
sales head 


Atkinson Joins Delta 


Kenneth C. Atkinson has joined 
Delta Power Tool Division as Brook 
lyn-Long Island district sales man 
ager. He was assistant general man 
ager of R. J. Atkinson, Inc., Brook 
lyn, N. Y., which was recently 
liquidated. 


School Staff Enlarged 


Three new school specialists have 
been added to Delta Power ‘Tool’s 
staff: Robert H. Chapman, South 
ern region with headquarters in 
Atlanta; Paul R. Ballengee, West 
Central region with headquarters at 
Chicago; and Harold James, Jr., 
Kast-Central region with headquar 
ters at Pittsburgh 


Fort Worth Siecel 
Opens Branch Warehouse 


Fort Worth Steel & Machinery 
Co. has opened a factory branch 
warehouse in Shreveport, La. to 
serve its distributors in north 
Louisiana, cast Texas and south 
Arkarsas Ed Cole, district sales 
engineer, will supervise the opera 
tion. 


Direct Research 


James R. Nolan has been ap 
pointed manager of the research and 
development department of Fort 
Worth Steel & Machinery Co. He 
previously was with Convair's Fort 


Worth division 


Hays Opens Addition 


Hays Supply Co., Memphis, has 
opened a new display room for 
woodworking machines and other 


tools for woodworking shops and the | 


do-it-yourself trade H. F. Reed, 
who has been with Hlavs 12 vears 


is in charge 


BRANCH 


after 


BRANCH 
ofter 
BRANC 







Are 
you 

effecting 

this econ- 

omy for your 

company? Neat 

and uniform ap- 

pearance is evident 

in code constructed 

weldolet headers in this 

crude oil pipeline termi- 

nal. The money soved is in 

the bonk and does not appear 

in this picture. If you are not 

using the weldolet method of cut- 
ting piping costs, write today for 
information. 

NOW AVAILABLE from leading warehousing distribu- 


tors in all principal cities. Let us help you increase your 
profits—write for our selective distributor proposal. 





WELDOLETS 





THREDOLETS 





SOCKOLETS 





WELDING FITTINGS DIVISION 


BONNEY FORGE 4 TOOL WORKS 
734 MEADOW ST., ALLENTOWN, PENNA 
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the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapistan perform 
ance-tested wheels and casters, you'll 
find it's the most profitable, fast 
seliing line you can carry — and the 
only caster line which meets such a 
wide range of specifications with 
such a low stock investment, Rap 
istan’s personalized merchandising 
stall is at your service, too, with 
practical sales aids and ideas which 
pay off in volume sales — and Rap 
istan’s national advertising in lead 
ing publications presells the line 
in the heart of your big-volume 
profit market! 










WRITE, PHONE OR WIRE 
for complete information 
on Rapiston's Money Bock 
Gworenteed Caster Fran- 
chise and the new caster 
end wheel cotelog 











Dunleavy to Head Pyrene C-0-Two 





J. J. Dunleavy 





Cc, T. DuBreuil 


James J. Dunleavy has been 
named vice president and general 
manager in charge of the Pyrene 
C-O-Two Corp., recently acquired 
by The Fyr-Fyter Co. 

Pyrene C-O-Two will be operated 
as divisions of FyrFyter, to be 
known as the Pyrene C-O-Two 
Portable and C-O-Two Systems 
divisions. Charles $. Duncan will be 
vice president and assistant general 
manager for both divisions under 
Mr. Dunleavy. 

Also appointed were: William F 
Tromanhauser, vice president and 
sales manager, Pyrene C-O-Two 
Portable Division; C. T. DuBreuil 
vice president and manager, C-O 
Two Systems Division, and Bur 
Williamson, sales manager of the 
Systems Division. 

Mr. Dunleavy formerly 
Fyr-Fyter's Wooster Brass Division 


’ 
managed 
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A. C. Trautwein 


John Lohrey 


Mr. Tromanhauser was president of 
Buffalo Fire Appliance Corp 


Parent Firm Reorganized 


Ihe 


I’yr-Fyter Co 


has organized 











SALUTE TO 
THE DISTRIBUTOR SALESMAN 


...@a vital member of our selling team 


RECOGNIZING THE IMPORTANGE of the Distributor Salesman as the fina! 
link in the chain of distribution from manufacturer to user, CARBORUNDUM 
is constantly striving to provide him with new and better tools to make 
his job easier, more effective and more profitable. 


 —_ DOO EY Veg 


oe 







> 





, We Pied = 
mal e Ke 

ae! 

eS 

to give our Distributor Salesmen: ete 
LG} 

P< 

AN ESTABLISHED NAME... carsoruNDUM®. . . accepted throughout industry . . . synonymous x": 
with quality a 

NEW, EXPANDED RESEARCH FACILITIES ... an exciting new program of research designed i>./ 
to provide distributor salesmen with new and improved products x>*: 

months or years ahead of competition go! 

AGGRESSIVE ADVERTISING... pre-selling CARBORUNDUM 's products through leading national!  <— 
trade publications that reach the Distributor Salesman ’'s customers I 

in his Own territory ue 

TRAINING PROGRAMS... intensive sales-training courses at CARBORUNDUM Ss plant and in the xD: 
held, to improve product knowledge and selling techniques ed 

SIMPLIFIED PRICING SYSTEMS... up-to-date stock lists, plus price literature designed to make KI 
pricing simpler, faster and more accurate x! 

TECHNICAL ASSISTANCE... continuous counsel from experienced abrasives engineers to help cs 2: 
the Distributor Salesmen solve technical problems in the fek Ee, 

PROMPT DELIVERY SERVICE... streamlined factory procedures, national teletype network and n.* 
adequate standard stocks give fast, accurate servicing of distrib ane, 

utor orders , 

DIRECT MAIL PROGRAM... hard-hitting direct mail program available to all distributors, a. 
sent to users and prospects provided by the distributor salesmen eas 

themselves. ,* 

m* 

The CARBORUNDUM Compeny. Niagara Falls, New You <j 


AKARRRRRLAR ARAL R RRA RRR De 


Ate ay AAS x5) ~ nods) 


Helping you put more SENSE /n your customer's abrasive DOLLAR 


CARBORUNDUM 


REGISTERED TRADE MARK 
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Harrisbur 
Flanges and Couplings 


promote 
customer 


confidence 





Herrenre Drop-Forged Steel Pipe 
Flanges are noted throughout in- 
dustry for their accuracy and depend- 
ability. Basy to assemble in the field, 
they save time and labor, at the same 
time insuring leakproof, trouble-free 
joints. These flanges are forged from 
a steel especially developed for the 
purpose. Threads are carefully ma- 
chined and critically tested for full- 
ness, uniformity and perfection in 
height, angle, taper and gauging. 


Harrisburg FPlanges are made to 
A.5S. A. Standards for oi! field, utility 
and industrial uses. They are avail- 








able in threaded, butt welding, slip- 
on welding, Van Stone and blind 
types. 

Harrisburg Seamless Steel Pipe Couplings 
are made to A.P.I. and A.LS.I 
Specifications. Due to their high 
quality standards, they are extensively 
used in oil well casings. They are 
threaded by a special process devel- 
oped in Harrisburg’s own Engineer- 
ing Department. The threads are un- 
excelled in accuracy of form, height, 
angle and lead and they are electro- 
galvanized to prevent seizing and 
galling. 


Send for literature, 





prices end discounts 








350 


risburg Steel Co. 
Division of Harsco Corporation 








18 lierr Street 
Harrisburg, Pennsylvania 
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ictivities into two divisions, 


to be known as the Fyr-Fyter and 
Accessories Divisons 
\. C. ‘Trautwein, former general 


ales manager, has been elected to 
head both divisions as vice president 


and general manager. The Fyr-Fyter 


Division covers sales of extinguishers 


and fixed fire control equipment 


The 


John Lohrey, newly appointed a 


Accessories Division, under 


istant vice president and manager 
will handle nozzles, hose and related 
equipment 

The company has named three 
new directors, William Mason Wet 
zel, Maynard A 
McGilvary. Mr 
executive vice president of Pyren 
CO- Two Corp 


Laswell and David 
Laswell is former 








DON ALD (). NELSON has been Ip 
px mted West Coast repre cutat oft 
Diehl Mie. Ce He was formerly with 


I certs! v-Fulton Controls Co 





Jones & Orth Sold 
R. Hoe & Co 


and printing press manufacturer, has 

jones & Orth Cutter 
for about $800,000. Hoe 
integrate 


Inc., industrial saw 
purchased 
Head Co 
officials said they 
Jones & Orth distributors into the 
Hoe increasing it by one 
third 


would 


network 


Takes Federal Post 


Rene D. Wasserman 
of Eutectic Welding Alloys Corp., 
has been appointed a member of the 
National Board of Field Advisors of 
the Administration 


president 


Small Busimess 














R. E. Schwartz, Jr. 


Two Representatives 
Get Stanley Assignments 


Stanley Electric ‘Tools, division 
of The Stanley Works, has ap 
pointed Raymond E. Schwartz, Jr., 
as representative in the metropol 
itan New York area and Frank |] 
Hughes, Jr., to the northern Indiana 
territory 

Formerly with an insurance com 
pany, Mr. Schwartz recently com 
pleted the Stanley training program 
Mr. Hughes was formerly with a 
hardware firm and M. G. Wheeler 
Co 


Judd Name Changed 


The Stanley Works has changed 
the name of its H. L. Judd Division 
to “Stanley-Judd, division of The 
Stanley Works 





F. J. Haghes, Jr. 





Joins Barksdale 


Don Finlayson, formerly with 
Mead Specialties, has joined the 
Chicago office of Barksdale Valves 








DRIFT PINS are in steady demand — 
WOODINGS-VERONA provides all 


wanted types and sizes for you to sell 


Contractors, builders, engineering firms and 
industrials frequently need drift pins to 
replace those normally worn out or lost 


This inexpensive item can become a steady 





dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 

Pins in any diameter and length; also Bull Pins with either 

partial or full taper in three diameters. Standard length, 12 inches 


Write for complete information and prices 


WOODINGS-VERONA TOOL WORKS 





: 5 , + 
AAA AA ge , oo 
Shown above are some of the more widely veed Wooding s- Verona Tools 
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| A Driver for 
Every Need! 





@ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 


= ©) head drivers... Another 


reason why you should 


ve © buy VACO for all your 


screw driver needs. 


Look for 
the VACO Vari-Board 


le's easy to select the right 
screw driver when you buy 
irom the VACO Vari 

Board. Displays up to 120 
drivers at a glance... .cach 
one mnconditionally guar 

anteed! 


Plier 
Veri-Board, Toe! 


Complete display of all 
popular styles and sizes 
for on-the-spot selections 


book for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 

















Russell Hoch! 


Russell, Burdsall & Ward 
Makes Promotions 


Russell, Burdsall & Ward Bolt 
& Nut Co, has named Russell I 
Hoch! assistant Eastern sales man 
ager and Alfred A. Binkerd district 
manager in Philadelphia. 

Recently Philadelphia manager 
Mr. Hoch! has been with the com 
pany 23 years. His new headquart 
ers will be in Port Chester, N. Y. 


Mr. Binkerd, who was at one time 


assistant Eastern sales manager of 
Buffalo Bolt Co. and a vice presi 
dent of Buffalo International Corp., 
joined Russell, Burdsall & Ward last 
year. 


Purchasing Agent Appointed 


Charles R. C. Steers has been 
named purchasing agent of Russell, 
Burdsall & Ward succeeding P. M 


Alfred Binkerd 
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VINCENT 


GRINDING WHEEL 


DRESSERS and CUTTERS 


CREATE CUSTOMER 
SATISFACTION! 


Design Makes the Difference 


AO nmEN! Ulm me 
— ‘ 












HASOEMED mee 
Ousmimes 


Hardened hex bushings absorb side and 
radial thrust during dressing operation. 
Wear is reduced, accuracy increased and 
long life assured 





( ; 


Vincent Dresser Cutters are made of spe- 
Clal analysis steel heat treated by the 
“Vincent Process”-—a unique hardening 
formula developed particularly for this 
purpose. This process produces uniformly 
hardened and tempered cutters heat 
treated to the exact degree of hardness 
and toughness required for the best in 
dressing 


The Vincent line of grinding wheel 
dressers and cutters will increase 
your sales—increase your profits 
— reduce service calls. Write now 
for full details on this profitable 
line. 














Here’s something to sell 











Culver, who retired recently after 45 


years with the company 

Also appointed were: James M. 
Dill, Jr., as assistant to Harry O. 
McCully, vice president in charge of 
sales, and Ward K. Jones as assistant 
office sales manager 

Both Mr. Dill and Mr. Jones have 
been with the company since 1946. 
Mr. Dill previously worked in the 
Chicago sales ofhce. Mr. Jones has 
been assistant to the Port Chester 
office manager and a salesman in 


New York City 


New Southern Office 
Opened by Diehl 


Diehl Mfg. Co. has opened a new 
Southern district office and ware 
house in Chamblee, Ga., replacing 
its former quarters on Whitehall 
St., Atlanta. 

Officials cited the extensive faci 
lities of the new Singer building in 
which the office is located and its 
proximity to the Peachtree Indus 
trial Boulevard area as reasons for 
the move. Edwin F. Graham man 
ages the headquarters. A branch 
of the Chamblee office will be con 
tinued in Charlotte, N. C 

Diehl is the Electrical Division of 
Singer Mfg. Co 


Congratulate Florida Firm 


A recent full page ad in The 
Florida Times-Union, Jacksonville, 
carried tenth anniversary congratu 
lations to Holley-Edwards Sales, 
Inc., from 22 of its suppliers. 


everywhere... 


Bottling Plants 
Dairies 













it's the New 


Ve-Be-Veyor 


with the belt that 
can't run off center! 


Hene’s a “hot tip” your customers—all your customers— will 
want to latch-on to—fast! Yes, and you'll want to sell this light- 
weight, portable, power belt conveyor that runs rings around 
its competition because 

Only the Ve-Be-Veyor 

> has o belt that's “in the groove” and con't run off center 

> has the easiest belt take-up ever designed 

> has no troublesome pulley adjustment 

> hes aluminum-light construction thet mokes lf easy to set up 

anywhere 

> has built-in strength—enough to carry nearly its own weight in 


packaged loads 

> has a multitude of uses: loads and unloads trucks; moves 
pockages floor to floor—up to 30° incline; boosters for gravity 
conveyor lines; warehouses packaged materials; carries packages, 
boxes, bales or bags. 


“Latch-on” to this new Ve-Be-Veyor now! Write, wire or phone 
today for all the amazing details on this, the first and only, 
fool-proof, light-weight, power conveyor. 


OLIVER 







The Oliver Corporation 


Conveyer Dept. 6.446, York, Penne. 
618 W. fim &., Chicage 10, ili, 







POWER-BELT AND GRAVITY CONVEYORS 
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ABSORBENTS 


WRITE TODAY FOR FREE 
b0-SECOND DEMONSTRATION 


- Now Available! 


Handy 


OIL- DRI 


DISPENSER 


Oi-Ori 


poise Me 
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_ Mortensen Opens New Demonstration Room 





Permanent demonstration space for coated abrasives and machinery is a feature of 


new headquarters of Mortensen Industrial Supply Ce 
Customer problems are worked 


in charge 
actual processing of parts. 


Milwaukee. Lee Albrecht is 


he spot with factory men by 


' , ; 





Two Sales Engineers 
Join Capewell Staff 


The Capewell Mfg. Co. has ap 
pointed two new sales engineer 
Robert W. Hincks, for New Eng 
land, and James A. Maurseth fo: 
Southern California 

Mr. Hincks has been with Scovill 
Mfg. Co.'s Mill Products Division 
Mr. Maurseth has been Eastern divi 
sion manager for Felker Mfg. Co 
and has also worked for Pacific 
Abrasive Supply Co., Los Angeles 


Illinois Tool Transfers 
Mosher to Ohio Area 


Hollis H. Mosher, sales representa 
tive for Illinois Tool Works, has 
been transferred from the Detroit 
area to cover the state of Ohio 

He will make his headquarters in 
Cincinnati and will work with the 
company's Ohio distributors as sales 
consultant and engineer. Before 
joining Illinois Tool Works six 
years ago, he was with Firth-Sterling, 
In 





Hardware Boosters Install Officers 





Officers of the Hardware Boosters in New York City are E. P. Grosnick, The Car 
borundum Co., treasurer; Daniel Werth, Star Expansion Bolt Co., 2nd vice president 
. 


Stanley Palinski, Skil Corp., Ist vice president; I. Fischman L. Canter & Son, retir 


ing president, Edward de Jongh, Skil Cor 


undum Co., secretary 
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ident, and Dave Emery, Carbor 














“BRAINSTORMING” 
at American Pulley 
is habitual! 













ence 
ynTeR .orrice counesrono 


Gncrican Paley, Compart 


pate Sept 's 1956 








ALL DE 





on we make ovr 





in what ways © 


products even 
service to industr 







Our position, established in considerable nieasure by 
creative thinking, can be maintained only by more 
creative thinking —converted into astute action. 


Not every brainstorming session is a formal one, nor 
at top level. Wherever an American Pulley group is 
working together—in research, design, production, 
pricing, packaging, distribution, sales training, ad ver- 
tising — the result is continued high standards of prod- 
uct quality, improved distributor and customer accep- 
tance, and thus an opportunity for increased sales. 


= 7) 
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SPECIFY CULLMAN 


FOR 


OM The 


ROLLER: CHAIN 
CONVEYOR CHAIN 
SPROCKETS 


FLEXIBLE 
COUPLINGS 


In fact, anything else you may need 

in chain drive equipment is available 
on short notice from Cullman’s complete 
stocks. For immediate results on 

your chain drive requirements write 
today or see your Cullman distributor. 


Investigate 


CULLMAN'S 
DISTRIBUTOR PLAN 





1347 ALTGELD ST. 
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GETS NEW POST: James A. Baxter 
hae jomed Machine Tool & Supply 
Co., Tulsa, a manager. Ik 
managed the 


sale bs) pt 


Tulsa branch of 


vious 


another industrial supply firm 





Ohio Hoist & Mfg. 


Names Executive 


Al Simmons, former head of Sim 
mons Industry of San Francisco, has 
been appomited executive vice presi 
dent of Ohio Hoist & Mfg. Co 

Formerly with General Electric 


Co. a 


own 


an engineer, he started his 
firm in 1947 to manufacture 


machine tools. 


To Double Facilities 


Charles Bruning Co. Inc. is 
building a plant in Mount Prospect, 
a Chicago suburb. The new plant 
will be double the size of the firm’s 


present two separate plants 








LUCARDI 


joined 
Twist Drill & Machine Co. as 
western Massachusetts representative 


has 


WILLIAM 
Mors 




















Aveiloble in 1/2” and 3/4" sizes 
. +.» individually pockaged ... 
ready for you to sell, 


ow your customers can have all of the operating advantages of 
Nicholson design simplicity and rugged construction in the new, competitively 
priced Model N-125 steam trap for lower capacity applications. 

Like other traps in the Nicholson line . . . it combines a unique thermostatic 
bellows, large orifice, and fast, intermittent valve action to assure effective 
and economical discharge of condensate and air from steam lines and 
equipment. 

The Model N-125 has a maximum discharge capacity of up to 800 lbs. of 
condensate per hour at pressures up to 125 lbs. It operates on a temperature 


differential of only a very few degrees. Its tight, positive shut-off avoids 








dribbling, leaking, wasting steam. 


OH. NICHOLSON «nd Cenpay 


TRAPS « VALVES + FLOATS + METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-GARRE, PA + SALES AMD ENGINEERING OFFICES IN OO PRINCIPAL CITIES 
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“This ond similor ads ore appecring in 27 LEADING PUBLICATIONS 


TO HELP YOU SELL VIKING PUMPS 





a 


SALAMANDERS _ 
RS cap 


Oldest and Largest Wheelbarrow 
Maker in America 


Two improved models com- 
bine efficiency and economy. 
Inside baffle produces even 
flow of heat. Dual purpose 
shield spreads heat, elimi- 
nates hot spot under unit. 
Holes in feet permit fastening. 
Equipped with U/L approved 
low-pressure regulator, hose 
assembly and fittings. Auto- 
matic safety shut-off controls 
available and recommended 
for unattended operations. 
Model 500— 

50,000 BTU per hour 
Model 750— 

75,000 BTU per hour 


aCKSOn 


WRITE FOR FREE LITERATURE 








Kk </> 


WHEELBARROWS MIXING BOXES 


(—) = 


PANS 
358 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 


MAP MPANY 


’ a ; ¥ 


























STANLEY F. PESCHKEN has been 
named West North Central representa 
tive for Industrial Products Division of 
Pioneer Rubber Co. His home is 
Minneapolis 





New Market Research Head 


Joins Carborundum Co. 


The Carborundum Co. has ap 
pointed J. W. Bralts as manager of 
its market research branch 

Also named were: C. B. Wille, 
administrative assistant to the di 
rector of marketing; E. W. Martin, 
manager, district administration 
branch, and KR. W. Johnson, econo- 
mist and manager of the new eco 
nomic analysis branch. 

Mr. Bralts will direct research on 
both existing and possible new 
markets for both present and new 
products. A native of Holland, he 
held market research posts in that 
country before coming to the U.S 
in 1950. He has been with Radio 
Corp. of America and R. M. 
Hollingshead Corp 


Demeak to Manage 
Oldham-Rust Sales 


Che Oldham-Rust Co., New York 
City manufacturers representatives, 
have appointed George E. Demcak 
manager of their industrial sales 
division 

\ Cornell engineering graduate, 
he has specialized in cold-heading 
applications and fastening problems 























American Hoist Makes 
Engineering Staff Changes 


Eight members of the engineering 
department of American Hoist & 
Derrick Co. have been promoted. 

J. J. Hite, formerly chief engineer, 
has been advanced to director of 
engineering for all the firm's 
products. 

William Niessen, previously an 
assistant chief engineer, is now chief 
structural engineer. 

Kenneth Potter has been pro 
moted from an assistant chief engi- 
neer to chief mechanical engineer. 

H. T. Bratt, formerly a supervisor, 
has been named assistant chief engi- 
neer in charge of revolver cranes, 
derricks and hoists 

R. G. Lynn has been appointed 
assistant chief engineer in charge 
of all electrical application in Ameri 
can Hoist products. 

A. W. Brown, who had been a 
design engineer, is now assistant 
chief engineer in charge of excava 
tors and truck cranes. 

Charles Milnar has been named 
mechanical engineer, locomotive 
cranes. 

R. D. Adkins is now mechanical 
engineer of the newly created 
Crosby-Laughlin Division 


Opens Detroit Office 


The Lima Electric Motor Co. has 
opened a branch office at 6432 Cass 
Ave., Detroit with Anthony N. Pel- 
legrini in charge. 








“How'd things go at the pre- 
view last night, Dad?” 


600g 


NEW SALESMEN 
TO HELP YOU SELL 


PAASCHE 2 


As part of a recent reorganization 
and development program, Paasche 
Airbrush Company is under- 

taking an advertising and 

publicity campaign designed to carry 
the Paasche story to over 6,000,000 
prospects in the next twelve months. 
And hand in glove with this campaign 
will be the development of new 
Poasche catalogs for use by your 
salesmen. What does it mean to you? 
it means that, as never before, 
Paasche is going all out to help you sell 
Paasche Airpainting equipment. 
Whot can you do to capitalize on 
this effort? Let the Paasche man 
tell you how to add to your profits 
with the most complete sproy 
equipment line. 

Biggest Soles Effort in the 
company's 52-year History 
Now in Progress. 






























PAASCHE 


‘ ' 
‘ ' 
' 
| AIRBRUSH Co, ! 
1915 DIVERSEY PARKWAY i 
; CHICAGO 14, ILLINOIS : 
i PAASCHE AIRBRUSH (CANADA) LTO. i 
i Terente 6 Ontene j 
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DIVISION OF CLINE ELECTRIC MANUFACTURING COMPANY 
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let us make a 


Would pa like to slash 
maintenance time tting an easy- 
to-fasten joint in endless belts? The 
fastest way to join these ends is with 
Clipper Hooks and Lacers. 

Long used for lacing power transmis- 
sion belting, Clipper fasteners are 
now pr their cost-cutting value 


in materials nt, auto- 
matic pin setters, equipment, 
food harvesting and processing equip- 





4a*7ehe 





They produce a smooth, flexible joint 
in a hurry. 

Let us demonstrate the advantages of 
a Clipper joint on the product of your 
choice. Send us a small sample (or 
the complete belt, apron, tape, or 
what have you) and we'll make you a 
Clipper joint FREE, without obligation. 
Write, wire or call today for details 
and literature. 


Ask your Industrial Distributor for Clipper Products 


Clipper 


BELT LACER 
COMPANY 





992 Front Ave., N. W., Grand Rapids 2, Michigan 
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Yale & Towne 
Expanding in West 


The Yale & Towne Mfg. Co. has 
launched a large scale expansion 
project in the West starting with 
construction of a new sales and 
service branch in Los Angeles 

Sub-branches in Fresno and Sacra- 
mento and representatives or sub- 
offices in San Diego; Phoenix, Ariz.; 
Albuquerque, N. M.; El Paso, Texas; 
Portland and Medford, Ore.; 
Yakima, Seattle and Spokane, 
Wash., Salt Lake City and Mis 
soula, Mont. are also planned. Paul 
R. Minich, Jr, general sales man 
ager, Materials Handling, said the 
management expected California 
and western industry to outpace the 
rest of the nation in growth 

lhe new Los Angeles branch will 
be built at an industrial park at 


Olympic Blvd. and Gerhart St 
Bouffard To Head Region 


Yale & 
Frank Bouffard as Western regional 


Towne has appointed 


sales manager succeeding Garnett A. 
Vining, who resigned 

Former national accounts sales- 
man in the Materials Handling Di 
vision, he will direct Yale activities 
in 11 Western states and Western 
Canada 


Pittsburgh Manager Appointed 


Yale & ‘Towne has named Walter 
S, Maranuk, former vice president 
of Northland Equipment Co., De- 
troit, as manager of its Pittsburgh 





Frank Bouffard 

















W. S. Maranuk 


branch. He has had 15 years’ ex 
perience in materials handling sales. 


Two Managers Named 


Charles E. Howard has been 
promoted to the newly-created post 
of manager of attachments for The 
Yale & Towne Mfg. Co. Formerly 
assistant sales manager of electric 
powered trucks, he will direct sales 
of attachments for all Yale lines: 
gas and electric lift trucks, Work 
savers and Warchousers. 

Robert L. Brown, Jr., former 
assistant sales manager of gas, diesel 
and LP-gas powered industrial lift 
trucks, has been made electric truck 
sales manager 

Fred S. Miller and Joseph Dono 
hue have been appointed assistant 
sales managers for the Worksaver 
and Warehouser sales department 
of Yale & Towne. Mr. Miller has 
been an assistant to the hoist sales 
manager and Mr. Donohue has been 
a member of the field staff at the 
Richmond office 


Ryan Promoted 


Michael F. Ryan has been pro 
moted to manufacturing assistant 
to the general manager, Yale & 
Towne. 

George A. Smith has been named 
materials handling production man 
ager. 


Forms Asbestos Firm 


Baldwin Asbestos Products Co. 
has been organized in Charleston, 
W. Va., by J. M. Baldwin, president 
of Baldwin Supply Co 























orders 


Build your hack and band saw profits on 
Spartans. Protect your saw blade business 
the Spartan way! Spartan makes the cor- 
rect metal-cutting saw for every job. Sell 
Spartans—The superior hack saw blades. 


Our SAF-TSAWS a three-piece welded 
edge power blade, flexible; will take extra 
tension and is shatter proof. 


Genuine High Speed Steel, 
Kutall Molybdenum High Speed, 


Flexard, All Hard and Flexible hack saws; 
Metal-Cutting and Wood Cutting Band 
Saws. 


Sold only through Distributors (mi 





SAW WOnrRKS, 


SPRINGFIELD, MASS. 
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DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 





Your nearest RAWLPLUG branch can present to your men 
an effective 


“ANCHORING TRAINING PROGRAM” 


that will show them how and where to get this profitable 
“extra” business. 


The program is a brief full-color slide presentation... de- 
signed by experts in the field...using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 
advice and increase your sales. 


—EEEOO — 
—_ eeeeeeeEeeEeEeEeEeEeEeEeEeEeEeEeEeEeEeEeEeEeEEqEE»y_ 





a 






Winning prizes will be 
right in line with your 
everyday selling. Ask 
your Salesmanager how 
you can get in on 
this RAWLPLUG 
ANCHORAMA money 
--+ Don’t delay! 
Act now! 


~ RAW LORILES 


RAWLPLUGS 


THE 
RAWLPLUG Co., Inc. 


Box 406K, New Rochelle, N. Y. 





ANCHORAMA | 


2500 | 


CONTEST | 


$1,000.00 FIRST PRIZE... | 
42 other cash prizes | 









ti ttt tl 



















RAW. TAPERS 





Raw 
TOGGLE BOLTS 

















Rawi Raw 
AG SCREW Caneioe 
SHIELOS mp Cris 
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Good to Manage 
Atkins Field Sales 


James E. Good has been 
pointed field sales manager of the 
Atkins Saw Division, Borg-Warner 


orp 


dp 


Former manager of the Chicago 
district for J. H. Williams & Co 
he has had more than 25 years’ ex 
perience working with industrial dis 
He will the 


tributors SUPCTVISE 


Atkins field sales force and direct an 
extensive program of sales promo 
tion and distributor contact work 
Carl J. Meister, executive vice presi 
dent, stated 


New Engineering Section 
Formed by Nicholson 


W H. Nicholson & Co. has 
organized a new Integrated Engi 
neering Division as part of its ex 


pansion program 

Heading it up is Donn Innes 
appointed chief 
Urtis has been named head of 


Harold 


Johnson manages design and devel 


newly engineer 


Mar 


industrial engineering and 


opment 
M. B. Skinner Expands 


The M. B. Skinner Co 
structing a new building that will 


is con 


increase its present floor space by 
more than 30°. A complete test 
ing and development laboratory with 
adjacent engineering offices will be 


included 











New Representative 
Selling for Mellowes 






from all angles 
A GOOD DEAL 
FOR DISTRIBUTORS ! 


The Mellowes Co. has appointed 
Arthur W. Gadd as direct factory 
representative in Kansas and western 
Missouri. 

He has been a manufacturer's 
representative in the area for many 
years. 

E. James Smith, Redwood City, 
Calif., has been designated North- 
ern California representative. 





4 Fa 


UNIVERSAL SLOTTED ANGLE SYSTEM 


AS MANY USES AS THERE ARE NEEDS 


SAVES SPACE, TIME, MONEY, & LABOR 


OUR DEFINITE, PUBLISHED SALES 
POLICY PROTECTS DISTRIBUTORS 
COMPLETELY 


HIGH-POWERED RESULT-GETTING PRO- 
MOTION AND ADVERTISING PROGRAM 





A. J. Knobloch 


SUPPLY ASSURED—MADE BY 
BETHLEHEM STEEL CO. TO OUR 
SPECIFICATIONS 


Ss A BEBEA 


Knobloch Retires 
from Los Angels Firm 
\ J Knobloch ICC president of 


Machinist's Tool & Supply Co. 
Los Angeles, for the past ten years 








Flexongle can be used for stock racks 

has re tired production benches, stock corts, main 

He came to Southern California | tenence platiorms, temporary port 
72 dsr c 

in 1923 from Peoria Al and work« d tions, movable billboords, mezzanine 

floors, ladders, conveyor frames, ma 


for Ducommun Metals & Supply 


chine gvords, pilot production set 





. a2 
Co , Los Ange r ’ until 16 He ups, switchgeor rocks, etc. Makes ex 
was active for many years in the ceptionally rigid, fire resistant, space 
Pur hasing Age nf Association of saving structures without drilling 





welding, or painting, and with a min 





Los Angek 





imum of measuring. Flexangle com 











porents ore completely rewsable 
Subsidiary Taken Over ond can be stored in @ minimum of 
space. Competitively priced for « 
Bunker Hill Co. which ha: 


owned controlling interest in North 














tinving dealer profits 


: Q2 FLEXANGLE IS SOLD ony 
west Lead Co. of Seattle since 193] THRU DISTRIBUTORS 


has acquired complete ownership 





GENERAL PURPOSE RACK showing wee 


For further information ebouwt a of PLEXANGLE bolt direct type shelving 





and will operate the Seattle firm as 
its sales and fabricating division 


Roger H. Cutting, former North 
west Lead president, now division FLEXAANGLE CORPORATION 


manager, announced 276 PARK ROAD, WEST HARTFORD 7, CONN 


Flexangle distributership contact 
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Q®*ommander 


SALES TIP 


for Profitable 
Selling 


TRIPLES the PRODUCTIVE CAPACITY 
of any drill press 


Show your prospect how a Commander 
SELECT-A-SPINDLE Dual Speed Drill 
Press Turret can drill, countersink, and tap 
off one drill press spindle ... how he can do 
the work of 3 drill presses with one . . . how 
tooling and set-up costs are reduced, and 
why he can do more accurate work with a 
SELECT-A-SPINDLE and you will make 
a sale every time. 


FEATURES TO HELP YOU SELL: 


@ Fits Any Drill Press 


@ Positive indexing Of Each Tool 
Without Stopping Drill Press 


e@ Compact Size... Maximum Work Visibility 
” © Can Tap On 1, 2 Or All Spindles 


Write for Commander's Full Line Catalog Describing 7 Other Tools 




















QUALITY PRODUCTS 
+ 


STEADY PROMOTION 


= BETTER SALES 





this formula has made KEY pipe sealing 
compounds “Best Sellers’’ for 38 years 


= = 
QUALITY PRODUCTS ~Key Pipe joint Com- 












provide tight, permenent leckprect! seals, never ef Weter, gos, 
low pres r T 
in the jelnts, break quickly ond eusily tow praeeere KTY TITE 


: Pipe Joint 
VIGOROUS PROMOTION —with © steady pr = of Oupound 


ettention-getting edvertisements in |0 leading natione! 
industria! publications, plus libere! sempling end power 
ful follew vp sales letters. 


fer ell, ees, 
high pressure 
steom lines 






~hendreds of industria! 
houses hove been stocking KEY ds for over 
0 years, Thelr customers’ orders specify “KEY —ne 





W-K-M Manvuracrurinc Company, Inc. 


psuperany o Q cf pwovesnise 


P. 0. BOX 2117, HOUSTON, TEXAS 
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E. H. Hanson 


Hanson Promoted 
to Paasche Sales Post 


Evans H. Hanson has been ap 
pointed assistant sales manager of 
Paasche Airbush Co. in charge of 
national distribution of all the com 
pany's products 

With the company, a division of 
Cline Electric Mfg. Co., for 20 
years, he formerly managed the 
Industrial Division 


Heads Credit Men 


F. L. Playter, credit manager of 
Pidgeon-Thomas Iron Co., Mem 
phis, Tenn., was recently named 
president of the National Associa 
tion of Credit Men, Mid-South 
Unit, succeeding W. Russell Mason, 
of Stratton-Warren Hardware Co 








JOHN M. MELE has been transferred 
by Bay State Abrasive Products Co 
from Cle veland to be abrasive enginect 


in New York Cits 




















Small Business on Mend, | 
Says Administrator | LP ommander 
| SALES TIP 


American small business firms are | 7A TT Ti- AWN G . - oo gh 


getting a better share of prosperity | - 
DRILL UNIT | \gkstritags 


than they did two years ago, the 
Selling 
FOR VERSATILITY, SIMPLICITY, ECONOMY 


Government's Small Business Ad- | 
You can help your customers solve many drilling 



























ministrator reported recently. 

In 1954, Administrator Wendell | 
B. Barnes publicly expressed his fear 
that small firms were behind the | 
parade economically, and larger com- 
petitors had al] the advantages. 

Now he says they have stopped | 
losing ground at least, to judge from | 
reports of sales and earnings in 
1955. That year smaller manufac 


problems by recommending a Commander MULTI 
ANGLE Drill Unit—the complete, compact unit 
that easily adapts to almost any special drilling 
job. It's ideal for angle drilling and especially 


valuable when tooling space is limited 
turing corporations (those with 


assets under $1 million) increased 
net sales 8% over 1954 and earn- 
ings after taxes of all small corpora- 
tions increased from $934 million 
to $1,245 million, or 33%. 

There were about 4 million small 
firms according to Government 
definition in a total U.S. business | 
population of 4,225,000 firms in 
1955. Mr. Barnes noted that the 
number of businesses in the coun 
try is gradually increasing. ‘There 
were 4,196,700 firms a year pre 
viously. | 

Mr. Barnes said more Govern | 
ment contracts were awarded to | 
small businesses during the first six 
months of 1956 than in the previous 
period, but he credited the better 


hath of small Gams primary to PRECISION BRAND* 


their larger share of the civilian . 
goods market. Preferred by Machinists 


FEATURES THAT HELP YOU SELL: 

@ Compact—only 1 15/16" wide x 10 3/4” long 
9? © Drills on close centers 

@ Hydraulic spindle actuation—up to 4” stroke 


@ Adapts to many power sources— flexible 
shaft, air or electric motors 


@ Only $125.00 complete 


& Write for Commander's Full Line Catalog devcribing 7 other tools 


_ 





l de tte 





But Problems Remain Distinguished for quality, accuracy, uniformity, straght 
ness, etc PRECISION BRAND dowel pins ore made 
He added that small business trom the finest steel obtamable for this purpose They 


ore hardened and ground to = OOO!and are available 
the squeeze on raw materials result from '4" to ¥" dia, %” to 6" lengths Supphed in 0002 
and .OO! over basic sizes. PRECISION BRAND 
ing from the high level of economic dowd otis tin eititiedeensbeasd ond deo camels 
activity, shortages of steel, alumi bulk quontities. SPECIAL SIZES ALSO AVAILABLE 
num and other materials, higher 


prices, inability to compete for ds 
skilled help, lack of foreign trade Cae - alse avatlatle 
opportunities, and scarcity of sub Ne 


contracting opportunities due to 
military purchasing cutbacks. 


still has its problems, among them, 











SHIM STOCK © FPEELER 
STOCK © GROUND FLAT STOCK « 
MUSIC WIRE © DRILL RODS © 
ARBOR SPACERS 





| 
Heads Dodge Production 


| 


Dodge Mfg. Corp. has named 
Donald Saunter director of produc 
tion and purchasing at Mishawaka. 


PRECISION STEEL WAREHOUSE, inc. 





MAT F AVENUE -« v re ’ Ny 
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Utica’s® 
New Seer O-Look 
Wrench... 


more than 4 {open End 
Wrenches in] 


pe 





{the MAGIC BUTTON 


Lighten the load of your tool kit 
with Utica's Seiect-O-Lock ad- 
justable wrench. 


Don't weigh yourself down with 


sets of open end wrenches, Thin 
jawed Seiect-O-Locks will fit a 
variety of jobs. 


Push the magic button and the 
wrench locks in position—like an 
open end wrench. Pull the magic 
button —it’s a conventional adjust- 
able wrench. 

Se.ect-O-Locks, the #93 series, 
are available in 6, 8, 10 and 12 inch 
sizes and are priced the same as the 


regular #91 series. 
Jae 
re 


' 
tw ' 
hr | 
: ' 
. By i 

| Pull it’s Unlocked 





7%. 
Push — it's Locked 


“PATENTED 





THE HALLMARK OF QUALITY 


UTICA DROP FORGE & 
TOOL CORPORATION 


UTICA 4, WEW YORK 


W. PF. Styer 


DeWalt Assigns 
Milwaukee Manager 


DeWalt Inc has appointed 
William F., Styer as Milwaukee dis 
trict sales manager covering Wiscon 
sin south of Oshkosh and Illinoi 
north of Peoria except for Chicago 

He worked for Armstrong Cork 
Co. and a grocery wholesale firm 
before joining DeWalt as demon 
stration salesman last year 


Joins Morse Chain 


J. Davidge Warfield has joined 
Morse Chain Co., a subsidary of 
Borg-Warner Corp., as administra 
tive assistant to the president. He 
previously was assistant to the presi 
dent of Borg-Warner. 





“Look, Bemis, o good purchasing agent 
doesn't keep saying, “What's in it for 
me?’ oe 
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Reasons for the 


SUPERIORITY 
of 


epson 
A-4 
PIPE UNIONS 


briefly 


1... they are made of Air Refined Malleabie 
Iron which is 30% stronger than the usual iron 

. they are designed to put mcximum strength 
where maximum strength is needed; while 
marked for 300 ibs.. these unions are recom 
mended for 500 ibs. in most sizes. 


2 . seats of special analysis hard brass are 
cut from seamless tubing and true machining 
and precision grinding produce a leak-proof 
joint which requires no jamming to set up tight. 


3 hrass seats are located in a recess away 
from the runway ef the fitting and become in 
tegral with the iron by press fitting into a me 
chined groove. not into cast channels as in most 


unions. There is no danger of seats rocking. 


a Jefferson Unions have a true ball joint 
with seating surface a true arc; seating surfaces 
are ground together in pairs, never separated 
in production, thereby assuring absolute tight 
ness and self-seating. 


5 highest quality of material, excellence 


of workmanship and rigid testing and inspect 
ing assure a product that justifies a slightly 
higher first cost but which result in a lower cost 
per year of service 

Other unions in the Jefferson line include: 1502. 
2502 and 2002 unions, union eibows, union 
tees and flange unions. lrontoiron sects are 
also available. 


Write us for turther details. 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


Only the GEST ic CHEAPEST 
end that spells j-€-4-F-E-2-$-O-N 





WSS 303% 


“a 


rqverorews 


GEORGE T. BRECHT has been 
named purchasing agent * Hajoca 


Corp., Philadelphia. He 1 former 


branch and zone manager, recently as 
istant supervise branch operations OFFERS 
ALL THIS! 





Midwest Manager 
Directs Osborn Sales 
Robert S. Cadman, Jr., has been 
appointed manager of the newly 
established sales district of The 
Osborn Mfg. Co., Brush Division 
He will direct sales in northern 
Illinois and northwestern Indiana 
from the firm's Chicago office 


Fills Syracuse Sales Post 


Binks Mfg. Co. has appointed 
James Dacey as sales representative 


in the Syracuse, N. Y., area. He 
ucceeds | ( Romme who retired A complete line of 


soon power transmission equipment 
using one interchangeable 
bushing system 





Browning is your one source for an integrated line of V-belts and sheaves, 
roller chain and sprockets, paper pulleys, and rigid, flexible and chain 
couplings. Profitable and easy to sell because the entire system employs 
Browning's unbreakable malleable split taper bushing, which mounts 
and unmounts easily but won't loosen in usage. Standardizes whole plant 
on one-type bushing, saves time, lowers maintenance costs. You can stock 
thousands of size and bore combinations, yet lower your inventories, 
save space and time, simplify orders and deliveries. Write today for 
detailed information on this complete line. Ask for Catalog GC10! 





HARRY KOCIENCKI has joined the 
Midland Park sales staff of Marlow 
Pumps Division of Bell & Gossett Co 
He was formerly with Worthington 
Corp., Harrison, N. J 
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new ICE REM-CF... pre-sold | 
. to industry for safe ice 
and snow control 


Speco has followed the same basic sales policy for ICE REM during 
the past 10 years — a quality product sold through industrial! distribu- 
tors and supported by strong national advertising. 


Now, to introduce ICE REM-CF, Speco is launching the most wide- 
spread advertising campaign ever placed on behalf of an ice and snow 
melting compound. This program is aimed at making you, the dis- 
tributor, headquarters for all industrial ice and snow contro! materials 


regular ICE REM 


10 times grecter thawing copacity than 
flake calcium chloride. Up to 30 times thot of 
salt (5°F). Melts by exothermic action linternc! | 
generation of heat). Contains Speconite rust 
inhibitor and “EO”, on exclusive moisture seal | 
thet prolongs storage life aan | 











new ICE REM-CF 
This wensational new product contains neither 
celcium nor chioride is completely harmless 
to pavements, metals and vegetation 99 99 % 
active chemically. Leaves no messy residue 
Non-hygroscopic. Many times more effective 
than salt, particularly at lower temperatures 











j | 
Typical of publications which will carry ICE REM ads! 
this winter are: 

| Business Week MUAFactory industry&Power | 

Maintenance The Plant American industry 

| Transportation Industrial Equip- Mass Trans- Catholic Buliding | 

| Supply News ment News portation & Maintenance 
| Safety Maintenance & Production Heating & Plumbing Equipment News | 

Food Processing Industrial Purchasing Agent Buyers Purchasing Digest 













— 


7308 ASSOCIATE AVENUE — 
CLEVELAND ¢, OH1I0 = 


——4 


























"seld through industrial distributors” 
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W. C. Scheib 






Scheib Heads Tape Sales 
for Behr-Manning 






Behr-Manning Co., a Norton Co 
division, has appointed William ¢ 
Scheib divisional manager of pres 
sure-senitive tape sales 

He will cover the New York, 
Philadelphia, Baltimore and Pitts 
burgh divisions of the company’s 
Eastern region from headquarters 
in Teterboro, N. J]. With Behr 
Manning 25 years, he was at one 
time sales manager and secretary of 


Norton Pike Co 








Reelected Board Member 


William S. Richardson, president 
of The B. F. Goodrich Co., was 
reelected a board member of the 
National Conference 


Board for a one year term. 


Industrial 








C. K. OLSON, JR., has been elected 
vice president and sales director of 
Yates-American Machine Co 











Devitt Hardware 


Marks 150th Year 


Paul J. Devitt 
Upper Darby, Pa., 
150th anniversary 

The firm was founded in Phila 
delphia by John Devitt, father of 
Paul J. Devitt, whose name the firm 
The Darby 
the firm’s headquarters, was opened 
in 1929. The original Philadelphia 
store was destroyed by fire in 1941 


Co., 
is celebrating its 


Hardware 


now bears store, now 








LLOYD E. FLANDERS, JR., has been 
named general sak 
Sele Co 


manager of Rust 





“Memphis Queen” Chartered 


Employees of J. E. Dilworth Co., 
Memphis, ‘Tenn., and their families, 
had an all-day outing and picnic 
recently. The Memphis Queen II 
was chartered and took the group 
to the beach for swimming and 
games 





NEW ROLE FOR CHIMNEY 
LININGS 


Clay flue linings—used for yeors in 
chimneys of houses ond buildings— 
have found a new use os building ex- 
teriors, reports Engineering News- 
Record, McGraw-Hill publication. A 
New Orleans motel has 15,000 six- 
inch sections of such “lining.” The 
sections ore seperated by a holf inch 
of morter moking a wall which is 
held by steel angles at the top and 
bottom of each floor. 




















Circle 


‘ata? \ ee 


@ Hot rolled ber entering 10° mill 


FASTENERS 


QUALITY CONTROLLED 


from 





Billet to Bolt 


~ ith ms 
drawing mill, Buffalo Bolt Company is the 
largest independent producer of bole 


own rolling and wire 


and nuts able to control the quality of its 
products from billet to final threading 
This assures 


1. Prompt service to exacting 
specifications. 
2. Unitorm high quatity by the 
mittions. 


— five ent service 
WESTERN OFFICE: Chicago, MArrisen 7.2179 
EASTERN OFFICE: New York City, Rteter 2 1608 
CENTRAL OFFICE, 

North Tonewende, JAckson 2400 (Buffale 


cerite 


BUFFALO BOLT COMPANY 


m of Bult i: pse poration 


HORTH TOHRAWAHDA, &.Y. 


Making both fasteners ond friends for 100 years 


Order ® fasteners through your local distributer 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 


369 














- 
cosmo 


@ CONTACT WHEELS 
for abrasive applications. 


@ EXPANDING WHEELS 
for abrasive bands and cones. 


@ RUBBER ROLLS, 
all types for all industry 
@ COSMO-GRIP, 
non glazing. 
@ *LORIG-ALIGNER, 
selfcentering rolls. 


*Under license trom 
United Stetes Stee! Corporation 


Know the complete line... then you have the right 


answers to help your customers cut costs and 
speed up a wide range of work. 


YOU PROFIT... THEY PROFIT 


We are now located in our new 
home and in position to render a 
better service than ever before. We 
have larger facilities, new equip- 
ment, larger mixing and roll ca- 
pacity and larger contact wheel 
capacity. 

Today with industry always on the 
lookout for better methods, with 
savings in cost, you have an ex- 
cellent opportunity to make many 
customers and hold them. 


CHICAGO RUBBER COMPANY, INC: 
651 MARKET STREET WAUKEGAN, ILL. 























PICTURED is the R54 Universal Cosmowheel, 
replaceatle tire type, all aluminum hub 
and rubber contact wheels. Con be sold for 
use on oll metals, woods, granite, marble, 
plastics, leather and glass giving you wide 
sales possibilities. It is available in all stand 
ard sizes, plain or serrated 


COSMOWHEELS cut 
better — faster — longer 
and the tread is re- 
placeable, The smooth 
trouble-free perform- 
ance gets ver approv- 
al quickly. 









\ 


No 








M. A. KAUFF has been named sales 
mana f the industrial division of 
Wall Mfg. Co. He has 25 years’ ex 
eret ) industrial sales 





Columbus McKinnon 
Assigns Representative 


McKinnon Chain 
Corp. has appointed Leslie R. Sch 


Columbus 
roeder to handle both cham and 
hoist 
in St 

He will cover nearby Missouri and 


Illinoi 


products from headquarters 


Louis 


Joins David Round 


Edward R. Kramer has been ap 
pointe d chief de velopm« nt engineer 
for the electric hoists, cranes and 


line of David Round & Son, 


vinche 


In 
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BEN A. FLEURY, JR., has been 


appointed assistant sales manager of 
Union Twist Drill Co. at Athol, Mass 
He will direct sales, advertising and dis 
tributor relations on the omplete 
Union-Athol line 




















Gould Pumps Western 
Formed in Portland 


To improve service to West 
Coast users, Gould Pumps, Inc., has 
formed a new corporation in Port- 
land, Ore., to be known as Gould 
Pumps Western, Inc. 

R. W. Clarke is vice president and 
sales manager and H. W.. Winfree is 
secretary. Enlarged facilities for 
assembling, testing and stocking are 
planned. 


Rockwell Knighted 


Colonel Willard F. Rockwell, 
board chairman of Rockwell Mfg. 
Co., has been knighted by the 
Italian Government in the order 
“Al Merito Della Republica” for 
‘his outsanding contributions to 


Italy's reconstruction and economic 


recovery since World War II.” 








REPRESENTATIVE newly appointed 


by |. H. Wiliams & Co. for western 
Michigan and northern Indiana is How- 
ard G. French. He will work out of the 


Chicago office 





‘MOSAIC’ HOSIERY 


“Mosaic” hosiery may develop into 
a new toke-off from the conventional 
argyle sock, according to Textile 
World, McGraw-Hill publicotion. Un 
limited patterns in solid colors now 
can be made on argyle knitting ma 
chines, which will probably lead to 
some weird and fantastic sock de- 


signs 





















Stationary Base 
or 
Swivel Base 


SINCE 
1895 


COMPARE 
MATERIALS 
DESIGN 


Seal CONSTRUCTION 
C & 





“7744 HEAVY MACHINIST Vises 7 


Red Seal Vises are built to stand up under the hardest 
use. Compare it feature for feature with any other 
vise. You'll find that your customers will recognize 
and prefer Red Seal Vises, too. Their high quality 
makes them easier to sell! 





Features: Acme threads for screws for easy 

quicker action and replacement. 

* Castings of semi- better holding 
Steet. power. + Convertible! 

* Rear jaw broached + Jaws faced with Stenderd stationery 
to insure perfect fit high grade tool vise can be con- 
with stiding bar. steel over entire vey ee swivel % 

+ Siding br mites ee ow eee Sl model 
sare tongued, and can be made sta- 

* Screw of cold-rolied grooved. Attached tlenery by removing 
steel with deep cut to jaw faces with bese. 


One of ovr mony foctory representatives is near you to serve your needs 
Write for Complete Price and Discount Schedules on These Fast-Selling Vises 
SOLD ONLY THROUGH DISTRIBUTORS 


AMERICAN SCALE & VISE CO. 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1956 371 
























At Last! sep improved Knoxville Distributor Holds a Meeting 
steel conveyer pulley ! 


Cin sin) 









Outside salesmen of Browning Belting & Supply Co., Knoxville, Tenn.—Dan Little 
field, A. H. Smith, H. R. McLain, A. L. Bunch and Walter Hood—gather for a 
session on products 





Adds Warehouse Ad Manager Named 


A 6,000-sq. ft. warehouse is being Raymond B. Dasch has been as 
| built for Carpenter Steel Co. in signed to the Trenton office of 
Union Road, Buffalo. The one Hamilton Rubber Mfg. Corp. as ad- 
story brick and concrete block vertising manager. He formerly was 
building is expected to be com- with a Philadelphia advertising 
pleted the beginning of August agency. 














“(GE 


CONVEYOR PULLEYS 


@ COMPLETELY SEALED ALL 
WELDED CONSTRUCTION. Steel 
plated discs continuously 
welded to inside tube. Also 
hubs to plate discs. 


@ SURFACE MACHINED CONCEN- 
TRIC WITH BORE. 


@ ALL PULLEYS NORMALLY 
AVAILABLE ON EVEN DIAMETER. 
Also available pipe size diam- 
eters. 


® DESIGNED FOR ALL NORMAL 
CONVEYOR SERVICE. 


@ EXTRA FEATURES AVAILABLE. 
Extra-heavy rim thickness. 
Oversized bores and hubs. 
Larger than standard listed 
diameters—Longer than stand- 
ard listed face lengths. 


Territories Open 


ROCKWOOD PULLEY Mfg. Co. 


2ocreosey st. 
wew YORK 13, N. Y. 



































“One of your stockholéers 
wonts to see you.” 





























“Send our quest in, Miss Jones.” 
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Automation Misunderstood, 
Says Westinghouse Head 


Automation needs interpreters 
and defenders because it is widely 
misunderstood by the American 
people, says the president of West 
inghouse Electric Corp. 

Gwilym A. Price, chairman and 
president of Westinghouse, told a 
recent Edison Electric Institute 
meeting that the electrical industry 
should assume responsibility for 
explaining automation. “Opinions 
are held about it,” he said, “which 
are a quarter of a century out of date, 
and which were wrong when they 
were new To too many of our 
people, automation spells unem 
ployment instead of opportunity, 
dislocation instead of jobs.” 

On the contrary, he said, automa 
tion will mean more opportunity, a 
higher living standard, and the crea 
tion of new jobs faster than old jobs 
are displaced. Moreover, the change 
to automatic production will be 
gradual and natural, similar to the 
Industria] Revolution, he predicted 
“We simply do not know enough 
to convert American industry to 
automation. It has been estimated 
that if we applied everything we 
know to automate our factories, in a 
crash program and regardless of 
cost, only about 8% of labor force 
would be directly affected by dis 
placement, downgrading or upgrad 


ing.” 


Heads Fulton Division 


David R. Prince has been ap 
pointed Cincinnati-Dayton district 
manager for Fulton-Sylphon Di 
vision of Robertshaw-Fulton Con 
trols Co. succeeding G. L. Leupold, 
now assistant general sales manager 
of the division 


Muller Heads Research 


John A. Muller has been ap 
pointed director of research and 
development for Thermoid Co, J 
Wilbur Huff succeeds him as techni 
cal manager of the company’s Indus 
trial Rubber Division 








ONLY 


V 
ELK Ley 
PRESSURE REGULATORS 


OFFER ALL THESE 
m. ADVANTAGES 






\ © Tested with steam for dead end 
service 

® No change of springs for different 
pressures, 

® Stainless steel springs to insure 
long life 
Phosphor bronze diaphragm 
Stainless steel “unit pilot valve.” 












° 

. 

© Copper asbestos gaskets. 
. 


Piston above flow, operation not 
affected by sediment 






© Bronze or monel renewable cylin- 
der liner 

© Cast iron piston rings, 

® Government bronze castings suita- 
ble for high temperatures 

® Stainless steel main valve and seat 











Renewable features 


© No stuffing boxes, dash pots or 
weights 







® Guaranteed 






© Order one for test—no obligation 





Tested and approved—U. $. Navy for 
design - materials - workmanship and 
operation. 4 








Write for 
Type AA Pressure Regulater Coteleg 550 


Profit by meeting industry's rising 
requirements with Keckley’s complete line 


0. C. KECKLEY COMPANY 


Generel Offices and Factory 
3400 CLEVELAND ST. SKOKIE, ILLINOIS 
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you 






“sovern’ the 
government 


Much as we revere and respect this system of ours, we don’t want 
the government running our lives. 

The best government is one that’s closest to the people. And 
there’s just one way to keep it under control. 

Vote. 

Every time you get a chance. 

Vote November 6, for sure. 

Vote to elect the ones you want representing you. To keep the 
ones who are doing you proud. To get rid of the ones who are 
not so hot. 

You're the boss, however you vote. No matter who’s elected, 
you pay their salaries and paint their offices and keep watching 
over them as they work. 

Even if the ones you're “agin’’ happen to 
win, they’re obligated to the minority, too. 
They're servants of all the people, not just 
those who voted for them. 

Your vote prods, approves, protests, de- 
mands, restrains, rewards. 

Vote—so you and your children after you 
always can. 





See You at the POLLS! 
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SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS «+ 


THEY’LL SEE THESE NEW 


STARRETT TOOLS 


AT THE NATIONAL METAL SHOW 


Participation in the major indus- 
trial trade shows is another way 
Starrett helps to pre-sell customers 
for you. The thousands of industrial 
buyers who flock to these industrial 
shows see the outstanding Starrett 
exhibit. 

They come back with a clearer 
complete Starrett 


picture of the 





NEW RADIUS GAGES 
New No. 167 stainless steel Radius Gages 
are typical of the many new Starrett Tools 
displayed and demonstrated at trade 
shows 


NEW SATIN CHROME RULES 
Special display will be given to Starrett 
Satin Chrome Steel Rules featuring the 
new 6, 12, 18 and 24-inch lengths with 
fractional and decimal graduations 


VISIT THE STARRETT EXHIBIT 


line. They're primed and ready to 
buy many of these and other new 
Starrett Tools which they see 
displayed and demonstrated 
there. 

Next big show at which Starrett 
will exhibit is the National Metal 
Show in Cleveland, October 8 to 12. 


If you attend, be sure to visit us. 


NEW DIAL INDICATORS 
New Starrett high precision, low friction 
Dial Indicators will be featured, stressing 
the — + =p of the line and inter- 
changeability 





NEW FLAT STOCK SIZES 
A section of the Starrett exhibit will dis- 
play Starrett Precision Ground Die Stock 
and Flat Stock, now available in over 
1000 sizes 


SPACE 919 















MECHANICS HAND MEASURING TOOLS AnD 
PRECISION INSTRUMENTS Ora, imOrcaToes 
STEEL TAPES « PRECISION GROUND FLAT STOCE 
HACESAWS, BAND S4W5 ond BAND ENIVES 










ATHOL, MASS U.S.A 








NEW MICROMETERS 


New Starrett No. 221 Hi-Precision mi- 
crometer and the popular No. 220 Series 
interchangeable anvil micrometer always 
attract interest 





NEW INDICATOR HOLDER 
No. 657 Magnetic Base Indicator Holder 
has extra appeal when its many new fea 
tures can be demonstrated. 





NEW HACKSAWS, HOLE SAWS, 

BAND SAWS and BAND KNIVES 
The exhibit features the “Production 
Proved" theme for the complete Starrett 
saw lines and effectively displays the new 
color-identified hacksaw blades 


NATIONAL METAL SHOW 
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Acco Registered’ Sling Chains 










Shaped Section 
Master Link 

Holds its form j Accoloy X-Weld 

under loads up 125 Chain 

to 18% greater. Welds os strong 
or stronger than 
alloy material 
Welded crea 
2% times conven- 
tional size area. 


& 
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> 
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New X-weld Chains and New Master Links make anda 

- m " . WHat 
ACCO Registered Sling Chains better, safer than ever! “ACCO REGISTERED” 

MEANS 

e Now, you give even better quality, lugs and king-size welded areas 1 The best material 
greater strength and added safety when Second, these slings incorporate ACCO’s 2 Unit safety factor (on bodies 
you sell acco Registered Sling Chains new Shaped Section Master Link which P ecb a 
. Proof test of cor ete sha 
For these famous slings embody two ex though weighing no more than the stand eect te n , 


ard round section link, holds its form load Wmut 
| 


clusive major improvements 
4 Actual heid service test 


First, they are made with acco’s great under loads up to 18° greater 


new Accoloy X-weld 125 Chain, hailed Acco Registered Sling Chains — the of each desigs 

as the greatest triumph in chain manu standard by which all other sling chains 5 engnenny —_ 
facture since the advent of electrically are judged—are on all counts the finest ‘ tom aad — 
welded chain. These chains have un sling chains you can sell. They will serve with each sling 


equalled strength at the welds, and do not long and well. Write to our nearest Dis 
kink, thanks to the full alloy strength trict Office for full information 


AgCco American Chain Division 
’ AMERICAN CHAIN & CABLE 









Grade Mark Registered 
York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston 
Los Angeles, New York, Philadelphia, Pittsburgh 
Portiand, Ore., San Francisco, Bridgeport, Conn 





